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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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York, 1909. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00. 
Canada—one year, $2.50; 
two years, $4.00. Foreign, 
all countyfes in the Postal 
Union, $3.00 for one year 
and $5.00 for two years. 
Remittances may be made 
by personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D, C. 
(COPYRIGHT. Contents 
covered by Copyright, 1937, 
by the Office Appliance 
Company. , 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Aceo Products, Ine. 67 
Ace Fastener Corp. i2 
Acme Bull. & Directy. Bd. Cp...250 
Acme Staple Co 255 
A. D. K. Corp. 118 
Adams, Henry T., Mf«. Co 133 
Aigner, G. J., Co 125 


Allen & Co. 
Allen-Wales Add. Mach 


Corp...255 


All-Steel-Equip. Co 185 
Alma Desk Co. 206 
Amer. Autmtc. Electr. Sales Co.124 
Amer. Number Machine Co. 253 
Amer. Writing Machine Co. 62 
Ames Supply Company 122 
Artility Metal Products, Ine.....211 
Art Metal Construction Co. 144 
Art Steel Co., Inc 164 
Associated Stationers Supply 
Co. 116 
Autmte. File & Index Co. 204 
Autmte. Pencil Sharpener Co...118 
Autopoint Company 123 
B 
Bankers Box Co 117 
Barkley, C. L., & Co 131 
Bassick Company 162 


Bates Mfg. Co. o4 


Belmet Products, Inc 213 
Bentson Mfg. Co. 215 
Better Packages, Ine 253 
Bickett, L. M., Co 187 
Boorum & Pease Co. 72 
Borg Seales (Div. G. W. Borg 
Co.) 120 
Boyce, A. E., Co. 228 
Bridges, F. W., Ltd 254 
Bright Chair Co. 220 
Bristow, Stanley R. 255 
Brown, L. L., Paper Co 97 
Browne-Morse Co. 203 
Bushnell, Alvah, Co. 251 
c 
Cameron, Cal. 204 
Carter's Ink Co., The 225 
Cel-U-Dex Corp. 254 
Chicago Sound Systems Co. 133 
Clarotype Co., The 248 
Cleanereno Chemical Co 128 
Clemeo. Desk Mfg. Co 106 
Cleveland Container Co 132 
Cloyes Gear Works 253 
Codo Mfg. Corp 125 
Collier-Keyworth Co 180 
Columbia Rib. & Carbon Mfg. 
Co. 100 
Columbia Steel Equipment Co...147 
Continental Ink. Co 133 
Cook, H. C., Co. 232 
Corona Typewriter 61 
Corry-Jamestown Mfg. Corp 174 


Crown Ribbon & Carbon Co.....236 


D 
Darnell Corp 212 
Dawn Mfg. Corp., The 239 
Defiance Sales Corp 236 
Dick, A. B., Co 59 
Diebold Safe & Lock Co 72 
Dixon, Jos., Crucible Co 89 
Doppelt, Charles, & C« 126 
Downey, C. L., Co. 243 
Dunham-Watson Co 132 
Duplicator Supply Corp 241 

E 
Fagle-Ottawa Leather Co 216 
Elliott Address. Mach. Co 81, 87 
Elliott-Fisher tack Cover 


Esleeck Mfg. Co 78 


Esterbrook Steel Pen Co 246 
Evansville Desk Co 214 
FE 
Faber, A. W., Inc 245 
Faries Mfg. Co 233 
Faultless Caster Corp 208 
F. B. Mfg. Co 255 
Felt & Tarrant Mfg. Co 114 


offer their 


through the journal. 


Finch & MeCullouch 

Fox, George E., & Co. 
Friden Cale. Machine 
Fritz-Cross Co. 
Fulton Specialty 


Co. 
Co. 


G 
Gaylo Mfg. Co. 
General Duplicator Corp. 
Genera! Fireproofing Co. 
Gilson-Bolens Mfg. Co. 
Globe-Wernicke Co. 
Graff, Geo. B., Co. 


Greist Mfg. Co. 70, 


Guide System & Supply Co. 
Gummed Tape & Devices Co. 
Gunn Furniture Co. 


H 


H. A. Ink Eradicator Co. 
Hall-Welter Co. 
Hanson Scale Co. 
Harding, Milo, Co., 
Harriman-Welts 
Harter Corporation, The 
Heyer Corporation 

Higgins, Chas. M., & Co. 
High Point Bd. & Chair Co. 
Hoosier Desk Co. 
Hotchkiss Sales Co. 
Howell Co. 

Hunt, C. Howard, 


Ltd. 


Pen Co. 


I 


Imperial Desk Co. 


Imperial Mfg. Co. 64, 


Imperial Methods Co. 
Indiana Desk Co. 
Ink Specialties Co. 
Invincible 


J 
Jasper Chair Co. 
Jasper Desk Co. 
Jasper Office Furniture Co. 
Jasper Seating Co. 
Johnson Chair Co. 


kK 
Kahn, David, Ine. 
Kamket Corp. 
Kellogg, A. W., Sales Co. 
Kilian Mfg. Corp. 
Koh-I-Noor Pencil Co., Ine. 


L 


The 
Ine. 


Leopold Co., 
Little, A. P., 


Products Co. 


Metal Furniture Co. 


252 
129 

99 
214 
247 


250 
239 
128 
240 
25: 
195 
257 
249 
206 
219 
80 
205 


231 


188 
244 
119 
212 
130 
194 


143 
222 
213 
215 
106 


Loose Leaf Metals Co. 
Lynn Paper Products Mfz. Co. 


Lyon Metal Products, Inc. 197 
M 
Majestic Lounge Co. 148 
Manifold Supplies Co. 60 
Marble, B. L., Chair Co. 193 
Marchant Cale. Machine Co. 73 
Markile Co. .............. = — 
Maraweil Mfg. Co. 246 
Mashnek, Frank, & Co. 130 
Meilicke Systems, Inc. 133 
Meisink Steel Safe Co. 250 
Metal Office Furniture Co. 166 
Metal Specialties Mfg. Co. 128 
Metalstand Co. 222 
Meyer & Wenthe lll 
Miami Systems Corp. 227 
Miller-Bryant-Pierce Co. 86 
Milwaukee Chair Co., The 165 
Mimeograph, The 59 
Minnesota Mining & Mfg. Co... 93 
Mitchell Binder Co. ---e850 
Mittag & Volger, Inc. 69 
Moore Push-Pin Co. 245 
Morse Typewriter Co., Inc. 253 
Munson Supply Co. 251 
Murphy Chair Co. 186 
Mutschler Bros. Co. 220 
Myrtle Desk Co. 207 
N 
Nagel-Chase Mfg. Co. 221 
Nat'l Blank Book Co. 75 
Nat'l Brief Case Mfg. Co. 134 
Nat'l Business Show Co. 242 
Nat'l Office Cushion Co..... 240 
Nat'l Vuleanized Fibre Co. 243 
Neva-Clog Products, Inc. ..83, 4 
Newark Chair & Furn. Co. 223 
New Indiana Chair Co. 212 
Niagara Duplicator Co. . 90 
oO 
Oakville Co. 229 
Oxford Filing Supply Co. 63 
P 
Pacific Cb. & Ribbon Mfg. Co... 77 
Parker Pen Co., The 237 
Peerless Key-Imperial Mfg. 

Co. 64, 244 
Peerless Steel Equip. Co. 196 
Pelouze Mfg. Co. 133 
Perfect Rub. Seat Cushion Co...246 
Fhillips Process Co. 246 








)THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 





In the execution 





services in resolving any disagreements which result from relations established 


Polar Mfg. Co. : 92 

Pronto File Corp. 74 

Pruitt Co. 130 
Q 

Quality Park Envelope Co. 109 
R 

Ravenswood Office Spec. Co.....132 

Reliable Tw. & A. M. Corp.....132 

Remington Rand, Inc. 234 

Replogle Globes, Inc. 127 

Rivet-O Mfg. Co. ..254 


Roberts, Weldon, Rubber Co... 88 


Rockwell-Barnes Co. 122 
Rotospeed Co., The 247 
Royal Typewriter Co. 256 
Ss 
Sanford Mfg. Co. 107 
Sanymetal Products Co...... 22% 
Seat, Dr., Chemical Co. 12 
Security Steel Equip. Corp. 179 
Sengbusch Self-Clos. Inkstand 
Co. 226 
Shaw-Walker Co. 176 
Sheaffer, W. A., Pen Co. 65 
Sheppard, C. E., Co. 98 
Sherman-Manson Mfg. Co. 126 
Shipman-Ward Mfg. Co. 131 
Sibley, Edw. L., Mfg. Co. 235 
Smith, Bradner & Co. 134 
Smith, L. C., & Corona 
Typewriters, Ipc. 61 
Speed Key Mfg. Co. 253 
Speed-O-Print Corp. 108 
Spencerian Pen Co. : 91 
Standard Furniture Co. 149 
Stark Calendars, Inc. ....182 
Stationers Guild of Amer. .. 68 
Stationers Loose Leaf Co. 238 
Stein Bros. Mfg. Co., Ine. ...129 
ee | Oe 215 
Storms, H. M., Co. : 249 
Sturgis Posture Chair Co. ...221 
Sundstrand Back Cover 
Superior Type Co. 132 
T 
Technygraph, The 255 
Tell City Desk Co... ..205 
Toledo Metal Furniture Co.......175 
Triner Scale & Mfg. Co. ...134 
Troy Sunshade Co. ...173 


Trussell Mfg. Co. 85 


Tubular Specialty Mfg. Co.........222 
Tybon Corp. 23 
U 

Underwood Elliott Fisher 


Co. Back Cover 
Union Rubber & Asbestos Co...255 


U. S. Tw. Ribbon Mfg. Co. 253 
Universal Paper Products Co.....11£ 
Vv 
Vail Manufacturing Co. 112 
Victor Safe & Equipment Co..... 76 
Ww 
Wagemaker Co. 220 
Warshaw Mfg. Co. 250 
Waters & Waters Branch 230 
Weaver Service 254 
Weber Costello Co. 231 
Webster Electric Co. 255 
Webster, F. S., Co. ae 
Weeks, Frank A., Mfg. Co. 254 


Weis Mfg. Co. 153, 4, 5, 6 
Wells Furniture Mfg. Co...204, 223 


Wiggins, John B., Co. 250 
Wilson-Jones Co. 110 
Wonder-Lock ..133 


Woodstock Typewriter Co...128, 130 
Worcester Wire Novelty Co.....248 


Y 


Yawman & Erbe Mfg. Co. 161 


OO  ———  —  ——— —  —< 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. Should subscribers be 
communicate with the service bureau, through which the information will 


Adding Machine Parts 


Ames Supply Co. 122 
Cloyes Gear Works 253 
Shipman-Ward Mfg. Co 131 
Weaver Service 254 
Adding Machine Rolls & Paper 
Lynn Paper Products Mfg. Co. 239 
Miller-Bryant-Pierce Co. RO 
Rockwell-Barnes Co 122 
Smith, Bradner & Co 134 
Adding Machines 
Allen-Wales Add. Mach. Corp. 255 
Felt & Tarrant Mfg. Co... 114 
Friden Cale. Machine Co 99 
Marchant Cale. Machine Co. 73 
Kemington Rand, Ince. 234 


Sundstrand Back Cover 
Adding Machines (Stylus) 
Reliable Typewr. & A. M. Corp.....132 
Adding Machines, Rebuilt & Used 
Morse Typewriter Co 2 
Pruitt Co. 130 
Reliable Typewr. & M. Corp. 1 
Adding Typewriters 

Underwood Elliott Fisher 

Co. Back Cover 

Addressing Machines 

Elliott Address. Mach. Co 81, 87 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clip Boards 


Amer. Automatic Electr. Sales Co.124 

Globe-Wernicke (Co. 150 

Rockwell-Barnes Co 122 

Shaw-Walker Co. 176 
Ash Trays, Office 

Belmet Products, Inc 213 

Defiance Sales Corp 236 

Howell Co. 205 

Nagel-Chase Mfg. Co 221 

Oakville Co. 229 
Autographic Registers 

Miami Systems Corp 227 
Banker's Note Cases 

Art Steel Co. 164 

General Fireproofing Co. 142 

Globe-Wernicke Co 150 

Victor Safe & Equipt. Co 76 
Billing Machines 

Remington Rand, In 234 

Underwood Elliott Fisher 

Co. Back Cover 

Binders, Catalog and Periodical 

Acco Products, Ine. 67 

Aigner, G. J., Co. 125 

Mitchell Binder Co. 250 
Binders, Permanent Storage 

Bankers Box Co 117 
Binders, String 

Bankers Box Co 117 
Blackboards, Framed 

Weber Costello Co. 231 
Blank Books 

Boorum & Pease Co 72 

Nat'l Blank Book Co. 75 

Rockwell-Barnes Co. 122 

Wilson-Jones Co. 110 
Blotting Paper 

Smith, Bradner & Co 134 
Blueprint and Plan File Cabinets 

All-Steel-Equip Co. 185 

Art Metal Construction Co. 144 

Art Steel Co. 164 

Browne-Morse Co. 203 

Columbia Steel Equip. Co. 147 

Corry-Jamestown Mfg. Corp... 174 

General Fireproofing Co. . 142 

Globe-Wernicke Co. . 150 

Shaw-Walker Co. . 176 

Yawman and Erbe Mfg. Co. 161 
Bond Boxes 

Art Steel Co. 164 

General Fireproofing Co.... 142 

Globe-Wernicke Co. 150 
Book Cases 

All-Steel-Equip Co. 185 

Alma Desk Co. . 206 

Art Metal Construction Co. 144 

Browne-Morse Co. 203 

Corry-Jamestown Mfg. Corp..... 174 

General Fireproofing Cv. 142 

Globe-Wernicke Co. 150 

Shaw-Walker Co. 176 

Weis Mfg. Co. 153, 4, 5, 6 

Yawman and Erbe Mfg. Co 161 
Book Rings 

Adams, Henry T., Mfg. Co. 13% 

Oakville Co. 229 
Bookkeeping Machines 

Underwood Elliott Fisher 

Co, . Back Cover 

Box Letter Files 

Art Steel Co. —_— 164 
Globe-Wernicke Co. .... — 150 

Rockwell-Barnes Co. . ----1 33 

Weis Mfg. Co. 153, 4, 5, 6 
Brief and Zipper Cases 

Doppelt, Charles, & Co. 126 

Mashek, Frank, & Co. 130 

National Brief Case Mfg. Co. 134 

Stein Bros. Mfg. Co. ........... 129 
Bulletin Boards 

Acme Bulletin & Drety. Bd. Corp.250 

Weber Costello Co. neateeameasnsesse 
Business Shows 

National Business Show Co. 242 


without obligation. 


Caleulating Devices 
Meilicke Systems, Inc. 
Reliable Tw. & A. M. Corp. 
Calculating Machines 
Allen-Wales Add. & Mch. Corp. 


Felt & Tarrant Mfg. Co. 

Friden Cale. Machine Co. 

Marchant Cale, Machine Co. 

Sundstrand . Back 
Calculating Machines, Used 

Pruitt, Ine. . 

Reliable Tw. & A. M. 
Calendars, Perpetual 

Finch & McCullough 
Carbon Papers 

(See Ribbons and Carbons) 
Card index Boxes and Trays 

All-Steel-Equip Co. . 

Art Metal Construction Co. 

Art Steel Co.. 

Bentson Mfg. Co. 

Cameron, Cal. 

Columbia Steel Equip. Co. 

Corry-Jamestown Mfg. Corp. 

Globe-Wernicke Co. 

Guide System & Supply Co. 

Imperial Methods Co. 

Invincible Metal Furn. Co. 

Metal Office Furn. Co. 

Security Steel 

Shaw-Walker Co. 

Warshaw Mfg. Co. 


Corp. 


Weis Mfg. Co. 153, 4, 

Yawman and Erbe Mfg. Co. 
Cash Boxes 

Art Steel Co. . 

General Fireproofing Co. 


Casters, Caster Bearings, Slides 
Bassick Co. 
Darnell Corp. 
Faultless Caster Corp. 
Kilian Mfg. Corp... 
Celluloid Eenvelopes 
Markilo Co. 
Chair Irens 
Bassick Co. ... 
Collier-Keyworth Co. 
Gibson-Bolens Mfg. Co. 


Chair Mats 
Amer. Autmtc. Electr. Sales Co. 
Fox, George E., & Co. 


Globe-Wernicke Co. 

Polar Mfg. Co..... 

— ~ cacti Mfg. Co. 
Chairs 

Artility Metal Products, Inc. 

Cameron, Cal. .......... 

Fritz-Cross Co. 

Gaylo Mfg. Co. 

General oe Co. 

Harter Corp. 

High Point Bd. & Chair Co. 

Howell Co. .... 

Jasper Chair Co... 

Jasper Seating Co. 

Johnson Chair Co. peecectmanent 

Lyon Metal Products, Inc. ........ 

Majestic Lounge Co.. 

Marble, B. L., Chair Co. 

Milwaukee Chair Co., The 

Murphy Chair Co......... 

Newark Chair & Furn. Co. 

New Indiana Chair Co. 

Sturgis Posture Chair Co. 

Toledo Metal Furn. Co. 

Troy Sunshade Co., The.. 
Chairs, Folding 

Gaylo Mfg. Co..... 3 

Lyon Metal Products, Ine.. 
Chairs (Posture) 

Amer. Autmte. Electr. 

Artility Metal Products, Inc. 

Fritz-Cross Co. 

Gaylo Mfg. Co 

General 

Harter Corp. .... 

High Point Bd. 

Jasper Chair Co. 

Jasper Seating Co. 

Johnson Chair Co..... 

Marble, B. L., Chair Co. 

Milwaukee Chair Co., The 

Murphy Chair Co........... 

Sturgis Posture Chair Co. 

Toledo Metal Furniture Co. 
Cheek Protectors and Writers 

Hall-Welter Co. 





Check Protectors & Writers, Used 
Pruitt, Ine. . 
Reliable Tw. & p< “M, Corp. 


Checks, Stamped Metal 
Meyer & Wenthe 
Coin Bags, Trays and Wrappers 
Art Steel Co............. 
Downey, C. L., Co. 
Collection Systems 


Boyce, A. E., Co. 
Copyholders 
Acco Products, Ine.......... . . 
Amer. Autmtc. Electr. Sales Co... 
Dawn Mfg. Corp., The.. 
Costumers 
Sanymetal Products Co.. 
Tell City Desk Co. 
Crayon 


Dixon, Jos., Crucible Co. 


Equipment Corp. 


Sales Co. 


Fngeesiion Co. = oe ch 


a c hair Co... 


133 
132 
225 
114 
99 

73 
Cover 


130 
132 





Weber Costello Co... 231 

Markwell Mfg. Co. 246 
Cushions and Pads, Chair 

Fox, George E., & Co. 129 

Nat'l Office Cushion (Co. 240 

Perfect Rubber Seat Cushion Co....246 

Polar Mfg. Co. 92 

Shipman-Ward Mfg. Co. 131 
Cuspidor Mats 

Polar Mfg. Co. 92 

Shinoman-Ward Mfg. Co. 131 
Cuspidors 

Art Steel Co. 164 
Dating Stamps 

Amer. Number. Mach. Co. 253 

Fulton Specialty Co. 247 

Meyer & Wenthe......... lil 

Rivet-O-Mfg. Co. 254 

Superior Type Co. 132 


Fox, George E., & Co. 129 

Polar Mfg. Co. 92 
Desk Calendar Pads 

Defiance Sales Corp. ‘ | 

Finch & McCullough ......... oe) | 

Fox, George E., & Co..... 129 

Stark Calendars, Inc. 132 

Weeks, Frank A., Mfg. Co. 254 
Derk Lamps 

Faries Mfg. Co........... 233 


Greist Mfg. Co. 
Desk Name Plates 
Acme Bulletin & Drety. Bad. 


70, 71 


Corp. 250 


Desk Pads 
Aigner, G. J., Co........ : 125 
Amer. Autmte. Electr. Sales Co.....124 
Fox, George E., & Co. 129 
Polar Mfg. Co.. eS 92 
Ravenswood Office Spec. Co. 132 
Desk Pen & Ink Sets 
Aigner, G. J., Co........ 125 
Sengbusch S- c Inkstand Co. ..226 
Desk Pending-Letters Holders 
Acco Products, Ine....... , 67 
Desk Trays 
Aigner, G. J., Co........ seat 
Art Metal Construction Co. 144 
Art Steel Co., Ine. - 164 
Autmte. File & Index Co. 204 
Corry-Jamestown Mfg. Corp. 174 
Fox, George E., & Co..... 129 
General Fireproofing Co. 142 
Globe-Wernicke Co. ............ — 
Imperial Methods Co......... 119 
Shaw-Walker Co. 176 





Weis Mfg. Co.. 153, 4, 5. 6 





Worcester Wire “Novelty Co. 248 
Yawman and Erbe Mfg. Co. 161 
Desk Work Distributors 
Art Steel Co... pomeens 164 
Bristow, Stanley an wanee 255 
Fox, George E., & Co...... 129 
Globe-Wernicke Co, ........ , 150 
Lyon Metal Products, Inc.. 197 
Polar Mfg. Co.................... . 92 
Ravenswood Office Spec. Co. 132 
Victor Safe & wines Co. 76 
Tale Gee Gliteannntm & & € 
Decks 
Alma Desk Co........ 206 
Art Metal Construct ion Co. 144 
Autmte. File & Index Co.. 204 
Bentson Mfg. Co.. . ies 215 
Browne-Morse Co. . — 203 
Cameren, Cal. ................ 204 
Clemco Desk Mfg. Co.............. an 06 
Columbia Steel Equip. Co............147 
Corry-Jamestown Mfg. Corp.. 174 
Evansville Desk Co.................... 214 
General Fireproofing Co. 142 
Globe-Wernicke Co. ....... 150 
Gunn Furniture Co.......... 196 
Hoosier Desk Co... , 219 
Howell Co. .. a 
Imperial Desk Co. sinliinie — 
Indiana Desk Co... 212 
Invincible Metal Furn. ee 194 
Jasper Desk Co......... 222 
Jasper Office Furn. Co. ‘ 213 
Leopold Co., The............ 163 
Metal Office Furn. Co.......... 166 
Myrtle Desk Co.. 207 
Security Steel Equipt.. Corp. ..179 
Shaw-Walker Co. ... = 176 
Standard Furniture Co....... 149 
Tell City Desk Co............ 205 
Troy Sunshade Co., The 173 


Victor Safe & Equipt. Co. . . 76 
Wagemaker Co, ................ ‘ 220 
Weis Mfg. Co... § 
Wells Furniture “Mfg. Co. ....204, 223 
Yawman and Erbe Mfg. Co. 161 
Directories (Office, Loft, Apt. House) 
Acme Bull. & D.cty. Bd. Corp.....250 
Drinking Cups, Paper 
Universal Paper Products Co. 115 
Duplicating Machines 
Dick, A. B., Co... coe 
Elliott Address Mach. Co... 
General Duplicator Corp.......... 
Heyer Corporation, The 
Mimeograph, The menses 
Niagara Duplicator “Co... apevetan 
Rivet-O-Mfg. Co. ..... 
Siuipman-Ward Mfg. Co................. 








interested in any article of office equipment not listed here, they are cordially invited to 
be promptly and cheerfully pepiihed by letter, 


Smith, L. C., & Corona SR 61 


Speed-O- Print Corp. es 
Duplicating Machines, Used 
Praite Ca, ........... eS 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co.............100 
Continental Ink (Co............... — 
Beek, & Be @ Greece, © 
Dunham-Watson Co. ceupiesanan 
Duplicator Supply Corp. as 
General Duplicator Corp. R82 
Harding, Milo, Co., LAd....... 240 
Heyer Corp., The........ nepeame 
Ink Specialties Co......... 130 
Manifold Supplies Co. .............. . 60 
Miller-Bryant-Pierce Co. aa Nt 
Mimeograph, The ......... oe ceed 
Mittag & Volger, pea 69 
Niagara Duplicator Co................ 90 
Rotospeed Co., The 247 
Shipman-Ward Mfg. Co. 131 
Smith, L. C., & Corona Type........ 61 
Speed-O-Print Corp. 108 
Technygraph, The 255 
Vict Safe & Equ'nt. Co. . 76 


Engraving, Copper Plate 
Wiggins, The John B., Co...............250 


Envei.pe Openers 

Oakville Co, . .. 829 
Envelopes 

Bushnell. Alvah, Co. a 2n1 

Globe-Wernicke Co. . a 

Quality Park Envelope Co. eee 
Enve. yes, Celulond 

Markilo Co. . cciemmmmdanenaaane 
Eradicators, Ink 


Carter’s Ink Co., The.... 
Ink Eradicator Co. 





Sanford Mfg. vo. 
Erasers, kboard 
Weber Co te'lo Co............... ema 
Erasers, Rubber 
Autmte. Pencil Sharp, Co. 
Dixon, Jos., Crucible Co..... 
A. w., ) ae 







Oakville Co. ... 
Weldon, “Rubber Co. 


Roberts, 88 
Exhibitions 
National Business Show Co............ 242 


Eyelets & Eyelet hemccnaeiell 
Bates Mig. ~0.. : on 
Markwell Mfg. Co..... 
Rivet-O-Mfg. Co. 









Sibley, Edw. L., Mfg. Co...............285 
Fan Fold Forms - 
Miami Systems Corp... 227 


File Boxes, Collapsible Corrugated 
Bankers Box Co... one 
Barkley, C. L., & Co... 
Globe-Wernicke GOs: cuss 
Guide System & Supply Co. 





Oxford Filing Supply Co...... _ 63 
Pronto File Corp................. . 74 
Weis Mfg. Co........ 153, 4, 5, 6 


etal i" 
Art Metal ~aammenassaa Co... 
Art Steel Co.. 


Pronto File Corp 
Rockwell- Barnes Co. 
Victor Safe & Equip’ 
Filing Cab. Ball & Roller > Bandaes 


Kilian Mfg. Corp... ee | 
Filing Cabinets, Insulated 
Victor Safe & Equipt. Co................ 76 


Filing Cabinets, 
All-Steel-bquip Cv. ........ 
Art Metal Construction Co. 
Art Steel Co, 
Autmte. File & 
Bentson Mfg. Co... 
Browne-Morse Co. ... 
Cameron, Cal. 
Columbia Steel Bquip Co................ 147 
Corry-Jamestuwn Mfg. oe. 

General Fireproofing Co. 

Globe-Wernicke Co, ......... 
Invincible Metal Furn. “Co... 
Metal Office Furn. Co... 
Peerless Steel Equip. Co... 
Pronto File Corp... 
Remington Rand, ena ss 
Security Steel Equipt. Corp........179 
Shaw-Walker Co, ....... 17 
Victor Safe & Equipt. "Co... 
Yawman and Erbe Mfg. Co..... 





































Filing Cabinets, Wood 
Globe-Wernicke C0, -....ccccnccmee 10 
Imperial Methods Co. 119 
Co, 220 
Weis Mfg. Co... 58, 4, 5, 6 
Yawman and Erbe Mfg. ee 
Filing Supplies 
Acco Products, Une... 67 
Aigner, G. J., Co. 125 
Art Metal Construction Co,...........144 
Barkley, C. L., & Co. 7 


Browne-Morse Co. 








Corry - -Jamestown Mfg. Corp............ 174 
General Fireproofing neat 

Globe-Wernicke Co. .......-......150 
Guide System & Supply Co........ we 66 








6 


THE CLASSIFICATIONS 


fs 


Continued from page 5 
Imperial Methods Co. 
Metal Office Furniture Co 
Oxford Filing Supply Co. 
Pronte File Corp 
Quality Park Envelope Co. 
Rockwell- Barnes Co 
Shaw-Walker Co. 

Victor Safe & Equipt. Co 
Warshaw Mfg. Co. 


Wels Mfg. Co 153, 4, 


Yawman and Erbe Mfg. Co 
Folders (See Filing Supplies) 
Fountain Pens 

Autopoint Company 

Carter's Ink Co., The 

Esterbrook Steel Pen Co 

Kahn, David, Ine. 

Parker Pen Co., The 

Sheaffer, W. A Pen Co 
Globes, Geographical 

Replogle Globes Inc 

Weber Costello Co. 
Gummei Cellulose Tape 

Minnesota Mining & 
Gu..med Cloth R.ngs 

Graff, Geo. B Co 

Wershaw Mfg. 
Gummed Cleth Tapes 

Gummed Tape & Devices Co. 


Mfg. Co.,.... 


—— 93 


95 


250 


..232 


Gummed Sealing Tapes, Kraft. Colored 


Gummed Tape & Devices Co. 
Gu e Sel 





232 


Gummed Tape & Devices Co...__.282 
izes 


Minnesota Mining & Mfg. Co...... 


index Card Signals 
Graff, Geo. B., Co 
Victor Safe & Equipt. Co 
index Tabs 
Aigner, G. J., Co. 
Barkley. C. L., & Co 
Cel-U-Dex Corp. 
Cook, H. C., Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Markilo Co. 
Shaw-Walker Co 
Victor Safe & Equipt. Co 
inks, Adhesives, Ete. 
Carter's Ink Co., The 
Harriman-Welts Prod. Co 
Higgins, Chas. M., & Co 
Ink Specialties Co 
Parker Pen Co., The 
Rivet-O-Mfg. Co 
Sanford Mfg. Co 
Sheaffer, W. A., Pen 
Superior Type Co 
Union Rubber & 
Inkstands 
Defiance Sales Corp 
Sengbusch S & C Inkstand Co 
Weeks, Frank A., Mfg. Co 
Intercommunicating Sy tems 
Chicago Sound Systems (Cx 
Web-ter Electric Co 
Leads fer Mechanical 
Autopoint Company 
Dixon, Jos., Crucible Co 
Faber, A. W., Inx 


Mfg. Co 


Asbestos Co, 


Pencils 


Kahn, David, In 

Sheaffer, W. A., Pen Co 
Leather Goods 

Doppelt, Charles, & Co. 

Mashek, Frank, & Co 

National Brief Case Mfg. Co 

Stein Bros. Mfg. Co., In 


Leather Upholstered Furniture 
Bright Chair Co 
Jasper Chair Co. 
Majestic Lounge Co. 
Newark Chair & Furn. Co 
New Indiana Chair Co 
Leathers, Upholste.ing 
Eagle-Ottawa Leather (« 
Letter Trays (See Desk Trays) 
Letterheads 
Wiggins, The John B., (x 
Library Equipment 
All-Steel-Equ.ip Co 
Art Metal Construction Cx 
Art Steel Co 
Corry Jamestown Mfg. Corp 
General Fireproofing Ci 
Globe-Wernicke Co 
Security Steel Equipt. Cx 
Shaw-Walker Co 
Leckers and Storage Cabinets 
All-Steel-Equ.p ¢ 
Art Metal Construction Co 
Art Steel Co 
Browne- Morse (Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. (+ 
Lyon Metal Products, Inc 
Metal Office Furniture ¢ 
Security Steel Equipt. Corp 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 
Leeks, Desk, Showcase, Ete. 
Wonder Lock 
Loose Leaf Books & Systems 
Adams, Henry T.. Mfg. C 
Aigner, G. J., Ce 
Boorum & Pease Co 
F. B. Mfg. Co 
Kamket Corp 
Nat'l Blank Book Co 
Sheppard, The ‘ t Co 
Stationers Loose Leaf Co. 
Trussell Mfg. ¢ 
Wilson-Jones ( 
eose Leaf Envelopes. 
Markilo ¢ 


Celluloid 


2 
. 93 


— mt te Oo me me 
oD wt 6s S Gees 
Sea Stem 











133 


255 
123 
xu 


245 


terre —ts 


185 


144 


Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co. 
Loose Leaf Metals Co 
Stationers Loose Leaf Co 
Wilson-Jones Co. 

Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co. 

Victor Safe & Equipt. © 


Map Tacks 
Graff, George B., Co 
Moore Push-Pin Co 


Maps, Globes, Inc. 
Replogle Globes, In 
Weber Costello Co. 
Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Leopold Co,., The 
Standard Furniture ( 
Troy Sunshade Co., The 
Memorandum Books 
Boorum & Pease Co 
Kamket Corp. 
National Blank Book Co. 
Rockwell-Barnes Co 
Trussell Mfg. Co, 
Wilsen-Jones Co. 
Memorandum Devices 
Bates Mfg. Co... 
Bristow, Stanley R. 
Mending Tape 
Gummed Tape & Devices Co 
Minnesota Mining & Mfg. Co 


Warshaw Mfg. Co. 
Moisteners 
Better Packages, Inc 


Kellogg, A. W., Sales Co 
Metal Specialties Mfg. Co 
Rivet-O-Mfg. Co 
Sengbuseh S-C Inkstand Co. 
Numbering Machines 
Amer. Numbering 
Bates Mfg. Co. 
Office Partitions and Railings 
Globe-Wernicke Co. 
Pads, Figuring 
Boorum & Pease Co 
Nat'l Blank Book Cx 
Rockwell-Barnes Co 
Wilson-Jones Ce 


Mach. Co 


Paper 
Brown, L. L., Paper Co 
Esleeck Mfg. Co, 


Rockwell-Barnes Co. 
Smith, Bradner, & Co 
Paper Clamps 


Acco Products, Inc 

Automatic Pencil Sharpener Co. 

Esterbrook Steel Pen Mfg. Co 

Hunt, C. Howard, Pen Co 
Paper Clips 

Acco Products, Inc 


Cook, H. C., Co. 
Defiance Sales Corp 
Fulton Specialty Co. 
Graff, George B., Co. 
Oakville Co, 
Vail Manufacturing Co 
Paper Fastening Machines 
Ace Fastener Corp 


Acme Staple Co. 

\-D-K Corp, 

Amer. Autmte. Electr. Sales Co 
Autmte. Pencil Sharp. ( 

Bates Mfg. Co. 

Cameron, Cal. 

Hotchkiss Sales Co, 

Markwell Mfg. Co. 


Neva-Clog Products, In 
Sibley, E. L., Mfg. Co. 
Vietor Safe & Equipt. Co 
Paste (See Inks, Adhesives, Etc.) 
Pen and Pencil Clips 
Oakville Co. . 
Pencil Sharpeners 
Autmte, Pencil Sharp Co. 
Graff, George B., Co. 
Hunt, C. Howard, Pen Co 
Koh-I-Noor Pencil Co. 
Pencils, Wood Cased Lead 
Dixon, Jos. Crucible Co 
Faber, A. W., Inc 
Koh-I-Neor Pencil Co., Inc 
Pencils, Mechanical 
Autopoint Company 
Carter's Ink Co., The 
Esterbrook Steel Pen Co 
Kahn, David, Ine. 
Parker Pen Co. 
Sheaffer, W. A., Pen Co 
Pencils, Paper Wound 
Dixon, Jos., Crucible C: 
Penholders 
Dixon, Jos., 
Pens 
Esterbrook Steel 
Hunt, C. Howard, Pen Co 
Sengbusch S-C Inkstand Co. 
Spencerian Pen Co. 
Pheto Albums 
Kamket Corp 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co, 
Vail Manufacturing Co. 
Piatens, Typewriter 
American Writing Mach. Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 
Postal Scales 


Crucible Co 


Pen Co 


Borg Scales (Div. G. W. Borg Cp 
Hanson Scale Co. 

Velouze Mfg. Co 
Shipman-Ward Mfg. Co 

Triner Secale & Mfg. ( 





2s 
i 








Price and Sign Markers 





Superior Type Co 132 
Publishers 
Bridges, F. W., Ltd 254 
Purches 
Acco Products, Inc 67 
Bates Mfg. Co 94 
Defiance Sales Corp 236 
Globe-Wernicke Co. 150 
Metal Speciilties Mfg. Co 128 
Mitchell Binder Co 250 
Nat'l Blank Book Co 75 
W.lson-Jones Co 110 
Push Pins 
Moore Push-Pin Co 245 
Ribbon Dispensing Machines 
Tybon Corp 235 
Ribbons and Carbons 
Allen & Co. 
Ames Supply Co. 
Carter's Ink Co., The 
Codo Mfg. Corp. 
Columbia R. & C. Mfg. Co 
Crown Ribbon & Carbon Co 236 
Imperial Mfg. Co 64, 244 
Little, A. P., Ine .228 
Manifold Supplies Co 60 
Miller-Bryant-Pierce Co 86 
Mittag & Volger, Inc 69 
Pacific Carbon & Ribbon Co 77 
Phillips Process Co 246 
Remington Rand, Inc 234 
Royal Typewriter Co., Inc 256 
Shipman-Ward Mfg. Co 131 
Smith, L. C., & Corona Tws 61 
Spencerian Pen Co 91 
Storms, H. M., Co 249 
Tybon Corp. 235 
Underwood Elliott Fisher 
Co Back Cover 
U. 8S. Typewriter Ribbon Mfg. Co...253 
Waters & Waters Bianch 230 
Webster, F. 8., Co 2 
Rubber Bands 
Faber, A. W., In 245 
Roberts, Weldon, Rubber Co 88 
Shipman-Waid Mfg. Co. 131 
Rubber Stamps 
Meyer & Wenthe 111 
Rubber Type Outfits 
Fulton Specialty (Co 247 
Safes 
Art Metal Construction Co 144 
Diebold Safe & Lock Co 172 
General Fireproofing Co 142 
Globe-Wernicke Co. 150 
Meil.nk Steel Safe Co 250 
Remington Rand, In 234 
Security Steel Equipt. Corp. 17% 
Shaw-Walker Co 176 
Victor Safe & Equipt. Cx 76 
Yawman and Erbe Mfg. Co 161 
Scrapbooks 
Globe-Wernicke Co 150 
Kamket Corp. . 255 
Secretary Desks 
Art Metal Construction Co 144 
General Fireproofing Co. 142 
Globe-Wernicke (« 150 
Shelving 
All-Steel-Equip Co 185 
Art Metal Construction Co 144 
Art Steel Co 164 
Browne-Morse Co 203 
Corry-Jamestown Mfg. Corp 174 
General Fireproofing Co. 142 
Globe-Wernicke Co 1 
Lyon Metal Products, Inc 197 
Security Steel Equipt. Corp 179 


Signs (Changeable Letter) 
Acme Bull. & D cty. Bd 
Smoking Stands, Office 


Belmet Products, Inc 213 
Howell Co 205 
Nagel-Chase Mfg. (* 231 
Stamp Pads 
Bates Mfg. Co 94 
Carter's Ink Ce The 225 
Fulton Specialty Co 247 
Meyer & Wenthe lil 
Rivet-O-Mfg. Co 254 
Rockwell-Barnes Co 132 
Superior Type Co 132 
Victor Safe & Equipt. Co 76 
Stands for Office Machines 
All-Steel-Equip Co 18> 
Art Steel Co 164 
Corry-Jamestown Mfg. Corp 174 
General Fireproofing Co 142 
Globe-Wernicke Co 1 
Harter Corp 195 
Metalstand 222 
Pruitt Co 130 
Sherman-Manson Mfg. Co 126 
Shipman-Ward Mfg. Co 131 
Sturgis Posture Chair Co 221 
Toledo Metal Furniture Co 
Tubular Specialty Mfg. Co 
Staple Extractors 
Ace Fastener Corp 121 
Markwell Mfg. Co 246 
Staples and Stapling Machines 
Ace Fastener Corp 121 
Acme Staple Co. 255 
A-D-K Corp 118 
Cameron, Cal. 204 
Hotchkiss Sales Co x0) 
Markwell Mfg. Co 246 
Neva-Clog Products, Inc 83, 4 
Oakville Co, 229 
Vail Manufacturing Co. 112 
Stationery, Engraved, Lithogr. 
Wiggins, John B., Co... 252 
Stationery. Wholesale 
Assoc. Stationers Supply Co....... 116 
Stationers Guild of America... 68 
Weeks, Frank A Mfg. Co +e 4 
Stenographers’ Note Boks 
Kamket Corp 255 








OFFICE APPLIANCES 


Nat'l Blank Book Co. 75 
Rockwell-Barnes Co, .... 122 
Storage and Transfer Cases 
All-Steel-Equ'p Co. 185 
Art Metal Construction ‘ 144 
Art Steel Co. 164 
Bankers Box Co....... 117 
Barkley, C. L., & Co 131 
Bentson Mfg. Co. 215 
Browne-Morse Co. 203 
Columbia Steel Equip. € 147 
Corry-Jamestown Mfg. Corp 174 


Gene al Fireproofing Co 142 
Globe-Wernicke Co 150 
Guide System & Supply Co 66 
Imperial Methods Co 119 
Invincible Met»ol Furn. Co 194 
Metal Office Furniture Co 166 
Oxford Filing Supply Co 63 
Peerless Steel Equip. Co 196 
Pronto File Corp. 74 
Rockwell-Barnes Co 122 
Security Steel Equipt. Corp 179 
Shaw-Walker Co. 176 
Weis Mfg. Co 153, 4, 5, 6 
Yawman and Erbe Mfg. Co 161 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co 250 


Swinging Typewriter Stands 
Globe-Wernicke Co. . 150 


Weis Mfg. Co. bt, 4, 5. 6 
Tables 
Art Metal Construction Co 144 
Art Steel Co. 164 
Browne-Morse Co. 203 
Corry-Jamestown Mfg. Corp 174 
General Fu.reproofing Co 142 
Globe-We nicke Co 150 
Lyon Metal Products, In 197 
Mutschler Bros. Co 220 
Shaw-Walker Co. 176 
St. Johns Table Co 215 
Victor Safe & Equipt. Co 76 
Wells Furniture Mfg. 204, 223 
Tabulating and Statistic. Machines 
Remington Rand, In 234 
Telephone Accesories 
Bates Mfg. Co. 94 
Sanford Mfg. Co 107 
Victor Safe & Equipt. Co 76 
Telephone Stands 
Art Metal Construction Co 144 
Art Steel Co. 164 
General Fireproofing Co 142 
Globe-Wernicke C 150 
Shaw-Walker Co 176 
Yawman and Eitle Mfg. Co 161 
Thumb Tacks 
Graff, George B., © 95 
Moore Push-Pin Co 245 
Oakville Co. ‘ 229 
Vail Manufacturing Co 112 
Type, Typewriter 
American Writing Mach. Co 62 
Ames Supply Co. 122 
Shipman-Ward Mfg. Co 131 
Typewriter Cleaning Material 
American Writing Mach. Co 62 
Clarotype Co. ... 248 
Cleanereno Chemical Co 128 
Mittag & Volger, In 69 
Rivet-O-Mfg. Co. 254 
Sanford Mfg. Co 107 
Dr. Seat Chemical Co 124 
Shipman-Ward Mfg. Co 131 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Munson Supply Co 251 
Peerless Key-Imperial Mfg. Co.64, 244 
Shipman-Ward Mfg. (* 131 
Speed Key Mfg. Co 253 
Typewriter Cushion Knobs and Bases 
American Writing Mach. Co 62 
Ames Supply Co 122 


Fox, George E., & (% 29 
Peerless Key-Imperial Mfg. Co.64, 244 
Shipman-Ward Mfg. < 13 
Typewriter Parts and Tools 


American Writing Mach. Co 62 
Ames Supply Co 122 
Shipman-Ward Mfg. 131 


Typewriters, Mfrs. of 


Corona Typewriter 61 
Remington Rand, In 234 
Royal Typewriter Co. 256 
Smith, L. C., & Corona Tws él 
Underwood Elliott Fisher 
Gi. cm Back Cover 
Woodstock Typewriter Co. 128, 130 
Typewriters, Rebuilt and Used 
American Writing Mach. Co s2 
Morse Typewriter Co., Inc 253 
Pruitt Co 130 
Reliable Tw. & A. M. Corp 132 
Shipman-Ward Mfg. Co 131 
Visible Systems Equipment 
Aigner, G. J., Co 125 
Art Metal Construction Co li 
Autmte. File & Index Co 204 
Boorum & Pease Co. 72 
Globe-Wernicke Co. 150 
Shaw-Walker Co. . 176 
Sheppard, C. E., Co 9s 
Victor Safe & Equipt. Co 76 
Wilson-Jones Co. 110 
Yawman and Erbe Mfg. Co 161 
Waste Baskets 
Art Steel Co 164 
Cameron, Cal 204 
Cleveland Container Co 132 
Corry-Jamestown Mfg. Corp...... 174 
Fox, George E., & Co 129 
General Fireproofing Co 142 
Globe-Wernicke Co 150 
Metal Office Furniture Co 166 
Nat'l Vulcanited Fibre Co 243 
Shaw-Walker Co 176 
Worcester Wire Novelty Co lis 
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| WANTS AND TOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


_ SITUATIONS WANTED 


FOUNTAIN VEN PEPAIRING 





DiVISIONAL SALES MANAGER wishes to connect with manufacturing 
concern who would like to increase their sales on the Pacific coast. 
Have had twenty-five years experience in office machine field; for last 
eight years have been in charge of sales for large manufacturer of type- 
writers and adding machines as manager of their San Francisco branch. 
My record shows profits where before my management there had been 
nothing but losses. Have kest references in office machine business. 
Address J-130, care Office Appliances, Chicago. a me 
AGGRESSIVE SALESMAN whose experience includes that of store man- 
ager, dealer and salesman on the street, desires to represent one of the 
larger manufacturers of office furniture or other office equipment in New 
York Metropolitan area. Knows both wood and steel. Well acquainted 
in New York City and New Jersey. Would also consider connection with 
enterprising dealer. Ready to give up permanent connection in another 
field because of greater interest in office equipment merchandising. Ex- 
cellent references. Address J-135, care Office Appliances, Chicago. 











SALESMAN WELL ACQUA!NTED in the South, particularly from the 
Atlantic to the Mississippi, desires to return to the road as representa- 
tive for two or three manufacturers of important stationery or office 
furniture lines. Experienced in stationery specialties, also desks, chairs 
and files. Will give all time to one manufacturer if potential volume 
warrants. Otherwise can do excellent job for several selling to the same 
trade. Gord references. Address J-137. care Office App ivnces. Chicago. 


SALESMAN who formerly operated own business desires to connect 
with established office supply dealer or branch office of office furniture 








manufacturer. Equipped with experience to sell on the street or in the 
store. Capable of managing business or department. Located in Iowa. 
Will go any place. Fine references. Address J-140, care Office Ap- 


plinnecs. Chicago. 2. ee Ss 2 ee 
SALESMAN WITH FINE trsining and excellent record seeks new con- 
nection. Nine and one-half years intensive selling include filling equip- 
ment and supplies, metered mail equipment and autographic registers. 
Convincing references. Seeks connection with opportunity for growth. 
Address J-139, care Office Appliances, Chicago. 











STATIONERY SALESMAN with nine years experience is open for new 
connection. Hes served as store salesman, outside man and manager. 
Located in the Middle West. Will consider any section. Age 29. Good 
references. Address J-133. care Office Appliances, Chicago. 


COMPETENT TYPEWRITER MAN—Returning to field after short pe- 
riod in another line, desires connection with reliable typewriter or office 
equipment firm. Over ten years experience as salesman and service man 
on ull makes typewriters also Dictaphones, adding machines and other 
office devices. Address J-132. care Office Appliances, Chicago. 


BURROUGHS REPAIRMAN ; experienced on all models, also Monroe, 
Marchant, Ccmptometer, Sundstrand and Underwood. Prefer partner- 
ship in established sales and service with line of office equipment. Fac- 
torv trained. emploved. Address J-138, care Office Appliances. Chicaco. 


TYPEWRITER AND ADDING MACHINE MECHANIC—Age 32, wants 
permanent position. Over 20 years experience on all kinds office ma- 
chines. In charge of Service Dept. over 12 years. Capable of starting 
and runring service shop. Prefer Sovth. R. E. La*onte. Littleton. N. H. 
OFFICE APPLIANCB MECHANIC, twenty-five vears experience on a!! 
makes of typewriters, adding machines and cther mechanical equipment, 
open for new connection for year or longer. Can furnish good references 
and tools. Commission basis preferred. Address J-134, care Office Ap- 
pliarces. Chicago. 

POSITION WANTED by typewriter mechanic. 21 years experience— 
ean handle all makes, large and portable machines ESPECTALLY 
NOISELESS. Also experience adding machines. Age 38, married. Ad- 
dress J-131. care Office Appliances. Chicago. 

SATESMEN WANTED 

LEADING MANUFACTURER of carbon papers and inked ribbons has 
openings for several experienced salesmen for territories along the 
eastern seaboard. Ability to sell and reliability chief considerations. Age 
is not an important factor. Libera! remuneration arrangement which 
provides attractive picture for anyone producing a reasonable volume of 
business. Send full particulars to X-216, care Office Appliances. Chicago. 


OFFICE APPLIANCE AND FURNITURE SALEBSMEN—The Sanymetal 
all-steel costumer offers an exceptional opportunity for salesmen calling 
on the trade to step up incomes without extra effort. Nationally ad- 
vertised—the costumer that won't tip over even when overloaded—sells 
easily because favorably priced. Write for particulars of attractive com- 
mission arrangement. The Sanymetal Products Company, Inc., 1705 
Urtana Poad. Cleveland. Ohio. 

NEW—RIGHT NOW—NEW! YEAR’S INCOME IN 3 MONTHS. New 
Federal and State Tax Laws create immense demand for simplified Tax 
Record System every businessman must have to protect himself against 
fines and pena'ties. Millions users must buy again now for January Ist 
use. THEY BUY NOW. Our men selling 5 to 20 daily our copyrighted 
LIBERTY Tax Record which is commended by Tax Authorities every- 













































































where. Up to $4.10 cash profit per Liberty. Live leads furnished. Re- 
peat commissions without call backs. Big seeson now. Choice territories 
going fast. Commonwealth Publishing Co., 508 So. Dearborn St., Chi- 
cago. Til 





SALESMEN WANTED —to sell filling and mailing supplies direct to 
banks, lawyers, accountants, insurance companies, etc. Exclusive terri- 
tory arrangement. Liberal commission paid. Write today. Send full 
perticulars about yourself. Ames Safety Envelope Co., Boston, Mass. 
SALESMEN, selling office supplies to large corporations and banks. 
Make real money with our special deal. Side line or full time. Write: 
Well-Krown Pen Co.. 1122 Broadwry. N. Y. C. 
EX PERIENCE! TYPEWR!TER SALESMAN for city. Good opportunity 
for a man wil'ing to work. Give references and qualifications. F. B. 
White Tvpewriter Co.. El Paso, Texas. Distributors for Royal Standard 
end Prrtable Tvpewriters. 
MAKE BIG MONEY selling ERASER-HOLNERS for typewriters. Best 
invention of its kind ever put on the market. Write. Super Products 
Comparv. Spencer. Indiana. 
_________CFOUNTAIN PEN PARTS— TOOLS 
nO YOUR OWN FOUNTAIN PEN REPAIRS. Conduct your own Pen 
Repair Department. Increase customer traffic in your store. Extra 
Revenue—Extra Profits. Send 50c¢ for lilustrated-Simplified repair man- 
ual. Free Catalogue of parts and tools on request. Pencraft Inc., 5 Brom- 
field St., Boston, Mass. 



































WELTY’S REPAIR ALL MAKES Fountzin Pens, Desk Pens, ““Vakuum” 
Pens, Pencils, ete. Repaired at standard prices. Mail all makes to 
ONE place for better service. (Estab'ished 1904.) We feature Gold Pen 
Points and Repairing. Welty Pen and Repair Co., 38 S. State St., 
Chicago. 














__ SALES LETTERS 

LETTERS WILL BUILD SALES: For years I have built letters that 

pull sales. You need them more than ever now. Send me your data for 

new letters. or unsuccessful letters for reshaping. Particulars on re- 

oot, Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
. Mex. 

















ADDING MACHINE WARTS. TYPE, ETC. _ 
37-88 YEAR TYPE—SPECIAL CHARACTER TYFE made to order. 
Orders filled promptly. Send your old type with order. Adding Ma- 
chine Parts—Keytops—Adding Machine Ribbons. I. A. Dehn, Jr., 1450 
102d Ave., Oakland, Calif. u 
USED ADDING MACHINE and Bookkecping machine parts, half price, 
guaranteed quality. Rebuilding by factory trained mechanics at whole- 
sale. Acme Office Appliance Co., Box 55, Raleigh, N. C. : 
FOR SALE: Reconditioned parts for Burroughs Machines. Write for 
price list. Ps Ray Defenbaugh Co., 242 South Jefferson Street, Pe- 
oria, Illinois. 

















BUSINESS OPPORTUNITIES 
RETAIL STATIONERY BUSINESS for sale on account of death of 
owner. Inventory about $2,000—handles general office supplies, com- 
mercial stationery, portable typewriters, Wilson-Jones loose leaf, etc. 
Good location in growing business center; second floor, low rental. Ex- 
cellent opportunity for experienced stationerv salesman ab'e to make 
a moderete cash investment. Address W. L. Hole, 309 Ridgeland Street, 
Elmhurst, Illinois. 











REPRESENTATIVES AVAU AB E 

IS YOUR PACIFIC COAST TERR:TORY covered preperly? Salesman 
with excellent record in the field and as executive is open for desirable 
line or two to sell to the trade in territory from Denver west and the 
Canadian line to San Diego. Weill and favorably known by all dealers. 
Capable of producing good results on any line of real merit sold in 
commercial stationery stores. May I apply my ability to your mer- 
chandise? James H. Davison, 6602 Cahuenga Terrace, Los Angeles, 
Calif. 

HONGKONG TYPEWRITER EXCHANGE, P. O. Box 740, Hongkong. 
Office equipment specialists. Offering service of agency along similar 
lines. Interested manufacturers kindly «ommunicate. 

SOUTH AFRICAN AGENCIES WANTED—Well known South African 
firm with excellent facilities for distribution throughout the Union of 
South Africa, is interested in Filing Equipment of al! kinds, such as 
Index Cards, Alphabetical Divisions, ete. Interested manufacturers 
please forward catalogs and export price lists to J-136, care Office Ap- 
p'iances, Chicago. 




















REPRESENTATIVES WANTED 


IF YOU SELL DIRECT to offices, you can sel our hich grade Type- 
writer Specialty profitably. Liberal profit on each sale. Protection given. 
Quickly becomes a major line. Write for details, giving territory you 
cover. Address X-223, care Office Appliarces, Chicago. 
REPRESENTATIVES WANTED: We have a well established line of 
posture office and side chairs, and need several salesmen. If you now 
cover small city and town territories selling filing equipment, office fur- 
niture and supplies direct to consumers, and have no conflicting lines, 
we would like to explain our profitable proportion. Address X-222, care 
Office Appliances, Chicrgo. 
SALESMEN covering central, western, northern and southern states 
to handle complete line of stencil duplicating supplies. Liberal financial 
arrangement to those who qualify. Address X-219, care Office Ap- 
pliances. Chicago. 

REPRESENTATIVE WANTED well acquainted with the commercial 
stationery trade in the middle west, for a live stationery specialty which 
has been on the market and advertised for the past two years. Repre- 
sentatives in other territories are developing profitable business for them- 
selves. Write fully, in confidence. X-214, care Office Appliances, 
Chier go. 

REPRESENTATIVES, knowledge of office Dup'icating Machines, exclu- 
sive territory of entire state. Complete line of supplies for office Dupli- 
eating Machines, etc. Standard of quality for over 25 years. Write Box 
X-215, care Office Appliances. Chicago. 

SIDE LINES for salesmen selling direct to offices. Three good repeat- 
ers. Addtess X-221, care Office App'iances, Chicago. 
































MECHANICS WANTED 
WANTED MECHANIC: Old established firm has opening for expe- 
rienced typewriter mechanic to take charge of service department. Give 
references and salary wanted in first letter. Address X-217, care Office 
Appliances, Chicago. ae OSS 
CAPABLE GENERAL TYPEWRITER REPAIRMAN WANTED—Per- 
manent pesition for right man. Detail your experience in answering. 


Address X-220, care Office Appliances, 100 E. 42nd St., New York 
City. N. Y. 


WANTED— Typewriter and adding machine mechanic. Wages and com- 
mission. Town in S. W. Michigan. Address X-218, care Office Ap- 
pliances. 

MECHANICS WANTED—Typewriter mechanic, a'so adding machine 
mechanic. Pruitt Corperation, 172 N. LeSal'e St.. Chiergo. 


FOR SA'E AND WANTED TO BUY 


ELLIOTT-FISHER MACHINFS—Burroughs—Moon Hopkins—Addi 
Machines—-Addressograpts—bought and sold. Chicago Office Appliance 
Co.. 588 S. Dearborn, Chicago. 


ELLIOTT-FISHER Maechines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
a and sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., Milwau- 
kee, Wis. 






































WANTS AND FOR SALE—Continued on page 8. 





WANTS AND FOR SALE—Continued from page 7. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City. Lill ie 
ELLIOTT-FiISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wisconsin. _ is 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Cireular. Pruitt, 527 Pruitt Bldg., Chicago. : : 
DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought, sold— Wholesale, Chicago Dictating Machine 





Retail—Write us 
Co., 19 S. Wells St., Chicago. 





OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES—all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
tone cylinders being granted to dealers. American Dictating Machine 
Co., 1141 Broadway, New York City. 


KARDEX, ACME, POSTINDEX, etc. Visible filing equipment of all 
kinds bought and sold. We specialize in this field and offer full co- 
operetion to dealers. Commercial Card System, 401 Broadway, N. Y. 


VISIBLE EQUIPMENT! 
KARDEX, ACME, RAND, POSTINDEX Cabinets, Book Units, and 
panel equipment. Bought & Sold—Largest Stock in the World. Uni- 
versal Office Equipment Co., Inc., 434 Broadway, New York. 














MULTIGRAPH RIBBONS re-manufactured. Duplicator inks and type- 


Export Statistics by United States Department of Commerce 

















United States Exports of Typewriters —June, 1937 
7770 7772 7774 7775 
Standard Portable Used and Type- 
typewriters, typewriters, rebuilt writer 
new new typewriters parts 
Countries No Vaiue No Value No Value Value 
Austria 58 3,137 265 5,730 165 5,006 333 
Belgium i93 «13,521 43 1,123 142 4,853 1,005 
Csechosiovakia 113 7,480 112 2,942 70 1,800 Sl 
Denmark 17 975 l 36 
Estonia 26 757 63 
Finland 177 =12,256 149 4.121 55 1,761 338 
France 2.326 148,980 1,090 31,673 S17 30,397 2,153 
Germany 21 2,343 20 SHS 57 
Gibraltar 5 357 ; 66 6 277 
Cireece 19 1,128 121 2,912 10 70 27 
Irish Free State 309 8 20,506 9 2,219 106 2.921 
Italy 3 188 3 102 30 1,795 
Latvia 2 210 
Malta, Gozo, and 
Cyprus 37 1,005 12 
Netherlands 212 12,076 261 5,999 339 12 475 
Norway 126 10,992 283 7,426 46 I 192 
Poland and Danzig 9 6.993 258 6,708 26 l 571 
Portugal 59 3,525 66 2,208 4 166 
Rumania 28 2.183 3s 1,386 36 2 245 
U.3.5.R. (Russia l 69 26 1,079 
Sweden 278 14,250 480 13,082 69 2 738 
Switzeriand 257 =18,341 2 1,615 10 1,079 
Albania l 110 6 225 
United Kingdom 1,861 121,220 2.861 66,150 804 «623,153 13,625 
Yugoslavia 38 2,824 105 2.847 34 1,405 8 
Canada 44 2,916 18 641 177 5,431 82.536 
British Honduras 2 150 
Costa Rica 12 900 10 $46 2 66 155 
Guatemala 17 1,024 10 405 66 
Honduras 6 640 
Nicaragua 24 1,801 2 66 23 1,016 
Panania 13 813 18 669 
Salvador i9 1,425 l 42 
Mexico 689 44,742 635 21,227 61 1,929 
Newfoundland and 
Labrador ‘ 108 1 60 84 
Bermuda 2 149 
Barbados l 31 l 50 
Jamaica 5 $36 ; 49 9 
Trinidad and Tobago 10 661 22 695 3 131 
Other British West 
Indies 6 195 
Cuba 67 4,556 76 2,446 259 7,407 I 
Dominican Republic i4 946 
Netherland West 
Indies , a 148 3 135 3 
French West Indies 4 395 2 56 ‘ 
Haiti, Republic of 15 867 3 so 1 sO 
Argentina 756 50,686 449 13,710 296 10,349 1,195 
Bolivia 108 7,228 ‘4 1,719 
Brasil 223 «17,517 457 16,127 129 781 
Chile 52 3,494 105 2,943 61 537 
Colombia 647 46,501 454 12,195 44 634 
becuador 10 743 16 546 2 
British Guiana I 75 
Surinam 1 86 l 39 
Paraguay 5 351 5 161 
Peru 117 8,128 197 6,037 45 1,710 53 
Uruguay 61 3,660 24 638 ; 1,466 
Venezuela 47 4,16 67 2,341 30 1,422 154 
Saudi Arabia 2 85 
British India 574 803 614,418 115 4,391 1,042 
British Malaya 57 191 6.269 50 
Ceylon 6 5+”O 923 39 
China of 67 2,405 71 1,191 74 
Netherland India 253 . 253 7,142 16 SOS 303 
French Indo-China 18 337 22 604 11 414 101 
Hong Kong 38 2.099 SS 2.711 6 175 101 
Iraq 43 3,218 6 184 
Japan 135 9,104 75 1,983 ON 3,039 
Kwantung 10 300 41 s 250 
Palestine 68 5,118 w) S24 270 
Iran 1 79 
Philippine Islands 112 7,826 151 4,453 135 4.549 328 
Stam 186 
Syria 2 150 10 230 
Turkey 36 2.836 S7 2.408 6 
Other Asia 2 208 
Australia 667 29,622 210 3,963 ” 246 2.544 
British Oceania 3 &S as 
French Oceanta $ 216 1 12 
New Zealand 20 1,183 20 689 10 377 303 
Belgian Congo él 1,796 
British East Africa 5 321 27 751 
Union of South Africa $24 22.552 205 6,031 147 5.943 640 
Other British South 
Africa 27 
Gold Coast 8 605 5 169 
Nigeria I 63 9 277 12 520 
Other British West 
Indies l 63 
Egypt 39 2.559 6 2,659 
Algerta 20 2,154 
Tunisia 5 359 2 103 
Other French Africa 29 2.103 23 698 1 43 
Liberta 2 146 
Morocco 15 35 
Mozambique 13 1,153 18 639 15 307 
Other Portuguese 
Africa 13 936 
Canary Islands ; 300 
Other Spanish Africa 3 187 ; 96 


11,514 $307,486 4,709 $157,579 $119,575 


11,769 $757,113 


Total 





writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 
Shipments to: 
Hawaii 180 $12,736 72 $3,168 64 $2,119 $461 
Puerto Rico 134 9,573 24 834 2 54 133 
Virgin Islands 1 75 1 40 4 136 Hieaetl 
709 . 2: 709 . 86 
Calculating Calculating 
machines machines not 
having an having an 
electric motor electric motor 
7781.6 as an essential as an essential 
Typewriters feature feature 
Countries No. Value No. Value No. Value 
Germany deans ‘ 241 5,248 3 es 
Italy on , ‘ 1 


Switzerland 
United Kingdom : _ 
Canada e ‘ 1 25 pee ee oe 


Total. . “744 $12,591 


United States Exports of Adding, Calculating, Billing Machines and Cash 
Registers, June, 1937 


48 
500 7,181 
1 89 








7752 7753 
Listing- Typewriter- 7756 
adding, book- bookkeeping Listing- 
keeping billing adding 
machines machines machines 
Countries No. Value No. Value No. Value 
Austria 2 : K 14 $1,799 
Belgium 1 $1,877 8 100 7,579 
Bulgaria . : 1 418 : 
Crechoslovakia 1 1,246 2 22 2,411 
Denmark. 3 15 1,011 
Finland... 6 6,103 5 101 6,468 
France... 10 8,965 81 . 34 30,834 
Germiuny : 31 2,041 
Gibraltar e ée0 ‘ 1 s4 
Hungary ; 3 2,318 
Iceland : , 3 146 
Irish Free State 2 164 
Italy - : 10 13,300 31 4,868 
Latvia 594 
Netherlands 3 2.073 28 167 10,566 
Norway ‘ 2 1,032 12 404 18,776 
Poland and Danzig 2 Ss 6,015 
Portugal l 30 2,250 
Rumania 1 5 713 
Sweden 3 2.474 35 407 22,999 
Switzerland 3 2,212 11 73 5,085 
Albania 2 s4 
United Kingdom 4 57,778 183 309 40,869 
Yugoslavia l 39 3,547 
Canada . , 5 1,263 10 91 8,727 
Costa Rica . 7 58: 
Guatemala 20 1,134 
Nicaragua 1 6 
Panama... 29 2,373 
Salvador...... 85 
Mexico : 3 3,438 6 5,052 199 14,779 
Newf. and Labrador , . 5 367 
Bermuda . . we 1 425 l 139 
Jamaica ‘ 3 207 
Trinidad and Tobago . 7 733 
Cuba . : . l 525 39 2,616 
Dominican Republic , 2 431 
Netherland W. Indies 4 362 
French W. Indies 3 263 
Haiti, Republic of 5 273 
Argentina : 1 1,339 4 3,825 223 21,058 
Bolivia ‘ 10 1,712 
Brazil 3 3,558 22 23,137 141 11,249 
Chile 43 3,198 
Colombia 2 3,507 1 754 136 9,396 
Ecuador 10 686 
Peru ‘ 1 aso 38 3,169 
Uruguay 3 634 32 2,453 
Venezuela . 1 936 49 3,843 
Saudi Arabia 2 382 
British India 1 366 30 2,269 
British Malaya : 3 2.426 50 3,099 
Ceylon 1 7 
China. 10 765 
Netherland India 64 4,773 
French Indo-China 4 180 
Hong Kong s 450 
Palestine 5 390 
Philippine Islands 2 2,103 2 2,466 70 5,539 
Siam 1 S4 
Turkey 1 422 
Australia 21 20,828 26 7,338 247 24,990 
New Zealand 2 2,046 4 1,516 7 6,97: 
Belgian Congo . 2 16 
British E. Africa 1 730 3 132 
Union of South Africa 5 4.034 23 13,146 139 13,668 
Tunisia 2 481 
Other French Africa 1 45 
Morocco 4 216 
Canary Isiands 1 126 
Total 150 141,098 486 265,039 3,954 325,027 
Shipments to 
Hawaili 4 3,172 1 A44 28 4.587 
48 2.590 


Puerto Rico o . a . To 
Optical Lenses of Plastics 

The British Trade Review (London) reports that a process of making 
yptical lenses from transparent plastics has been developed by Imperial- 
Chemical Industries, Ltd. This product is called “Perspex,” and is 
moulded ready for various optical systems. 
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7757 
Calculating 
machines 
Countries No. Value 
Austria. . _ a 
Ps oscanee 37 6,261 
Bulgaria. . o25 -"P 
Czechoslovakia 38 6,063 
Denmark....... . ee 
Finland....... 25 4,289 
France..... duit 113 24,876 
Germany " “fs 
Pos cccocwe 4 350 
et is nano wn « 90 11,396 
Netherlands. ..... 18 4,511 
Norway 1 205 
Poland ! and Danzig and 
PS we ecteecés “ae 
Rumania....... . , 
Sweden. . 25 3.758 
Switzerland : 
United Kingdom 163 39,664 
i ere 109 27,340 
Costa Rica...... 7 795 
Honduras. ...... 1 S85 
eee 1 34 
a NS ee 1 252 
Dt. cnpeseenéene ae 11,709 
Newfoundland & Labrador 1 310 
Trinidad and Tobago... .. 4 733 
a ll 2,180 
2 148 
28 3,441 
23 2,495 
7 2,150 
a 1,457 
ll 1,087 
1 285 
2 283 
10 1,755 
1 150 
59 9,284 
Netheriand India 10 538 
French oa ‘ anid 
= ‘in ga 3 555 
Paitippine Islands 5 293 
ee O8 1 237 
Syria seséece ain 
Australia... 4 1,833 
New Zealand _ 11 2,270 
Union of South Africa 32 5, 882 
Algeria 
Total 934 179,954 
Shipments to: 
Hawall..... 15 3,042 
Puerto Rico. . 5 739 
Virgin Islands me Ses 
7761 
Parts for 
a 1 
culating 
machines 
Countries Value 
Austria... 
Belgium 3,232 
Czechoslovakia 54 
Denmark 2,778 
Finland. 4: 
France 28,354 
Germany. 55 
a reece. 
6,359 
N RR 2,178 
Norway. R 29 
Poland and | Danats , 836 
Portugal. . e 316 
— . 
USS - (Russta) 196 
bam 1,610 
Switzerland . 586 
United Kingdom . 71,794 
CE anaovee 56,429 
Costa Rica 207 
Guatemala oece 
Honduras . 
Panama 23 
Mexico 262 
Bermuda ° 
Jamaica. . 25 
Trinidad and Tobago ; 15 
Other British West Indies 
Cuba 903 
Dominican Republic 
Netherland West Indies 16 
French West Indies 
Haiti, eons of 8 
Argentina 2,049 
Bolivia 18 
Brazil. 3,247 
Chile 
Colombia 67 
Ecuador 44 
Peru , 12 
Uruguay : 447 
Venezuela 251 
British India 139 
British Malaya 9 
China 620 
Netherland India 207 
Japan 33 
Palestine 43 
Philippine Islands 143 
Australia 2,920 
New Zealand 1,108 
Union of South Africa 1,604 
Total $190,687 
Shipments to: 
Hawaii * 940 


63 


Puerto Rico... 
Virgin Islands 


7759 
Card- 
ane 
x + 
machines 
No. Value 
ie 5,244 
“'9 13,750 
2 1,811 
1 8,060 
14 7,848 
12 11,133 
"5 7,255 
1 2,080 
i 1,007 
"4 8,505 
8 464 
“jj 607 
5 6,239 
“@ 21,742 
oe 10,897 
‘8 6,516 
a 17,415 
"5 11,842 
5 3,539 
i 255 
104 151,209 
6 12,141 

7764 

‘ash 

a new 

No. Value 
“a 6,798 
3 2,175 
= 730 
7 2,243 
“4h 1,881 
27 6,391 
2 1.979 
18 4,008 
on 386 
262 91,033 
45 17,320 
3 770 
65 19,394 
36 ‘470 
i 100 
2 605 
19 3,207 
81 
3 1,086 
250 
"125 
32 8,189 
1 41 
1 285 
4 890 
16 4,132 
20 3,264 
5 375 
10 4,185 
ti 1,848 
4 1,101 
"aa 299 
12 1,364 
‘53 8,259 
i “52 
250 33,545 





10 $4,380 
18 1,982 
2 610 





7760 
Other 
adding and 
calculating 
machines 
including used 
and rebuilt 
No. Value 
3 435 
80 2,008 
1 27 
149 6,171 
10 "340 
122 18,864 
ae “610 
38 6,353 
12 230 
5 529 
"24 288 
1 375 
385 658 
122 1,054 
iy 246 
1 75 
1 73 
27 2,571 
1 150 
“y “185 
57 
‘13 940 
10 "570 
16 1,491 
4 108 
i 27 
3 219 
4 145 
4 260 
i ‘27 
i "233 
1 27 
371 1,252 
2 414 
1 262 
1,426 47,274 
4 164 
1 
1 75 
7766 
Cash 
registers, 
u 
and rebuilt 
No Value 
309 
9 2,186 
2 308 
7 1,960 
29 3,386 
60 13,469 
1,163 
24 4,226 
30 971 
25 3,135 
23 9,654 
7 2,278 
115 1,534 
1 100 
5 369 
3 150 
i 19 
3 231 
4 278 
78 16,292 
115 9.689 
5 1,011 
9 1,054 
4 390 
a 1,789 
2 488 
587 $76,439 


18 $2,553 








United States Exports of Metal Office Equipment—June, 1937 



































6130 
Sheet- 
metal 
6129 shelv- 
Sheet-metal ing 
lockers and an 
e wall 
cabinets bins 
Countries No. Value Value 
MUTED. 0 i coccccesss "ee idiel 
DU cekenceceens 2 36 
a vakia....... . 
SEs Pagantes te 
ee es 
> y.. ‘ ace 
OO ae 440 ry 
Netherlands......... 44 103 
NGEWOT oc ccccccscces 10 200 oses 
USS. . (Russia) 22> Doo api 
aan hn O04 06 38 737 
United Smesem pubes 127 2,146 
GR AGdeee...c.s 837 4,789 ~=—:1,366 
Costa 2 59 . 
i 55 wae 
7 60 hae 
37 233 22 
92 739 all 
6 4 cal 
87 714 20 
song as ae 
8 88 
y 57 
305 816 
7 181 23 
40 201 243 
"51 126 ae 
ll 164 171 
a) 90 300 
14 223 . 
9 151 Fo 
202 0-2,553 2,437 
Pon ab 298 
‘20 “gi aad 
; ‘ 155 
10 206 va 
12 265 
3 20 
23 409 
167 1,577 
2 ‘47 er 
_/ 15 Saal 
206 
388 2,592 ll 
Pe bidt bs sa94 '§ "25 err 
Liberia betbesecocosses 8 32 ‘ 
Mozambique... .. — hig od 250 
Other Portugueae Afr. chee 
Other 8; Africa.. ‘my 
WOES ac ccesces 2,638 $20,238 $5,665 
Shipments to: 
lata line hdr 137 $915 $1,102 
Puerto Rico....... 165 3,219 8,069 
Virgin Isiands..... 8 66 14 
6133 
Safes 
Countries No. Value 
Austria........ 
Beigium......... — 
Czechoslovakia bane 
Denmark. 1 155 
Sareea 
WERE cccecccess 
Germany.......... 
GS hon be Kd otseed oe ‘ 
Irish Free State ‘ 
Netherlands . 
a 36 1115 
rye ; 7 
U.S.S.R. (Russia) ; + 
Sweden......... 6 350 
Switzerland....... : : 
United T Ringdom 71 4,262 
SA hie a5 web's 0 42 2,209 
British | Honduras. . weed on 
pe 43 
10 271 
xico a 467 
Miquelon & St. Pierre Is 1 30 
Newfoundland and Labrador.. 1 51 
ere ». ey 
POPEsvebscweckeces 1 90 
in bn ttenchinee< 3 230 
Trinidad and popeee. . é sitiaies 
Other Br. W. Indies 1 40 
Ch nn. 6 tne asin en ee “< anen 
Dominican Republic. ... . or cant 
Netherland W. Indies 4 125 
i Republic of........ 1 12 
anne Serer , ~ 
BOMVER......0.eceeees 2 100 
onal aati i "140 
Cc cuscecees “48 = 2,725 
boo ccenceaenenecuenn 5 183 


e 6131 
filing cases 
not insulated 
No. Value 
16 138 
58 1,140 
5 328 
20 719 
1 42 
6 770 
12 301 
28 
152 6,352 
42 781 
112 .583 
44 1,162 
299 4,529 
2 102 
38 951 
151 3,956 
1 21 
19 130 
1 17 
172 2,304 
8 225 
3 53 
10 189 
12 357 
23 1,084 
17 537 
3 86 
453 5,064 
68 2,761 
77 3,046 
5 182 
2 22 
70 1,733 
57 932 
6 167 
27 673 
122 4,835 
5 155 
131 3,455 
1 105 
36 R54 
6 453 
17 462 
1 32 
46 700 
3 56 
726 8=610,870 
18 301 
5 120 
6 __188 
3, 143 $68,626 
196 $4,300 
246 4,655 
2 33 
6134 
Bank 
and 
safety 6135 
t Otber 
vaults office 
and .~-¥ 
vault 
equi and t fix- 
men tures 
Value Value 
gb 18 
~~ 2,255 
bed 322 
- 380 
ane 240 
a 1,315 
hare 163 
eas 2,186 
Apne 825 
re 36 
Soh 18 
i 2,340 
‘ 97 
215 13,342 
614 906 
130 
1,250 1,190 
ei 136 
wha 2,562 
: 139 
re 861 
Saaihiy# 22 
amas 50 
ve wy 250 
: 44 
caied 255 
‘ 43 
665 601 
2,429 
Q 
505 
61 
868 





6132 
Sheet- 
metal 
cabinets 
insulated 
No. Value 
2 103 
‘191 
16 878 
“ft 667 
28 1,564 
1 48 
2 431 
s 502 
1 175 
28 1,257 
28 1,870 
4 ‘344 
10 442 
3 213 
3 166 
5 “613 
"36 = 2,629 
“og ab 
4 237 
7 400 
19 hess 
"6 ‘87 
17 1 208 
i "69 
“21 ~—s«:1,058 
ii 542 
’ sbh 
6 486 
301 $17,612 
12 $331 
1 55 
Other metal 
ture 
6137 6138 
Chief Chief 
value value of 


of uphol- 
metal 


Value Value 


“690 
1,845 


45 





‘219 

300i 
‘422 
‘514 
“449 











7752 7753 
Listing-adding- Typewriter- 7756 
bookkeeping kee ping- Listing-adding 
machines billing machines machines 
French Guiana 
L y l4 1s 
Peru. ... ” 314 1,462 1,196 
Urugua 10 
a A 49 2,231 5,128 910 
British India 2 173 2 
British Malaya 3 194 136 
Ceylon 4 386 
Cc 4 336 639,377 34 
Netherland India 408 
Hong Kong ‘ 199 195 187 31 
Japan 4.450 
wantun 
Paleet 7 20 
Philippine Islands 67 5.28 782 3,379 
jam 12 567 “4 
Syria 384 
Turkey 76 18 . 
Australia 890 91 5s 
French Occania 
New Zealan 345 208 
Congo 
Union of So. Africa 1 OS 1,839 1,585 
Other Br. So. Africa 75 
Egypt 26 . 
Other French Africa 156 
Liberta 
Other Spanish Afr 3s 
Total 404 22,737 $46,767 $52,023 47,127 1,418 


Shipments to 





awall 4 1,519 8,047 $15,235 $725 
—s Rico 36 20 994 6,936 147 
Virgin Islands 35 41 


Market for Office Equipment—Argentina 


Prepared by the Specialties Division, United States Department 
of Commerce, Thomas Burke, Chief 


General Statement 

Improved demand for office machines in general characterized the first 
half of 1987. Continued strong demand for grains and meats resulting in 
an unusually favorable balance of trade to Argentina in the first 6 
months of 1987 brought a larger commercial turnover and higher industrial 
production. Exports during the first six months of 1937 were 86.9 per cent 
greater in quantity than the same period of 1936 and 98.4 per cent 
ureater in value (excluding gold). ; 

Both public and privace vuuding activities continued at high levels. 
New government ofiees and modern office structures are, In Many Cases, 
being equipped with new office machines and equipment; however, a 
greater share of the business in metal furniture and files is falling into 
the hands of local industrialists whose products are constantly improving 
in appearance and design. ; ; 

In summary it may be said that general business conditions were still 
more favorable than in the preceding 6-month period and that commercial 
sentiment was good 

To importers of American office equipment the principal problem was 
still one of price. Chief competition in typewriters, addressing and dupli- 
cating machines was provided by Germany During the period under 
review, stocks of used and rebuilt machines were very largely disposed of 
and consequently, were again being imported; both new and used type- 
writers, addressing and duplicating machines were imported from the 
United States and evidently in greater quantities than in the second half 
of 1056. 

American office machines, it was found, have greater acceptance than 
any others; however, the price and selling policies traditionally adhered 
to by American makers enabled more German machines to be sold to 
Argentine government departments. 

Typewriters 

Italian “Olivetti” and German “Continental” typewriters were reported 
to have made further progress. Italian typewriters were believed to have 
surpassed those of Germany in sales to government departments. Dis 
tributors of German and Italian typewriters were reported to have quoted 
220 paper pesos on government bids or from 100 to 150 paper pesos less 
than quotations on competitive American makes. The Swiss portable 
“Hermes” continued to sell well as also did the German “Erica.”" The 
larger ““Hermes"’ models were said to be too high in price to compete. 

One distributor handling both American and European typewriters stated 
that European machines were equipped with type that produces a better 
finished product than the type in American typewriters. It was said that 
the “Olivetti,” which has greatly improved in quality during the past 
2 years, is especially good for stencil work and, therefore, better adapted 
to government use. 

Imports of new machines from the United States were larger; 
some dealers reported inability to secure as many rebuilt machines as were 
needed. Since April it was said that orders have been filled only in part 


Addressing Machines 
transacted and more interest was manifested in 
addressing machines; however, price continued to be the principal obstacle 
confronted by American equipment. Greatest competition was provided 
by Germany. Old stocks were moved during the first half of the year and 
both new and rebuilt machines are now being imported from the United 
States. 

There were 
Buenos Aires. 


however, 


More business was 


indications of a still larger manufacture of supplies in 


Duplicating Machines 

An improved demand was reported in duplicating machines. Germany 
was also reported to be the principal competitor to leading American 
makes. Argentine firms expressed more interest in small, low price dupli- 
cating machines adaptable to small business houses, stores and schools 
Very low priced duplicating machines using the stencil are made in Buenos 
Aires. These retail from thirty to 175 pesos and are sold by six different 
concerns. 

Office Furniture 

Sheet-metal filing cases, cabinets, shelving and lockers are mostly of 
local manufacture. Imports of thes: units are not believed to have in- 
creased from any source. Metal desks, chairs and visible index systems 
are also made in Buenos Aires. There are approximately fifteen local 
makers of cabinets and shelving in Buenos Aires and one in Tucuman; 
8 manufacturers of steel furniture and five large makers of desks. (The 


Commercial Intelligence Division of this Bureau has on file lists of the 
principal manufacturers of these articles which may be 
prescribed fee of ten cents ) 


obtained at the 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 





Wanted Here at Home 


New York Representative Expanding Lines.—Harry R. Hertwig, 148 La- 
Fayette street, New York, N. Y., is covering two lines in the metrop- 
olitan market—one of wooden chairs and another of wood desks. He 
desires to make a connection with a manufacturer of steel, which may 
be steel files and desks, or modern chrome furniture. Mr. Hertwig has 
been established in New York as a manufacturers agent in furniture many 
years. 

Catalogues Requested by New Georgia Business.—The Office Equipment 
Company, Ralph R. Goodson, manager, 410 Southern Mutual Building, 
Athens, Ga., has been established with a capital stock of $10,000. The 
company will function as a complete office supply house. Manufacturers 
of the field are invited to send catalogues covering wood and steel office 
furniture. 


Catalogues Sought by Gastonia dealer.—The 0. G. Penegar Company has 
been opened here by O. G. Penegar, operating an office equipment business. 
Catalogues are requested from manufacturers of this field. The company 
is factory representative for the Royal Typewriter Company, Inc., in Gas- 
ton, Lincoln and Mecklenburg counties. 


Argentine manufacturers of office furniture usually sell direct to the 
trade. As competition between the several manufacturers is increasingly 
keen, profits are reported to be limited to about ten per cent net. 


Miscellaneous Office Equipment 


Calculating and bookkeeping machines were also subject to more interest 
and improved sales owing to the continuance of good economic conditions. 
This trade is largely in the hands of American manufacturers. Sales of 
time clocks increased and some assembly operations of these now occur 
in Buenos Aires. 


A lively interest continues in office stapling machines, new devices and 
attachments in the low and medium price fields. 


—_— a 


Commerce Department Trade Opportunities 


Adding and calculating machines and rebuilt typewriters; Buenos Aires, 
Argentina, purchase contemplated. No. 3882. 


Furniture, steel, No. 3927, Guayquil, Ecuador. Agency contemplated. 


Machines, adding, typewriters and office supplies; No. 3969; Mexico City, 
D. F.; agency contemplated. 

Machine, slitting, for the manufacture of typewriter ribbons; London, 
England; No. 3745; purchase contemplated. 
Aires, Argentina; 


Office appliances, small, and office utilities; Buenos 


purchase contemplated, No. 3882. 


Pens, fountain and crayon; No. 3966; Prague, Czechoslavakia; purchase 
and agency contemplated. 


fountain, and pencils, Vieux Dieu, Belgium; puchase contem- 


No. 3064. 


Pens, 
plated 
ee ee 


Czechoslovakia and Single Price Stores 


Commerce Reports states that the law limiting the establishment of 
single price stores in Czechoslovakia has been extended recently. The gov- 
ernment decree of July 18, 1937, No. 2 of the Collection of Czecho- 
slovak Laws and Decrees, published June 29, 1935, and effective July 1. 
19387, amends and extends the law of December 22, 1933, No. 251 of 
the same collection which restricted the establishment of single price 
stores and was to expire June 30, 1937. The law had been passed in the 
interest of small shop owners and traders who charged that they had 
suffered greatly from the competition of single price stores. The amended 
law prohibits the establishment of new single price stores and any exten- 
sion or transfer of existing ones to December 31, 19388. Merchandise sold 
in these stores must be confined strictly to the commodities which were 
handled prior to December 1, 1933. The dispensing of products falling un- 
der the so-called “restaurant license (warm food, soft and alcoholic drinks) 
is forbidden even if the restaurant license was granted prior to December 
1, 1933. Moreover, in cities with a population of less than 30,000, single 
price stores are prohibited altogether to sell foodstuffs, both liquid and 
solid, excepting chocolate and confectionery, flour mill products; sugar. 
baking powder; vinegar, condensed milk, butter and cottage cheese, eggs. 
legumes, tomatoes, potatoes and fresh vegetables, hats. articles made of 
precious metals, watches, clocks, bicycles, school text books, fountain 
pens with gold nibs, and leather products, if the selling price exceeds 
0.00 crowns per unit 

<> —_ —- 


Tenth Sample Fair at Rio de Janeiro 
Commerce Reports states that the tenth international Sample Fair of 
the city of Rio de Janeiro will be held from October 12 to November 12 


Philippines Gives Big Safe Order 


Commerce Reports states that the Philippine Bureau of Posts has con- 
cluded the purchase of 358 new safes. An unnamed American manufac- 
turer will supply them, The program includes office equipment and radio 
sending and receiving sets. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,088,572. Duplicating Machine. Charles H. Bradt, 
Groten, N. Y., assignor te L. C. Smith & Corona 
Typewriters Ine., Syracuse, N. Y., a corporation of 
New York. Application September 23, 1935. Serial 
Neo. 41,648. Granted August 3, 1937. 

,088,688. Telephone Dialing Device. James F. 


2. 
Casey, Woodside, New York. N. Y. 


and Jerry Kane, 
Application April 15, 1935, "serial No. 16,520. Granted 
Augu t 3. 1937. 

2,088,772. Folding Table. Owen E. Stone, Siler 
City, WN. C., assignor to High ry —_—_— and 
Chair Company, Siler City, Cc. orperation of 
North Carolina. Application July 22, “1938. Serial No. 
91,976. Granted August 3, 1937. 

2,088,789. Check Writer. Herbert R. Hedman, Win- 
netka, and Clarence W. Johnson, Chicago, Ill., as- 
signors to The Hedman Manufacturing Company, Chi- 


cago, Ill., a corporation of Illinois. Application Feb- 
gy 19, 1936, Serial No. 64,618. Granted August 
3, 
2 088,938. Fountain Pen. Frank M. Ashley, Great 
— ~" Y., assignor to Lewis Gompers, Trustee, 
York, N. Y. Application December 23, 1936. 
Serial No. 117,274. Granted August 3, 1937. 


088,939. Inkstand. Frank M. Ashley, Great Kills. 
x, 'Y., assignor to Lewis Gompers, trustee, New York. 


N. Y. Application December 23, 1936, Serial No. 
117275. Granted August 3, 1937. 

2.088.952. Inkwell. James D. Goble, Los Angeles, 
Calif. Application February 5, 1936, Serial No. 
62,455. Granted August 3, 1937. 

2,089,211. Loose Leaf Binder. Erik L. Krag, 
Chieago, Ill., assignor of one-tenth to . J. An- 
drews, Chicago, il. Application May 29, 1933, Serial 
No. 673.379. Granted August 10, 1937. 

2.089,310. Bockkeeping Machine. Russell 6G. 
Thompson, Rochester. N. Y., assignor to Electromatic 
Typewriters, iInc., Rochester, N. Y., a corporation 
of New York. Application April 24, 1931, Serial 
No. 532539. Granted August 10, 1937. 

2,089,313. Book Cover. Paul O. Unger, Glen 
Ellyn, tll., assigner to Wilsen-Jones Company, Chi- 
cago, til., a corporation of Massachusetts. Application 
at s 1934, Serial Ne. 727.381. Granted August 

2,089,442. Writing Machine. Jesse A. B. Smith. 


Stamford, Conn., assignor to Underwood Elliott Fisher 
Company. New York, N. Y., a corporation of Delaware. 
Application January 9. 1936, Serial Ne. 58,262. 
——. August 10, 1937. 

2,069,449. Pen. Milford Guy Sypher, Bellville, 
N. J.. assignoer te The aes Pen Company, inc., 
Long Island City, Veo poration of New York. 
Application May 6, 1935, Serial N No. 19,910. Granted 
August 10, 


! ° 
2,089,507. Line Indicating Copy Holder. Arthur L. 


Slee, San Francisco, Calif. Application July 6, 1936. 
Serial No. 89.102. Granted August 10, 1937. 
2,089,573. Tacking Machine. Fridolin Poizer. Nor- 


walk, Conn., assignor to The E. H. Hotchkiss Com- 
pany. Norwalk. Conn., a corporation of Connecticut. 
Application October (8, 1935, Serial No. 45.56! 
Granted August 10. 1937. 

2,089 595. Typist’s Device. Clifford A. Bourne. 
Portiand. Ore. Application September 17, 1934, Serial 
No. 744 457. Granted August 10, 1937. 

2,089,682. Calculating Machine. 
South Orange, N. 


George C. Chase, 
J., assignor to Monroe Calculating 


Machine Company, Orange, N. J., a corporation of 
Delaware. Application July 28, 1936, Serial No. 
93,009. Granted August 10. 1937 


$79. Duplicating Machine. Ferdinand Nigra, 
Oakland. Calif. Application October 22, 1934, Serial 
No. 749.328. Granted August 17, 1937. 

2,089,982. Carbon Sheet Support for Writing Ma- 
chines. William A. Pringel, Niagara Falls, N. Y.. 
assignor te American ae Book Company. ine., 
Niagara Falls, WN. corporation of Delaware. 
Application March 20 i935. Serial No. 12,030. Granted 
August 17, 1937 


2 090,034. Fountain Pen. William F. Ellison. 
Brooklyn, WN. Y., Application January 2!, 1937. 
ba iy No. 121.420. Granted Auguct 17, 1937. 

90,139. Variable Line Spacer. Andrew F. Mul- 


Glenbrook, Conn. Refiled for abandoned appli- 
No. 327 560. September 30. 1919. This 
application July 7, " Renewed 
October 13, 1936. Granted August 17, 1937. 

2,090 216. Loose Leaf Binding. George B. McGlade, 
Long Island City, N. Y., assignor to Acco Products. 
Inc., a corporation of New York. Application June 
19, 1936 Serial Ne. 86.027. Granted Augu t {7. 1937. 

2,090,231. Loose-Leaf Ring Binder. Reginald M. 
Raynolds, New York, N. Y., assignor to Stationers 
Loose Leaf Company. Milwaukee, Wis., a corporation 
of Wirconsin. Application Janvary oe 1934, Serial 
No. 708,551. 

2 090,425. Carben S , 
Quartz. Newton, Mass. Application t- 18, 
Serial No. 657,371. Granted August 17, 1937. 

2,090,615. Copy Holder. Elbert 8S. Dodge. Ilion, 
N. Y., astignor te Remington Rand. Ine., Buffalo. 
N. Y., a corporation of Delaware. Application Sep- 
tember a 1936, Serial No. 103,408. Granted August 
24, 1937 

2.090,635. Card indexing Machine. Donald A. 
Waynesboro, Pa., assignor, by mesre assign- 
J. G. Mumma, Wayre boro, Pa. Application 
, 1932, Serial No. 630,473. Granted August 


2 090 788. Computing and Like Machine. Arthur W. 
—e Cincinnati, ome, assigner to Remington 
Rand, Ine.. New York, N. « & corporation of Dela- 
ware. Applicat: on June wt, 1935, Serial No. 26,047. 
Granted August 24. 1937 

090, . Combined ‘Typewriting and Computing 
Machine. Alfred G. F. Kurowcki, *” 
assignor. by mesne assignments, 
Fisher Company, New York, ~ Vos 
Delaware. Application May 1930, 

Yess. Granted August 


a _ Renewed November 21, 

2.090 849, Duplicating Machine. Robert F. Mor- 
ricon, Oak Park, and Merritt G. Stewart. Ch'cago, 
1l., assignors te Ditto, Incorporated, Chicago, Ill.. a 
corporation of West Virginia. Application November 


James 
1933. 





2,088,572 


2,068,938 








2,090, 216 


dda 






















2,089, 682 


rh. — 
* 
s . —_ . —— 


2,090,139 














2, 91, a 
w 
2,091,133 2,091, 169 105,622 

16, 1 336. ted A it 24, 2,091,133. Typewriting-Caleulating Machine, T. 
a oe eee ee — writing Machine. or The Like. Robert Ancshutt. Zelta- 
2.091.038, oy — Machine. Alfred E. Goodwin, Mehlis 11, Germany, assignor te Mercedes Bure- 
Ottumwa, polteat —~ June 15, 1936, Serial ma_chinen-Werke A’ Benshausen, Zella- 
No. $5.243., 937. Mehlis, Germany. A ti Nevember 10, 1933. 
2,091,049. Card ; =. oe, am W. ian . Brook- Serial No. 697,521. in Germany Nevember 22, 1952. 
lyn, N. Y., assignor te Remington Rand, Inc., "Buffalo, Granted August 24, 1937. 
N. Y.. a corporation of Delaware. Original applica- 2,091,189.- Loose inder. Charlies V. St. 
bo cote 16. ey ‘Serial oe ., sags 9 gs Louis, one e.. orb te wo Com- 

s applica ust 1935, 0. pany, ° assachusetts. 
CaS Ae Sie masnien Sertam cath, Gre Kae Seater oe ee 

091.111. n achine. m ck- e 
ney, Hillside, [ . ssignor Underwoed Elliott 105 622. for a Pencil. Martin E. Trofien, 
he Company. a York, N. 0" reer an - ra - —— te = wo 

Serie! No. u ., & corporat —¥FY Session 

707.055. Ren Swed : Pebvenry ry 1% 1936. Granted ust Sa a eee Serial No. 59,605. Granted 
24, 1937 ug 5 , 
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NE HUNDRED and 
fifty years ago our 
Fathers gave to poster- 
ity an immortal docu- 
ment, setting forth a 


In Celebration of the One Hundred 
Fiftieth Anniversary of the Adoption 





firmation and particu- 
larly describing the place 
to be searched, and the 
persons or things to be 
seized.” 


new government found- of the No person shall be de- 
ed on the — of prived of life, liberty, or 
man’s sovereignty over roperty without due 
the State, and which CONSTITUTION es eth IP law. In addi- 
has endured the stress tion, other guarantees 
of time as the bulwark of the of rights are included 


of our liberty. On Sep- 
tember 17, 1787, a body 
of colonial statesmen 
consummated four 
months of intensive de- 
liberation by emerging 
with the constitution 
that provided for the re- 
public of the United 
States of America. On 
that memorable day, at 
the Constitutional Con- 
vention in Philadelphia, 
signatures were affixed 
by thirty-nine of the del- 
egates attending from 
twelve of the thirteen 
existing colonial states. 
The preparation and adoption of the Consti- 
tution of the United States of America was the 
greatest governmental achievement in the his- 
tory of mankind—sharing only with our Decla- 
ration of Independence its glory in the annals 
of our country. Now, a century and a half later, 
on the anniversary of the signing of the Consti- 
tution, the citizens of this republic may well 
contemplate their priceless possession. 


Its Meaning to the Individual 


This document, formed of simple words that 
any school child can understand, achieves the 
noble purpose of reposing in the scale of justice 
the true equilibrium between the rights of the 
government and the rights of the individual. 
The framers of the American Constitution 
builded it on the basis that every citizen has 
certain “inalienable rights,” of which neither 
the State nor the People may rightfully deprive 
him. 

A new conception of individualism among 
governments then, and a most distinguished one 
among nations today, it is enforced by the courts 
of law restraining the power of the executives 
and legislatures. For, under the Bill of Rights, 
adopted by the initial Congress as the first ten 
amendments and virtually evolved concurrently 
with the Constitution, the God-given liberty of 
the human soul is protected with the guarantee 
of these individual rights: 

Freedom of speech, freedom of the Press. free- 
dom of religion, and right of assembly and peti- 
tion. 

Also guarantees of personal protection and the 
inviolability of private property against unjust 
action in the name of the law: 

The right of the people shall be secure in their 
persons, houses, papers and effects, against 


searches and seizures without warrants issued 
“upon probable cause, supported by oath or af- 


UNITED STATES OF AMERICA 
September 17, 1787 


In which we refresh our minds upon the significance of 
this great document to the liberties of the citizens of 
this country and the permanence of its government 





in this matchless guar- 
dianship of our liberties. 

Moreover, to the indi- 
vidual the Constitution 
means the unity of the 
republic, for which it 
stands. Serving as the 
bond of political and 
economic unity of more 
than one hundred mil- 
lion people on this con- 
tinent, it endows the 
American citizen with a 
protection and potenti- 
ality surpassing the gift 
of all other nations to 
their citizenry. 

With this tenure of 
personal rights and a unified State and Nation, 
the American citizen, however, is the legatee of 
a plan of government whose success was born 
in terms of self imposed restraint from the ex- 
cesses of democracy. 

Observe all these attributes in the simple 
words of the preamble to the Constitution: 

“We, the people of the United States, in order 
to form a more perfect union, establish justice, 
ensure domestic tranquillity, provide for the 
common defense, promote the general welfare, 
and secure the blessings of liberty to ourselves 
and our posterity, do ordain and establish this 
Constitution for the United States of America.” 


Significance to the Nation 


Happily for succeeding generations, the differ- 
ent sentiments of the framers made it a better 
thing than they knew. Better for the Nation, as 
well as for the individual. From the signing of 
the Declaration of Independence in 1776 to the 
adoption of the Constitution, a decade of dis- 
organization was leading to chaos in govern- 
ment. The Articles of Confederation had proven 
inadequate. 

In 1787 the Constitution was written and by 
1789 it was ratified by the last of the thirteen 
states. Then followed unbounded progress, un- 
equalled in the history of governments. Within 
a century we had obtained all the privileges for 
which government is primarily organized. The 
new “land of liberty” attracted to its shores from 
every nation the greatest migration of peoples 
in the history of man. They merged their ambi- 
tions with our ideals in building a loyal, united 
citizenship. When came the Civil War the Union 
was preserved, to become even stronger. The 
republic continued to grow in size and stature. 

Stimulated by the great freedom of oppor- 
tunity, great material progress was made— 
through discovery, invention, and trade. 
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Other nations of the world gazed with admira- 
tion upon the “marvelous manner in which the 
new republic was solving its problems and secur- 
ing to its people political privileges such as the 
world theretofore had not known.”* In emula- 
tion, they began to modify their forms and phil- 
osophies of government, and became more con- 
siderate of individual rights. With the best form 
of government mankind had ever known, it was 
inevitable that the United States of America 
should come to occupy its place under the sun 
as a leader among the nations. 

In creating the plan of the republic, the 
Fathers of our country evolved the “golden 
mean’’—fashioned the “standard” form of gov- 
ernment.* It was their purpose to create a repre- 
sentative republic. : 

Each and every American should be familiar 
with this great charter of his free government. 
Well may he learn that our Constitution inaugu- 
rated the first great era of governmental prog- 
ress in the history of world governments. Well 
may he know the political philosophy embodied 
in the simply phrased delegations of power speci- 
fied in this first written constitution among all 
nations. 


Basic Principles of the Constitution 


Its basic principles should be intelligently un- 
derstood, deeply cherished, and as zealously 
protected as our flag. These are the salient prin- 
ciples of the Constitution :+ 

1. The first is representative government— 
based upon exercising wisely the privilege of 
selection, fixing responsibility, and conferring 
authority. The forefathers avowed that a repre- 
sentative held a judicial position of the most 
sacred character. 

2. The second principle is the dual form of 
government—a system based on powers granted 
to the central government, with some reserved 
for the states. (Other powers are reserved for 
the people.) 

3. The third principle is the guaranty of indi- 
vidual liberty combined 
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the nobility of labor, the right to work, free from 
the tyranny of state or class.” 

4. The fourth principle is the creation of an 
independent judiciary to pass upon justice and 
the legality of governmental acts. Serving as 
the balance wheel of the Constitution the Su- 
preme Court is “the final conscience of the na- 
tion with respect to powers of government—the 
most effective restraint which freemen have ever 
imposed upon themselves.” 

5. A fifth fundamental principle of the Con- 
stitution employs a complex system of checks 
and balances to prevent the concentration of 
power in any one man or body of men. The au- 
thors advocated the political doctrine that the 
concentration of power was fatal to liberty. 
Therefore they prescribed a two-chambered leg- 
islature, and a powerful executive, each with the 
power to check the other, and both of which 
could be checked by the judiciary and restrained 
by the system of short but fixed tenures of office. 


Hold Fast to the Constitution 


At no time in the history of our country has 
it been more important that its citizens have 
full appreciation of the Constitution of the 
United States. At no time in the history of Amer- 
ica has its Constitution stood in graver danger 
than today. We must not permit our sentiments 
to mislead our judgment with attempts to 
achieve benevolence by means contrary to the 
Constitution. 

Its gravest danger lies not in direct attacks 
upon its entire form, but by attacks in detail— 
changes or amendments which, one by one, 
are foreign to its nature and destructive to its 
purposes. George Washington warned us of this 
danger in his “Farewell Address.” 

In the century and a half since its adoption, 
the Constitution has proven its ability to meet 
the needs of three million people in thirteen 
colonial states, and also its flexibility to meet the 
requirements of a great modern industrial na- 
tion. It is the foundation on which our coun- 

try was built and has en- 
dured. It is our chart 


with the protection of 
individual property 
rights. In all previous 
governments, the State 
was the sovereign, which 
could grant to individ- 
uals privileges and ex- 
emptions termed “liber- 
ties.” But beneath the 
Stars and Stripes, no 
ruler may say, “The 
State, it is I!” The the- 
ory of government pro- 
claimed by the people in 
this great document was 
based upon individual- 
ism—-“the worth and 
dignity of the human 
soul, the free competi- 
tion of man and man, 


*Harry Atwood in “Back to the 
Republic.” 

+ James M. Beck, in “The Consti- 
tution of the United States, Yester- 
day, Today and Tomorrow.” 





“It is the greatest piece of work ever struck 
off at a given time by the brain and purpose of 
man.”—Gladstone. 


“It will be the wonder and admiration of all 
future generations and the model of all future 
governments.”—William Pitt. 

St 

“If, in the opinion of the people, the distribu- 
tion of modification of the Constitutional powers 
be in any particular wrong, let it be corrected by 
an amendment in the way in which the Consti- 
tution designates. But let there be no change by 
usurpation; for although this, one instance, may 
be the instrument of good, it is the customary 
weapon by which free governments are de- 
stroyed.”—George Washington. 


* 


“Tt is impossible for the man of pious reflection 
not to perceive in it a finger of that Almighty 
hand which so frequently and signally extended 
to our relief.”—Alerander Hamilton. 


w 


“The Constitution of the United States is a 
written Instrument; a recorded fundamental 
Law; it is the bond, ahd the only bond, of the 
Union of these States; it is all that gives us a 
National character.”—Daniel Webster. 


and compass for future 
progress. We must pre- 
serve for our own wel- 
fare and that of future 
generations this heri- 
tage of our forefathers. 

Let us abandon our 
retrogressive tendencies. 
Let us not drift toward 
the abyss of excess in 
government. Let us hold 
fast to the restraints of 
a representative repub- 
lic. Let us foster and ex- 
alt the statesman who 
is enlightened by the 
fundamental principles 
of our government 
founded by the people, 
to safeguard their cher- 
ished liberties. 

“We, the people” of 
the United States of 
America must hold fast 
to our Constitution! 





Charles P. Garvin, Secretary 
and General Manager 
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N. S. A. EXECUTIVES, 1936-1937 


Center row, left to right: William E. Stockett, Jr., 
Treasurer; Woodson . Waddy, Auditor; Charles 
W. Roth, Vice-President and Chairman, Office Fur- 
niture and Office Outfitting Division; Harry Tehan, 
Vice-President and Chairman, Sales Managers Divi- 
sion; Harold J. Hampton, Vice-President and 
Chairman, Distributors Division; R. A. Maish, Vice- 
President and Chairman, Manufacturers Division; 
Craig Sheaffer, Vice-Chairman, Manufacturers Divi- 
sion, William H. Schmiederer, Vice-President and 
Chairman, Manufacturing Stationers Division; A. R. 
Skibbe, Vice-President and Chairman, Wholesalers 
Division; Fred Schaefer, Vice-President and Chair- 
man, Field Division; Arthur L. King, Vice-Chairman, 
Distributors Division. 


(See special section beginning page 101) 





William C. Clegg, President 
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THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


Special ‘“Welcome to Chicago Section’’ 


Just twelve days after this issue comes from the press, the Thirty-Sec- 
ond Annual Convention of the National Stationers Association will be 
called to order at Chicago. As this is being written, the arrangements 
are all set to welcome the delegates and offer a great program of infor- 
mational appeal, business inspiration, and enjoyable entertainment. 
Advance hotel reservations and convention registrations indicate that 
the final account of conventionites will equal that of last year, and pos- 
sibly establish a new record for the N. S. A. annual conclave and expo- 
sition. 

In connection with this meritorious convention, Office Appliances 
presents a special ‘Welcome to Chicago Section,” starting on page 101, in 
which the stationers and manufacturers of Chicago extend a hearty 
welcome to the visiting members. Augmenting this welcome, are pre- 
sented the products of the Chicago manufacturers, which contribute to 
the success of the dealers throughout the trade. 

This special section likewise contains the order of the week’s events 
on the convention program, the list of exhibitors at the exposition, and 
the various convention committees. Other information pertaining to 
the convention and what Chicago has to offer is also included in these 


pages. 
28th Annual Special Office Furniture Section 


The 88 page Special Annual Office Furniture Section found in this 
issue, starting on page 137, affords the dealer a word and pictorial com- 
mentary upon the extensive office furniture division of the field. The 
advertising announcements of the manufacturers present a fine por- 
trayal of the industry in both of its major types of equipment—wood 
and steel. Dealers reading the advertisements and the stimulating arti- 
cles—which are supported by photos of installations and new products 
—can sense the trends of the business and obtain ideas by which they 
may expand their own furniture departments. 


Addenda 


One will not turn the pages of this number without being impressed 
by the extent and activity of this industry. It pulsates with animation. 
Its activities are woven into the fabric of the general business pattern in 
all its manifestations. With the special sections of this issue—one de- 
voted to the Stationers Convention, the other concerned with office fur- 
niture in its many applications—in addition to the regular run of news 
from all divisions of the field and helpful merchandising articles, the 
industry is revealed as an extensive, progressive, continually expanding 
division of the commercial world. 
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Price 


IF RESALE price mainte- 
nance has not arrived in the 
full and complete sense of the 
word, any lack lies with the 
could-be price-fixers. The Tyd- 
ings-Miller Act, approved in 
the closing days of the last 
session of Congress, confers 
the price-pegging privilege up- 
on all marketers of trade- 
marked goods. That the new 
Federal Statute is formally 
titled a “Fair Trade’ Act does 
not disguise the intent. Nor 
will observant bystanders un- 
derestimate its scope of appli- 
cation because certain nick- 
namers have dubbed it “the 
Anti-Loss Leader Act.” 

That the principle of price- 
control-at-primary-sources has 
been actually written into the 
national business code calls 
for careful reckoning of pos- 
sible and probable conse- 
quences. But, first of all, it 
calls for practical realization. 
To many, it must seem too 
good,—or too bad,—to be true. 
Compulsory price standardiza- 
tion has been argued back and 
forth for so long. Thirty years 
and more it has been a foot- 
ball in Congress in one form 
or another. With many would- 
be price stabilizers it had be- 
come a forelorn hope. And 
when the State by State pro- 
gram of small-time Fair Trade 
Acts met early rebuffs in the 
courts, the price-cutters and 
believers in bargain-bait felt 
that they had little to fear 
from the fresh feint. 

What, more than all else, 
caught so many business men 
napping was the wobbly course 
of the Tydings-Miller Bill. In 
the spring of 1937, with this 
Bill edging up in the Congres- 
sional waiting list, President 
Roosevelt sounded a warning 
against price-fixing legislation. 


Analysis of Tydings-Miller 
Bill and What it Means to 


By WALDON FAWCETT 
e 


More pointedly he dropped the 
hint that it would be just as 
well to postpone action on the 
Tydings-Miller proposition. At 
least until it could be deter- 
mined whether warrantable 
protection against price de- 
moralization could not be pro- 
vided under whatever succes- 
sor to NRA be devised in due 
course. 

The business community 
could not be more surprised 
than was official Washington 
by the spurt that sent the 
handicapped Bill under the 
legislative wire. There was, 
first, the wonderment over the 
success of the parliamentary 
maneuver which won place 
for the Tydings-Miller draft 
by attaching it as a rider to 
the District of Columbia Ap- 
propriation Bill. Even more 
jolting to many guessers was 
the action of the President in 
reluctantly signing the Bill. 
Even so there is no hint of any 
early attempt at reconsidera- 
tion, whether there is or is 
not a special session of Con- 
gress in the autumn. No two 
ways about it,—potential re- 
sale price fixing is with us to 
Stay for some time. What 
about it? 

What Will the Effect of the 
Tydings-Miller Bill Be? 


What will be the effect? This 
poser, broken down into fifty- 





Maintenance Arrives 


seven varieties of pointed ques- 
tions, is the reaction to the 
news of this particular new 
deal, once the parties inter- 
ested have caught their 
breath. Will it bring price in- 
creases? Will non-branders 
take to trade marks? To what 
extent will it change retailers’ 
attitude toward private 
brands? Does the newly-con- 
ferred price-fixing privilege 
extend to trade-ins? Where 
will the codperatives be found 
in the reshuffle? And, lastly, 
to what extent does this latest 
addition loosen all the reins of 
the Federal anti-trust laws? 
These are but a few of the con- 
undrums popping in the hop- 
per. Not to mention such side- 
speculations as: What will 
happen to the discipline which 
the Federal Trade Commission 
has been meting out to price- 
posters? 

Before anybody can so much 
as begin to find answers to 
these and similar riddles it 
will be necessary to await con- 
sequences on two counts. 
First, proceeding from theory 
to practice, just what will the 
new law do? Second, to what 
extent and in what ways will 
manufacturers and marketers 
avail themselves of the chance 
that has come to them to 
stretch price control by con- 
tract? It’s a fair assumption 
that the working out of a new 
status will be affected to some 
extent by the circumstance 
that the price-pegging formula 
comes into effect at a stage 
when rising labor—and mate- 
rial—costs are influencing 
prices upward without any re- 
gard to the movement for 
standardization. 


Almost certainly a first con- 
sequence of the arrival of the 
Federal Enabling Act will be 
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to bring to scratch the com- 
paratively few States in which 
the legislatures have not al- 
ready voted Fair Trade Acts. 
Specifically and in detail, the 
answer to the question of what 
the new law will do will have 
to wait upon the accumula- 
tion of the inevitable series of 
controlling interpretations 
that will be rendered by the 
higher courts if and when 
test cases have been brought. 
The Federal Trade Commis- 
sion will most certainly be 
guided in its future course by 
these court rulings. Just by 
way of illustration of the clari- 
fying processes which must be 
awaited from the courts there 
is the need for analysis of the 
provision in the Tydings-Mil- 
ler Act for free and open com- 
petition. We will have to wait 
to hear from the judges on the 
bench before we can say how 
wide is the ban on price fixing 
by horizontal contracts as be- 
tween manufacturers, between 
wholesalers, or between re- 
tailers. 


A New Interest in Fair Trade 

When one tries to foresee the 
extent to which manufactur- 
ers and marketers will take 
advantage of their new free- 
dom for price-fixing it is essen- 
tial to bear in mind that the 
eleventh-hour action of Con- 
gress gave many sellers of 
goods a new interest in the 
dream of Fair Trade. Many 
national marketers of goods, 
although eager enough for 
country-wide control of retail 
or resale prices on their wares, 
had taken no part in the re- 
form movement under State 
laws. Because the necessity of 
“domesticating” a business in 
each State in order to enjoy 
that State’s sanction of price 
regulation by contract was a 
game not worth the candle in 
the estimation of some large 
operators. Advent of the Fed- 
eral law changes all this. With 
an underlying Enabling Act, 
removing all the State laws 


from the threat of the Sher- 
man Act, national distributors 
may proceed with price fixing 
from a single base of opera- 
tions. 

In the final skirmishing at 
Washington much was made 
of the point that in the spe- 
cialty lines, where price-cut- 
ting has been an evil, it has 
been the retail dealers rather 
than the manufacturers who 
have sought legal support for 
universal pricing. And neu- 
trals on the side lines conjec- 
tured whether the retail root- 
ers really realized what the 
new order will do to them in 
resetting the sales scene. The 
theory of a shake-up under 
price maintenance is based on 
a hunch that, in a Fair Trade 
millennium, price competition 
among leading and standard 
lines will become a thing of 
the past and will be replaced 
by sales rivalry of a new pat- 
tern. If there is no advantage 
to be gained in price, or at 
most a small difference in first 
cost, customers may be swayed 
by service, lower costs of op- 
eration, trade-in values, and 
similar equations. 

That there may be some- 
thing to this vision of price- 
purged competition is signaled 
by the contracts already en- 
tered into by confirmed price- 
defenders for increased adver- 
tising space. There are two 
strings to this bow of heavier 
printed salesmanship. The one 
seeks to accomplish the switch 
from _ price-comparison to 
style-and-service competition. 
The other undertakes to build 
prestige, confidence, customer 
pride-of-ownership, etc., 
against any attempts by hold- 
outs on pricing to disparage 
the rigid policies of the en- 
forcers of price contracts. 


Will Parallel Lines Multiply? 
Repeated as gossip, for what 
it is worth, is another predic- 
tion of a tin can that may be 
found by some retailers tied 
to the tail of resale price fix- 
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ing. In so many words, the 
warning is of a multiplication 
of parallel lines. From the 
start of the discussions in 
Washington over the original 
Tydings-Miller Bill it was pre- 
dicted that one result of legal- 
izing pegged prices must be to 
put pressure behind existing 
private brands. And also to 
encourage the multiplication 
of private brands — price 
pegged, or otherwise. Added 
to this forecast, latterly, is the 
further prophecy that not a 
few producers of standard, 
rigid-price lines are going to 
find it expedient if not neces- 
sary to bring out alternative 
items in order to cope with 
price-insurgents without com- 
promising their price sched- 
ules on their leaders. The 
guessers have not yet gotten 
so far as to decide whether 
users of the strategy of back- 
fire will put out their fighting 
reserves anonymously or un- 
der private brand. But they 
have it settled in their own 
minds that the more numer- 
ous the price-pegged articles 
the higher the birthrate of 
substitute price-shaders. 
Granting, for the sake of ar- 
gument, that price fixing has 
arrived, the next news to be 
awaited is whether and in 
what direction, commodity- 
wise, the price-fixing habit is 
spreading. Heretofore, the im- 
pulse for resale price fixing 
has been concentrated mainly 
in certain fields. Where price- 
cutting promotions have been 
most in fashion—in terms of 
odd cents or special offers on 
combinations of complemen- 
tary items. Thus grasping at 
a straw of relief, drug and cos- 
metic manufacturers, book 
publishers, etc., undertook 
compulsory price stabilization 
from the moment that the first 
of the State laws became effec- 
tive some five or six years ago. 
These chief sufferers from 
price chiseling took further 
heart when the Supreme Court 
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of the United States upheld 
the constitutionality of the 
model State laws. 

Even so there were lines 
where, for all that prices were 
placarded on the packages, 
there was no immediate re- 
course to the State laws. From 
the start many lawyers told 
their clients that they could 
not put too much faith in the 
price-bolstering powers of the 
State laws so long as there 
was no blanket Federal law 
covering price-fixed goods in 
interstate commerce. Now 
Congress has supplied this 
lack and the procession is 
ready to move. 


Stationery Industry Takes Ad- 
vantage of New Laws 

Stationers specialties are 
among the items which are 
most noticeably going over to 
the price preserves, now that 
Congress has given its en- 
dorsement. Many more book 
publishers have joined up. 
Hardware novelties, jewelry, 
toys, radios and electrical spe- 
cialties in noticeable volume 
are shifting to the protected 
position. In all lines where 
manufacturers have placed 
goods on consignment in order 
to hold their prices rigid, or 
have made a practice of sell- 
ing through branches or agen- 
cies to the same end of exer- 
cising direct control, the effect 
of Uncle Sam’s backing for 
price maintenance contracts 
has been instantaneous. 

One exception the prophets 
make to their prediction that 
the new bandwagon will be 
boarded forthwith by all na- 
tional advertisers who sell 
through independent dealers 
rather than through depart- 
ment stores. It is conceded 
that readjustments of price 


Frank Farrington Says: 

“If you want advertising to pay its own way or to draw its pay from other sources 
than your own bank account, devise the sort that will bring you a new type of business 
from your old patrons, or that will bring you new patrons. Advertising, if properly 


handled, should pay its way in new business.” 
(All rights reserved) 


policies such as are now pos- 
sible present special problems 
or complications for interests 
that sell rebuilts and recon- 
structed machines. The situa- 
tion here results partly from 
the circumstance that rebuilts, 
as well as some new models, 
are handled by the large mail 
order houses which have a 
weakness for what appear, at 
first glance, to be cut prices, 
albeit there is little or no sav- 
ing when the cost of transpor- 
tation, etc., has been paid. In 
the same quarter, the price- 
makers face the fact that the 
new blessing does not extend 
to trade-ins. Lawyers seem to 
be pretty well agreed that the 
Fair Trade laws do not coun- 
tenance the scheduling of pre- 
determined values for old 
models taken in exchange 
against new machines. By the 
same reasoning, counsel are 
thumbs down on any attempt, 
under the new law, to restrict 
trade-ins to arbitrary percent- 
ages of list prices. 

New Law Not Mandatory 

Even the authors of the 
Tydings-Miller Act have had 
to take a hand in correcting 
one misapprehension regard- 
ing the Fair Trade millennium 
which has spread since the 
President signed the Bill with 
a slap. In news dispatches 
from Washington there has 
been so much loose use of the 
term “price fixing” that an im- 
pression has lodged in many 
places throughout the country 
that the new code is compul- 
sory. This supposition is 
wholly erroneous. The new 
laws, Federal and State, are in 
no sense general price-fixing 
acts. They merely permit the 
fixing of prices on branded 
goods sold in free and open 
competition with commodities 
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of the same general class sold 
by others. At that, they do not 
compel any maker or marketer 
of goods to turn price czar. He 
has his chance to peg his 
prices legally but it is strictly 
up to each seller whether or 
not he will avail himself ‘of the 
approved means to regulate 
his resale prices. 

Another point upon which 
there has been some doubt 
and misunderstanding has to 
do with the tenure of retail 
prices when pegged. A few ex- 
ecutives, who value their free- 
dom in readjusting business 
policies, had had misgivings 
lest they be fettered by prices 
once established. Actually 
there is nothing static in the 
price structure contemplated 
by the Fair Trade permits. 
Prices may be changed as fre- 
quently as is desirable and at 
as short notice as the price 
fixer elects. As our readers 
know, the State Acts, which 
have now been given a na- 
tional underpinning, make 
due provision for suspension 
of price contracts when dis- 
tributors find themselves over- 
stocked, caught with damaged 
goods, faced with price-chal- 
lenging competition or under 
the necessity of discontinuing 
a line. 

In conclusion it is only fair 
to remind interested parties 
that the State laws of Fair 
Trade, for which the way is 
now cleared by the Tydings- 
Miller statute, are not all ex- 
actly of a piece. The differ- 
ences among the State laws 
are not great but it will be just 
as well for participants in 
price-control contracts to, in 
each instance, check up on the 
law of the particular State in 
which the contract is to be 
operative. 
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EDITORIAL 


Price Maintenance and Portable Typewriters 
@® On the first of September, Remington Rand, 
Inc., declared for price maintenance of portable 
typewriters and informed typewriter dealers 
throughout the country that it would enter into 
the “fair trade’’ compacts under the laws of the 
forty-three states having such enactments and 
establish a retail price for its portable machines. 

Decision to do so was influenced by a resolu- 
tion passed unanimously by the typewriter deal- 
ers in their convention in Cincinnati in August, 
requesting that the portable typewriter manu- 
facturers “register the resale price of typewriters 
in each state.” Another thing which influenced 
the decision was the approval of “more than 
eleven hundred dealers” to whom the matter was 
presented in correspondence. 

M. S. Stevenson, sales manager of the portable 
typewriter division of Remington Rand, Inc., in- 
troduced the subject of price maintenance under 
the new laws at the Cincinnati convention and 
committed his company to the new policy. The 
adoption of the resolution referred to above fol- 
lowed. 

In December last year, L. C. Smith & Corona 
Typewriters Inc. issued a general letter to Cor- 
ona dealers under the caption ‘What Price Port- 
ables?” Commenting upon the situation and 
expressing inclination to adjust to the “fair 
trade” acts of the several states. Although the 
courts had recently determined the California 
and Illinois fair trade acts constitutional, word 
had gone out that President Roosevelt would 
veto the Tydings-Miller bill, which he probably 
would have done had it not been made a rider 
on the “must” District of Columbia tax bill. For 
doing which the President rebuked the Congress, 
his opinion being that the bill is unwise because 
it will give impulse to rising prices when cost of 
living is too rapidly increasing. But as far as 
portable typewriters are concerned, the effect of 
the bill will not be to raise prices above normal 
level, but to check disastrous price cutting below 
fair or even any return to distributors. 

The signature of President Roosevelt to the 
Tydings-Miller bill nationalizes, in effect, the fair 
trade laws of the several states. Prior to the 
signing of that enactment agreements under 
state fair trade laws were considered in many 
quarters as violation of the Sherman Anti-Trust 
enactment. The turn of events makes it prob- 
able that sooner or later there will be fair trade 
laws in every state. 

Since the Miller-Tydings bill became a law, the 
Underwood Elliott Fisher Company has been 
giving careful study to the subject of retail price 
fixing on portable typewriters. Believing that 


portable typewriter dealers can only improve 
their present position if such laws are ade- 
quately enforced after advantage has been taken 
of them, they are thoughtfully considering the 
problems of enforcement under the various laws 
existing in forty-three states. No announcement 
has, as yet, been made of their final conclusions. 

Upon the subject, the Royal Typewriter Com- 
pany, Inc., “again reiterates its traditional 
dealer policy, namely, that in whatever is best 
for the dealers is best for the Royal Typewriter 
Company’’—and where the majority of the deal- 
ers are in favor of entering into fair trade price 
maintenance contracts and where such con- 
tracts are legally possible, Royal is anxious to 
cooperate one hundred per cent. 

The L. C. S. & C. letter was part of consider- 
able discussion throughout the country upon the 
fluctuating retail price of portable typewriters. 
Dealers complained vigorously over price cuts 
being made by retailers outside of the field. Some 
going so far as to claim that typewriter dealers 
could not handle portables profitably. It was 
said that some department stores used portable 
typewriters cut to a low figure merely as “loss 
leaders” to attract customers. But the situation 
was probably not so bad in all sections of the 
country. For in many places the worst competi- 
tion was not encountered. A considerable num- 
ber of machines were sold at fair returns. 

Typewriters, portable or standard, afford a fine 
service return to users for the purchase price. 
When properly cared for, they are useful for 
many years. Dealers who supply the machines 
should receive fair return. Cutting the price 
does not increase the number of users. It brings 
gain to no one. 

What will be the effect generally of fixed prices 
for numerous commodities under the various 
fair trade enactments may be somewhat specu- 
lative. In the case of typewriters, there are no 
substitutes to be offered. It would appear, there- 
fore, that no complications will arise. Moreover, 
a determined price is not necessarily permanent. 
The price can be fixed at a new figure at any 
time. It will be interesting to watch the develop- 
ment under the new scheme of things. 


-—_ = 
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Farewell Bridgman & Lyman Bookstore 
© After 140 years of continuous business in 
the interesting town of Northampton, Mass., the 
Bridgman & Lyman book and stationery store 
made final closing of its doors this month. Doors 
first opened by Simeon Butler, proprietor, and 
under his name in 1797, the year George Wash- 
ington relinquished the presidency to John 
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Adams. And Thomas Jefferson with but three 
votes less became vice-president. 

Elsewhere in this number is a brief story of 
this business which bridged so many years in 
which some of the greatest events in history 
have occurred. Great wars took place, disasters 
rocked and destroyed cities. But the little book- 
shop in Massachusetts survived through the long 
period faithfully serving the community in its 


URBAN MOUNTAIN CLIMBERS 


Elevator operators on strike at 50 
Church street, New York, recently 
made younger members of the staff 
of the National Business Show Com 
pany, located on the twentieth floor 
mountain climbers for a few days. 
On his one trip down, President 
Frank E. Tupper achieved street 
level—but, reported an observer— 
“his legs kept going on most of th> 
day." Fortunately he was headed 
north instead of toward either river. 





KENDRICK AND ALLEN— 
LION TAMERS 


Ham Kendrick and Benny Allen of 
the Chicago office of American Pen 
cil Company must sell even when on 
vacation. They took a trip into Mex 
ico some weeks ago visiting principal 
cities and some of the wild country 
n the mountains. After one trip into 
the interior the photographer found 
them trying to sell a two-year old 
mountain lion to a native of the city 
of Pueblo. Note that Benny, who is 
patting the lion, and Ham, who is 
crouching, are not too close. The 
Mexican gentleman listens to the 
sales oratory and seems to be more 
at home with the young animal. 

Both men reported that the trip 


THE LAUREL WREATH FOR JOHN 
RAUSCHENBERGER WHO HAS 
TURNED OUT 25 BILLION OFFICE 
EQUIPMENT UNITS.—Rubber bands 
in the Miller division of the B. F. 
Goodrich Company, Akron, Ohio. 
When he joined the Miller organiza- 
tion twenty-three years ago John 
Rauschenberger was assigned to the 
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book and stationery requirements. Had records 


been preserved, they would show the rising and 


tain pen. 


farewell. 


Here and There 


was delightful in every respect. Ben 
is planning now on repeating it next 
summer. 





BEN ALLEN AND HAM KENDRICK— 
Lion tamers who believe in safety first 
while engaged in their avocation. 





ATLANTA GEORGIAN FEATURES 
IVAN ALLEN 

Under a heading of ‘Who's Who 
in Atlanta’ and accompanied by a 
caricature of the principal, the Au 
gust 10 issue of the Atlanta Geor- 
gian featured Ivan Allen, Ivan Allen 
Marshall Company, in the following 
wordage: 

“Ivan Allen seems to have settled 
down to take things easy, ride a fine 
horse and travel around when and 
where he pleases. 





waning popularity of the works of several gen- 
erations of writers; and would trace the develop- 
ment of the stationery business from the quill 
to the modern self-filling visible contents foun- 


Hail Bridgman & Lyman Bookstore! Hail and 


"But if lvan Allen had always taken 
things easy Atlanta might not be 
the city it is today. 

“Ever since he came, a country 
boy, from Dalton to Atlanta to ped- 
dle the new-fangled typewriters, 
lvan Allen has been knee-deep in 
working for the city in which he was 
building a fortune. You can't point 
to any really big thing from 1900 to 
1930 or a year or two later in which 
Mr. Allen wasn't the big dynamo. 


Aided Oglethorpe 


He was one of the big powers 
which created the Southeastern Fair. 
He'has been president of the Cham 
ber of Commerce. He headed the 
commission which invested nearly a 
million to advertise Atlanta and 
brought in 679 business concerns, big 
and little, with pay rolls of more than 
$20,000,000 a year. 

"It was Ivan Allen who did more 
than anyone else to have Camp Gor 
don established near Atlanta when 
Uncle Sam entered the world war. 
It was he who headed the committee 
which raised $200,000 to get Ogle 
thorpe University off to a good start. 

"He had one venture in politics— 
as State Senator from the Atlanta 
district. He served only one term 
but he was made chairman of the 
appropriations committee and 


rubber band department. And has 
been making them ever since. Some 
speculative mathematician might try 
to solve the “if they were laid end 
to end’’ problem, using the tremen- 
dous production figure as the basis 
of his calculations and multiplying 
his total by ten or twelve if stretch- 
ing the bands to their full length. 





SEPTEMBER, 1937 





THE REASON WHY !—On page 21 of the 
August issue we printed a picture of two 
very sad-faced gentlemen standing out- 
side the Tribune Printing & Supply Com- 
pany, Great Falls, Montana. The gentle- 
men were Carl Oates, of Sanford Manu- 
facturing Company, and Herb Morgan, of 
Associated Stationers. The day was Sun- 
day and the store was closed. For the 
benefit of Messrs. Oates and Morgan and 
our other readers we now take great 
pleasure of telling why the call was 
fruitless. Bob Slye, the proprietor, was 
on the north fork of the Sun River doing 
right well with his trout rod accompanied 
by his friend, Chet Williams, of Yawman 
and Erbe, and two creels of beautiful 
Rainbow trout. Mr. Williams, who 
snapped this picture, suggests that 
Messrs. Oates and Morgan change their 
technique if they MUST make business 
calls on Sunday during the fishing season. 
In other words, leave the brief case home 
and switch to a rod and reel and a few 
flies. (Inset) Mr. Slye’s grin of derision 
for Sunday business callers. 


brought in a budget adopted prac 
tically without change. Tie that for 
a new Senator—or any Senator. 
"Under appointment of Governor 
Hardman, Ivan Allen was chairman 
of a state commission to co-ordinate 
the work of state departments. He 
was one of the first enthusiasts for 
a reduction of the number of coun 
ties by consolidation and annexation 
a movement which has not yet over 
come the opposition of officeholders. 


Named Highway 


lt was Ivan Allen who named the 
Dixie Highway. He raised the first 
fund to establish the Boy Scouts here. 

"Mr. Allen was director of War 
Savinas for Georgia in the Wilson 
administration. In 1933 President 
Roosevelt appointed him Public In 
terest Director for the Federal Home 
Loan Banks. He afterwards served 
several years as chairman of the 
board of those banks. 

Perhaps Ivan Allen is more proud 
of a gift he made the people of 
Georgia—the historic Fort M-untain 
near Chatsworth, over which he 
roamed as a boy. It is now a state 
park.” 





HENRY I. COLEMAN AND HIS NEW PORTERFIELD CABIN MONOPLANE.—Mr. Coleman, 

president of Nathan Coleman & Son, office outfitters at Savannah, Ga., recently purchased 

this speedy little ship which maintains a cruising speed of 105 ~~ With it he recently 
tio: 


flew to Macon to attend the quarterly meeting of the Georgia 


mers Association of 


which he is president. Mr. Coleman's first solo flight was described in the August issue of 
Office Appliances. 





A SHOCK FOR THE "FISH-DON'T- 
DO-THAT" BROTHERHOOD 
The Benevolent & Protective Asso- 

ciation of "'Fish-Don't-Do-That" Fish- 
ermen, who cry deep angu’sh upon 
certain winds, thunderstorms and 
other legendary foes of the rod and 
reel league, are going to be severely 
jolted when they read this. 

And the jolting comes from none 
other than our friend Frank H. Ey- 
man, of the Art Novelty Manufac- 
turing Company, Chicago, and 
treasurer of the Marking Devices 
Association. Be it known, however, 
that Mr. Eyman is not a debunker 
and is merely telling what he saw. 

Since time began there have been 
certain bogies in the fishing frater- 
nity, including the belief that mus- 





HE GETS 'EM BIG.—Here is 
G. M. Spurlin, manager of the 
Royal Pypewriter mpany's 
branch office at Atlanta, Ga., 
and a twenty-pound barracuda 
he captured while fishing off 
the coast of Florida recently. 
Fish of this description come 
considerably larger but very 
few big ones have been re- 
ported taken in recent months. 


MORE THAN PLENTY !— 
Frank C. Morse, president of 
the Browne-Morse Company 
has a weakness for watermelon 
and Coca-Cola. Recently the 
weakness was gratified when 
L. H. McDaniel, southwestern 
representative of the company, 
and Mike Weesies, superin- 
tendent of the organization, 
sent the boss respectively, a 
giant melon weighing 89 
pounds, and a bottle of the 
popular soft drink containing 
two gallons. 


kies don't strike during thunder- 
storms, and fish hit better with cer- 
tain winds blowing. Also that small- 
mouth bass do NOT take turtles as 
bait. 

Mr. Eyman was fishing recently 
with James Gore, also of Chicago, 
in the Chippewa river near New Au- 
burn, Wis., when the former landed 
a three and one-half pound small- 
mouth. So far so good, with no tra- 
ditions being mutilated. But listen! 

When Ben Plummer, the quide, 
cleaned the bass for supper he found 
in its stomach a live mud turtle meas- 
uring four inches in length and three 
in width. 

This unusual incident was reported 
in the August |! issue of the Chi- 
cago Tribune. 








Lighting the Way to Profit 


a cheeen or not the day will 
ever come when office employes 
are given universal optical exami- 
nations under public health regu- 
lations; whether or not those same 
regulations will provide for ade- 
quate and proper lighting in the 
offices to protect vision remains 
to be seen. Sufficient to say that 
the economical importance of the 
office worker’s vision has been 
deemed so important by a grow- 
ing number of corporations that 
these steps are being taken with- 
out dictatorial direction from the 
outside. 

It is a generally known fact 
that more than half of office 
workers (many estimates indicate 
about eighty per cent) have de- 
fective vision while only an ap- 
proximate ten per cent wear cor- 
rective glasses. It is also recog- 
nized by optical authorities that 
those with ocular deficiencies are 
constantly augmenting their 
troubles by doing close visual 
work under improper illumination. 

There is not very much that 
office equipment dealers can do 
about defective vision and its im- 
mediate correction. However, there 
is a great deal they can do to 
relieve eye-strain and that to 
their own profit and the obvious 
economical benefit of their clients. 
They can supply adequate and 
proper illumination through the 
medium of supplementary light- 
ing in the form of desk lamps. 


Let’s look at one authority’s 
conception of the ultimate in 
lighting. Dr. LeGrand H. Hardy, 
director of eye service, Fifth Ave- 
nue hospital, New York, stated be- 
fore the Greater New York Safety 
Conference: 

“The ideal situation occurs when 
the general level of illumination 
is high with accessory units used 
to raise up to an efficient level 


PROPER ILLUMINATION SPEEDS UP 

SHORTHAND TRANSCRIPTION.—This is a 

Greist Manufacturing Company V. A. (visual 

acuity) corrected light illuminator which 

provides better office vision. Light color, 

diffusion, intensity and spread are important 
elements. 


An Argument for Modern 
Lighting for Employe and 


Executive 


By REX THOMAS 


those particular areas where work 
requiring fine discrimination is to 
be performed.” 


What Are We Doing? 


Just what are we doing for the 
employer—the employe—when we 
sell them better light? Dr. Hardy 
also pointed out that “it takes 
twice as long to see at three foot- 
candles as at thirty foot-candles.” 
That in itself is an impressive 
statement of benefit to the pur- 
chaser of adequate light. It can- 
not be assumed, however, that 
merely by increasing light inten- 
sity we will double an employe’s 
productive powers. There are 
other physical factors involved 
that limit the increase in speed. 
Reading is only part of the job. 


Tests have proven that in prac- 
tical application better lighting 
has increased the transcription of 
shorthand notes by 20.2 per cent. 
The operation of business ma- 
chines has been stepped up thirty- 


five and forty per cent when prop- 
erly illuminated and errors have 
been reduced by nearly fifty per 
cent. Not only has vision been 
clarified but the fatigue resulting 
from eye-strain under poor light 
has been reduced to such a degree 
that the employe maintains his 
general stamina and working ca- 
pabilities for the entire day. 


It follows that office supply 
dealers should find strong selling 
ammunition in these facts. It is 
also necessary that they should 
know the fundamentals of light- 
ing for intelligent presentation. 
In the statement above, Dr. Hardy 
presents vivid testimony to the 
need for higher intensities and 
gives us some conception of the 
proper quantity of light in his ref- 
erence to thirty foot-candles. Ta- 
bles of proper lighting for various 
office tasks have been developed 
and are available through most 
reliable sources, or from lighting 
companies. 


Intensity alone, however, is only 
one of the important factors in 
properly corrected light. It is well 
to see what Dr. Hardy has to say 
about other lighting factors. Qual- 
ity of illumination is deemed most 
important. He states: “The qual- 
ity of light refers to the spectral 
distribution of the energy in that 
light, and most authorities agree 
that the more nearly this ap- 
proaches diffused daylight the 
better it is. The type of artificial 
light generally employed is too 
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yellow. For most work an adjust- 
ment of its color value is desir- 
able.” The removal of yellow light 
is accomplished with a diffusing 
glass with a decided blue element 
tending to whiten the light and 
thus increase visual acuity. By so 
doing, the contrast of black and 
white in printed matter, for ex- 
ample, is materially increased and 
the type stands out in bold relief. 
Yellow light dilutes these colors 
and decreases contrast. 


On the subject of light distribu- 
tion, Dr. Hardy recommended gen- 
eral illumination supplemented by 
local lighting at working points, 
as pointed out above. The over- 
head lighting in most offices is 
sufficient for that general illumi- 





nation provided the lighting task 
is completed with efficient desk 
lamps with the attributes noted. 


Diffusion of Light 


Diffusion of light is another 
factor to which Dr. Hardy re- 
ferred. To quote again: “It has 
been characterized as an impor- 
tant quality of light used to avoid 
rapid fatigue and the production 
of eyestrain, and Lancaster has 
indicated a rough test for this 
quality: a pencil or finger held 
several inches from the paper, 
book, or work to be viewed, should 
not and will not cast a sharp 
shadow if the light is properly 
diffused.” A simple test and one 
easily performed with a desk lamp 
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ADEQUATE LIGHTING ADDS TO PRO- 

DUCTIVE ABILITY.—This Greist ‘“‘White 

Knight” lamp is ideal for the junior éxecu- 

tive’s desk. e light it provides is said to 

add about one-fifth to the worker’s produc- 
tive ability. 


and a bare light source. If the 
lamp has a luminaire of good 
quality for proper diffusion, the 
difference in the shadow cast will 
be most marked and the sharper 
shadow for the unprotected source 
can be identified immediately as a 
source of irritation to the eye. 

While the direction of the light 
rays to the working surface has 
been deemed important by many, 
Dr. Hardy points out that this is 
a relatively minor matter if glare 
is eliminated and the light is 
properly diffused. 

These are only a few of the per- 
tinent facts regarding proper 
office lighting that might be prof- 
itably absorbed by dealers. It is 
anticipated that educational and 
commercial interests will expand 
their efforts among office man- 
agements to acquaint them with 
these and other facts in the near 
future. Broad acceptance of im- 
proved lighting and its benefits 
have already been established. Ef- 
fective merchandising of the idea 
and the available products awaits 
only aggressive dealer action. 


Control of Inventory Means Control of Profits 


— isn’t a stationer who 
reads OFFICE APPLIANCES who can- 
not dig up additional profit for 
his business by making an honest 
survey of his stock turnover with 
relation to both investment and 
space required for each depart- 
ment. 

We are all given to sliding 
along, trusting that somehow the 
way we are doing is just about all 
right, if our ledger is filled out 
with black ink. 

Frankly, most of us stationers 
do not have the space we think 
we'd like to have, and our stocks 
are all more crowded than they 
should be. We made a compara- 
tive study this spring, which will 
be of interest to the man who is 
a little vague about this really 


Interview With John A. 
Crow, Hall Stationery Com- 


pany, Topeka, Kan. 


By ANN GALT 


clean-cut matter of profitable 
lines. 

A check-up showed us that one 
department was showing less than 
two per cent net profit, yet occu- 
pying twice the space and taking 


a larger investment than a second 


stock showing eight per cent net 
profit. 

We immediately put on a clean- 
up sale and cut the first stock to 
its proper controlled space and in- 
vestment, and enlarged in the 
added available space, the stock 
inventory and selling accommo- 
dations of the eight per cent net 
profit merchandise. 


Special Drives Follow Seasonal 
Demands 


Stationers can cash in by an 
advance promotional plan in 
which they follow the seasons as 
intelligently as the department 
store advertising department does. 
Those who carry greeting cards, 
Valentines, Hallowe’en goods, 
Christmas paper lines, can profit- 
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ably turn a good deal of space to 
these short-time enthusiasms, 
while demand is hot. 

We build up our office supplies 
promotions at the seasons when 
normally our volume is off. We 
take a week for a drive on carbons 
and ribbons; this isn’t a price 
matter, but a campaign for inter- 
est on the part of accounts, shop- 
pers, and the store force. 

Another week it will be a special 
push on stenographers’ chairs and 
chair cushions. Anyone of the ba- 
sic lines will serve. 


Arrangement of Store Stock Sets 
Buying Tempo 

For the drop-in trade’s conven- 
lence, we carry in front the fast- 
turning items. Fountain pen ink 
is half the time bought on the 
run. Every-day greeting cards 
need the publicity of an up-front 
position. Films are a hurry-up 
purchase, whether being bought, 
returned for developing, or called 
for, and take an up-front place 
with us. Magazines and popular 
books are bought by being seen; 
therefore they are shown close to 
the street. All items classed as 
over-the-counter merchandise are 
placed conveniently for customers. 


Consistency Is the Most Important 
in Office Supplies 


For orders filled by our outside 
salesmen, the major premise is 
consistency. Items kept months 
and years in one location speed 
up service to office accounts, and 
save the salesmen’s attention for 
the job of selling. In other words, 
the smoother the routine arrange- 
ment of staple goods supplied in 
bulk, the better the service. 
Pepping Up the Summer Slump 

One plan we use in the summer 
months always brings results. 
During June, July and August the 
floor force usually has time to 
spare. We let them take turns a 
week at a time, and go on the 
street calling anywhere they think 
they can secure some new busi- 
ness. Occasionally they open some 
accounts the regular men have 
failed to “crack.” Sometimes we 
discover that the salesman’s ef- 


forts are more profitable to both 

the firm and himself as an outside 

salesman on the street than on 

our floor. 

Study of Trends Saves Loading Up 
Most of us aren’t wise enough to 

know all the answers. But the 











J. A. (JACK) CROW 


stationer who studies his daily pa- 
per and weekly news magazine 
with his stock in mind, will save 
himself from loaded stocks and a 
buyer’s headache—for which the 
cure has not yet been located! 

For example, any stationer who 
drives a car knows that in their 
competitive struggle for the cus- 
tomer’s dollar, great oil companies 
spend a tremendous amount of 
money on highway maps, revised 
frequently. Therefore, the road 
map business in a stationery store 
is fading out, and stocks should be 
next to nothing. This inventory 
may be utilized in stocking atlases 
and maps of far-away places, es- 
pecially those places hot in the 
news. 

Sudden changes like the shift to 
spiral notebooks from the bound 
stenographer’s notebook, are hard 
to anticipate, and harder to meet. 
The old writing tablet which every 
one of us bought in three sizes, 
ruled and unruled, with envelopes, 
is giving way to pound paper and 
occasional gift portfolios. Besides, 
who writes letters anyway, when 
cars take us for frequent visits to 
the very folks we used to corre- 
spond with, and long distance 
telephones give us the message 


SELL IDEAS 


SELL Feeling of Security in Knowing Results. 

SELL the Power of Business Control through vital statistics that tell Position and 
Progress of the Business. 

SELL Economy through Budgeting Expenses. 

SELL results of a quickly prepared Balance Sheet and Operating statement. 

SELL Better Credit Rating through monthly Balance Sheets for Banks, Manufacturers, 
Distributors, and Mercantile Agencies. 


(From the July-August 1937 issue of The National Resaler) 
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and the answer for nominal in- 
vestment! 

The school business has gone 
almost 100 per cent from the pen- 
cil tablet to ink paper, usually in 
the looseleaf binder. This has an- 
other drastic effect—the demand 
for better fountain pens, at a 
cheap price. 


Kindred Items Grouped for 
Plussed Sales Tickets 


Every intelligent merchant 
groups kindred items for kindred 
sales. There is nothing new about 
this—but it works. All desk acces- 
sories in one section of the store, 
remind the salesman what the 
customer may need, and give the 
customer new ideas! Desk sets, 
chair cushions, blotter pads, desk 
lamps are together. In cases 
where a gift is sought, and one 
item doesn’t quite spend the 
amount of money collected, we 
often can add a matching acces- 
sory easily. 

Our filing supply line is a unit, 
of course. Inks and mucilage and 
paste belong together, with clips, 
rubber bands, sticky tape, and 
blotters. Binders of all types sug- 
gest corresponding fillers. Carbons 
and ribbons are related sales. 


Furniture Must Be Out of the 
High Property Area 

The space which houses our new 
furniture department for the 
office line is costing us probably 
$50 a month. The equivalent space 
up front would represent $200, 
and could not be handled with 
that overhead. We use for our 
reconditioned office equipment 
and furniture a store room sal- 
vaged for the purpose, and prob- 
ably not costing us anything, in 
reality. Storage space is not so 
important in these days of fast 
communication, light and fre- 
quent buying, and speedy trans- 
portation from manufacturers’ 
warehouses to dealers’ salesrooms. 
The only time stockrooms are 
highly valuable is the time the 
stationer buys on a rising market, 
and his stockroom is earning him 
an added per cent on his inven- 
tory. 





W nen you have a street loca- 
tion which gives you a hot sun 
during most of a summer day, what 
can you put in the window that 
will make people “Stop, Look and 
Listen” and stand in the sun, and 
at the same time keep your mer- 
chandise out of the sun’s glare? 

This problem was happily solved 
in a unique way by C. B. Lynham 
of Office Machines Company in 
Washington, D. C., when he cre- 
ated a real merchandising window 
display by setting up a museum of 
“natural” typewriter history on 
one side with a “Before and Af- 
ter” rebuilt typewriter display on 
the other side (two windows). 

Taking monk’s cloth (white) 
and building a series of three 
steps in the window, he put seven 
antiquated but splendidly rebuilt 
typewriters in the window, with a 
neatly labelled card on each, in 
black on white background. The 
placard across the top of the win- 
dow read, “ANCIENT HISTORY.” 

In the display were shown the 
following: Remington, Model 6, 
1880, a very popular model about 
twenty-five years ago; Oliver, 
1897, “Ask Dad, He Knows”; 
Royal, Model 1, 1906, “Still Going 
Strong”; Yost, 1888, “a well known 
machine in the gay nineties”; 
Bing, “made in Germany”; Ben- 
nett, 1900, “one of the very first 
portables”; Wellington, 1899, “one 
of the many makes then on the 
market at the turn of the cen- 
tury.” 


Sunny Side Up 


Herein is Described how 


to maintain an interesting 


Window Without Old 
Sol Ruining Stock 


By FRED E. KUNKEL 


And at the very front of the 
window were two inquiry cards. 
One read: “Did you ever hear of 
these? Bar Lock, Blickensderfer, 
Caligraph, Fay-Sholes, Fox, Hall, 
International, Jackson, Jewett, 
Keystone, Lazaar, Manhattan, 
Munson, National, Odell, Peerless 
Rapid, Pittsburgh, Travis, Wil- 
liams?” 

And the other read: “Did You 
Know? There have been over 200 
makes of typewriters placed on 
the market since 1870 . . . of those 
only six are in business today ... 
L. C. Smith, Monarch, Remington, 
Royal, Underwood, and Wood- 
stock.” 

The other window was equally 
intriguing. Taking tubular chro- 
mium stands, with glass top, and 
monk’s cioth to cover the floor, 
Mr. Lynham set up a “before and 
after” picture, with a placard 


TYPEWRITERS 
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across the top, “TYPEWRITERS 
Expertly Repaired.” 

On one stand was an old type- 
writer, and on an adjoining stand 
a rebuilt machine, in contrast... 
looking all shiny, sleek and glossy, 
and apparently as good as new. 
A sign on white, with a green bor- 
der, and a red arrow, read: “Come 
in Like This” and another sign 
“Go Out Like This.” 

Other Signs 

Other signs in this window read, 
“Very reasonable rates; free de- 
livery; six months’ guarantee.” 
Repair parts were scattered 
around on the floor. Another sign 
read in 1, 2, 3 order, “Dismantled, 
cleaned, worn parts replaced, as- 
sembled, adjusted.” 

Another good display sign used 
by Mr. Lynham in the store reads: 
“For Good Typing You Need 
These Supplies. Bond paper, mani- 
fold paper, carbon paper, type 
cleaner, erasers, a good ribbon.” 
And another, “Typewriters, fac- 
tory rebuilts, reconditioned ma- 
chines, repairs, replaced.” 

“We tried unsuccessfully to get 
a history of the various machines 
we had on display,” explained Mr. 
Lynham, “but we could find very 
little on them. We searched the 
files of the Congressional library, 
and we consulted other possible 
sources, but there was nothing we 
could dig up in a concrete way on 
individual history of various, anti- 
quated machines. The dates on the 
machines were given me by a man 





LET THE SUN SHINE!—Old sol didn’t bother one enterprising dealer who learned how to attract window-gazers without 


allowing sunshine to ruin his stock. 
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who had made a private study of 
the subject and had some histori- 
cal data available. 

“The principal idea was to keep 
good machines out of the hot sun 
in the window in the summer 
time, and we picked up some old 
machines, fixed them up, and had 
some small cards made to explain 
each type briefly. 

“We used almost the same idea 
last year and found it attracted 
a great deal of interest. So we 
decided to do the same thing this 
year, only on a more alaborate 


scale. Again we found it caught 
people’s eye and made them stop 
and look as they passed by. Peo- 
ple will stop in the hot sun and 
look at this display, when with an 
ordinary typewriter window they 
would just walk on without taking 
a second glance. 

“People also come in and discuss 
machines they have used in the 
past or tell us about old machines 
they have had, or know of some 
one who still has one. Last year 
we had a Smith Premier, double 
keyboard, and a Blickensderfer. 
They brought them in and we put 
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them in the window with their 
names on them.” 


A collection of out-of-date type- 
writers forms an interesting nu- 
cleus for an educational display 
in the public schools about town, 
and high school principals and 
teachers are anxious to get them, 
while business colleges find them 
intensely practical as producing 
student interest and incidentally 
recalling the name of the business 
selling typewriters to many poten- 
tial prospects when they enter the 
business world. 


Moving the “Sleepers” 


Waren the Comfort Printing & 
Stationery Co. of St. Louis, Mo., 
began to check into the progress 
of its stationery business as com- 
pared to the general business 
trend, some interesting things 
were uncovered. 


One thing brought out was that 
the greeting card business which 
formerly ran into thousands of 
dollars was apparently irretriev- 
ably lost to the department stores, 
to the house to house solicitor who 
is out of a job and to the ladies 
aid societies who raise funds for 
their activities, college students 
and others who do part time sell- 
ing. 

A lot of the regular stationery 
items which constituted so-called 
“pick up” business had drifted to 
the many small sources of sup- 
plies in immediate neighborhoods. 
The buying habits of many com- 
mercial companies had changed. 
These companies are buying in 
somewhat smaller lots and paying 
more modest prices for their mer- 
chandise. Many stationery depart- 
ment items command a smaller 
price today than they did six or 
seven years ago and naturally 
this pulls down volume in dollars 
and cents. 


A number of years ago the Com- 
fort Company made a study of its 
sales sheets and set up a base of 
100 per cent to represent a given 
year’s sales volume. With the ex- 
pansion of commercial firms in 
Greater St. Louis, the company’s 
Sales increased until at the peak 
the volume registered 200 per cent. 

Then came the lean years when 
the country was cursed with eco- 
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nomic ills and sales declined as 
the accounts of business firms 
shrank. The sales index dropped 
to a low of 103 per cent of normal. 
The bottom of the depression 
reached and the country started 
on its upward climb, stationery 
department sales improved and 
eventually reached 133 per cent. 
A recovery of 33 1/3 per cent but 
still below the prosperity period’s 
peak. 
“Sleepers” Discovered 


What to do? The company’s 
officers looked around on the 
shelves for items on which sales 
could be improved. Innumerable 
“sleepers” were found. The sales 
management picked out one item 
for promotion which had been 
selling at the maximum rate of 
100 units a year. A firm manu- 
facturing the article suggested a 
single purchase of 100 units and 
offered favorable terms for an 


order of this size. It looked like a 
risk to the company when it is 
considered that not more than 100 
were bought and sold in an entire 
year. The salesmen were called in 
and told about the idea. 

“I think I know where I can 
make a good sale,” said one of the 
men to W. S. Cummings, vice- 
president of the Comfort com- 
pany. The next morning the sales- 
man strode into Mr. Cummings’ 
office and said, “Well, I'll tell you 
what he said: ‘We’ll take 100 of 
them’ Now, can you get any more 
for us?” The size of the order took 
the management by surprise. 

Before the order was sent to the 
factory, the men who call on com- 
panies which buy large amounts 
of stationery supplies had suffi- 
cient commitments that it was de- 
cided to send for 500 units of this 
item which had sold at the rate 
of 100 a year when there was no 
special effort behind it. 

When the Comfort company 
had concluded its concentrated 
selling campaign on this one item 
alone 2000 units had been sold in 
a period of only six weeks. The 
company’s regular percentage of 
mark up was obtained. 


Stock Survey 


Encouraged by the results of 
this selling effort, the Comfort 
company searched its shelves for 
other stocked items which might 
make more sales to more custom- 
ers. Take one item—ink. Orders 
for three and six quart bottles 
had been common enough. But 
using a fresh sales approach and 
making definite inquiries into a 
concern’s ink needs, and using the 
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regular business custom of quot- 
ing a slightly better price for 
quantity purchases the salesmen 
began to bring in orders for one 
dozen, and a gross, quart bottles 
of ink. This cuts selling costs. 

How to make more sales to more 
customers? It is a rule of the 
Comfort Company that the men 
must learn the precise needs of 
the firm whose business is sought. 
In other words, the Comfort com- 
pany salesman is “Buying for 
Blank & Co.” It is not a method 
of “How much we can sell them,” 
but what can this firm really use 
to good advantage whether it is 
lead pencils, paper clips or any 
other item. Prices are not cut. If 
they were, the buyer would reason 
that it would be made up on 
something else. Prices might seem 
a little higher to the customer on 
some things but taking the year 
as a whole the thing balances out. 
This old St. Louis stationery firm 
has customers who have been 
buying all of their supplies from 
this one source in the thirty-seven 
years of its business existence. 

Earning Customers’ Confidence 

The firm’s method is to get the 
customer’s confidence as much as 
possible so that he will ask for 
advice and go as far as to give an 
order that office supplies are 
bought according to the salemen’s 
best judgment. 

Weekly sales conferences are 
held and three of the meetings 
during the month are of an edu- 
cational nature—new printing, 
stationery and office furniture de- 
velopments are explained and 
studied. Sometimes the salesmen 
are given an oral quiz. At the 





fourth meeting general selling in- 
structions are given to each group. 

It is a practice of the Comfort 
company to try and “infect” the 
sales organization with the same 
degree of enthusiasm for a prod- 
uct which is manifested by a 
manufacturer’s sales representa- 
tive. The men are “exposed” to 
this enthusiasm at the sales meet- 
ings when factory representatives 
are invited to give a sales talk. 
As much as possible the selling is 
dramatized, proceeding on the 
generally accepted principle that 
emotions play a big part in buy- 
ing. This helps to keep “sleeper” 
items off the shelf. 

Illustrating the value of cus- 
tomer recognition of a firm’s de- 
sire to help them in their buying 
problems, the president of a bank 
came to the Comfort company be- 
fore a lease for a building had 
been signed and said he desired 
to have so many rooms equipped 
at a certain hour on a certain day. 

The banker left all details up 
to the company after giving a 
rough idea of the bank’s office 
setup. The arrangement of the 
equipment was okay in every re- 
spect except for a desk used by a 
stenographer, who decided she 
wanted a desk with two side 
drawers instead of one. 

Serving a Customer 

Take another case. One day the 
president of an investment house 
which had been buying its office 
supplies and equipment from the 
Comfort company asked Mr. Cum- 
mings for his opinion of his com- 
pany’s suite of offices. 

“All right, except for yours,” he 
said. “Yours should be the best 
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but it isn’t. I don’t like your 
room.” 

The investment banker asked 
about the cost of the improve- 
ment and when the room would 
be ready. He was told the cost 
could not be estimated off hand 
and the room would be ready in 
a month. “Well, go ahead,” the 
banker said. “Do it right.” 

A large room which he had for- 
merly used but had given up be- 
cause it was too cold in winter 
was refurnished for him. Changes 
were made to make it more com- 
fortable in cold weather. The 
banker was so pleased with his 
handsomely furnished new office 
that he gave an order to have 
every office in his organization 
checked for possible improve- 
ments and new office furniture. 

The Comfort Printing & Sta- 
tionery Company was established 
in 1900 by C. R. Comfort. The 
business was incorporated in 1918 
with Mr. Comfort as president. 

The company maintains four 
departments: stationery, printing, 
office furniture and advertising 
service. The stationery and office 
furniture departments and offices 
occupy 15,000 square feet of floor 
space at 107 North Eighth street, 
and the printing plant at 210 
South Seventh street occupies 30,- 
000 square feet of floor space. 

One of the Comfort company’s 
advertising department’s special- 
ties is the designing of letterheads 
that add “sales-appeal to every 
message.” Sample specimens of 
letterheads have been given a 
ranking of 100 per cent by the let- 
terhead analysis department of a 
mail advertising magazine. 


COMFORT PRINTING AND STA- 
TIONERY COMPANY, ST. LOUIS. 
—The furniture and stationery 


on the right is the printing plant. 

The two buildings have a com- 

bined floor ar - - 45,030 square 
eet. 
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BRIDGMAN & LYMAN’S CLOSES AFTER 140 YEARS 


Bringing an end to 140 years of uninterrupted serv- 
ice—years which have seen some of the greatest his- 
torical events in the annals of mankind—The Bridg- 
man & Lyman Bookstore, Northampton, Mass., will go 
out of business this month. 

The announcement was made by Clifford H. Lyman 
who has been associated with the organization for the 
past fifty-five years. The present owners, Ralph 
Lerche and Henry A. Bidwell, who have conducted the 
business since August, 1935, declared they had no 
statement to make regarding the future occupancy of 
the store which is located at 108 Main street, and car- 
ries a full line of stationery and other office items. 


The history of the store is one of which Massachu- 
setts may well be proud. And the establishment itself 
is peopled with the spirits of notables who have pat- 
ronized it through the years. 

Among those who once came to the little store to 
make their simple purchases were Daniel Webster, 
William L. Garrison, Mary Lyon, Peter Parley, Robert- 
son Nicol, Wendell Phillips, Harriet Beecher Stowe, 
Henry Van Dyke, John W. Chadwick, George W. Cable, 
Dwight L. Moody, Paul Du Chaillu, Robert Frost, 
Clarence Hawkes and the late Calvin Coolidge. 
Lyman possesses a wealth of correspondence from Mr. 
Coolidge which he cherishes as one of his great 
treasures. 

Among the occasional patrons of the establishment 
who were notables in their own right were Jenny Lind, 
the “Swedish Nightingale” and James M. Barrie, writer 
of books and plays, among them the immortal “Peter 
Pan.” 

Who cannot imagine the awe and delight of the little 
Massachusetts community when Miss Lind, P. T. Bar- 
num’s famous protege who was destined to thrill the 
entire country with her beautiful voice, went to the 
little store—for what? Was it a pencil she wanted? 
Stationery? And did those settlers who had the good 
fortune to see her, go down in lo- 
cal history as neighborhood celeb- 
rities? Only the ghosts can tell. 

James M. Barrie, too. What er- 
rand took this great author to the 
quaint little stationery shop with 
its big iron stove and makeshift 
seats for the weekly visits of the 
settlers? Did he, perhaps, buy pa- 
per upon which some of his great- 
est and best beloved stories were 
written? Only the walls know. 

The store was founded by Sim- 
eon Butler in 1797 and he tended 
it alone until 1827 when he took 
his son, J. H. Butler, into partner- 
ship. A few years later the 


THE BRIDGMAN & LYMAN BOOKSTORE 
IN NORTHAMPTON, MASS., ABOUT 18¥0. 
—Standing outside the establishment is s:en 
the staff of that day, consisting of (L to R) 
Clifford H. Lyman, A. C. Thompson, Annie C. 
Bridgman, Annie P. Palmer and Sidney E. 
Bridgman. It would be interesting to know 
the names of and the history concerning the 
buildings across the street which are so well 
reflected in the left window of the shop. 


Mr, 
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younger Mr. Butler took over his father’s interest and, 
in 1850, took in Sidney E. Bridgman. One year later 
Mr. Butler sold his interest in the establishment to 
S. W. Hopkins and Henry Childs. Mr. Bridgman was 
connected with the business for nearly sixty years. 

When Mr. Childs became connected with the organ- 
ization the store became known as Bridgman & Childs. 
The new partner was an expert bookbinder and at that 
time a bookbindery was incorporated into the com- 
pany. 

In 1897 another change took place and Mr. Bridg- 
man, who was a noted traveler, lecturer, writer and 
church worker, took into the business Clifford H. 
Lyman and Miss Annie C. Bridgman. This lady, who 
attended Mount Holyoke seminary, was for thirty years 
office secretary of the American Missionary Associa- 
tion. Mr. Lyman was born in Southampton, the son of 
Nathan H. and Julia Sheldon Lyman. He started in 
the store as an apprentice and became a partner in 
1897. 

Through the years the Bridgman & Lyman Book- 
store has always been more than a book shop to the 
people of Northampton. As proof of this is the follow- 
ing taken from the Northampton Gazette of recent 
issue: 

“During its entire career it was in reality a literary 
meeting place. Many of the men and women trained 
by Mr. Bridgman and Mr. Lyman have branched out 
and achieved marked success in the world of books. 
Some have chosen different vocations and the list of 
positions attained by them is long. 

“The outward appearance of the store has altered in 
accordance with the demands of progress but the 
essential characteristics that endeared the shop to 
appreciative patrons remain unchanged. In the early 
part of the nineteenth century when the settlers came 
to Northampton on their weekly shopping tours they 
stopped and warmed their hands over the stove in the 
bookshop, chatted with the proprietor and spun 
homely yarns.” 








SEPTEMBER, 1937 


National Business Show to Open 
October 18 
By Jay Tee 


With advance reservations indicating an event of 
record-breaking proportions both from a viewpoint 
of total exhibits and super-modernity of the displays, 
the National Business Show will open at Commerce 
Hall, New York City, on October 18 for five days. 

Never, perhaps, until the last decade have manu- 
facturers striven toward perfection of their products 
as they are today. This is true of manufacturers of 
office machines and furniture, particularly from the 
point of view of ease of operation, elimination of 
noise and the nurturing of the health of office work- 
ers. Thus it is that when the exhibition opens its 
doors the onlooker will behold exhibits portraying the 
last word in modern design and construction. 

The advent of streamlining, coupled with a gen- 
uine concern of the employer for his workers’ health 
has brought a change in designing which was so evi- 
dent at the New York Business Show of last year and 
that held in Chicago in March. 

Machines were more attractive, more mobile and 
more versatile than ever before. They were made to 
occupy only the minimum of space and they were good 
to look upon. But what is more to the point, they were 
faster, easier to operate and less noisy. These obvious 
improvements were clearly apparent last year and 
they will be doubly apparent when the latest crop of 
office machines, devices and furniture is opened to 
the public view at the Business Show of 1937. 

Still another factor, which is of paramount interest 
to the office worker as well as the executive with an 
eye to increased efficiency, is pointed out by Frank 
E. Tupper, managing director of the show. Mr. Tupper 
says: 

“Manufacturers are giving more attention to the 
comfort and health of employes than ever before. New 
ideas in lighting, attractive design with considera- 
tion of color harmony, elimination of eyestrain and 
fatigue, attention given to posture in every operat- 
ing task are but a few of the many factors that give 
evidence of a growing trend in office machines and 
equipment design toward these ends.” 

And it is this trend which will be exemplified in 
practically every booth and display space at the ex- 
position. There will be many new machines, some of 
which will be presented for the first time. Others 
will be the latest models of old favorites but, one 
and all, they will stress as their principal features 
automatic, silent operation, improvement in design 
and a consequent increase in efficiency. 

The coming show will be the thirty-fourth consecu- 
tive event to be held in New York and the fourth to 
be staged in Commerce Hall. It is held solely on its 
merit of offering to the business group of the nation 
the opportunity to investigate first hand, compare and 
see demonstrated the foremost equipment and tools of 
business. It is held without entertainment of any 
sort and its success through the years solely as a 
business show for businessmen speaks for itself. 


Commerce Hall is becoming increasingly popular for 
expositions. With its four acres of floor space on a 
single level it is easily reached from the metropolitan 
district, New Jersey and Long Island. 
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ALLEN CELEBRATES HALF-CENTURY WITH DIXON 

W. B. Allen, who started out in the business world 
when “three dollars a week was good money,” recently 
celebrated the completion of fifty years with the Jo- 
seph Dixon Crucible Company. 

And he wasn’t the only one to do the celebrating. 
For last month President George T. Smith took a hand 
in the proceedings and presented Mr. Allen with a 
beautiful diamond pin and a bonus check accompanied 
by a personal letter. 

It was back in 1887 that Mr. Allen secured a job as 
office boy in the Dixon store on Reade street, New 
York. He likes to reminisce on those old days and 
recalls his first fifty cent raise, which brought his 





W. B. ALLEN 
(Koehne photo) 


weekly total to $3.50 and definitely placed him “in the 
money.” For this sum he daily opened the store with 
a six-inch brass key, polished eight enormous brass 
signs, “rustled” stock in and out and did a thousand 
and one odd jobs. 

Eight years were spent in the New York store before 
Mr. Allen was given an opportunity to try selling— 
stove polish. Strange as it may seem today, Mr. Allen 
points out, stove polish was one of the best selling ar- 
ticles manufactured by the company in those days. 
Premiums were in vogue and the company furnished 
free panel pictures without advertising to be given 
away with each cake of polish. But this stove polish 
was just a starter for the young man who was to be 
very much still in the ring when a half-hundred years 
had rolled by. 

For two or three years Mr. Allen traveled New Eng- 
land, New York, New Jersey and Pennsylvania and 
then he was sent to Chicago in 1897 by Vice-President 
John A. Walker to assist Fred Musson, the general rep- 
resentative. Mr. Allen was given a generous territory 
including Illinois, Indiana, Michigan, Wisconsin, Min- 
nesota, North and South Dakota, Nebraska and Iowa. 

“I would make a trip of two or three months at a 
time,” he explains, “and try to sell everything from 
soup to nuts. That is, pencils, crucibles, and the 
graphite products. One time I didn’t do so well. I was 
sent out to sell gear grease, cup grease and roll neck 
grease to mills. But everyone I met seemed to know 
more about grease and prices than I did. After that 
trip I stayed with my pencils, graphite and crucibles.” 

It was about 1914 that Mr. Allen gave up a number 
of his smaller territories to other travelers and took 
over some important cities including Milwaukee, Min- 
neapolis and Duluth. 

And today he is still going strong. As he puts it: 

“I have enjoyed fifty years of work but at this time 
I don’t feel a bit different than when I started at 
fifteen.” 
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NEW MACHINES AND DEVICES 


UEF ANNOUNCES TWO NEW PORTABLE MODELS 


The Underwood Elliott Fisher Company, One Park 
avenue, New York, N. Y., has recently announced two 
new portable models to its portable dealer organiza- 
tion. The two portables are known as the Typemasters 

-Universal and Champion models—and were intro- 
duced to the public on August 29, through the medium 
of an advertisement in The American Weekly. 

In addition to The American Weekly, the manufac- 
turers’ advertising program will include such maga- 
zines as Collier’s, Saturday Evening Post, Life and 
others. 

Underwood dealers will be given full codperation in 
promoting the sale of the two new portables. A new 
and attractive counter and window display, together 
with circulars, letterheads, mats, electros, and other 
sales promotion material is ready for distribution. 

In addition to outstanding typing performance and 
smartness in style and modern design, the two new 
Typemasters feature a new sealed action frame pro- 
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viding quieter operation and a maximum protection 
against dust and injury; the now famous Champion 
keyboard is standard equipment; the new models also 
feature touch tuning to assure supreme ease of touch 
for each individual user; unobstructed typing visibil- 
ity; complete accessibility to type-bars and ribbon 
spools; keyboard controlled ribbon shifting device and 
a back spacer on the left hand side of the machine in 
normal typing position. 

An attractive portfolio outlining the advantages of 
the new Typemaster models and containing complete 
information as to the advertising and promotion plans 
for the new machines has been sent to each author- 
ized Underwood portable dealer. 


—- 


BORG PARCEL POST SCALE 

Equipped with a simplified, easy-to-read dial and a 
new Vernier pointer which provides a more accurate 
reading, a new parcel post scale has recently been 
completed and placed on the market by the George 
W. Borg Corporation, Chicago. 

Another special feature of the new scale, according 
to its manufacturers, is an improved dial lock which 
permits weighing of packages larger than the scale 





platform and the correct checking of packages of sim- 
ilar weight to various zones. 
The scale is compact and sturdy. Although every 
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possible modern feature has been incorporated in its 
working parts with an eye to sustained accuracy and 
ease of operation, it is not large. Its design is pleas- 
ing and makes the machine a credit to any office. 

For further details of this new scale dealers should 
communicate with the company’s home offices at 469 
East Ohio street, Chicago. 

<_< 
NEW LAPBOARD BY GLOBE-WERNICKE 

Forming the latest addition to the long line of prod- 
ucts manufactured by The Globe-Wernicke Co., Cin- 
cinnati, is the new lapboard which has recently been 
placed on the market. 

Made of hard-tempered Masonite which provides an 
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excellent hard-writing surface, the lapboard has many 
special features which make it ideal for use anywhere 
and under all conditions. It will not warp, split, splin- 
ter or crack and may be used for reading, writing, 
sketching and games. It is particularly useful in the 
sick room. 
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STATIONERS LOOSE-LEAF INTRODUCES NEW 
SLIDE-OPERATING RING BINDER 


After a quarter-century of manufacturing spring- 
operated ring binders the Stationers Loose-Leaf Com- 
pany, Milwaukee, has recently developed a new device 
known as the Faultless slide-operating ring binder. 

The opening and closing of the new binder is an 
exceptionally simple act. With its push-pull action, a 
gentle pull of the lever slides the rings apart. The 
rings open slowly and easily instead of with a snap, 
and sheets do not jump off the ring even when filled to 
capacity. The binder is closed with a gentle push on 
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the lever and with the final thrust, tension is created 
which locks the rings securely. There is no need to 
touch the rings at all. 

The new binder, it is said, does away with tearing or 
jamming sheets at the base of the ring. The company 
has developed a new sheet lifter by which the sheets 
are lifted instead of pushed over the rings. When the 
covers are closed the sheets are carried freely over the 
rings by the cradle-like action of the lifter. 

Another feature of the Faultless is a countersunk 
label holder which makes identification easy, and the 
device is available in popular styles, sizes and bindings. 


oe 


INTRODUCING THE “IMPERVOIL” PLATEN 


The “Impervoil”, recently perfected and introduced 
by the American Writing Machine Company, New 
York, N. Y., is the latest newcomer in the platen field. 
The name chosen is significant of its special feature— 
“impervious to oil”. 

“Rubber chemists”, says the manufacturer, “have 
experimented a long time with synthetics mixed with 
rubber to produce a composition not seriously affected 
by oil, but without much success for platen usage until 
the combination from which ‘Impervoil’ is made, was 
worked out. Months of tests given the new platen in 
practical use show no appreciable effect from oil’. 

The “Impervoil” may be used on a stencil machine 
for cutting stencils exclusively or on a commercial 
machine with equal success. Or it may be used alter- 
nately on both types and still operate perfectly. 

Further details will be furnished upon request to 
the manufacturer at 115-117 Worth street, New York 
city. 
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INTRODUCING STENCILINX HAND CLEANER 


Produced for the purpose of meeting the demand for 
an efficient and non-injurious remover of stencil ink 
stains, a new product, listed as the Stencilinx Hand 
Cleaner has recently been placed on the market by 
Copy Papers, Inc., Chicago. 

According to the manufacturers, the cleaner is en- 
tirely free from harsh, gritty substances which might 
irritate the skin, and thoroughly and quickly absorbs 
ink stains, leaving the hands clean and refreshed. 

Dealers desiring samples or further details on the 
new Stencilinx should write directly to the company’s 
home offices at 517 South Wells streets. 
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NEW RAND McNALLY GLOBE 


A new twelve-inch globe, listed in the manufacturers’ 
catalogue as the Daniel Boone, has recently been in- 
troduced to the trade by Rand McNally & Company, 
536 South Clark street, Chicago. 

The new globe comes in three sizes, No. 1261 (stand- 
ard ball) priced at $8; No. 1261A (antiqued ball) priced 
at $8 and No. 12611 (illuminated ball) priced at $15. 

The Daniel Boone is an unusually attractive unit 
which is securely mounted upon a solid American wal- 
nut base and stands seventeen inches high. It is 
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equipped with a satin finished brass band which blends 
with the coloring of any of the globe balls chosen, to 
make an ornamental and useful piece. 


—-- 


PARKER’S NEW VACUUMATIC MODEL 


The Parker Pen Company, Janesville, Wis., last 
month announced a new model of its Vacuumatic line 
of fountain pens, of which there are three sizes, the 
Major, Maxina, and the Senior Maxina. 


According to the manufacturer the new model has 
an increased ink capacity notwithstanding the fact 
that the shape of the pen has been slenderized. Other 
features include television ink supply, thirty-three and 
one-third more gold in the scratch-proof points, 
Parker’s exclusive laminated pearl and jet style, new 
self-governed flow of ink, and the arrow clip by which 
all Parker pens may be identified. 
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NEW COMMUNI-CALL MODEL ANNOUNCED 

The Chicago Sound Systems Company, 1507-9 East 
Fifty-fifth street, Chicago, Ill., manufacturers of inter- 
office communicating systems, last month announced 
the completion of a new model of its Communi-Call 
listed as the No. 38-A. 

Several special features are claimed for the new de- 
vice chief of which are, 1. A two-way talking system 
whereby the master station and one of the sub-stations 
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may converse without the necessity of turning a 
switch. 2. No floor noises are picked up when the ma- 
chine is not in use. 

The Model No. 38-A is enclosed in a handsome cabi- 
net of highly-polished, hand-rubbed walnut finish and 
is equipped with a new and improved illuminated dial. 
Still other features include the elimination of foreign 
noises, allowance of the maximum distance between 
stations, more power, and operation on all currents as 
other units. 

Further details of the new model may be obtained by 
writing to the Chicago Sound Systems Company’s 
home offices. 

a outins ” 
NEW MIAMI REGISTER 


A new Miami Register recently introduced by the 
Miami Systems Corporation, Cincinnati, represents at 
least three new features in autographic register con- 
struction. Form alignment—form advancement—and 
method of holding forms rigid so as to keep alignment 
while being torn off. 

The conventional method of discs and grip rollers is 
employed to advance the forms through most of the 
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length of the ticket. When the forms reach a given 
point in relation to the ticket length, the forms are 
dropped by the disc and grip roller action, but at this 
point the forms are picked up through the use of sta- 
tionery pins mounted on each disc. These pins fit into 
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the punch holes in each strip in the set and carry the 
forms on to the full length of the ticket. This new 
method affords positive alignment both vertically and 
horizontally and will align the heaviest installations 
with the same precision and accuracy as a duplicate 
set of forms. 

The pins serve a twofold use. When they pick up the 
forms and carry them forward, they not only align the 
forms through this action, but in carrying the forms 
forward they are again gripped by the discs and grip 
rollers and held very rigid and in positive alignment 
when being torn off. 

Much thought was given to ease in loading and re- 
fold action of the audit copy. While the register is 
compact there is also ample space provided for the 
loading feature and sufficient space in the refold com- 
partment so that the audit copy may take its natural 
fold again and avoid the complaint of the form jam- 
ming. 

The new register is available to carry all length and 
width forms in multiple copies up to five, supplied in 
both refold and manifold models. 

——————2—e—_ 
POLAR PRESENTS TWO NEW ITEMS 


Two new items, both of which are of major interest 
to the stationery and office equipment industry have 
recently been introduced to the market by the Polar 
Manufacturing Company, Philadelphia, Pa. 

The first item is the Polar furniture polish which is 
said to clean, polish and restore luster as well as add 














POLAR’S FURNITURE 
POLISH AND LEATHER 
DRESSING. 





life to any finished surface on furniture, wood work, 
steel desks and filing cabinets. The polish is always 
ready for use without shaking, and comes in handy 
tube containers. Although it is manufactured in paste 
form it immediately turns to liquid when applied to 
cleaning cloth. It will not evaporate. 

The other item is a new Polar leather cleaner and 
dressing which is described as a scientific preparation 
containing no ingredients harmful to leather in any 
way. According to its manufacturers the cleaner will 
remove any accumulated discolorations caused by dirt 
or finger marks from upholstered leather furniture,— 
cushions, deskpad panels, brief cases, traveling bags 
and many other items. If used according to directions 
on the can, it is said, the cleaner will restore the finish 
to practically its original luster and it serves as a 
dressing for additional life to the strength of leather. 
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NEW POCKET-DEX BY KAMKET CORPORATION 


A new and ingenious pocket prospect-card index 
book for salesmen, known as the Pocket-Dex, has re- 
cently been introduced by the Kamket Corporation, 
401 Broadway, New York City. The binders are of 
genuine pigskin, sheepskin and imitation leather and 








KAMKET'S POCKET-DEX 


the Pocket-Dex features the Kamket loose-leaf wire 
binding device. 

The Pocket-Dex keeps a complete record of calls, 
systematically classified on individual cards and loose- 
leaf-bound in a handy memo book, always visible at 
a glance. The prospect cards are manufactured in a 
standard size to fit desk card files and the salesmen 
need only remove the necessary number each day and 
insert them in the Pocket-Dex. After the day’s calls 
have been completed, the cards are replaced in the 
file and a new set inserted in the binder. 

Further details of the new device may be obtained 
by writing to the Kamket Corporation’s home office. 


a os 


HOTCHKISS INTRODUCES 3 NEW-STYLE STAPLERS 


The Hotchkiss Sales Company, Norwalk, Conn., has 
recently introduced to the market three new-style 





THREE NEW HOTCHKISS STAPLERS. 
—(From top to bottom) the Redhead, the 
Aristocrat and the True Blue Clipper. 


staplers known as the “Redhead,” the “True Blue Clip- 
per,” and the “Aristocrat.” 

These three models are cleverly designed and hand- 
somely styled to meet the public demand for symmetry 
and streamlining. They operate only with patented 
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Coronet staples, made and spensored by Hotchkiss and 
are unconditionally guaranteed. 

The Redhead is a smart desk model with vermillion 
all-over housing. It is featured by the company as 
“Pal for the Office Gal” and is popularly-priced. 

The True Blue Clipper, a hand pliers, bears a replica 
of a Yankee clipper ship etched on the housing. It is 
of sturdy construction and carries the same guarantee 
of workmanship and operation as the other Hotchkiss 
products. 

The Aristocrat possesses a classical shape with all 
working parts enclosed in Catalin, a new plastic. It 
comes in rich color combinations; ivory and royal blue, 
and jade green and lustrous black. This model is de- 
signed as a quality product for executives and their 
secretaries who desire a modernized model for their 
desks. 


0 2 


ANOTHER NEW F. & M. MEMORY MASTERPIECE 


Finch & McCullouch, Aurora, Ill., manufacturers of 
the line of perpetual calendars known to the trade as 
Memory Masterpieces, has introduced a new model 
representing the last word in permanent usefulness. 
This model, the No. 423 “Dictator,” combines a per- 
petual calendar and alphabetical list-finder that is 
both a time saver and a handy adjunct to the busy 





MEMORY 


MASTERPIECE. — 
This is a new model of the 
famous line of Finch & Mc- 
Cullouch’s perpetual calendars 
listed as the Dictator. 





executive’s desk. Busy women, too, find it useful on 
the telephone stand at home. 

The perpetual calendar and felt-protected base of 
this model is fashioned of highly-finished solid walnut, 
with careful cabinet work and celluloid windows as- 
suring an absolutely dust-proof calendar unit. 

The alphabetical list-finder provides the latest in 
quick finding of names or other recordable information 
under each alphabetical division from A to Z. The user 
simply points the indicator at the desired letter, 
presses the metal key at the base of the unit, and the 
selected page snaps open instantly to the position 
shown in the small illustration. By pressing down the 
opened portion of the index again, it locks auto- 
matically to the position shown in the larger photo- 
graph. The unit stands (closed position) 2% in. high, 
and 414x101'4 in. at the base. 
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DOPPELT’S SHORT-TRIPPER 


Designed for the business man who makes many 
short trips and cannot be burdened with excess bag- 
gage, a new case, named the Short-Tripper, has re- 
cently been introduced to the market by Charles Dop- 
pelt & Company of Chicago. 

Light in weight, attractive in appearance and boast- 
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ing an extra large capacity, the Short-Tripper meets 
the need for one piece of baggage which will serve 
business and personal needs. One side of the case is 
arranged to accommodate articles of personal wearing 





THE SHORT-TRIPPER.—A new handy traveling bag recently de- 
veloped by Charles Doppelt & Company, Chicago. 


apparel, or where the necessity exists, salesmen’s sam- 
ples. The other side of the compact light weight case 
has four pockets in which to carry folders, catalogues, 
order and contract blanks and other business papers. 

The Short-Tripper is the latest addition to the Dopp- 
Craft line and offers new profit possibilities to the 
office equipment dealer. Further details concerning the 
new case may be obtained by writing to the company’s 
home offices at 412 Orleans street, Chicago. 

- or -- 
WONDER LOCK’S NEW SHOWCASE LOCK 

Manufactured for the purpose of affording definite 
protection to jewelry, drug and other stores in which 
glass show and display cases predominate, a new 
showcase lock has recently been introduced to the 





WONDER LOCK’S SHOWCASE 
LOCK 


market by the Wonder Lock Company, 53 West Jack- 
son boulevard, Chicago. 

The new locking device is small, compact and of a 
type which cannot detract from the general attractive- 
ness of the average showcase. It is easily applied and 
offers real protection to valuable merchandise dis- 
played under glass. It is equipped with a ratchet 
adjustable to any thickness of glass or wooden frame. 
The device is applied from the inside of the case and 
is instantly connected or removed by the turn of a 
screw. 

A closely-notched ratchet bar permits close adjust- 
ment of the lock position, insuring a perfect fit. The 
lock is attractively chromed and securely fits all slid- 
ing, frameless or framed, glass or wooden show or 
display case doors. 
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REPLOGLE PUBLISHES NEW ILLUSTRATED ATLAS 


Containing 256 pages which include 80 large colored 
maps, a new illustrated atlas has recently been pub- 
lished by the Replogle Globes, Inc., 168 North Clinton 
street, Chicago. 

In addition to the colored maps, this handsome new 
book contains a complete index of 6,000 places in the 
United States and foreign countries, readable descrip- 
tions of all principal world countries, special articles 
on astronomy and a great deal of attractive art work. 
According to the manufacturers, the book is designed 
to give every American home a complete and accurate 
reference atlas at a price anyone can afford. The 
dimensions of this book are 13144 by 9% by linch. The 
list price is $2.75. 

Replogle Globes, Inc., has been a pioneer in popu- 
larizing geographical globes and it is believed that this 














ILLUSTRATED ATLAS BY REPLOGLE 


new atlas, because of its attractiveness and popular 
price, will help stimulate general interest for the 


dealers. 
_—-- 


NEW FIVE-PIECE DESK SET 


A new popular-priced desk set, consisting of five 
pieces and made of genuine cowhide (Florentine) 
leather with 22K gold tooling has recently been intro- 
duced to the market by the Stationers Specialty Cor- 
poration, New York, N. Y. 

The set is available in attractive shades of brown, 
green, maroon, blue and black. The desk pad measures 
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FIVE PIECE-DESK SET OF THE STATIONERS SPECIALTY 
. CORPORATION. 


16 by 21 inches and the accessories are proportionately 
sized. It retails for six dollars. 

A catalogue of the company’s complete line is avail- 
able on request. 
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NEW RESPIRATOR CHAIR CUSHION 
Featured by a cut-out section which relieves all pres- 
sure upon the spine of the user, a new respirator 
cushion, listed as the Spine-Protex cushion, has re- 





RESPIRATOR CUSHION BY BICKETT 


cently been introduced by the L. M. Bickett Company, 
Watertown, Wis. 

The Spine-Protex, which embodies all the ventilat- 
ing features of the respiratory cushion, is furnished 
in two sizes, 18 inches wide by 164% deep, and 16 inches 
wide by 144 deep. It is covered in several styles in- 
cluding corduroy, velour, mohair, fibre fabric and 
pantasote leatherette. 

Further details may be obtained by writing to the 
L. M. Bickett Company’s home offices. 


—- 


UNIVERSAL PRODUCES NEW PAPER 
CUP AND DISPENSER 































Announcement is made this month by 
the Universal Paper Products Company, 
Chicago, of the production of a new-fea- 
ture paper drinking cup and new type 
dispenser. 

The new cup is called the VeeCup and 
is constructed on entirely new principle 
according to the manufacturers. This 
new construction, it is said, creates a 
greater rigidity made possible through a 
double wrapping of paper around the 
body. Two other special features are an 
increased whiteness resulting from the 
use of an improved dry-wax paper, and 
a special safety tip. 


The new dispenser is streamlined and 
embodies several novel features in paper 
drinking cup dispensing devices. The 
body and dispensing base are all one 
piece containing not one moving piece. 
The dispenser is finished off with a 
chromium-plated top and fits into a 
standard wall bracket. It is attractive in 
its complete streamlining and, being all 
metal, is completely unbreakable. 


NEW VEECUP PAPER 
CUP AND DISPENSER 


STANDARD ANNOUNCES NEW DUPLICATOR 
CABINET 
The duplicating machines division of the Standard 
Mailing Machines Company, Everett, Mass., last month 
announced a specially designed cabinet for use with 
Standard New Process duplicator models W and MW. 
The cabinet, which serves the dual purpose of a 
stand for operating the machine and a cabinet for 
storing all duplicator supplies, is all steel, durably con- 
structed and modernistic in design. Attractive in 
appearance it is correct in size both for operation and 
storage facilities. Measuring twenty-eight inches in 
length, it is thirty-one high and eighteen deep. Two 





NEW DUPLICATOR HOUSING.—This cabinet 

was recently developed by the Standard Mailing 

Machines Company as a housing for its models 
W and MW duplicators. 


side swinging doors, two large storage compartments 
and all-rounded edges are other features. 

Users of the New Process duplicators can obtain the 
new style cabinet from local Standard agencies located 
in the principal cities. 

—— 
MAGIC-FLOW INK INTRODUCED 

Described as possessing four outstanding features 
which contribute toward making it ideal for duplicator 
use, a new ink, listed as the Magic-Flow, has recently 





MAGiv £x1.OW DUPLICAT- 
ING INK IN CONTAINER 


been placed on the market by the Continental Ink 
Company, 63 East Cermak road, Chicago. 

According to the manufacturers the four special 
qualities which identify the new ink are: 1. Will not 
separate. 2. Dries quickly. 3. Intense in color. 4. Gives 
sharp, brilliant copies. 

Magic-Flow duplicating ink is manufactured in four 
grades and may be used on open and closed drum 
types of stencil duplicators. 

Dealers desiring samples and prices should com- 
municate with the company’s home offices. 





NORTHWESTERN LAUNCHES “PRESIDENTS’ 
WEEKS” SALES DRIVE 

With all of the contestants refreshed by a rest spell 
following a previous race for honors, the “Presidents’ 
Weeks” sales contest of the Northwestern Furniture 
Company, Milwaukee, got away to a fine start on July 
26. The drive will end on September 25. 

The opening of the big “baseball game” campaign, 
came close upon the heels of a previous similar event 
which was fully reported in the August issue of OFFICE 
APPLIANCES. 

The first four weeks of the new sales campaign, 
which will be similar to the previous event in that 
results will be tabulated as are runs in baseball games, 
were dedicated to President Oscar R. Haase, of the 
Northwestern Furniture Company, while the last four 
weeks were dedicated to J. S. “Jerry” Sprott, president 
of The Globe-Wernicke Co. Throughout the entire two 
month period, the big drive will include sales meetings 
on products, special talks, round table discussions and 
a mid-contest and a closing dinner. 

Still carrying out the similarity with the previous 
campaign, the contest is held for the purpose of fur- 
thering the sale of Globe-Wernicke filing supplies. As 
previously, there are two baseball teams listed as the 
“Tri-Guards” and the “Twin-Guards,” designations 
taken from the trade names of two Globe-Wernicke 
products. 

Those making up the Tri-Guard team, both active 
and honorary, are: Lauren C. Dewey, pitcher; Al W. 
Goller, catcher; George A. Wagner, first baseman and 
captain; Harry B. Jones, second baseman; President 
Haase, shortstop; President Sprott, third baseman; 
Fred L. Schultz, left field; Anna Huppert, center field; 
Jessica Pettibone, right field, and Harry C. Anderson, 
pinch hitter. 

The Twin-Guards team, in the same order as given 
for the Tri-Guards, are: Fred B. Larsen, who is also 
captain, Will H. Armbruster, Donald H. Cain, Stanley 
R. Olsen, C. A. Netzhammer, salesmanager of the 
Northwestern Company and originator of the contest; 
Arthur R. Frey, Melvin Koss, Margaret Hildebrand, 
Sophia Harkens and Larry Schubert. 

Each team will play nine innings, of one week’s 
duration for each inning. Keeping tabs on the event 
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will be a large chart on the sales floor in the center 
of which is a picture of the Globe-Wernicke factory 
with roads leading to it for each of the active sales- 
men. The game, play by play, will be registered as the 
contest goes along. On each road of the chart will be 
posted an automobile with the name of the active 
contestant. As he registers sales points, his car will 
be moved to the center, and when his quota has been 
sold, he will have reached Mr. Sprott’s office. During 
the course of the campaign, many sales helps will be 
placed at the disposal of the contestants, including 
window and floor displays and mailing pieces. 

For those who equal or exceed their assigned sales 
quota for the period designated, Mr. Haase, the presi- 
dent of the Northwestern Furniture Company, will 
hold a dinner at the Milwaukee Yacht Club, while a 
similar banquet will be held at the end of the con- 
test by Mr. Sprott for those whose volume equals or 
exceeds the volume attained in the last campaign. 

At this dinner, there will be presented to both Presi- 
dent Haase and President Sprott, a beautifully bound 
volume on attractive parchment sheets of a testimonial 
nature, one sheet from each man, with his signature 
attached, his congratulations and his sales’ record for 
the campaign. Another parchment sheet will carry a 
photograph of the salesman suitably autographed by 
him. 

During the course of the drive nine sales meetings 
will be held during which the following men will 
deliver addresses on the subject listed beside his name: 

Lauren C. Dewey, “The Importance of Filing;” Al W. 
Goller, “Materials Used in Indexing;” Harry B. Jones, 
“Folders and Cards;” Fred B. Larsen, “Method of An- 
alyzing a File;” Stanley R. Olsen, “Tri-Guard and 
Twin-Guard;” George A. Wagner, “Things to Look For 
When Making a Survey;” Will H. Armbruster, “Com- 
petitive Filing Systems;’”’ Donald H. Cain, “Paper.” 
Another address on “Factors to Be Used in Testing 
Paper” will be delivered by Mr. Dewey at the last sales 
meeting. 

——_ ‘i 
NEW JANESVILLE COMPANY FORMED 

A new stationery, office supply and equipment com- 
pany has recently been opened in Janesville, Wis., 
under the name of Corey & McLaurin. 
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A WINDOW DISPLAY PAR EXCELLENCE.—The display department of the H. 8. Crocker Company, Fresno, Calif., recently took full 
advantage of the many Carter’s Ink Company products to blend them into this splendid window which attracted wide attention in the 


Southern California city. 


For beauty, symmetry and eye-appeal this capital window display is hard to equal and is certainly a credit to 
the men who designed and presented it. 
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WASHINGTON’S LATEST STRUCTURE.—Here is the new Public Lands-Social Security building at Olympia, Wash., 


which was recently completely furnished with office furniture, machines and en. (Inset) H. 
visor, division of purchasing, Department of Finance, Budget and 


OFFICE EQUIPMENT IN THE NEWEST GOVERN- 
MENT BUILDING AT OLYMPIA 


While the new Public Lands-Social Security Building 
was under construction in Olympia, Wash., office fur- 
niture and equipment producers went into action to 
obtain a share of the $750,000 which was to be ex- 
pended to erect and furnish the structure. Manufac- 
turers whose products were approved and installed in 
the new building include the General Furniture Com- 
pany of Seattle, B. L. Marble Chair Company, General 
Fireproofing Company, Remington Rand, Inc., Stand- 
ard Desk Company and the Milwaukee Chair Company. 

On each of the four floors of the building there are 
20,000 square feet of space, all occupied by State offices. 
The 20,000 square feet in the basement are efficiently 
used by the Division of Archives. On the first floor 
is located the Department of Finance, Budget and 
Business which includes the Division of Institutions, 
the Division of Budget, and Division of Purchasing. 
One-half of the second floor is also occupied by the 
Department of Finance including the Division of Bank- 
ing and the Division of Savings and Loan. The other 
half of the second floor is occupied by the State Com- 
missioner of Public Lands. The Washington State 
Liquor Board uses the entire third floor and the State 
Department of Social Security occupies the entire 
fourth floor. The building is the fourth in the Wash- 
ington State Capitol group. 


An outstanding part of the equipment installed was 
a twenty-capacity Dictograph system provided by the 
Converse Company, Inc., of Seattle. To H. C. Converse, 
president of the company, we are obliged for the ac- 
companying pictures. 

Mr. Converse’s installation in the State Liquor Con- 
trol Board, with similar installations for the State 
Department of Social Security and the State Depart- 
ment of Fisheries brings the total to sixteen Dicto- 
graph systems with an over-all figure of 200 stations 
throughout the Olympia State Capitol buildings. This 
is the largest in any state capitol in the United States. 


D. Van Eaton, super- 
usiness, State of Washington. 


In 1927 Mr. Converse installed the first big State 
Capitol job in the United States at Olympia, which 
covered eleven complete systems. Two large installa- 
tions were made last year raising the total number 
of systems to thirteen, before the recent installation. 

For the new building pictured, the Converse Com- 
pany engineering department laid out for the archi- 
tects a complete conduit system to provide Dictograph 
service for the new departments. Upon completion of 
the building the twenty-capacity Dictograph system 
referred to previously was accepted and installed. 

H. D. Van Eaton, the Supervisor of Purchases for 
the State of Washington includes in his activities not 
only the purchases of new construction and the fur- 
nishing of new buildings but also purchases necessary 
for the maintenance of all state institutions. Mr. Con- 
verse indicates that Mr. Van Eaton probably spends 
more money each year than any other individual in 
the Pacific Northwest. He has expressed his complete 
satisfaction with the Dictograph systems now in oper- 
ation in the various capitol buildings. 

Early in 1937 Mr. Converse secured another contract 
from another state capitol, that of Salem, Oregon. 
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MEIERDING VISITS FRIDEN FACTORY 


H. A. Meierding, Friden distributor at Fort Worth, 
Texas, recently completed a three-week tour of the 
Pacific Coast on which he covered 5500 miles. 

During his visit in Northern California Mr. Meier- 
ding paid a call at the Friden factory where he was 
warmly welcomed by officials and was taken on a tour 
of the vast plant from which Friden calculating ma- 
chines are shipped to every part of the country. 

Mr. Meierding visited the Grand Canyon and spent 
a week in Los Angeles. Returning to Fort Worth he 
traveled by way of Yosemite Park, Salt Lake City and 
Colorado. Mr. Meierding’s establishment is located at 
417 Capps building and he has been in the adding and 
calculating machine business for the past seven and 
one-half years. 
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HOSSFIELD HOLDS HIS TYPING SPEED CROWN 


Before an audience of 10,000 persons crowded in the 
mammoth Coliseum at the Canadian National Expo- 
sition in Toronton on August 28, George Hossfield of 
Englewood, N. J., operating an Underwood typewriter 
won his tenth International Champion Typing Cham- 
pionship. He moved his speed record up to 139 words 
per minute, eight words more each minute than he 
achieved last year and set a new all-time high for 
accuracy in having done the full hour’s typing with 
but thirty-one errors. 

Cortez Peters, the young nimble-fingered colored 
man of Washington, D. C., operating a Royal, who has 
crowded the winners of several contests, clicked out 
one hundred twenty-five more words than the cham- 
pion but sacrificed accuracy to speed. Each checking 
the other’s work, Peters could find but thirty-one 
errors in Hossfield’s sheets, while Hossfield found 
sixty-one errors in Peters’, who came off with the 
capital net record of 136 net words per minute. While 
Barney Stapert of Hawthorne, N. J., using an Under- 
wood, made 136 net, writing fewer words than Peters, 
but also making fewer errors. 


The world amateur event was won by Grace Phelan 
on an Underwood with 129 words per minute. Of whom 
the local reporter on the event said: “Outclassing six 
formidable contestants from Japan, Virginia, Tennes- 
see, Oklahoma and Ontario, the slender Pittsburgh 
beauty won uproarious acclaim for her outstanding 
performance.” 

The Canadian professional, held for several years by 
Irma Wright, was won by Miss Gladys Mandley on an 
Underwood with 113 words per minute, Miss Wright 
having been attacked by sudden illness which forced 
her from the contest. 

The Canadian amateur event was won by Margaret 
Faulkner on an Underwood with a record of 118 words 
per minute. 

In the six events ranging from professional to school 
novice classes were the unprecedented number of 106 
contestants. Each contest being marked by spirited 
competition which drew spontaneous applause from a 
vast crowd of onlookers. Public interest in the event 


as a sport made the contest a spectacle of the Cana- 
dian National Exhibition. 
The records listing all entrants in the professional 
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class and three in each of the others were as follows: 


World Professional 

George L. Hossfield, Underwood, 139; Cortez W. 
Peters, Royal, 136; Barney Stapert, Underwood, 136; 
Chester Soucek, Underwood, 134; Remo Poulsen, Un- 
derwood, 126. 

World Amateur 

Grace Phelan, Underwood, 129; Gladys Mandley, 

Underwood, 113; Irene Martin, Underwood, 98. 
Canadian Professional 

Gladys Mandley, Underwood, 113; 
tagne, Underwood, 111; Vimy Carmichael, 
derwood, 87. 


Ubald Lamon- 
Un- 


Canadian Amateur 


Margaret Faulkner, Underwood, 118; W. Grant 
Stickle, Underwood, 114; Joan Woodley, Under- 
wood, 112. 


Canadian School 

Gwyneth Belyea, Underwood, 92; William Imerson, 

Underwood, 81; Mildred E. Morton, Underwood, 78. 
Canadian School Novice 

Gustave Stove, Underwood, 76; Leone Grant, Under- 
wood, 75; Catherine Mulville, Underwood, 70. 

Note.—There are two annual typing contests under 
different sponsors which award the title of “World’s 
Champion Typist” to the winner in the professional 
class. The one in Canada mentioned above and the 
one held annually in Chicago, the results of which were 
reported in the July number. While two events may 
result in a championship title being held by two win- 
ners the chief purpose of the two events—the devel- 
opment of speed with accuracy in typewriting — is 
achieved. Records made in these contests by profes- 
sionals, amateurs and novices are posted in the com- 
mercial schools of the two countries as goals for all 
students. 


ee 

WOODBURY STORE SUFFERS FIRE DAMAGE 

Fire which broke out in the basement of the Wood- 
bury Book Company’s store, Danville, Ill., caused dam- 
age to stock and fixtures estimated by officials of the 
company at more than $2000. 

According to Jess Sutton and Frank M. O'Neal, presi- 
dent and vice-president respectively of the firm, fire- 
proof construction of the building kept the flames 
from spreading and effectively preventing a greater 
loss. Most of the damage was caused by water. 


THE WINNERS!—Pictured here 
are this year’s winners of the In- 
ternational Typewriting Contest 
staged at Toronto in conjunction 
with the Canadian National Ex- 
position. (L to R) George Hoss- 
field, world professional event win- 
ner; Grace Phelan, world amateur 
champion; Gladys Mandley, Cana- 
dian professional champion; F. J. 
Pribble, contest director; Margaret 
Faulkner, Canadian amateur cham- 


pion; Gwyneth Belyea, Canadian 
school open champion; Gustave 
Stove, Canadian school novice 


champion. 
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CENTURY COMPANY IN LARGER QUARTERS 

Forced by increasing business to seek larger offices 
and stock space, the Century Office Supply Company, 
Inc., 426 South Clinton street, Chicago, last month 
moved to much larger quarters at the same address. 
James Jacobi and Garland A. Grange, the proprietors, 
have been connected with the stationery business for 
ten years, but started their own organization in 1933. 
The company carries a large inventory and maintains 
its own print shop and ruling machine. 

a ae 
GRUNER OPENS STATIONERY STORE 

The thriving city of Janesville, Wis., was recently 
given a new stationery store when Ernest Gruner 
opened the Gruner Office Supply & Book Store at 
305 Madison street. 

With a stock of more than two thousand office sup- 
ply items, Mr. Gruner plans to conduct his business 
as a complete office outfitting store which will feature 
prompt service and courteous treatment. He will also 
maintain a mimeographing service for his customers. 

—<- 


ORIGINAL SCHIFF BROTHERS IN NEW HOME 

The Original Schiff Brothers, stationery and printing 
firm, of Philadelphia, recently announced its removal 
from 610 to 612 Market street where much larger and 
more modern quarters are available. At the same time 
officials of the company declared that the organization 
is seeking new lines to carry exclusively and would be 
interested in communications from manufacturers. 


SHOWING DRAWING MATERIALS IN A 
BIG WAY.—This display of Eugene Dietzgen 
Company’s drawing materials was shown re- 
centiy in a window of the Gustave Fischer 
Company, commercial stationers and office 
outfitters, 237 Asylum street, Hartford, Conn. 
This company added the drawing material 
department to its business almost twenty- 
five years ago and, acording to Mr. Fischer, 
has found it one of the most profitable since 
its inception. The firm is also exclusive local 
distributor for products of the Hamilton 
Manufacturing Company. 
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FEATURING SHAW-WALKER.—One of the 
most effective window displays that the 
Foster Office Supply Company, Akron, Ohio, 
has ever used is this complete display of the 
Shaw-Walker line of filing cabinets and Sky- 
scraper desks. The display of everything 
from the modern Fire-Files to Shaw-Walker's 
lowest priced file has resulted in many profit- 
able inquiries from business men and women 
who viewed the window. 


KRASILOVSKY ENTERS VAULT BUSINESS 

H. Krasilovsky, proprietor of the Accurate Office Fur- 
niture Company, 411 Broadway, New York City, last 
month announced removal of his business to 365 
Broome street, where the organization will be known 
as the Krasilovsky Safe Company. At the new location 
the firm will handle safes, vault doors and cabinets. 

nsceuiipeaaiatiilieieaeal 
NEW JASPER CHAIR CATALOGUE ON WAY 

A new and complete catalogue of its entire line, 
which is now in process of being made up, will be 
ready for distribution by the Jasper Chair Company, 
Jasper, Ind., within the next sixty days, according to 
Louis T. Koerner, general manager. 

A special feature of the new book will be a section 
devoted to new posture chairs which have been added 
to the Jasper line. 

SS e. 
ELLIOTT SERVICE FOR SOCIAL SECURITY 

A mail piece by the Elliott Addressing Machine Com- 
pany, 191 Albany street, Cambridge, Mass., lays em- 
phasis on the facility with which this company’s device 
can handle the detail connected with the Federal 
Security act. ttysitlliaiaiaiistecastiatie 

BLEDSOE SUFFERS ACCIDENT 

Tom Bledsoe, salesman for Autopoint Company in 
Chicago, suffered a painful fall from a ladder which 
resulted in a broken back. He was taken to the Ravens- 
wood hospital where he was reported recovering as 
rapidly as could be expected. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


By Mr. Vincent Jackson 
United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the British 


market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, 


Denmark, is the authorized representative of Office Appliances in the British 
Isles. 


London, August 4, 1937. 
It is with profound regret that I report the death of 
Mrs. Harry Stiles, wife of the chairman of the Office 
Appliance Trades Association. Mrs. Stiles died on July 
6th after a comparatively long illness. All the many 
friends of Harry Stiles will sympathise with him in 
his loss. 


* * 7 


Although holidays are in full swing and many people 
are away, there is little rest for Mr. A. C. McLellan, 
Exhibition Director of the Office Appliance Trades 
Association. The London Business Exhibition—tthe big- 
gest ever—is due to open on September 20th. As I 
have already remarked, the venue, Earls Court, is a 
fine new exhibition building constructed along modern 
lines. There has been so much talk and press publicity 
about this building that undoubtedly many will visit 
the Business Efficiency Exhibition as much as anything 
to see the building. That doesn’t matter. The main 
thing is to get people there. Then it’s up to the sales 
staffs to create the interest. 

I understand from Mr. McLellan that he has had a 
record number of applicants for space from members 
of the OATA ‘who, with few exceptions, are the only 
exhibitors allowed). The exhibition will occupy more 
than twice that of any previous show and the variety 
of exhibits will constitute a record. So you see the 
interest created by the new building applies to traders 
as well as the public. Altogether there will be about 
eighty exhibitors representing every conceivable office 
machine and system on this market. 


> « « 


It is much regretted that I shall not be able to write 


next month’s London letter covering the opening of 
this great show, but it is nevertheless with pleasure 
that I look forward to being in the U.S.A. during Sep- 
tember. This is my first visit. I know already that I 
am going to have a great welcome and I only wish it 
were possible to stay longer than is intended. 





EUROPE HEARS WATSON.—Thomas J. Watson, president of the 
International Business Machines Corporation (U.S.A.) and presi- 
dent of the United States National Committee of the International 
Chamber of Commerce, making an inspiring speech at the twelfth 
annual meeting of the International Union of Office Appliance 


Trades Associations, held in Paris on May 31. (Picture loaned by 
J. Gustave Hemes, proprietor, International Office Equipment In- 
dustry Review, London.) 


The other day I was talking to Mr. J. C. Eve, manag- 
ing director of Carter Parratt, Ltd., Bizada Visible Card 
Systems. Mr. Eve has a very fine business. It is quite 
a small company, judged by your standards, but their 
systems are well known, they cover the country well 
and they make handsome profits. Mr. Eve has his son, 
Jack, in the business. A fellow director is Mr. E. C. 
Rylands, past chairman of the Office Appliance Trades 
Association and a very capable and popular fellow. So 
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THE NEW LONDON SHOWROOMS OF 

PERCY JONES (TWINLOCK) LTD., MANU- 

FACTURERS OF LOOSE LEAF MACHINE 
POSTING EQUIPMENT. 


Mr. Eve has every right to be proud of the concern he 
started and fostered in the early days when selling 
visible card systems was jolly hard uphill work. 


* * * 


I took the opportunity recently of seeing the new 
showroom of Percy Jones (Twinlock) Ltd. They are 
very impressive. The well known range of Twinlock 
binders are distributed through the trade. Mr. Percy 
Jones is the “Father” of a very happy family. Another 
one of the directors is Mr. Shelton Cox, recently re- 
ported as the new president of the Stationers Associa- 
tion. 

* * * 

There is no doubt that trade in general continues to 
be good. Prices are of course going up steadily par- 
ticularly in the metal and paper trade. In so far as 
metal is concerned one must of course unfortunately 
look to the increased demand by governments of all 
countries for the purpose of making armaments. Ris- 
ing paper costs however are a different and longer 
story, and no doubt most of your readers know of the 
several factors—of the use of wood pulp in the making 
of artificial silk, the shortage of wood-pulp and the 
tightening up of prices by the producers in the Scandi- 
navian countries. Rising prices are, generally speak- 
ing, a healthy sign provided of course wages go up to 
meet the increased cost of living. They have actually 
done so in a number of well known industries. 

Whilst many people are pessimistically pointing to 
armaments as being the main cause of increased trade 
and prosperity I do not believe that they are right. 
For example, ship building, public works, factory and 
house building continue to prosper. Moreover, the 
many apparently ominous signs and war-like speeches 
seem to me a safe-guard against any real conflagra- 
tion. Someone in a position to be in touch with gen- 
eral trade conditions told me at lunch today that 
accepted opinion in high quarters was that this pros- 
perity is likely to go on for at least another two or 
three years and the following natural cycle of depres- 
sion would not be so severe as that of a year or so ago. 
However, let us be cheerful and make the most of our 
present opportunities—VEJ 

9 


CONGRESS OF FRENCH STENOGRAPHERS 
Le Stenographe illustre (Paris) presented an ex- 
haustive report of the twenty-fifth meeting of the 
French society of Stenographers and Typists of Picardy 
and Normandy. 
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EXHIBITION OPENS AT OSLO 
As this issue goes to press, an exhibition of office 
machinery and systems opens on August 27 at Oslo, 
Norway, under the auspices of the local Office Ma- 


chinery Dealers Association. Practically every Nor- 
wegian office machine manufacturer was to maintain 
a display booth. A feature of the event, which is 
scheduled to close September 10, was to be the show- 
ing of moving pictures depicting the story of type- 
writers throughout the years. Several men, who are 


specialists upon the sale and marketing of office ma- 

chines and devices, were scheduled to address visitors 

to the exposition who were expected to arrive at Oslo 

from practically very country in Europe. 
=e 
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OFFICE EQUIPMENT STORE IN ARGENTINA.—This is the busi- 
ness establishment of the Universal Products Company at Buenos 
Aires of which M. E. Blier is president and J. C. Mayan the local 
agent. The exterior of the store is shown in the top picture while 
the lower shows the ample space of the interior for showing 
machines which are mounted on Sherman-Manson stands, also han- 
dled by the company. Mr. Blier will be remembered by readers as 
the author of an article on ‘Specialty Selling Methods of American 
Office Equipment in Argentina,’’ which appeared in the July issue of 
Office Appliances. 













SIMPLIFIED TYPEWRITER KEYBOARD FOR 
PORTUGAL 


Papier Zeitung (Berlin) reports that a new scheme 
for the typewriter keyboard has been adopted by Por- 
tugal. Our contemporary indicates that a pattern 
of the new keyboard is available in Germany from 
the Reichstelle fiir dem Aussenhandel (export trade) 
Abteil Handelskunftdienst, Berlin W 9, Potsdammer 
Str. —_— 

a 
IMPRESSIVE OFFICES OF M. TONDELIER 


A display advertisement published by M. Tondelier, 
Brussels, showed two views of the offices of this estab- 
lishment. The organization has representation of 
Royal typewriters, Monroe calculating machines, Con- 
tinental adding machines, the Edison-Dick Mimeo- 
zraph, and the “Francotyp,” a device for metering let- 
ATS. 

© ee 


GERMAN EXECUTIVE VISITED UNITED STATES 


Birobedarf Rundschau mentioned the visit to the 
United States of J. Wussow, of the Olympia Biro- 
maschinenwerken, Erfurt, Germany. He spent con- 
siderable time in the United States, including visits 
at the headquarters of the Underwood Elliott Fisher 
Company, at New York, and Remington Rand, Inc., 
at Buffalo, N. Y. 

—- 


LEIPZIG FAIR OPENED AUGUST 29 


The 1937 Leipzig Fair, held at Leipzig, Germany, 
opened August 29. It is stated that one of the displays 
at the fair this year is a pencil carrying four colors of 
leads. Another novelty to be displayed is a miniature 
postal scale for weighing letters. 

—-> < 


FOUNTAIN PEN REPAIR MANUAL 

A fountain pen repair manual containing full in- 
structions for the most simple and common repairs has 
been published by Pen Craft, Inc., 5 Bromfield street, 
Boston, Mass. Presented in simplified terms, and 
drawn from an experience of more than twenty years 
in all types of domestic and foreign makes the manual 
assists the stationer, jeweler or general repairman in 
the performance of simpler repairs in his own store. 
A pen repair kit with parts supplied is also offered 
by the company 
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TWENTIETH CENTURY ARCHITECTURE. 
—This is the recently remodeled Bogota 
branch of J. V. Mogollon & Company, Car- 
tagena-Colombia, South America. The city 
in which the store is located is the capital 
and the business establishment is considered 
one of the most important in the company's 
chain of eleven stores. 





AVBETALI NG 


MODERNISM IN NORWAY.—tThis is the new store 
of G. A. Gjessing & Company, Oslo, Norway, which 
was described in the June issue of OFFICE AP- 
PLIANCES. (Upper) Exterior, showing the light 
blue frame around the store which is finished in 
silver grey. The lettering and electric sign are 
light blue. All of the machines displayed rest upon 
one-inch thick red felt. (Lower) Interior, with 
upper part of walls in silver and lower in blue. 
The pictures are framed in red with a flooring of 
the same color. 
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SCENES ATTENDANT UPON THE ESTABLISHMENT OF THE BUSINESS OF GUALCO & CIA IN BUENOS AIRES, ARGENTINA 


Top left picture is of the banquet tendered to Mr. Gualco by about 
three hundred business friends. At the upper right is an exterior 
view of the new Gualco store. The merry gentlemen pictured at the 
lower left are part of the six hundred who attended the informal 


GUALCO OPENS WOODSTOCK AGENCY IN BLAZE 
OF GLORY 


One of the greatest celebrations ever staged by a 
business house in Buenos Aires marked the opening 
recently of Gualco & Cia, Sarmienta 534, the Argen- 
tine Republic representative for the Woodstock Type- 
writer Company. 

The big event was held by Enrique S. Gualco, gen- 
eral manager of the new firm. So extensive were the 
festivities that Mr. Gualco had several photographs 
taken of the various scenes which he presented to the 
Woodstock company bound together in a handsome 
album as a perpetual record in pictures of the gala 
opening. 

For a number of years Mr. Gualco was manager of 
Pratt & Company, Argentine dealers for L. C. Smith 
typewriters. In April he resigned from that position 
and began plans for launching his own business as the 
local Woodstock representative. 


A formal luncheon to scores of friends and busi- 
ness acquaintances marked the opening of the celebra- 
tion which, incidentally, introduced the Woodstock 
to Buenos Aires for the first time. Approximately 
600 persons attended the affair. When the luncheon 
was finished the guests were treated to a surprise 
when Mr. Gualco, working with a portable telephone 
equipped for the occasion with several receivers, estab- 
lished telephone communication with Arthur Williams, 
export manager of the Woodstock Typewriter Company 


luncheon with which Mr. Gualco inaugurated his new business. The 

remaining photograph is of the staff of Gualco & Cia with Mr. Gualco 

seated in the center. The event was one of the gala celebrations 
of Buenos Aires. 


in Chicago. While a number of the guests “listened 
in,” salutations and congratulations were exchanged 
with Mr. Williams sending hearty wishes for the suc- 
cess of the Buenos Aires firm from every executive of 
the Woodstock organization. 

Another highlight of the gala opening was a formal 














ENRIQUE GUALCO 


banquet tendered Mr. Gualco by his friends and asso- 
ciates at the Club Del Progreso. Three hundred per- 
sons attended this affair, each one voicing the wish 
that Mr. Gualco’s business venture prosper with each 
month and year. 
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PEAK ENROLLMENT AT UNIVERSITY OF 
SHAW-WALKER 

One hundred and twenty-nine representatives of 
exclusive Shaw-Walker dealers, from every section of 
the nation, visited the company’s home office during 
the week of August 2, attending the summer term of 
the University of Shaw-Walker. This group. from 
thirty-two states, represented seventy-eight exclusive 
Shaw-Walker dealers. Only twenty-one men in the 
group had ever attended a previous Shaw-Walker sales 
school. 

That all members of the class were interested in 
learning more about the application of the 8,000 items 
in the enormous “Built Like A Skyscraper” franchise, 
was indicated by the nearly perfect attendance at 
every session of the school. 

The enrollment of 129 dealer representatives is the 
largest in any single Shaw-Walker sales school. 

The large attendance indicates the fact that Shaw- 
Walker dealers are constantly striving to do a better 
job of helping their customers select proper equipment 
and filing supplies to care for every office requirement. 

Added profit for every dealer as a direct result of 
the knowledge gained at the school was the keynote 
of the sessions. 

Fifteen members of the general sales staff in the 
home office gave the lectures and sales demonstrations 


a + —— 


DIXON HONORS SCHERMERHORN 
ANNIVERSARY 

J. H. Schermerhorn, executive vice-president of the 
Joseph Dixon Crucible Company, Jersey City, N. J., was 
the guest of honor at a dinner given him by his asso- 
ciates on August 16, as a tribute to his thirty years of 
service with the company. 

The toastmaster for the occasion was George T. 
Smith, president, who introduced the principal speaker, 
E. M. Cabaniss, vice-president. Among the guests who 
gathered to pay honor to Mr. Schermerhorn and his 
impressive length of service with Dixon were all the 
executive heads of the sales, advertising and manufac- 


ON 30TH 
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SCHOOL IS OUT!—These 129 fine-looking 
‘“‘scholars’’ graduated with honors recently 
from the Shaw-Walker Company sales school 
held during the week of August 2. These 
men, who formed the largest and most suc- 
cessful Shaw-Walker University class in the 
firm's history, came from thirty-two states 
and represented seventy-eight Shaw-Walker 
exclusive dealers. 


turing departments with whom the guest of honor 
comes in daily contact. 

In describing the event and the record of Mr. Scher- 
merhorn, one official of the company said: 

“Mr. Schermerhorn’s connection with the Dixon 
company has been regarded by all as extremely fortu- 
nate and the dinner was a slight indication of the 





J. H. SCHERMERHORN 


esteem in which he is held. Gifted with an active mind 
capable of visualizing the future without losing sight 
of the practical problems of the present, he has been 
extremely helpful in maintaining the strong competi- 
tive position of his company.” 


—_————_0= oe 


DOPPELT’S NEW CATALOGUE PUBLISHED 


A new catalogue has recently been issued by Charles 
Doppelt & Company, Chicago, manufacturers of Dopp- 
craft leather goods. Printed throughout in color, the 
catalogue has a buff and blue cover with a leather-like 
grain texture. It measures eight and one-half by 
eleven inches and contains twenty pages. 
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MEYER BUYS WENTHE’S INTEREST IN BUSINESS 


In an announcement made public late last month 
Gus Meyer announced that he had purchased the 
interest held by Herman H. Wenthe in the firm of 
Meyer & Wenthe, with offices and factory at 24-30 
South Jefferson street, Chicago. 

The company, which also owns a store at 31 North 
Clark street, will continue in business under the same 
firm name. 

Meyer & Wenthe was established in 1854 and since 











GUS MEYER 


that time has manufactured practically every known 
type of marking device. These include rubber, brass 
and steel stamps and dies, dating and numbering 
stamps, metal checks, branding irons, notarial, cor- 
poration, lodge and society seal presses, badges, sten- 
cils, and other items. The company is also the patentee 
and manufacturer of the “Aluminum” pocket seal. 

Mr. Meyer, who recently recovered from a severe 
illness, has associated with him in the business his 
son, John W. Meyer. 


—) 


WITTSTEIN AND JOHNSON TAKE NEW TERRITOR- 
IES FOR MARBLE & SHATTUCK 


The Marble & Shattuck Chair Company, Cleveland, 
Ohio, last month announced the appointment of Her- 
bert H. Wittstein to the sales staff and C. H. Johnson 
to a new territory. 

Mr. Wittstein, according to the announcement, is 
now the sales representative in the following territory: 
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Ohio, excepting Cleveland, Akron and Youngstown; 
Indiana, excepting Gary, Hammond and Michigan 
City; Kentucky, West Virginia and the iower peninsula 
of Michigan. He is well acquainted in the field and 
has spent a number of years specializing in this type 
of work. He resides at 6327 Parkham place, Cincinnati. 

Mr. Johnson will represent the company in New 
York state west of and including Rochester and Olean 
and western Pennsylvania, west of a line through 
Butler, Pa., running south to the Pennsylvania state 
line including the Pittsburgh area; also Akron, Canton, 
Youngstown, Ashtabula and Painesville, Ohio. 

Mr. Johnson has been connected with the Marble & 
Shattuck Chair Company for the past twenty years 
and is thoroughly familiar with fine chair construc- 
tion. He will work out of the company’s Cleveland 
office to further facilitate service to dealers in his 
territory. 

A ae Fe 


FORMER EMPLOYEE BUYS SAN DIEGO TYPE- 
WRITER STORE 


V. C. Moore is now the owner and manager of the 
Typewriter Equipment Company at 745 Broadway, San 
Diego, California. He purchased the business from 
Fred H. Schlador, with whom he had been associated 
for the last fifteen years, or practicallly since the en- 
terprise was started. Mr. Moore acquired the business 
only a few weeks ago, and he and a couple of assist- 
ants are busy placing new goods and rearranging the 
stock. 

The company carries a representative line of type- 
writers which are rebuilt and refinished in their own 
shops. They also handle a complete assortment of 
portable machines, and are prepared to fulfill all re- 
quirements of their customers in ribbons and carbons, 
paper and supplies generally. The company also does 
an important rental business. It occupies a valuable 
corner in the busiest section of San Diego. The store 
is of goodly size, with abundant show window space. 
Its past and present owners characterize it as “The 
finest typewriter store in the West.” 

Mr. Moore is to be congratulated upon acquiring this 
business which offers a fine opportunity for growth 
and advancement. 

It is understood that Mr. Schlador, the former 
owner, will take a vacation before deciding on future 
plans. 
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THE GUEST BOOK 


John M. Hogan of Northern Stationers, Marquette, 
Mich., signed the Guest Book August 9. He was in 
Chicago preparatory to opening up his new business. 
After traveling the northern peninsula for six years 
selling printing and receiving calls for office supplies, 
he decided to go into the business. Mr. Hogan was a 
high school teacher before becoming a salesman. He 
is a forceful character. He should give a good account 
of himself. 

H. Moreno and E. Moreno, who operate the business 
known as Moreno Brothers, Mexico City, signed the 
Guest Book August 10. They had traveled by car to 
St. Louis, Cincinnati, Grand Rapids and Chicago and 
were ready to leave for home. At the typewriter con- 
vention in Cincinnati they arranged to act as repre- 
sentatives for Allen Calculators, Inc., later visiting the 
factory. Other concerns with which they have busi- 
ness connections include International Typewriter Ex- 
change, Reliable Typewriter & Adding Machine Corpo- 
ration, American Writing Machine Company and Ship- 
man-Ward Manufacturing Company. They reported 
favorable business conditions helped to some extent by 
the new international highway from the United States 
which has resulted in a substantial increase in tourist 
business. 


William Schmiederer, manager of the stationery de- 
partment of the Buxton & Skinner Printing & Station- 
ery Company, St. Louis, Mo., in Chicago for the usual 
special annual visit with his daughter and son-in-law, 
Dr. and Mrs. Walter Garrison of Rogers Park, gave us 
the pleasure of a visit on August 19. Everything going 
fine on the vacation until Mrs. Schmiederer got a 
painful ankle twist from which she was sufficiently 
improved to return to St. Louis via Kansas City. Par- 
ticularly to see the two year old grandson who, as we 
understand it, is chief of the Schmiederer clan. A del- 
uge on the day of the call lengthened the visit fortu- 
nately for us. Affording time for pleasant reminiscence 
about “Bill’s” start in the stationery business and how 
the business has changed through the years. 


Alex Patterson, southern manager of the All-Steel- 
Equip Company, Inc., with headquarters at Birming- 
ham, Ala., affixed his signature to the Guest Book on 
August 23. Bringing with him his son-in-law, J. W. 
Goodhue, Jr., connected with the Ohio Chemical Com- 
pany and stationed at New Orleans. All-Steel-Equip 
business flourishing. The South getting its portion. 
Fine outlook for the fall stationery business in Dixie. 
An offside subject introduced, the comparative merits 
of turnip, dandelion and beet greens. Opinion on side 
meat and hoe cake unanimous. A diet with which we 
were familiar in our youth because of the three things 
which commended it. It was nutritious. It was delec- 
table. And it was cheap. “And nowadays,” says Alex 
Patterson, “it’s at a premium.” 

Upon return to Birmingham, Mr. Patterson was to 
set out for his first vacation in several years. By motor 
to Miami. Then to Cuba by airline for several days 
in Havana. Back to Miami by air, thence along the 
concrete slabs to Birmingham and the job. 

C. L. Kaufman from Kansas City, Mo., signed the 
Guest Book August 26. Carl, as the trade has known 
him for many years, travels the Middle West for the 
Parrot Speed Fastener. He reported that business was 
lively. He was particularly enthusiastic about the re- 
ception accorded the company’s new models. He had 


plans worked out to move to Chicago so as to be closer 
to a larger number of his customers. 
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Charlie Lipman of New York, representative of 
George B. Graff Company, signed the Guest Book 
August 27. Always a hard worker, Charlie was on a 
trip which was to take him from New York to the 
Pacific and back to Chicago in time for the sta- 
tioners convention. In order to cover so much territory 
in a few weeks he became a liberal purchaser of air- 
plane transportation. He has an unusual capacity for 
getting things done. 

Noble W. Carson, with the Berger Manufacturing 
Company in Dallas, Tex., affixed his signature to the 
Guest Book August 31. While on a pleasure trip, he 
nevertheless found time to go to the Berger office in 
Chicago frequently and to renew old friendships. 
Prior to his Dallas connection Chicago was his home. 
He reports an active business in filing equipment. 

Chris Kitchler of St. Augustine, Fla., accompanied 
by his cousin, Marcelle Kush of Chicago, gave us the 
pleasure of a call on September 1. Young Chris at 
thirteen and five feet nine in stature is the son of 
A. C. Kitchler of St. Augustine, Fla. He was born in 
Honolulu, where his father and mother stopped a 
couple of years on their way back to the United States 
from New Zealand, in which country they spent a 
few years after having spent several preceding years 
in the Orient. Leaving Honolulu, they came to this 
side, spent a short time in Canada, across to Europe 
for a year or so, then returned to establish a typewriter 
business in Atlantic City. Six years there before mi- 
grating to Florida, where the firm of Abernethy & 
Kitchler is flourishing. We have long suspected the 
Kitchler forbears were of the nomadic -peoples. Young 
Chris has the notion that the delights of Florida will 
give the family deep and permanent rootage. 

Mr. Vincent E. Jackson, associated with the London 
branch of Kenrick & Jefferson, Ltd., Westbromwich, 
England, of which his father, E. B. P. Jackson, has 
long been manager, arrived on August 28 with a group 
of English and French agents of the Packard Motor 
Car Company on a special mission on this side. The 
Packard Company’s entertainment for the party 
started in New York and included Washington and 
other cities with culmination at Detroit, where in the 
week spent was included a special trip to Chicago for 
return around the Great Lakes. The night before and 
throughout the day preceding the evening sailing a 
squally northeast wind made a rough sea reminiscent 
to the visitors of the English channel. 

Mr. Jackson’s presence with the party is accounted 
for by the fact that Kenrick & Jefferson, Ltd., conduct 
the British Packard Company’s direct mail campaign. 
At the end of the Detroit program, Mr. Jackson 
separated from the party and came to Chicago in the 
interests of K&J, which will also take him to several 
other cities before his return at the end of the month. 

Incidental to his K&J work, Mr. Jackson is London 
correspondent for this journal. For several years he 
has been a keen student of modern office equipment 
and is the author of a capital work called Modern 
Office Appliances, which is now in its third edition. 


It is pleasant to have Mr. Jackson as a visitor. He 
has a fund of information about the industry on the 
other side. Not only in England, but in several coun- 
tries on the Continent in which K&J have their own 
representatives or special agents. 

We trust that Mr. Jackson will have no disappoint- 
ments on his visit, which is his first. And that he 
will return to his home with good impressions of our 
country and pleasant recollection of the acquaintances 
he has made. 
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Jack Laws of Springfield, Ill., and Cincinnati, Ohio, 
signed his name to the Guest Book September 3. Since 
representing one of the leading filing equipment 
manufacturers in middle western territory Jack has 
been selling at retail in Cincinnati and building up 
an attractive volume. His trip to Chicago was in the 
nature of a vacation. He visited at the Wis-IIl Club, 
where he met many old friends among the travelers. 
Springfield was on his itinerary. 

Se ee 
ROYAL APPOINTS FOUR NEW REPRESENTATIVES 

The Royal Typewriter Company, Inc., announces the 
following additions to its portable department. Her- 
man Arnhols has been appointed new portable field- 
man for Metropolitan New York, where his colleagues 
are Representatives Rudnick, O’Brien and Bosted. Mr. 





HERMAN ARNHOLS W. D. GERRETSON 


Arnhols has had selling and merchandising experience. 

William D. Gerretson has assumed the duties of rep- 
resentative in the Denver and Salt Lake City areas. 
He has been in the typewriter industry for many 
years and is well acquainted with the problems of the 
dealers. 

In the South L. W. Hicks will serve the dealers in the 
Atlanta, Ga., area as district manager of the portable 
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department. His extensive experience with Royal fits 
him particularly well to fulfill his duties. 

Another representative recently appointed is Wil- 
liam A. Mooers, who will cover the San Francisco area 
for Royal. Twenty-six years of experience in the type- 
writer business makes Mr. Mooers well fitted to per- 
form his new duties. 

eae ee 
BANKERS BOX ANNOUNCES IMPORTANT SURVEY 

From time to time over a period of years the ques- 
tion of how long business correspondence should be 
kept is brought up by persons in practically every type 
of business. 

Such queries have been made by large corporations, 
banks and financial houses, doctors and dentists and 
even “one-man” businesses. And, from a general re- 
view, it seemed that no two answers were alike. 

But now the Bankers Box Company, Chicago, has 
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definitely gone into the matter. With the idea of being 
helpful, not only to the general public, but particularly 
to dealers handling its products the company has just 
completed a national survey asking leaders of Ameri- 
can business to give their views on this important 
subject. These views will be polled in an effort to de- 
termine the best present-day practice. 

Referring to the plan, H. L. Fellowes, president of the 
Bankers Box Company, issued the following statement: 

“The purpose of this survey was to obtain from 
leading business houses a consensus of opinion as to 
how long various types of records should be preserved 
in the interest of good business. For several months 
the company has been circulating all types of busi- 
nesses in all sections of the country for this in- 
formation. Thousands of letters and forms have been 
circulated and a very high percentage of returns in- 
dicated a widespread interest in the matter. 

“The ultimate results of this activity should provide 
a constructive guide as to the logical term for storing 
records. The varying legal requirements of various 
states will necessarily have to be taken into account 
in the use of this information. However, officials of the 
company feel that the final tabulation will provide the 
dealer with a guide for correctly advising his customers 
of the safe procedure in the storing of inactive rec- 
ords.” 

It is expected that the information gleaned from 
the survey will be available within a short time. 





BOLENS EXPLAINS USE OF LOW FULCRUM IRONS 

From Harry W. Bolens of the Gilson-Bolens Manu- 
facturing Company, Port Washington, Wis., comes an 
interesting explanation of the use of low fulcrum rub- 
ber-equipped irons in connection with the manufac- 
ture of office chairs. Mr. Bolens points out that the 
low fulcrum irons give a chair an arc-like rocking 
motion in tilting, similar to that of a rocking chair. 
This iron, he explains, is used on office chairs in the 
higher priced brackets while a high fulcrum iron is 
used on chairs of a cheaper grade. 

The low fulcrum iron manufactured by the Gilson- 
Bolens organization has other special features includ- 
ing self-oiling, vertical adjustments and a ball bearing 
tilt. These specifications were included in the manu- 
facture of the iron after a number of tests had been 
made by the manufacturers. 

Mr. Bolens has secured more than one hundred 
patents on various devices including office chairs, pos- 
ture chairs, and rotary bases for chairs. As a result of 
these patents, the company manufactures a full line 
of irons for tilting and revolving chairs, posture chairs, 
typewriter chairs, stools, jury and messroom bases and 
students swinging chairs. This line includes irons with 
parallel arms or cross arms (4-point irons) of varying 
lengths up to twenty-two and one-half inches and 
widths of standard arm support up to eight inches for 
the heaviest upholstered arm chairs. 

According to Mr. Bolens, who has sold to a number of 
the leading chair manufacturers since 1890, his com- 
pany was the originator of the vertical adjustments 
in office chairs, embracing every type that is now on 
the market. 

Or 2 
LEMOS & COMPANY SEEK NEW LINES 

Lemos & Company, distributor of office machines 
and equipment, of Cali, Colombia, is seeking cata- 
logues, price lists and other literature of American 
manufacturers. 

The organization has an extensive territory includ- 
ing the districts of Valle, Caldas, Cauca and Narino 





48 


REPORT OF IMPORTANT EVENTS 





AND ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY 


DIVISION OF THE INDUSTRY 








MISCELLANY 





—i- 


REMINGTON RAND PROMOTES RUMBLES 
AND PRICE 
Two promotions of far-reaching importance were 
announced last month by J. H. Rand, Jr., president 
of Remington Rand, Inc., when he appointed Vice- 
president A. R. Rumbles general manager of the Sys- 
tems Division, and Vice-president C. F. Price general 
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manager of the Adding-Bookkeeping-Tabulating Divi- 
sion. 

Mr. Rand at the same time issued two statements 
concerning the promotion of the two executives. In 
connection with Mr. Rumbles he said: 

“In announcing the promotion of Mr. A. R. Rumbles, 
vice-president of the company, to a position of gen- 
eral manager of the systems division, I experience a 
very genuine satisfaction. Mr. Rumbles’ long associa- 
tion with systems products and systems selling have 
contributed in no small measure to the success which 
the division has and does enjoy. In his new capacity, 
he will direct all manufacturing, selling, engineering 
and servicing. Under his leadership I confidently pre- 
dict continued and healthy progress.”’ 

Concerning Mr. Price, President Rand said: 

“I take pleasure in announcing the promotion of 
Mr. C. F. Price, vice-president of the company, to the 
position of general manager of the new adding-book- 
keeping-tabulating machine division of Remington 
Rand, Inc. In this position he will have full charge 


of all manufacturing, selling, engineering and se*vic- 
ing. “The company, the branch managers and sales 





force are to be congratulated on the selection of Mr. 
Price whose record of achievement and progress has 
been outstanding.” 

Both men possess splendid records with their com- 
pany which date back several years. Mr. Rumbles be- 
came actively connected with the organization in 1920 
when he joined the American Kardex Company. Pre- 
vious to that date he had spent varying times with 
organizations in other fields. In 1925 he was ap- 
pointed general sales manager and when, two years 
later, Remington Rand was organized he was named 
manager of the pricing division, holding that post 
until December 1, 1931, when he was made general 
manager of the Kardex and Visible Systems Division. 

The vice-presidency which he holds came to Mr. 
Rumbles in May, 1936, when, upon the death of the 
late S. H. Pinkham, he was elected to that position 
in charge of merchandise control. For a time he 
directed the activities of the Baker-Vawter Company. 

Throughout his career Mr. Rumbles has risen from 
each position to a higher one by dint of hard work, 
perseverance and a determination to get ahead. He 
has a personality that makes and holds friends wher- 
ever he goes and today numbers among his close 
friends those with whom he worked at an obscure job 
in the mailing room of the Saginaw Courier back in 
1891,—his first job—incidentally. He is properly listed 
in the category of self-made men. 

Mr. Price likewise held a number of minor jobs while 
he strove to find his place in the business world. He 
eventually settled with Library Bureau in 1906. In 
1916 he became manager of the Buffalo branch of that 
organization and had by then already acquitted him- 
self as a salesman of merit. Eight years later he was 
appointed New York manager and when the organiza- 
tion joined Rand-Kardex he remained in the same 
capacity. When Remington Rand was formed he was 
named New York manager of the Systems Division, 
and in 1931 was made general manager of the Library 
Bureau Division of Remington Rand. That year he 
was elected a vice-president. 

In 1933 he won further recognition when he was 
made chairman of the Remington Rand general sales 
committee. With this post he assumed the task of 
directing and codrdinating the sales of all divisions 
of his company as well as supervising the advertising 
and marketing activities of the organization. 
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PATENT SUIT DISMISSED AGAINST ACME 


A patent infringement suit brought by Remington 
Rand, Inc., against the Acme Card System Company, 
Chicago, and LeRoy A. Franklin, Cincinnati manager 
of the Acme company, was dismissed last month by 
District Judge Robert R. Nevin at New York. 

In making his decision Judge Nevin held the plain- 
tiff company guilty of laches in its failure to notify 
the defendant company of its alleged infringement of 
two Remington Rand patents covering asserted im- 
provements in steel card index cabinets. 

Evidence taken before the court disclosed the fact 
that the Acme company began the manufacture and 
commercial marketing of the cabinets in question in 
July, 1921, a date prior to the granting of the Benja- 
min G. Rand patent No. 1407948. It was also asserted 
that the Acme company was not notified of the alleged 
infringement until the suit was filed in 1935. 

EE SS 
McCLURE BECOMES OFFICIAL OF BOORUM 
& PEASE 

The Boorum & Pease Company, New York, manufac- 
turers of blank books and loose leaf devices, announces 
that A. W. McClure has been appointed superintendent 
of the loose leaf division of that organization. 

Mr. McClure, who has been active in this particular 
branch of book manufacturing for the past fifteen 
years, brings to his new connection a wide and diver- 
sified knowledge of the loose leaf requirements of the 
trade. He has made a comprehensive study of produc- 
tion methods and distribution problems in the loose 
leaf field, and is thoroughly acquainted with the latest 
developments in loose leaf devices. His analytical 
knowledge of record keeping requirements, and loose 
leaf systems, with their proper application to the 
needs of various types of business, is now made avail- 
able to the trade through Boorum & Pease. Mr. Mc- 
Clure’s wide experience will undoubtedly be of prac- 
tical value to stationers in suggesting a suitable device 
or developing a special device to meet their customers’ 
most difficult problems. 

Graduating from the University of Cincinnati in 





A. W. McCLURE 


1922, Mr. McClure accepted a position with the Samuel 
C. Tatum Company, as assistant to the president. He 
later became associated with the McBee Binder Com- 
pany, and was made superintendent of that company’s 
loose leaf division. In 1929, he joined the McMillan 
Book Company, of Syracuse, N. Y., as general super- 
intendent, in which capacity, he became well known 
to stationers in all parts of the country. Mr. McClure’s 
many friends in the stationery and office supplies field 
wish him continued success in his new connection 
with one of the largest and most progressive organ- 
izations in the industry. 
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CAST RESIGNS FROM WESTERN LITHOGRAPH 

Bringing to a conclusion twenty years of association 
druing which he watched the organization grow into 
one of the most prominent in the territory, Herman H. 
Cast last month sold his holdings to President W. A. 
Vincent and resigned from the Western Lithograph 
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Company, Wichita, Kas. He was vice-president and 
general sales manager. 

Mr. Cast, who possesses twenty-seven years of ex- 
perience in the stationery and lithograph business, all 
of which was acquired in Wichita, announced that 
after a short holiday he expects to resume activities 
in the field. Whether in Wichita or elsewhere being 
for decision later. 

Herman Cast’s many friends in the trade will regret 
his absence from the place he occupied so long, but 
will have good wishes for him in whatever he under- 
takes. His address for the present will be 200 North 
Pershing, Wichita. 


ee ee 


EATON STAGES BIG RADIO POLL WITH PRIZE 
OFFER 


Containing all available details of its country-wide 
radio poll to ascertain the most popular star of the air 
with a $1000 cash prize for some lucky radio fan, a 
four-page broadside has recently been issued by the 
Eaton Paper Company, Pittsfield, Mass. 

Everything concerning the contest materially affect- 
ing the stationer and dealer is contained in the broad- 
side. The prize to the radio fan who writes the best 
letter, the radio stars whose names are listed in the 
contest, the magazines in which Eaton will advertise 
the nation-wide campaign, and a short history of the 
Eaton Paper Company are included. 

The broadside also contains details on how the 
dealer may cash in on the new set-up as well as illus- 
trations of window and counter displays created for 
the purpose of advertising the contest and radio poll 
from the dealer’s standpoint and solely for his interest. 








EXCUSE: US, PLE 


WE MISNAME SAVANNAH OFFICE EQUIPMENT 
COMPANY 


On page 83 of the July issue there appeared a brief 
item concerning the placing of a contract for ninety 
Royal typewriters with the Savannah Typewriter Com- 
pany. This news item was in error in that the organ- 
ization winning the contract from the local board of 
education was the Savannah Office Equipment Com- 
pany, of which H. L. Barnhardt is the proprietor. We 
regret this mistake. 
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CURRENT FINANCIAL STATEMENTS 

Gross sales of General Fireproofing Company for 
seven months ended with July aggregated about $6,- 
600,000 a fifty per cent advance over the same 1936 
period and considerably in excess of the similar 
months of the previous record year of 1929, George C. 
Brainard, president, said. The outlook for the com- 
pany, he added, is excellent, with backlogs larger than 
at any time in General Fireproofing’s history. While 
earnings statements are not published, it was indi- 
cated that the first half profit for 1937 was greater 
than the entire year 1936 and that earnings of more 
than $3 a share are expected on the common stock 
for the year. (Chicago Daily News, August 10, 1937.) 


. ® * 


At a special meeting held on August 23 the following 
plan of the board of directors of the Globe-Wernicke 
Co., Cincinnati, was approved and ordered placed in 
operation: To issue 6660 additional shares of no par 
common stock of the company, thereby increasing the 
outstanding no par common shares from 55,000 to 61,- 
660 no par value shares. It was proposed and approved 
to offer common shareholders of the company the 
right to subscribe to one share of no par common stock 
for each seven shares registered in the name of the 
shareholder at $15 per share and to amend the Articles 
of Incorporation to increase the authorized capital 
stock from 55,000 shares no par value common to 
100,000 shares of no par value common stock. 


* . ae 


Directors of Underwood Elliott Fisher Company last 
month declared a special dividend of 50 cents on the 
common stock and also a third-quarter dividend of $1, 
both payable September 20 to stock of record Septem- 
ber 11, according to announcement of Philip D. Wag- 
oner, president. On June 30 a dividend of $1 was paid. 


—_- — 


HORR JOINS VICTOR SALES STAFF 
Cortland B. (Cort) Horr, until recently a district 
sales manager for the Victor Safe & Equipment Com- 
pany, and one of the best-known men in the Eastern 
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field, last month joined the sales staff of the McMillan 
Book Company, Syracuse, N. Y. 

For the present Mr. Horr will be assigned to duties 
at the home office and, after September 1, will take up 
an abode in Syracuse with Mrs. Horr. 

Mr. Horr takes with him to his new job many years 
of experience in the loose leaf field and is well ac- 
quainted with the trade. 

Orrice APPLIANCES joins with his many friends in 
wishing him the best of luck in his new undertaking. 


OFFICE APPLIANCES 


WOODSTOCK ANNOUNCES STAFF CHANGES 

Following the resignation of James M. Hackney as 
salesmanager of the Woodstock Typewriter Company, 
Chicago, Ill. (reported in the August issue of OFFICE 
APPLIANCES) several new and important executive 
changes have been announced. 

The changes were announced by Richard W. Sears, 
president, of Woodstock, who will assume the control 
of all sales activities of the organization. The ap- 
pointees and their experience in the industry are as 
follows: 

Jacob Edward Thrasher, formerly assistant to Mr. 
Hackney, appointed assistant to the president. He 
possesses an enviable and far-reaching experience in 
the office machine field, having been connected with 
the Ohmer Register Company, Underwood Elliott Fisher 
Company and, in India, a representative of the Royal 
Typewriter Company. In 1932 he was appointed di- 
rector of sales in London, England, for Woodstock and 
then came to the United States to assume the job of 
assistant sales manager in the company’s home offices 
in Chicago. 

J. F. Swahlstedt, who has been assistant treasurer 
for more than twenty years, appointed treasurer. Mr. 
Swahlstedt was promoted to this position when Arnold 
J. Lethen, who was secretary-treasurer, was relieved 
of the treasurer duties to confine himself wholly to 
the position of secretary. Mr. Swahistedt has been 
connected with Woodstock since the company’s found- 
ing in 1909. 

Edwin H. Ebert, factory manager, elected a director 
of the company. Mr. Ebert’s career is one of which 
he may well be proud. Beginning as an apprentice, he 
became a tool and die maker of considerable ability. 
Later he was promoted to the experimental depart- 
ment where he won further recognition which resulted 
in his appointment in 1933 as factory manager. Mr. 
Ebert’s election to the board of directors filled the 
vacancy created by the resignation of Mr. Hackney. 

Arthur Williams will remain in the post of export 
manager, according to the new set-up of Mr. Sears. 
This is one of the most important positions in the 
executive personnel and has been successfully held by 
Mr. Williams for a considerable time. 

ee otitis 


STATIONERS GUILD TO HAVE FINE REPRESENTA- 
TION AT NSA CONVENTION 


Members of the Stationers’ Guild of America will 
participate in large numbers in the convention of 
The National Stationers Association which opens in 
Chicago on September 27. 

That fact was made certain by a statement issued 
late last month by the Guild, in which it was an- 
nounced that the organization will be host to its 
members at a dinner in the Palmer House, Chicago, 
on September 28, the second day of the NSA conclave. 
At the banquet, officers and members of the guild 
will discuss their organization’s activities for the 
coming year and will consider many new ideas of the 
members for the improvement of the organization. 

Those present will also take up the value of the 
sales manual—an educational series of sales letters 
on the forty different lines which carry the guild 
insignia. This embraces the knowledge as to how the 
merchandise is made and also sales talks on how the 
best results can be obtained. A great deal of interest 
is centered upon the sales management by officials and 
members of the guild due to the fact that over five 
hundred sales people receive these sales talks at their 
homes as they are issued from the guild office. 
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HANFF AND FRITZ LAUNCH INK BUSINESS 

J. H. Hanff and Carl B. Fritz, both of whom have 
spent considerable time in the ink manufacturing in- 
dustry and have years of experience in that business, 
have recently formed and launched the Continental 
Ink Company, 63 East Cermak road, Chicago, where 
they manufacture their Magic-Flow duplicating ink. 

Many months of experimenting passed before the 
two men opened their own organization. And it was 
not until they had perfected an ink which they were 
sure could be unconditionally guaranteed that the 
Continental Ink Company was launched. 

Mr. Hanff was formerly manager of the H. D. Roosen 
Company’s Chicago branch and altogether has been 
affiliated with the printing ink industry for more than 
twenty-five years. 

Mr. Fritz was associated with Mr. Hanff in the Chi- 
cago office of the Roosen organization and possesses a 
record of more than ten years in the business. 

—————= oe —___ 
ALWIN AIGNER TO COVER AIGNER COAST 
TERRITORY 

The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, last month announced the appoint- 
ment of Alwin C. Aigner as its representative in the 
Southwest and Pacific Coast territory. 

Mr. Aigner, a younger member of the family, has 
been working with the company for the past five years 
obtaining experience in the factory as well as the 
office. For the past two years he has been assistant 
to Elmer Krumwiede, sales manager, in Chicago and 
nearby territory. 

Officials of the company feel that Mr. Aigner’s years 
of experience in the factory and the field will be of 
benefit to dealers in the new territory. 

a 


MINNESOTA MINING PLANS NEW FACTORY 

The Minnesota Mining & Manufacturing Company 
have announced a building and improvement program 
at their Saint Paul plant consisting of a new factory 
building which when completed will contain 127,640 
additional square feet of floor space, the general con- 
struction and building equipment to cost approxi- 
mately $440,000. 

This will give the company much needed room for 
expansion at the Saint Paul plant made necessary 
through the increased volume of business in the vari- 
ous departments. 

The Minnesota Mining & Manufacturing Company, 
in addition to its fourteen branches, operate factories 
at Detroit, Akron, Ohio, and Wausau, Wisconsin. 

——— 
CITED BY FEDERAL TRADE COMMISSION 

In Docket No. 3196 of the Federal Trade Commission, 
dated August 5, 1937, Daniel A. Brennan, a Chicago 
patent attorney and inventor, and Acco Products, Inc., 
Long Island City, N. Y., are cited as “using unfair 
methods in competition in commerce,” in the opinion 
of the commission. 

Following the statements of complaint is a notice of 
a hearing of the case scheduled for September 10, 1937, 
in the offices of the Federal Trade Commission in 
Washington, D.C. A later report states, “No date has 
been set to begin hearings in this case.” 

ee 
PACKAGE COMPETITION OPENS IN N. Y. 

As this issue goes to press there opens in New York 
the 1937 All-America package competition with a list 
of entries which is expected to eclipse the totals of all 
previous similar events. The contest ends December 18. 


Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


| writer of this department recently took a trip 
to San Diego via automobile with his daughter, son- 
in-law and granddaughter. The distance from Re- 
dondo to San Diego is about 120 miles—a comfortable 
forenoon’s drive on the excellent road fronting the 
seashore. After luncheon in San Diego your reporter 
got a room in a hotel a few steps from the business 
district, while the rest of the family chartered a 
cabin. It was the intention to stay two days, and the 
reporter put in the time visiting the trade, as the 
ensuing text will show. 

The writer was in San Diego in 1922, and expected 
to see the town as it was fifteen years ago. To his 
surprise he found a big city of 180,000 people, im- 
portant industries, a lively maritime trade, and rail- 
roads and bus lines galore. The reporter was told 
that the district surrounding San Diego included Na- 
tional City, Coronado, and La Mesa, and that the total 
population of the metropolitan area numbered more 
than a quarter of a million people. We would like to 
say more in praise of San Diego, but the reasonable 
limits of this communication forbid. Perhaps on some 
future occasion we may permit ourselves a more 
extended panegyric. 


Corona Luncheon in Los Angeles.—On Tuesday, Au- 
gust 31, the Los Angeles branch of L. C. Smith & 
Corona Typewriters Inc., gave a luncheon at the Los 
Angeles Times auditorium, which is located in the new 
Times building. 

In connection with this auditorium is a beautiful 
dining room and a fully equipped kitchen for serving 
guests. 

Branch Office Manager C. J. Harris presided over 
the meeting as master of ceremonies. He very clearly 
defined the fall plans for promoting Corona portable 
typewriters in connection with the national advertis- 
ing campaign of L. C. Smith & Corona Typewriters 
Inc. 

Mr. Harris was ably assisted by W. A. Loper, repre- 
sentative of “This Week;” by Franklin S. Allen, repre- 
sentative of “The American Weekly,” and by J. M. 
Agnew, dealer contact man representing the home 
office. 

As usual the luncheon was enjoyed by the large 
number of dealers who attended, and these dealers 
were unanimous in the opinion that the promotion 
plans of the company were complete in every detail, 
and they look forward to another record-breaking 
Corona year. 

ok % oS 

Handsome Office Furniture Store.—One of the finest 
and most attractive office furniture stores in the 
Southwest is that of the Austin Safe & Desk Company, 
Ltd., 1320 Fifth avenue, San Diego, California. The 
company carries complete stocks of Art Metal Con- 
struction Company’s steel files and desks, including 
“Commercial,” “Air Line” and “Dynamique”; “Na- 
tional” desks, Sikes chairs, Herring-Hall-Marvin safes 
and burglar-proof chests, Postindex visible equipment, 

(Turn to page 68, please) 
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MEETINGS — CONVENTIONS — DINNERS 


MICHIGAN SALES RALLY DRAWS LARGE 
ATTENDANCE 


The sales rally held at Detroit August 25, sponsored 
by the Stationers Club of Michigan and the Wis-Ill 
Club, attracted an attendance of 167. Included were 
stationers and stationers’ salesmen from Detroit, Lan- 
sing, Saginaw, Ann Arbor, Owosso, Grand Rapids, Mus- 
kegon, Royal Oak and Negaunee in Michigan; also 
Toledo, Indianapolis and Columbus. The meeting was 
held in the attractive ballroom of the Tuller Hotel. 

The speakers were Charles P. Garvin, general man- 
ager, The National Stationers Association; Harold J. 
Hampton, Indianapolis Office Supply Company, gov- 
ernor of the Fifth District, and Ken L. Boyer of the 
Newell B. Newton Company, Toledo, governor-elect of 
the Fifth District. 

Clem W. Seeley of the Tisch-Hine Company, Grand 
Rapids, president of the Stationers Club of Michigan, 
called the meeting to order. He extended his welcome 
and remarked that he was facing the largest group of 
stationers he has seen except in meetings of the na- 
tional association. He called upon Harry Balch of 
Quality Park Envelope Company, chairman of the Wis- 
Ill Club committee appointed to codperate with the 
Michigan stationers, who introduced the speakers. 

First on the program was Mr. Hampton, who opened 
with the statement that no company can rise very 
much higher than the average of its industry. To im- 
prove the situation of the individual dealer and the 
industry as a whole he recommended more careful 
selection and training of young men entering the busi- 
ness. He explained that in his own organization sales- 
men are obliged to attend a sales meeting every Thurs- 
day night which lasts from six forty-five to nine 
o'clock. These meetings are well planned in advance, 
each in charge of a salesman. One by-product of the 
meetings has been to bring out sales of unusual goods 
or items listed but usually overlooked. His policy on 
new items provides that the salesman must make a 
presentable talk in a sales meeting before he can offer 
those items for sale. He plans to have three new items 
to present at each meeting. Mr. Hampton attends 
these weekly meetings except when he is absent from 
the city. 

One of the best sources of real sales information, 
according to Mr. Hampton, is the manufacturer’s sales- 
man who shows more interest in building profit for the 
dealer than in his own personal volume. He has no 
use for high pressure selling and does not fear such 
methods if used by a competitor. 


An Unusual Commission Plan 

The commission plan used by Mr. Hampton is novel. 
He related that no commission is paid on sales of one 
dollar or less. A regular commission is paid on sales of 
one to five dollars and slightly higher commissions for 
larger amounts. Since adjusting to the present plan 
he showed that the size of his average sale has doubled. 

Mr. Hampton closed by some remarks on specialty 
selling. He recited an instance where one salesman 
specializing in ribbons and carbons and another spe- 
cializing in stapling machines built up large volume in 
those lines but in doing so increased their sales in 
other lines as well. Specialty selling he called creative 
for it builds volume which no one would have without 
intensive cultivation. 

The second speaker was Mr. Boyer. Shortly after 
entering the stationery business eleven years ago he 
saw that the bread and butter items would not increase 


his business nor his profits. He wanted lines to pro- 
duce the most profit in the quickest time. He decided 
to concentrate on articles which he could control and 
would repeat. Selling such merchandise on utility and 
appearance he found profitable and worth all the ef- 
fort put into it. He told of eleven especially prepared 
portfolios used by his salesmen in making presenta- 
tions on eleven different specialty lines. The one on 
posture chairs he demonstrated, making the remark 
that he knew of no commodity which offered greater 
possibilities than posture chairs. 

Mr. Boyer recommended that all stationery salesmen 
read Dale Carnegie’s book, “How to Win Friends and 
Influence People.” He recommended that first it be 
read straight through, that it be given a second read- 
ing, at which time special passages be marked for later 
attention. The third time those special passages only 
should be read carefully. He quoted briefly from the 
book. 

Mr. Garvin spoke of meeting with stationers in Great 
Britain and on the continent and related a number of 
experiences on his recent European trip. He told of a 
visit to the tomb of William Shakespeare and won- 
dered what Shakespeare would have thought had some 
one told him that there would be so many as there are 
selling stationery in a city like Detroit, which was only 
a part of a vast forest in his day. The old quill pen of 
yesteryear is the typewriter of today; the old wood safe 
of Shakespeare’s day is the modern safe of today; the 
old box in the office is the filing cabinet of today. He 
paid tribute to Kohler and Crane for their complete 
selling jobs and the effect on the appearance and 
health of a nation. He recommended more of that 
same type of selling. He said we too often overlooked 
the importance of the things we can do, and particu- 
larly proper dramatization of the product with which 
the customer may be sold without too much attention 
to price. 

The movie was cited as a factor in improved offices. 
Furniture used in movie scenes is rented from com- 
mercial stationers. 

In his closing remarks Mr. Garvin said, “Dig into 
your job and its possibilities, develop great friendships, 
be loyal. Opportunity exists in the stationery business. 
For five hundred years stationery has marched on. It 
is going to continue to march on.” 

Al Sullivan, of Gregory, Mayer & Thom Company, 
in an aside made the statement that the stationer is 
to business what the nurse is to the surgeon. The 
nurse supplies the tools with which a delicate opera- 
tion is performed. The stationer supplies the tools 
with which business is conducted and without which 
business on its present scale could not exist. 

Among others active in arranging this successfu! 
meeting were Clem Seeley, president of the Stationers 
Club of Michigan; C. W. Leonard of Leonard & Com- 
pany, Detroit, recording secretary of the organization; 
Fred Holmes of Prompt Press, Detroit; Harry Balch, 
chairman of the Wis-Ill Club committee, and Charles 
Considine, Wis-Ill Club president. 

oun 
COOPERATION THEME BY RIBBON MEN 


A recent meeting of the Carbon and Ribbon Dealers’ 
Association of Northern California was held at the 
Elk’s Club with a one hundred per cent attendance. 
The meeting was in charge of the president, W. G. 
Huston. The theme of the day was Codperation, which 


- the speaker discussed in an interesting manner. 
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NORTHWEST STATIONERS AND TRAVELERS GOLF 
TOURNAMENT 
The annual golf tournament and frolic held jointly 
by the stationers and travelers of the Northwest and 
won by the former is past history, having taken place 
at the usual course, Southview in South St. Paul on 
Friday, August 6. 


Southview is Charley Reagan’s home course, so he 
proceeded to win the cup for the second time, to show 
the boys that the two times he lost the cup were flukes. 
Charley had an eighty, but was given a tussle by 
Busch, Peterson and Carlson, former winners of the 
tournament and the championship cup. Charley has 
but to win the cup once more in order to retain it 
permanently. 


Stan Griebel was the winner as the best dressed 
golfer on the course. Charley Grady took the honors 
for highest score with 131, counting all strokes, as well 
as the prize for driving most golf balls into the lake. 
Claude Fleet did not play this year, so Charley had 
no real competition in this latter event. 
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Tiny Roos played but nine holes and had a very 
creditable forty-two for the first nine. 

Bill Smith, Ed Hansen, Bob Davis, Karl Castle, Har- 
old Hoffman and Cliff Talty played the nineteenth 
hole and joined in the after-dinner entertainment. Ed 
Hansen and Bob Davis had a rousing putting match, 
with honors about even, though Ed claims he collected 
from Bob. 

Had the Travelers had the representation on the golf 
course the game might have been different, however, 
the absence of such sterling traveler-golfers as Ray 
Hammond, Herb Morgan, Johnny Parsons, Karl Castle, 
Dick Gingland, Dick Connel and that sterling repre- 
sentative from Scotland, MacDougall, all good golfers, 
the score might have been vastly different. 

Harry Short, Jimmy Smith, Ralph Maneval and 
Billy Allen also were on the absent list. 

Bill Smith says that he will take up golf next year 
and then the stationers will have to look to their 
laurels, especially if Bill brings along his old side kick, 
Joe Hildreth. 

Roy Clarke handled the tournament assisted by the 





SOME OF THOSE AT THE NORTHWEST STATIONERS AND TRAVELERS TOURNAMENT 


1. C. A. Peterson, John Doherty, Karl Kiesel, 0. J. Bertelson. 

2. Al. Boxrud, George Munier, Joe Bush, K. E. Chase. 

3. Stan Griebel, Al. Sunderberg, Fred Johnson, George Vinton. 

4. Al. Shopnitz. 

5. A. J. Nordstrom, George Charlie 
O'Grady. 

. Bob Roberts, Fred Schaefer, 8S. Van Griebel. 

. Art Ingleston and Roy Clarke with the cup won by the dealers 
despite the stationers’ hard-fought battle. 


Siedel, Doug (Tiny) Roos, 


ID 


8. Ed. Cooper, Charlie Regan, George Lazier. 

9. Bob Davis, Karl Castle, Art Grayston, Mr. 
Smith, Cliff. Talty, Ed. Hansen. 

10. Bob Davis. 

11. Barrett Mitchell, Gene Mitchell, Bob Valleau, Ed. Gurney. 

12. Sterley Jerue, Floyd Kongsvik, Henry Huette. 

13. Claude Fleet, Cliff Talty. 

14. Bill Troost, W. S. Fitzgerald, Einer Carlson, Walter Margulis. 


Farnsworth, Bill 
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club pro, Art Ingleston, in his usual proficient manner. 
A nice dinner was served after the matches, followed 
by oratory, and the entertainment of various kinds and 
description. 
—_——— = 2 -—_—_ 
REMINGTON RAND HONORS “ACE” AND “QUOTA” 
CLUB MEMBERS 


Members of the “Ace” and “Quota” Clubs, two organ- 
izations composed of outstanding salesmen and man- 
agers respectively of the adding-accounting machine 
division of Remington Rand, Inc., were guests of the 
home office from August 16 to 19. 

On the first day of the meeting, the guests assem- 
bled at Utica, N. Y., and were conducted on an inspec- 
tion tour of the Ilion plant of the company. There 
they were initiated into the mysteries and intricate 
workings of the manufacturing and assembling de- 
partments, and spent a thoroughly enjoyable day with 
officials of the executive offices and the plant. 

On the second day, the party made a tour of the 
Elmira plants and then journeyed to Buffalo for a 
two-day stay. These two days were equally divided 
into business meetings and entertainment features ar- 
ranged for the visitors by the Remington Rand offi- 
cials. The sales meetings were interspersed with golf 
and trips to points of interest which the delegates to 
the four-day convention thoroughly enjoyed. 

The visit to the home offices and plant came to an 
end on the fourth day when the salesmen and sales 
managers were guests at a splendid banquet held at 
the Buffalo Athletic Club at which officials of the com- 
pany gave brief congratulatory addresses. 

Members of the “Ace” club are: 

J. E. McKerracher, Chicago; F. J. Ahern, New York; 
F. J. Smith, New York; C. A. Wagoner, Philadelphia; 
G. Z. Bledsoe, Washington; M. Bloch, New York; J. S. 
Harper, Washington; C. E. Wilson, Los Angeles; J. J. 
McDonough, Boston; E. A. Flanders, Boston; G. S. Rob- 
erts, Chicago; D. C. Harrison, Norfolk; W. H. M. Stover, 
Washington; T. W. Symonds, Pittsburgh; W. H. Bu- 
chanan, Newark; T. A. Goad, Roanoke; J. P. Wilson, 
New York; W. K. Dau, Philadelphia; W. M. Higgin- 
botham, Akron. 

Members of the “Quota” club are: 

E. J. Simonton, Richmond; W. A. Dierksen, Colum- 
bus; A. R. Qualkinbush, Indianapolis; P. Becker, Cleve- 
land; J. A. Hoeffler, Houston; W. L. Lee, Oklahoma 
City; E. P. Bettendorf, Minneapolis; D. H. Barron, 
Washington; C. A. Thompson, Chicago; J. B. Kirven, 
Dallas; R. P. Cole, Sacramento; H. W. Jones, Balti- 
more; H. D. Stewart, Providence; E. C. Lingafelter, San 
Francisco; H. C. Skerry, San Francisco; R. L. Bulger, 

hiladelphia; G. A. Kinnard, Knoxville; W. F. Phillips, 
Boston. 

a 
BIRMINGHAM STATIONERS ELECT OFFICERS 


The Birmingham (Ala.) Stationers and Office Equip- 
ment Dealers Association has elected Mrs. Mae God- 
win, of Godwin Stationery Company, president of the 
local association, and Mr. William Monroe, of Roberts 
& Sons, secretary. 

The association is especially interested in furthering 
the movement for a fair trade act in the state of Ala- 
bama. This will be the chief aim of the association 
during the coming year. 

Separate meetings are held in Birmingham for the 
stationers and the office furniture and steel equipment 
dealers. Each of these groups meets twice a month, 
there being a meeting of one of the groups each week. 
—GHW 
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ON THE OPPOSITE PAGE—GOLFERS WHO PARTICIPATED IN 
THE CHICAGO STATIONERS ANNUAL TOURNAMENT AT 
NORTHBROOK, AUGUST 22, 1937. 


1. Herbert Walsh, Southworth Co., and W. J. Dalton, Bankers Box 
Co., and Noesting Pin Ticket Co. 

2. Tom Valleau, Geo. E. Fox & Co.; Guy Latimer, Eberhard Faber 
Pencil Co.; Parle Cooley, Bates Mfg. Co., and Bill Durchslag, 
Stevens, Maloney & Co. 

. Lee Smith, Frederick Post Co., and J. Lyng, Horders, Inc. 

. Phil Sol, Reliable Staty. Co., and Rudy Janovsky, Wilson-Jones 


dew 


Co. 

5. F. F. Funk, guest; Jack Hruby, Marshall-Jackson Co.; Richard 
Rick, guest, and Homer Weber, Richard Best Pencil Co. 

6. Jack Lenehan, Wilson-Jones Co., and Roy Edgren, Corry-James- 


town Mfg. Co. 
7. Ernie Talmadge and A. Kutok, Chandlers, Inc.; William Schu- 
ster, National Blank Book Co., and John Anderson, Chandlers, 


Inc. 
8. Walter Lennartson with the camera and John Gilbert recording 


the names of the golfers for Office Appliances. 
9. F. Rainey and B. Kania, Horders, Inc., and L. Lewis and Jerry 


Isador, Crown Office Supply Co. 

10. Bill Weber's story seems to have made the camera jump: Left 
to right: W. G. Pankonin, H. J. Eberle, W. F. Weber, all of 
Ace Fastener Co., and E. Sokolec, Reliable Staty. Co. 

ll. O. T. Stahl, Dr. Scat Chemical Co.; J. 8S. Domanski, Horders, 
Inc.; C. G. Walters, Scott Radio Co., and K. E. Wallace, 


Pritchard Staty. Co. 

12. W. M. Small, Johnson Chair Co.; J. 
Illinois: R. B. Seavert, Johnson Chair Co., 
Geyers-Topics. 

13. Ben Powell, A. W. Faber, Inc., lifting ball out of cup after 
making a hole in one. 

14. Harry Calvin, Wilson-Jones Co.; Ben Powell, A. W. Faber, Inc. 

15. H. A. Sturdevant, Ace Fastener Co. 

16. H. M. Peterson, Tom White, Marsh Palm, all of Horders, Inc. 

Harry Balch, Quality Park Envelope Co.; Bill Boyd, Acco Prod- 

ucts, Inc., and Ollie Stevens, Stevens, Maloney & Co. 


18. Fred Cook, Just & Son. 

19. B. L. Beeler, Hub Office Supply Co.; Al Kennedy, Horders, Inc., 
and Charles Consodine, Wallace Pencil Co. 

20. Standing, Harry Mueller and Arnold Hedman. Stooping, Homer 
Schulenberg, Eddie Shapiro and A. J. Krelle, all of Horders, Inc. 

21. Tom MacCorkindale, Just & Son, chairman of Outing Commit- 
tee; Dick Gingland, Esterbrook Steel Pen Mfg. Co., and Tom 
Crane, T. W. Airways. 

22. M. E. Wolf, Utility Supply Co.; O. U. Olsen, Wilsos-Jones Co.; 
Clark Roland, Marshall-Jackson Co., and M. C, Morris, guest. 

23. Bill Tynan, S. S. Stafford, Inc.; W. J. Saunders, Hub Office Sup- 
ply Co.; Sam Sopoci, Reliable Staty. Co., and Charles Jones, 
C. L. Barkley Co. 

24. Joe Pardi, Jr., American Seal & Stamp Co., Ralph Patterson 
and Roy Sundell, guests, and Joe Pardi, Sr., American Seal & 


Stamp Co. 

25. J. W. Fitzpatrick, Peerless Key-Imperial Mfg. Co. 

26. G. Kuhfuss, Horders, Inc.;: W. C. Lipner, Kohinoor Pencil Co.: 
Harry Short, Columbian Art Works Co., and Oakville Co., and 
S. W. MacDonald, Commercial Staty. Co. 


=i Po ——— 


HOLE-IN-ONE ARTIST DISCOVERED AT CHICAGO 
STATIONERS’ GOLF OUTING 

Nothing abnormal was apparent at the tenth annual 
eolf tournament of the Chicago Stationers and Sta- 
tionery Manufacturers held Sunday, August 22 at the 
Northbrook Golf Club, until late in the morning. Then 
the peaceful atmosphere was shattered by a whoop of 
joy from the usually sedate young man named B. J. 
Powell of A. W. Faber, Inc. The reason for the “whoop” 
was a bonafide, attested, genuine hole-in-one shot by 
the said Mr. Powell. It is rumored that he is now 
challenging the best golfers in the country to do better 
than he did on that short seventeenth hole. 

Eighty-two players, including several guests, regis- 
tered for golf. When the dust of competition had 
settled it was discovered that there were eighty-one 
prizes to be awarded. Information is not available as 
to which of the earnest and aspiring golfers did not 
receive a prize. 

The low gross for the day was an eighty-two, scored 
by Jerry R. Isador of the Crown Office Supply Com- 
pany. Mr. Isador was presented with the cup em- 
blematic of first place in the day’s scoring. 

All of the other prizes were wrapped in boxes of 
Similar size and shape so that no prize winner knew 
just what he was getting until after he had opened the 
package. Jack Lenehan of the Wilson-Jones Company 
was in charge of distribution of the awards. 

Instead of following the old custom of blind bogey, 
each player’s ticket had an extra stub with a number 
on it which was deposited at the first tee. These stubs 
were all placed in a box and drawn one by one in the 
presence of the assembled golfers. 

Many players went out for an extra nine or eighteen 


E. Millizen, University of 
and Tom Scheer, 
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holes of golf and the others whiled away their time 
by playing soft ball, bridge and other card games. 


Prizes were donated by the following manufacturers 


Ace Fastener Corporation 
Ace Stamp Works 

Acme Lane Company 
Acco Products, Inc 

G. J. Aigner & Company 
Allen Paper Company 


Automatic Pencil Sharpener Com- 


pany 

Autopoint Company 

Bankers Box Company 

C. L. Barkley & Company 

Bates Manufacturing Comrany 

Richard Best Pencil Company 

Binney & Smith Company 

Carter's Ink Company 

Corry-Jamestown Manufacturing 
Corporation 

Z. and W. M. Crane 

Joseph Dixon Crucible Company 

Eagle Pencil Company 

Eaton Paper Corporation 

C. E. Ellingsworth 

Esterbrook Stee! Pen Manufactur 
ing Company 


Kohinoor Pencil Company 

Kwikstik Company 

Frank Mashek & Company 

Minnesota Mining & Manufactur 
ing Company 

National Blank Book Company 

National Vulcanized Fiber Com 
pany 

Oxford Filing Supply Company 

Parker Pen Company 

Peerless Key-Imperial Manufactur 
ing Company 

Quality Park Pencil Company 

Reyburn Manufacturing Company 

L. L. Rogers Company 

Sanford Manufacturing Company 

Sengbusch Sel!-Closing Inkstand 
Company 

W. A. Sheaffer Pen Company 

Harry Short 

Southworth Company 

S. S. Stafford, Inc 

Stein Bros. Manufacturing Ccm 
pany 


Vail Manufacturing Company 

A. W. Faber, Inc Wahl Company 

Eberhard Faber Pencil Company Wallace Pencil Company 

George E. Fox & Company L. E. Waterman Pen Company 
The Globe-Wernicke Co F. S. Webster Company 

Heyer Corporation White & Wyckoff Manufactur.ng 
Chas. M. Higgins & Company Company 

Imperial Methods Company Wilson-Jones Company 


The day was acclaimed a decided success and expres- 
sions of appreciation were many for Tom MacCorkin- 
dale of Just & Son who has given so generously of 
his time in making the arrangements for the annual 
golf outings, which now have a ten-year record of 
success. 

——_<« 
SMITH-CORONA ANNOUNCE FALL PROMOTIONAL 
CAMPAIGN 

During the latter part of August and early Septem- 
ber L. C. Smith & Corona Typewriters Inc., held a 
series of meetings covering all parts of the country 
at which were announced to dealers in their respective 
areas the promotional campaign on the Corona type- 
writer for fall and Christmas business. A meeting was 
held at the Palmer House, Chicago, on August 27, with 
Vice-president J. J. McCormick and A. H. Foxcroft, 
Chicago manager, in charge. This meeting was similar 
to those held elsewhere. Dealers were invited from all 
parts of the territory in the jurisdiction of the Chicago 
branch which includes a large part of Northern Illinois 
and some of Northern Indiana. 

After the serving of a delightful lunch Mr. Foxcroft 
outlined the program. He preceded it with a brief his- 
tory of the Corona which was developed in 1904, mar- 
keted as the Standard folding typewriter in 1909 and 
changed to Corona in 1912. Slides showed the first 
four-bank machine and other models up to the Junior, 
Standard, Sterling and Silent, which constitute what 
are known as the 1937 speed models. The animal key- 


board for children, the color keyboard for teaching 








APPLIANCES 


OFFICI 


touch writing and the new music keyboard were shown. 
Charts were shown portraying Corona’s record through 
a period of years and the remarkable rate of increase 
during the last two years. 

The company’s fall promotional campaign as out- 
lined provided principally for space in national maga- 
zines and newspapers on a larger scale than ever be- 
fore. The national magazines to be used have a total 
per issue circulation of more than 19,000,000 copies 
The list includes home, parent, teacher and juvenile 
magazines. Representatives of several of the news- 
papers and magazines were introduced and gave brief 
statements as to how the Corona advertising in their 
publications would help the dealers sell. 

Mr. McCormick followed up the other speakers by 
summing up Corona possibilities this fall and the plans 
of the company which would mean more sales and 
more profits to all who participated in the sales pro- 
gram. 

As he left, each dealer was given a booklet or a port- 
folio showing some of the elaborate advertising to ap- 
pear during the next few months and advertisements 
for dealers, mats of which would be furnished free 
upon application. 

—-> 
GENERAL FIREPROOFING OFFICIALS GUESTS 
OF AGENT 

When James and Weaver, Inc., Youngstown district 
agents for the General Fireproofing Company, also of 
Youngstown, were hosts to forty Mahoning Valley busi- 
ness men and several out-of-town guests at Southern 
Hills Country Club Thursday, August 5, a golf driver 
so long it had to be used standing on a small bench, 
and a putter with only a six-inch handle were used in 
contests, much to the delight of the contenders. 

Hal Brainard, head of the Cleveland branch of the 
General Fireproofing Company, won the prize for the 
longest drive with the longest driver. W. H. Foster, 
chairman of the board of The General Fireproofing 
Company, put his drive closest to the “pin” for a prize 
on Number 3. R. E. Cox, of the Ohio Public Service 
Company, Warren, O., won the prize for the longest 
putt with the shortest putter. 

Frank Barton, Youngstown city finance director, 
put his drive closest the “pin” on the eighteenth hole. 
Paul Klein, of the Mahoning Valley Steel Company, 
Niles, Ohio, threw an indoor ball the farthest. H. H. 
Jackson, of The Diebold Safe and Lock Company, Can- 
ton, Ohio, had a low gross of 84, while Samuel Isaly, 
of Isaly Dairy Company, had a 68, for low net. 

Speakers at a banquet which followed included Fred 
James and C. R. Weaver, of James & Weaver; George 
Brainard, president of The General Fireproofing Com- 
pany, and Mr. Foster, chairman of the board.—AK 


SMITH-CORONA IN CHICAGO.—Only one of 

many meetings held by the L. C. Smith & 

Corona Typewriters, Inc.. was the event 

staged in the Palmer House, Chicago, on 

August 27. Vice-president J. J. McCormick 

and Chicago Branch Manager A. H. Foxcroft 
presided. 
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THOSE WHO ATTENDED THE DAVID 

KAHN, INC., CONVENTION.—(L. to R.:) 

A. B. Drate, W. A. Mayers, Sydney Kauf- 

man, H. W. Yager, L. T. Goldberg. David 

Kahn, president of the company; O. H. Davi- 

son, Samuel Kahn, F. B. Leedom, Julius M. 
Kahn and Frank E. Casey. 


SMITH-CORONA PRESENTS SALES PLANS AT 
INDIANAPOLIS MEETING 

Dealers and salesmen of Indianapolis for the L. C. 
Smith & Corona Typewriters Inc., attended a luncheon 
Friday, August 27, at The Columbia club. A represen- 
tative from the factory, G. Bucholz, and manager of 
the Indianapolis branch, S. G. Garvey, were the guest 
speakers. Progress of the portable typewriter was out- 
lined and merchandising plans for the coming season 
were presented by Mr. Garvey. He mentioned various 
steps in the development of the portable machine; its 
growth from a small beginning to its present major 
proportions. 

Mr. Garvey gave, in outline, the sales plans of the 
company for the benefit of its dealers and reported a 
great increase in sales the past year. 

“It is due,” he said, “to the increased advertising 
appropriation the company has made available plus 
a product that has met the approval of typists every- 
where. With an even larger advertising program and 
more improvements on the machine we will not only 
justify an added expenditure but exceed our expecta- 
tions in sales.” 

Various phases of advertising were discussed. The 
newspapers and magazines will carry the first of a 
series of larger advertisements previous to the opening 
of school, or the September issues. An increased num- 
ber of portable typewriters is bought each year by stu- 
dents and each year a greater number is used for edu- 
cational purposes which creates a seasonal demand. 
—EC 
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CHICAGO OFFICE APPLIANCE MANAGERS 
AT BRIAR HILL 

The August meeting of the Office Appliance Man- 
agers Association of Chicago was in the form of a golf 
outing held at Briar Hill Country Club where Harry 
Shiffette of Marchant Calculating Machine Company, 
chairman of the golf committee, was the host. Among 
the guests was a former member of the club, Dwight 
Cooke, sales agent for the Marchant in Washington, 
D. C. Mr. Cooke had been at the company’s home 
offices and plant in Oakland and stopped long enough 
on his return to participate in the outing. 

It was decided to have the final outing in September 
instead of August as previously arranged. The pres- 
ident’s cup will be awarded at that time. E. L. Cape- 
hart, of International Business Machines Corporation, 
is president of the organization. The annual meeting 
will be held along with the outing, at which officers 
will be selected for the ensuing year. The date of the 
September meeting is the tenth, at which time this 
report will be printing. 





KAHN INTRODUCES NEW PEN AT CONVENTION 

An interesting sales convention was held recently at 
the factory of David Kahn, Inc., North Bergen, N. J., 
with the entire sales staff in attendance for the pur- 
pose of being introduced to the company’s new Wear- 
ever De Luxe fountain pen. 

At the same time the salesman were informed of 
all details of a proposed advertising campaign for 
the new item. The sales representatives from the 
South, New England, and the Middle West joined with 
men from the Pacific Coast welcoming the new prod- 
uct and the drive on its behalf. 

The morning session was devoted to a technical 
description of the new product while the afternoon was 
given over to the sales presentation. Representatives 
of a number of national consumer magazines were 
present and motion pictures were shown to outline the 
purpose and scope of the sales and advertising pro- 
gram. 

I 
NORTHWEST BUSINESS SHOW WILL FEATURE 
TYPEWRITING SPEED CONTEST 

One of the special features of the Northwest Busi- 
ness Show, to be held in Minneapolis from October 6 
to 9, will be a typewriting speed contest for profes- 
sional, business and amateur typists, according to H. H. 
Cory, business manager of the event. 

The show is to be staged in the Minneapolis Munici- 
pal auditorium and, according to officials in charge of 
the exposition, its success is already indicated by the 
large number of requests for display space. Still an- 
other assurance of a record attendance is the fact that 
100,000 free admission tickets have been distributed by 
exhibitors to business firms throughout the Northwest 
and southern Canada. 

The committee sponsoring the show is made up of 
a large number of office equipment men in the Twin 
Cities and is supplemented by a general committee of 
business men including George E. Leach, the mayor of 
Minneapolis. In the group of office equipment men 
who made up the committee are Edward M. Hansen, 
(chairman) Miller-Davis Company, and regional gov- 
ernor of the seventh district; L. P. Burlingham, Miller- 
Davis Company; C. B. Valleau, Globe Office Furniture 
Company; W. V. Pierce, Midland Paper & Stationery 
Company; L. H. Wittgraf, Typewriter Clearing Asso- 
ciation; Francis E. Olney, The Elliott Addressing Sys- 
tem; S. S. Baker, Underwood Elliott Fisher Company; 
A. W. Anderson, Monroe Calculators, Inc.; F. R. Win- 
ship, Marchant Calculating Machine Company; 8S. L. 
Griebel, Yawman and Erbe Manufacturing Company, 
president of the Northwest Travelers Club, and F. W. 
Fogg, Royal Typewriter Company. 

The typewriting speed contest will be held on the 
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evening of October 6. There will be cups and prizes 
for the winners in the three events and for the run- 
ners-up. The only restrictions will be that contestants 
may compete only on the makes of typewriters being 
exhibited at the show. Contestants, however, will be 
furnished typewriters if they desire. 

More than 300 business men of Minneapolis and St. 
Paul attended a pre-exhibition luncheon held Septem- 
ber 8 at the Curtis hotel in Minneapolis. Mr. Cory 
presided at the gathering at which final plans and 
preparations were discussed by those present. 


—- — 


MILWAUKEE TYPEWRITER DEALERS PICNIC 

The Milwaukee Typewriter & Office Machine Dealers 
Association held its first annual family picnic at 
Hygeia Spring Park, near Milwaukee, on Saturday, 





MILWAUKEE TYPEWRITER DEALERS PICNIC.—(Upper) 
Officers of the organization and members of the committee: 


Left to right, E. J. Anderson, W. B. Teeter, E. W. Doepke, 

Ray Kuehnl, J. 0. Waedekin, E. H. Jones and T. J. Terwelp. 

(Lower) Members of the twenty-five year group: Standing, 

J. W. Spinney, I. Mercurio, Fred Jonathas, . E. Jacobs. 

Seated, J. O. Waedekin, William Gardien, Charles Krueger. 
John Rebholz and Richard Roesch. 


August 21. Approximately 200 were in attendance and 
a splendid time was enjoyed by every one present. 

Games and contests were played by young and old 
and refreshments were served with the compliments of 
the association. The highlight of the day was the 
baseball game between the Salesmen and the Service- 
men, the score being 24 to 0 in favor of the latter nine. 
Out of town visitors included George Aultman, Under- 
wood Elliott Fisher Company, Marquette, Mich., and 
G. C. Bray, L. C. Smith & Corona Typewriters Inc., 
Racine, Wis. 

The committee handling the picnic included Presi- 
dent E. W. Doepke, Vice-President W. B. Teeter, Secre- 
tary E. J. Anderson, J. O. Waedekin, R. Kuehnl, E. H 
Jones and T. J. Terwelp. 

Present also was a group of typewriter men with 
more than twenty-five years’ experience in Milwaukee. 
They were J. W. Spinney, I. Mercurio, Fred Jonathas, 
W. E. Jacobs; Lower Row, J. O. Waedekin, Wm. Gar- 
dien, Chas. Krueger, John Rebholz, and Richard 
Roesch. 
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CANADIAN NATIONAL EXPOSITION GETS 
UNDER WAY 


With a record attendance of 210,000 for the first two 
days of the event, the Canadian National Exhibition, 
sponsored by the Canadian Business Equipment Manu- 
facturers Association, opened at Toronto on August 27. 
A speed typing contest was a special feature 

Visitors from every section of Canada and the United 
States journeyed to Toronto to attend the show and to 
view the splendid array of exhibitors’ booths set up in 
much the same style as last year. These displays were 
varied and contained a wealth of new equipment, office 
machines and devices. 

Among those whose products were on display 
throughout the entire life of the exposition were the 
following: 

Addressograph, Multigraph of Canada Ltd., Dicta- 
phone Sales Corporation Ltd., Ditto of Canada Ltd., 
Dominion Envelopes Ltd., Ediphone Company, Ltd., 
Friden Calculators, D. Gestetner (Canada) Ltd., Grand 
& Toy Ltd., International Business Machines Company 
Ltd., National Cash Register Company Ltd., Monroe 
Calculating Machine Company, Royal Typewriters 
Agency, Seeley Systems Corporation Ltd., L. C. Smith 
& Corona Typewriters of Canada Ltd., Underwood 
Elliott Fisher Ltd., National Stationers Ltd., F. F. Bar- 
ber Machinery Company. 

Each of the display booths was a riot of color and 
each strove to show its array of merchandise in the 
best possible setting. There were typewriters and every 
other type of office machine; filing cabinets and equip- 
ment, staplers, duplicating supplies, inter-office com- 
municating systems and practically every type of com- 
mercial stationery and allied products. 

According to officials of the Canadian Business 
Equipment Manufacturers Association, it is expected 
that when the final figures of attendance are tabu- 
lated the show this year will set a new high. 

——— 
CHICAGO SALES MEETING ACCLAIMED BIG 
SUCCESS 


A sales meeting and dinner attended by 265 station- 
ers, stationers’ salesmen, and manufacturers’ represen- 
tatives of the Chicago metropolitan area was held 
Thursday evening, August 26, at the Hotel Sherman, 
Chicago, under the sponsorship of the Wis-Ill Club and 
the Illinois Stationers Association. In the nature of an 
informal gathering for the purpose of promoting closer 
coéperation among the dealers and as a source of 
inspiration and ideas on selling methods, it was ac- 
claimed a complete success. 

The featured speakers were Charles P. Garvin, gen- 
eral manager, The National Stationers Association, and 
Harold J. Hampton, Indianapolis Office Supply Co., 
Indianapolis, Ind., who is vice-president and chairman, 
Distributors Division, National Stationers Association. 

The meeting which was similar to one held the pre- 
ceding night in Detroit under the sponsorship of the 
Stationers Club of Michigan and the Wis-Ill Club, was 
attended by the same speakers. Get-togethers of this 
nature are part of an educational program being con- 
ducted for the benefit of stationers and their salesmen 
to bring to light successful sales methods, with an em- 
phasis upon better profits. This meeting was also a 
repetition of the fine sales gathering held in Chicago 
last year. 

Seated at the speakers’ table beside Mr. Garvin and 
Mr. Hampton were Charles Consodine of the Wallace 
Pencil Company, president of the Wis-Ill Club, who 
served as chairman of the meeting; A. J. Barbaro of 
Aetna Stationers, Inc., president of the Illinois Sta- 
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WOULD YOU BUY A PROPELLER 
BECAUSE IT IS CHEAP? 
No sane person would risk an experimental substitute 
for that vital part of an airship which modern science 
has so carefully developed. It must be exactly right in 
all its parts. Likewise, a high standard of dependability 
has been insistently maintained in all Mimeograph prog- 
ress. If lower price-ranges could be made with safety, we 
would make them. We have the facilities—and the know- 
how. As inventors and developers of the stencil duplicating 
process, wherein all functions must work in balanced har- 
mony, we know the risks of substitutions. Also we own a 
keen determination to serve Mimeograph users to their best 
advantage. Their interests are ours. We are anxious always to 
have this world’s standard duplicator turn out a truly superior 
product—and that at low cost. And it does its best work, sim- 
ply, easily, without delay or annoyance, when it is supplied with its 
own proper equipment. For latest information write A. B. Dick Com- 


pany, Chicago, or see classified telephone directory for local address. 


























Up to our necks 
in Ink Research 
for forty-one yrs. 
so you could stay 
out of it for ae, 
permanent Carbon 
Papers 
* 
Ribbons 
* 
Inks, etc. 
P ont 
pk Spee 
MANIFOLD SUPPLIES COMPANY 
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tioners Association; and Fred Tracht of the University 
of Chicago Book Store, governor-elect of the 6th Dis- 
trict, National Stationers Association. 

Good Fellowship Evident 

The dinner preceding the program, in the attractive 
Old Town Room of the Hotel Sherman, was surcharged 
with the spirit of fellowship—especially during the 
group singing to the accompaniment of the talented 
pianists Bill Schuster, of the National Blank Book 
Company, and Charlie Garvin, who was quite the “old 
maestro” at the ivories. 

Mr. Consodine opened the meeting with remarks and 
introductions. He expressed appreciation to the Chi- 
cago association for making the meeting possible, and 
said that the three words “Yesterday, Today, and To- 
morrow” characterized the status of those attending. 
He referred to the stationers of years of experience 
who were willing to share with the younger salesmen 
the ideas they have tested and found to be successful. 
Many stationers were present with their entire sales 
personnel. Mr. Consodine stressed the importance of 
proper education of the younger men in the business. 

Mr. Barbaro, called upon for a few words as presi- 
dent of the Illinois Stationers Association, cited the 
practice of members of other industries in getting to- 
gether for the exchange of ideas, and suggested the 
continuance of the practice among stationers. In be- 
half of his association, he thanked the members of the 
Wis-Ill Club and the officers of the N.S.A. for their co- 
operation in connection with the meeting and other 
efforts toward industry improvements. 

Others introduced included Fred Tracht, governor- 
elect 6th District, N.S.A.; William H. Schmiederer of 
Buxton & Skinner Printing & Stationery Company, St. 
Louis, who is vice-president and chairman, Manufac- 
turing Stationers Division, N.S.A.; the officers of the 
Wis-Ill Club, and Ben Powell of A. W. Faber Company, 
announced as the “only living hole-in-one member of 
the club.” 

Addressing his remarks to the “average sized dealer, 
interested in the average sized order,’”’ Mr. Hampton 
struck the keynote of his outstanding sales talk when 
he said, “A lot of our trouble in the industry is due to 
stationers who do not use their discounts to train their 
salesmen to do the best possible selling job.” 

Mr. Hampton presented the same subject he had 
covered in the Detroit meeting, reported elsewhere in 
this issue. Additional time allowed, however, per- 
mitted him to expand some points. Besides referring 
to the weekly sales meeting successfully held by his 
own company, he discussed problems concerned with 
selling the individual account. 

Opposing the plan of dividing a town among the 
salesmen by divisions, he declared his firm had ob- 
tained best results without territories and by rotating 
the accounts the different salesmen are unable to sell. 
“We should take advantage of the characteristics of 
the men on our sales force,” said Mr. Hampton. “Our 
men trade accounts of their own accord, rotating an 
average of about 25 a week. Now we sell firms we 
couldn’t sell before.” 


A Good Sales System Wins 
Pointing out the need of a good sales system and its 
value, Mr. Hampton said, “A man properly trained, 
with the proper incentives, and with a good system 
has it all over other salesmen. My boys have a visible 
record system with 80 items, and a record of what the 
purchasing agents are using.” This system combined 
with analyzing each customer and using diplomacy 

helps sell the complete line, he declared. 
Friendly competition, through sales contests, was 


SEPTEMBER, 193 61 











The amazing new 
Siper sped L C SMITH vin ® 


_ with the longest list of Office by office, word gets around that the Super-speed LC SMITH 


worthwhile features ever of- is faster, easier, more complete then ever. For instance, we left 
ered by any new typewriter: one on trial with a concern which had never before used L C 
Micro Touch Selector + Improved SMITHS... and a week later, here’s what the operator said to 
Keyset Tabulator + Instantaneous 

Stop Clearance * One-hand Variable our salesman: 

Line Spacer + Finger-fit Keyboard + pe . : 

Right and left Shift Release + Extra- "I hope you haven’t come to take the machine away. I have always used 
wide Paper Table + Improved Paper machines other than L C Smith, but never in my ten years of office work 
Gauge + Optional Bail or Fingers 

- New Ribbon Spool Covers. have I liked a typewriter as well as this one!”’ 


Plus the time-tested L C Smith features: i - 
Smith Floating Shift - Ball-bearing Phone us for demonstration. Ask us to show you how the “Super- 


Type- . © rc re le Pl ” ° 
ype-bers « Interchangeable Platens speed” saves effort, time, and money. 
* Half-Spacing. 


Ask for complete demonstration 












LETYPEWRITES'| =L.C SMITH & CORONA TYPEWRITERS INC 


DESK 9, 191 ALMOND ST., SYRACUSE, N. Y. 


THE 1938 CORONA PORTAB 


The ONLY portable with 
Floating Shift—and the fin- 
est, fastest machine we Ve 
ever made. Buy one for 
home use. Pay as you -_ 
it —as little as $1.00 a wees 
All dealers. 

















IT’S NEW! 
IT’S NEWS! 


AT LAST... 


a platen that stencil oil 
can’t swell!... 






THE PLATEN THAT 4 
RESISTS OIL 


(MPERVOLL' & 


PERFECT FOR 
SS ermen CUTTING 


IMPERVIOUS TO OIL 







. Swelling of platens on typewriters used for stencil 
cutting has always been a costly nuisance. Up to the 
present, all attempts to whip this annoying problem 
have been without success. But scientific perseverance 
has finally won out and another triumph is marked 
up for one of the oldest platen manufacturers in the 
industry. In the remarkable new “IMPERVOIL,” 
American Writing Machine Co. provides a platen that 
definitely ends oil swelling platen troubles. 

But eliminating platen swelling is only half the job. 
AWMCO has gone all the way. “IMPERVOIL” Sets in- 
clude the feed rolls also. A typewriter equipped with 

n “IMPERVOIL” Set—platen and feed rolls—is ab- 
solutely immune to the delay, inconvenience and ex- 
pense of oil swelling. 

And of course it is just as effective 
typing. 


DEALERS! 
LETTERMEN! 
PURCHASING AGENTS! 


You who are so familiar with the effects of stencil 
oil on platens will welcome this real, oil proof “IM- 
PERVOIL.” You've been wanting it, needing it. 
“IMPERVOIL” is the biggest news in platens today. 
You'll want to know all about it. The coupon below 
will give you all the facts about the greatest platen 


improvement in many years. 


for general 


office 


Mail this coupon today! 








AMERICAN WRITING MACHINE CO. 
11S Worth St 
New York, N. Y 
Tell me all about your new IMPERVOIL Sets, what they will accom- 
plish for me and how much they cost. In sending this coupon, it is 
understood that | am under no obligation. 
Name 
Title 
Firm 


Street 


City and State 
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among other points covered by Mr. Hampton in his 
forcefully delivered talk, brimful of sales boosting 
ideas. These include new customer contests about 
every three months, and a minimum sales quota on an 
“item a day,”—some selected line. 

Mr. Garvin, likewise covering the subject of his De- 
troit address, declared, “There isn’t any way you can 
cut down the great distance between age and expe- 
rience as fast as by having the young fellows go over 
the road with the old-timers and knowing the ruts as 
they know them.” Mr. Garvin dwelt upon the value 
of these meetings. 

In referring to his recent attendance at the Berlin 
meeting of the International Chamber of Commerce, 
Mr. Garvin indicated that some of the nations advo- 
cated licensing companies and salesmen in business. 
He conjectured that unless we conduct business in 
America on a profitable basis, the time will come when 
our government will tell us how to conduct our busi- 
ness. 

Mr. Garvin interspersed his serious thoughts with 
deft touches of humor that rounded out the meeting 
in the most appealing manner. 

Russell Carpenter of Sanford Ink Company was co- 
chairman of the committee on arrangements for the 
meeting, representing the Wis-IIl Club, with President 
A. J. Barbaro of the Illinois Stationers Association. 


a o- 
MORE THAN 3,000 ENJOY SHAW-WALKER 
EMPLOYE PICNIC 

A crowd of more than 3000 Shaw-Walker employes 
and their families enjoyed the annual family outing 
of The Shaw-Walker Company at Pioneer Park on 
Lake Michigan, August 14. 

Featured at the picnic was a big basket dinner, 
music, sports and contests for all age groups. 

During the dinner hour, music was supplied by Bud 
Warner’s Playboy orchestra with a concert of specialty 
numbers. Games and contests during the afternoon 
were followed by a pleasing group of entertainers 
Prizes, ranging from pocket Knives to household 
articles were awarded to winners of the contests. 

In spite of the huge crowd, no casualties marred the 
day and everybody went home after one of the most 
enjoyable picnics in Shaw-Walker history. 

Ec outine 
TEXAS SMITH-CORONA DEALERS MEET 

The new line of the L. C. Smith & Corona Type- 
writers Inc. was introduced to dealers of the Dallas 
territory at a luncheon in early September at the 
Adolphus hotel by J. F. Holt, Dallas branch manager, 
and S. C. Parker, factory representative. Mr. Holt re- 
ported sales for the past six months were up forty-four 
per cent over the same period in 1936. Dealer coopera- 
tion and merchandising plans were discussed. W. B. 
Christian, branch manager at Oklahoma City, and 
E. P. Hays, branch manager at San Antonio, were 


among the visitors——CG 
a : 


WINNIPEG GOLFERS PLAY THIRD GAME 

The third and final qualifying round for the Luckett 
and Savoy golf trophies was played by Winnipeg sta- 
tioners at the Southwood Country Club on Monday, 
August 16. 

Twenty-seven players teed off in excellent form with 
everything in their favor for a most enjoyable after- 
noon and evening. 

The winner of the flight was Hymie Bernstein with a 
low net of 72. Incidentally Mr. Bernstein is the pres- 
ent holder of the Luckett trophy and as winner of this 
flight qualifies again to play in the final for 1937. 

The honors for the day went to the following: H. 
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Doing the job at half the cost with 
Oxtovad SEMI-STEEL FILES! 


This company formerly transferred records to a storage 
room, using shelving and top-closing boxes. Now they have 
over 1,000 Oxford Semi-Steel files right in the office. Trans- 
ferred records are handled faster, more easily, and at less cost. 
These files give the service and appearance of steel transfer 
cases at half the cost! 

60 pounds of records pack each file—they are stacked 10 
high. Every file operates on steel rollers—standard equipment 
on all Oxford Semi-Steel files. 

\ big market waits for progressive dealers on this item. 
Users who won't take an ordinary corrugated board file will 
go for the remarkably sturdy construction of Oxford Semi- 
Steel files. 

Order some today—set up a few in your store where cus- 
tomers will see them, and put your price tag on them. Their 


remarkable value makes sales easy. 


OXFORD FILING SUPPLY CO. 


340 Morgan Avenue, Brooklyn, N. Y. 
125 South 8th Street, St. Louis, Mo. 
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SHOW THEM 
AND SELL THEM 


THE 


(Peerless 


IDEA For Merchandising 








RUBBER TYPEWRITER KEYS 


Prercess has taken the talk out of 
selling rubber typewriter keys. The Peerless idea 
is to let the keys do their own selling for you. 
And the new Peerless demonstrator has proved that 
do that—better than any idea ever 


they will 


before tried. 


This Peerless sales-help is a real sample of a Peer- 
less Key wrapped in cellophane and attached to a 
card with a sales-making message for every typist. 
Its appeal is irresistible. [t arouses the enthusiasm 
of the typists and proves the advantage of Peerless 


Keys to the employer. 


Your store clerks, your outside salesmen and your 
repairmen can hand these Peerless Key demon- 
will 


strators to their typist customers. Peerless 


show them and sell them. And you will get more 


profit. Send for a sample and full details—there’s 


lots of business waiting for you now. 


PEERLESS 
RUBBER TYPEWRITER KEYS 








MFG. CO., Ine. 
Manujacturers of the only complete line of rubber kevs sold through dealers. 
GENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 


PEERLESS KEY - IMPERIAL 


NEW YORK: 321 Broadway CHICAGO: 19 So. Wells Street 
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Bernstein, low net; H. Gregory, second low net; Jim 
Irvine, low gross; C. Nicholson, second low gross; W. 
Borlase, low hidden hole, and Al Duncan, guest prize. 

The companies which donated prizes for the game 
were Clark Bros. & Company, Ltd., Toronto Type 
Foundry Company, Ltd., Peerless Ribbon & Carbon 
Company of Man., Ltd., The Willson Stationery Com- 
pany, Ltd., Grain Exchange Stationery Company, and 
Eagle Pencil Company. 

The final game will be played this month on a date 
to be set later. 


ee 
ILL. BOOKSELLERS PLAN TO ADOPT NEW 
RESOLUTIONS 

For the purpose of bettering their organization as 
a whole, members of the Illinois Booksellers & Sta- 
tioners Association created a set of new resolutions 
at a meeting held August 22 at Peoria, Ill. 

The actual work of writing the resolutions was 
given to a committee composed of Glen McFarland, 
president of the association; A. J. Markelz, Dan Han- 
son, W. E. Jacquin and Maynard Westring. The reso- 
lutions follow: 

1. This committee recommends to this meeting that 
we, the Illinois Booksellers & Stationers Association, 
definitely approve the Illinois Fair Trades Practice 
Act. 

2. That this association is in favor of cooperating 
with the Chicago stationers group towards this end. 

3. That Mr. Fred Tracht call a joint meeting of 
both groups to be held during The National Stationers 
Association convention next month. 

4. That the Illinois Booksellers & Stationers Asso- 
ciation set up territorial groups, to be determined by 
the officers, for the purpose of selling the [Illinois 
Booksellers and Stationers Association to the dealers. 

5. It is recommended that the officers call special 
meetings from time to time as it may be necessary to 
present important information to the dealers of the 
State of Illinois. 

6. We as a group favor the recognition and pur- 
chase of standard brand merchandise of manufac- 
turers instead of private brands. 

According to Leslie Dunlap, secretary of the or- 
ganization, thirty-five dealers attended the meeting 
which was held in the Pere Marquette hotel. 


_ =" 


IBM HOLDS NEW YORK SALES MEETING 

Marking the opening of a world headquarters con- 
test among the organization’s salesmen throughout the 
world which will continue to the end of the year, a 
sales and headquarters staff meeting was held in New 
York recently by the International Business Machines 
Corporation. 

Throughout the meeting, a spirit of optimism pre- 
vailed as to the immediate future of the office machine 
industry. Stressing this point and quoting a prediction, 
their president Thomas J. Watson, vice-president and 
General Manager Frederick W. Nichol told delegates to 
the meeting that “changing social conditions and the 
increasing value of time have now created the greatest 
demand for business machines that the world has ever 


known.” 
ee 


NEW YORK STATIONERS GOLF STANDING 
With the tournament more than half completed, the 
standing of members of the New York Stationers Golf 
Association at the end of the ninth game was as fol- 
lows: 
Class A. A. Ficks, 18; D. Davies, 17.1624; J. 
14; R. Weissenborn, 13; G. Fairchild, 7.664; 


Kahn, 
L. Mc- 
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Sheaffer’s 
Dry-Proof Desk Sets 


@®The 1937 Dry-Proof Desk Set 
line just announced is the most complete and attractive 
ever offered pen retailers. With it you can enjoy in- 
creased profits because: 


1 The price range starts at $5 COMPLETE WITH PEN. 


There are over 100 models for you and your cus- 
tomers to choose from—sets for EVERY purse and 
taste. 


3 Only Sheaffer can give you the DRY-PROOF socket— 
a half-turn locks the pen at night, assuring it will be 
READY-TO-WRITE the next morning. 


4. The bases are supreme values. The pens have all of 
the desk set features most desired today— features 
found complete in no other pens. 


c The most beautiful, serviceable, BEST ADVERTISED 

desk set line in America. FULL PAGES in 4 COLORS 
in “Saturday Evening Post”, “American Weekly”, “This 
Week”, “Esquire”, “College Humor”, “National Geo- 
graphic”, “Vogue”, “Town and Country”, “Life” and 
16 others. Color and black and white advertising in 
more than 250 Metropolitan aud College newspapers. 
Radio virtually every day in the week. 


The BEST line for you to SELL, the BEST values for your 
customers to BUY. Get a complete assortment of the 
NEW line NOW. Write for illustrations and specia) terms. 


SHEAFFERS 


= THIS IS A SHEAFFER YEAR | Sea 
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TRADE MARK) 


TRANSFILE 


economy ° accessibility 
durability + appearance 
make a buyers choice 
easy —and certain.... 





Demonstrations are quickly convincing. In the 3 styles and 
13 popular sizes there is a TRANSFILE for every purse and 
purpose. Dealers who sell TRANSFILES are making more TRANSFILE 


money and friends. FEATURES 





TRANSFILES are favorites of file clerks who like the efort- © STEEL DRAWER FRONT—attrac. 
tively finished in olive green 
less drawer operation of the roller bearing drawer sus- outside of bax fniched to match. 
e V R R - 
pension. TRANSFILES are favored by purchasing agents for ee eee eee inside 
th t f d ib lit | smooth. 
eir greater measure of record accessibility, longer wear, © CIEE, ENFORCED from end 
time and labor economy, attractive appearance, not to back. 
® FOLLOW BLOCK to keep records 
upright. 


mention their low cost 
® EASE OF ASSEMBLY —no screws, 


bolts or tools needed. 


TRANSFILE will help you to greater profits this Fall. Write 


®* STEEL ROLLER 
BEARING DRAWER 
SUSPENSION — the 
heavier the load the 
easier the roll 


for a sample. Test it yourself. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL ST. * NEW YORK, N. Y. 





<> © 2-WAY INTER 
LOCK simple and 


effective means of 
welding units into 
rugged batteries 





® SANITARY LEGS—slide into steel 
uprights to keep TRANSFILES off 
the floor 

































REGULAR 
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Cready, 7; W. Evans, 5; W. Hueglin, 4; K. Tiebel, 2.50; 
T. Rudel, 1; L. Tavernier, .6624. 

Class B. J. Bell, 15; E. Geehring, 13; H. Bowman, 9; 
E. MacIntyre, 9; H. Price, 8; H. Levy, 7; H. Yager, 7; 
E. Payne, 5.50; R. Ballenger, 5; W. Whittemore, 5; L. 
Massina, 3.50; H. Barnett, 3. 

The tenth game was scheduled to be played Thurs- 
day, September 9 at the Preakness Country Club, Pat- 
terson, N. J., with Julius Kahn as host. 

rte 9 
CODO HOLDS ANNUAL MEETING 

The Codo Manufacturing Corporation, Coraopolis, 
Penna., held its annual meeting August 19, at which 
time the usual quarterly dividend was declared. The 
company’s executives reported increased business. 
Mention was made at the meeting of new equipment 
installed, including a new coating machine. The latter 
is proving out satisfactorily. 

a 
AYLWIN COVERS SOUTH FOR DIXON 

Friends of Hudson (Mike) Y. Aylwin wished him the 
best of luck and “happy travelin’” in the South last 
month when he started out on his initial tour under 
the banner of the Joseph Dixon Crucible Company. He 
will cover Georgia, Florida and Alabama. 

Prior to joining Dixon Mr. Aylwin traveled a similar 
route for the Bates Manufacturing Company and, be- 
fore that, for the Sanford Manufacturing Company. 
He is well known throughout the East and the South 
and with his splendid personality should go far in his 
new connection. 

OFFICE APPLIANCES adds its congratulations and 
wishes for “happy travelin’” to those of Mr. Aylwin’s 
many friends. 
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LITTLE PHIL WHEELER 


Philip Arthur Wheeler made July 21, 1937, a famous 
date by his advent to this mundane sphere. Bringing 
joy to his parents, Mr. and Mrs. George C. Wheeler, 
his brother, George, Jr., and his sister, Ruth Joyce. 
And putting the assistant eastern manager of OFFICE 
APPLIANCES at some difficulty to get his vest buttoned 
the morning little Phil megaphoned “Hello World!” 

2 


HAIL JOHN BORDEN TUPPER, JR! 


First greeting to the world at Montclair, N. J., on 
August 29. Stepped on a nearby scale to tip the beam 
at eight pounds two ounces. Manifests the charming 
disposition of his mother. Father, John Borden Tup- 
per, whose entry into this ever changing world, 
December 24, 1911, was recorded in the columns of 
this journal. J. T. Jr. is the fifth grandchild of Frank 
E. Tupper, president, The National Business Show 
Company, who may one day be crowned with laurel 
as champion grandfather of Montclair. 

Ms outtine 
WILLIAM HUBERT ADAMS 


In the town of Murphy, N. C., on Friday, August 13, 
there arrived a young gentleman who has been named 
William Hubert Adams, and is the grandson of W. AA. 
Johnston, head of the sales and service company in 
Knoxville, Tenn., which bears his name. The baby 
was born to Mr. and Mrs. A. Hubert Adams, Jr., and, 
according to his grandfather, may some day be a sales- 
man. 
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Again we repeat 
“WHY SELL GEMS?” 


Are you one of the many dealers who have 
to put up with the “price” competition of 
every chain store, department store, cigar 
store and novelty shop, on gem clips? 


SELL EZEON! 


The Infinitely Better Clip! 


Y 
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ZAM 


Again we repeat, “Why sell gems?”’ Push the 
ACCO EZEON over the counter. It’s a clip 
your customers will appreciate—and a clip 
that will show you a substantial profit on 
initial sales and repeat business! 


" ACCO 


PRODUCTS, INC. 


39th Avenue and 24th Street 





Long Island City, N. Y. 


CANADA: Acco Canadian Ltd., Toronto 
ENGLAND: Acco Company, Ltd., London 
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HAVE YOU COMPETITION ? 














eae WAY for you to control unfair com- 

petition is to CONTROL YOUR OWN 
LINES—Lines that are manufactured by 
the leading manufacturers of the industry 

The Quality of the merchandise being 
approved by a special committee, the pack- 
ages all DISTINCTIVE, ARTISTIC. and 
UNIFORM. 


Many thousands of dollars have been ex- 
pended in originating and developing these 
lines, and today the buying public recog- 
nizes the standard of GUILD quality at no 
additional cost. 


For 15 years a group of leading stationers 
has operated successfully on the policy 
adopted at the inception of the STA- 
TIONERS’ GUILD in 1922. 


We can now invite others to join us. 


This is a non-profit organization, set up 
to give the members of our group protec- 
tion against unfair competition on com- 
petitive lines and to overcome the destruc- 
tive practice of selling at non-profitable 
prices. 


In associating with us (without entrance 
fee or subscription) you provide yourselves 
with merchandise whose quality and re- 
sale prices are sound and staple. 


If you are the type of dealer exemplified 
by our present group we welcome your ap- 
plication for membership. For full de- 
tails address 


Stationers’ Guild of America 


1620 GIRARD TRUST CO. BLOG. 
PHILADELPHIA, PA. 


The National Stationers’ Convention at Chicago 

September 27th to 30th—will be a good place to 
meet a group of GUILD members and to talk 
things over with them also with General Manager 


Al Williams. 
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(Seen & Heard in So. Calif.—continued from page 51) 
and a full line of supplies and accessories to com- 
plete the equipment of the modern office and counting 
room. 

The store occupies 10,000 square feet of floor space, 
with a big, dry basement for the storage of extra stock. 
The premises were recently remodeled and rearranged 
to permit a more extensive display of steel office fur- 
niture. 

C. E. Hamilton is secretary-treasurer of the Austin 
Safe & Desk Company. He is “on the job” every day, 
and such is his pride in the store and its lines that 
no caller gets away without knowing more about steel 
office furniture than he knew when he entered the 
store. 

= - > 

San Diego Has Some Pioneers in Stationery.—Two 
of the oldest stationers in the Southwest in point of 
service are L. M. Arey and H. G. Jones, who consti- 
tute the Arey-Jones Company, 933 Fourth avenue, San 
Diego, California. Mr. Arey came to California in 1885 
and Mr. Jones in 1887. Both were lads in their early 
teens. 

The Arey-Jones Company was originated thirty-nine 
years ago this month, and enjoys the distinction of 
being one of the foremost stationery and office equip- 
ment houses in Southern California. 

Another stationery pioneer in San Diego is J. C. 
Packard, 1143 Seventh avenue, who has lived in that 
city fifty-four years. At the time his parents moved 
to San Diego young Packard was thirteen years of age. 
He continued his schooling for a time, but, having a 
flair for business, he opened a small candy and notion 
store. Before long this enterprising lad discovered 
that the public wanted stationery, so a small stock 
was carefully bought. At once the stationery business 
began to grow and crowd the candy and notions to 
the wall. Soon it was a case of the tail wagging the 
dog, for office equipment came to be the major and 
finally the exclusive line. 

Mr. Packard has been more than fifty years in 
business, eleven of which have been spent in his 
present location on Seventh avenue. 


* . * 


The San Diego branch store of the Stationers Cor- 
poration whose principal store in Los Angeles is 
headed by Harry Morgan is widely known among 
office equipment users in the Southwest. The branch 
is the continuation of an enterprise which came into 
being about forty years ago. Bruce Watt is the able 
manager. 

= . * 

Distinguished Typewriter Man Has Four Stores.— 
The other day at San Diego your reporter had the 
extreme pleasure of calling on an old friend—none 
other than C. E. Gleason, who, joining the American 
Writing Machine Company on the same day Henry 
Simler joined that organization, later became sales 
manager. He has now settled in San Diego, where he 
owns four typewriter and other office machinery stores 
—American Typewriter Company, 934 Eighth avenue; 
L. B. Rudrauff, 857 Seventh avenue; North Park Type- 


| writer Exchange, 3914 Thirtieth street, and the Ameri- 


can Typewriter Company, Oceanside, where in all four 
establishments he handles L. C. Smith typewriters, 
portable typewriters, Victor adding machines and a 
general line of office equipment. 

Mr. Gleason came to San Diego in 1927 and in the 
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Make money finding out... 











Write at once for details of our 


National Campaign 


to inerease your sales of 


Typewriter Ribbons 
Carbon Papers 


@ A earefally arranged mer- 
ehandising program, includ- Typing Supplies 
ing plenty of valuable dealer 

helps, which will deliver the 

eustomers inte the store and 

stimulate your business tre- 

mendously ...all worked out 

and ready for the trade. Get 

the whole story quick....this is 

a really unusual opportunity. 








MITTAG & VOLGER, Ine. 


Principal Office and Factories, Park Ridge, New Jersey 





SALES AGENCIES IN LEADING CITIES THE WORLD OVER 
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The Grost Wanufacturing Company introduces the 


moat important development in modern office lighting 





NOW! YOU HAVE A NEW SENSATIONAL STORY TO 
TELL... A SENSATIONAL OPPORTUNITY TO REAP PROFITS IN 


THE OFFICE LIGHTING FIELD! 


] 





ir 


How Greist Achieved 
The New Corrected Light 


This picture shows a cross 
section of the glass used in 
Greist Luminaires. It is Celes- 
tialite glass, made of three 
layers which filter the harm- 
ful color from the light rays— 
producing a white light ap- 
proximating daylight. The 
characters on the working 
surface retain their fullness of 
hue — sharp contrast is main- 
tained — the eye works with 
greater precision and speed— 
writing and reading is made 
more comfortable. 





Every wide-awake lamp dealer should know about Corrected 
Light — because Corrected Light is going to get him business! 
Here’s the quickest explanation: 

Ordinary light —light that is not corrected at the source — 
sends harmful colored rays to the working surfaces These rays 
irritate the eye. They cut down the sharp contrast needed to 
read easily and quickly. They cause low yisibility. #/ | 

Corrected Light, developed exclusively by fist, is virtually 
colorless light. It is smooth uf quality. ft is more properly 


Pr 
yy 
. oO 4 ‘ . : 
focused. It contains less glare. Corrected Light provides maxi- 
j , 


mum contrast and high visual aéuity. 
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FOR HIGH V.A. (VISUAL ACUITY) 


f 


Greist has big plans for you this fall. Write and 


find out! 


/ 
Find out more about the powerful selling 


appeal of Corrected Light! 


Find out about the néw Greist retail mer- 


chandising plan that@s baséd on low inventory 


and rapid turn-over—about the dealer 
helps*that will do areal job of selling 
—about the newsconsumer campaign 
we re going torun for you on the White 
Knight and Corrected Light line. 
Write today! Let us tell you how 
easily we can put you in the modern 
portable office lighting business in a 


i atl 
big way! 


GREIST MANUFACTURING CO. 


NEW HAVEN, CONN. 


WHITE KNIGHT Model 34 
The pace-setter of the White Knight line! Fin- 
ished in genuine Bronze plate or Gunmetal with 
silver-plated trimmings. It is a Corrected Light 





Retail Price $13.50 


unit of proven performance. 


WHITE KNIGHT Mode! 201 
Double Action Swinging Arm 
Retail Price $16.50 


A new addition to the White 
Knight and Corrected Ligh’ 
line. For extra-size desks anc 
drafting boards. Double action 
swinging arm moves easil: 
from the top of the column ana 
from its center. Swings within 
a 24-inch radius. 


—— 


Uypeid 


AND OTHER Jrest V, A. ILLUMINATING UNITS 


ele 


GREIST V. he app 


Double Action sion bohauiag Arm 
Retail Price $11.50 
Corrected Light unit for ste- _ 
nographers and small desks, — 
Swings within a 20-inch radius. © 
Shade of grained wood veneer 
stretched over parchment. | 

Other Corrected Light units at 
various prices. ; 


WHITE KNIGHT 
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A few of our reasons for 
95 YEARS 


of Leadership 


® Ninety-five years of sustained leadership doesn't just 
happen. Not, at least, in a highly competitive field like the 
stationery industry. Nor is it to be won by merely keeping 
abreast of the crowd it means always keeping several 
steps ahead. Only by tireless effort and constant improve 
ment can it be achieved. And right there, in a nutshell, is 


the secret of Boorum & Pease Company's success 


Starting ninety-five years ago in a modest little factory, 


Boorum & Pease has grown and developed until, today 

is the greatest organization of its kind. The intervening 
years have witnessed innumerable changes and improve 
ments in products as well as in plant. But one thing has 
NOT been changed for the simple reason that it just 


couldn't be improved 


This unchanged and unchanging factor is the policy of 
ur company—rigid adherence to the exacting and de 

servedly famous Boorum & Pease ‘‘Standard,’’ and a square 

deal for every dealer. 

The Standard Boorum & Pease Products shown here are 
ust a few of the reasons why we have led the field { 


ninety-live years 


Ad 


BOORUM & PEASE CoO. 


P. O. BOX 272, CITY HALL STATION, NEW YORK CITY 


BROOKLYN BOSTON CHICAGO ST. LOUIS 
84 Hudson Ave. 29 Otis St. 538 S. Wells St. 212-14 S. 7th St. 


STANDARD BOORUM & PEASE PRODUCTS 
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See Our Pidsplay 


2nd FIVE CENTURIES OF PROGRESS EXPOSITION 
PALMER HOUSE — CHICAGO 
SEPT. 27 to 30 











NOTEAR SHEETS—tTest-proved 16 times 


stronger. 


. FLEXIBLE HINGE RING BOOKS. 


BULLDOG TOPLOCK POST BINDERS. 
BING! SPEED BINDERS—Instant Action. 


COLUMNAR RULED BOOKS — Special 


erasing qualities. 
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decade that has passed has built up a flourishing busi- 
ness. The reporter called on him at the store first 
named above, and was greeted with a “Hello, Martin. 
I haven’t seen you since the Pittsburgh meeting of 
the National Typewriter Dealers association. But 
where’s your camera?” The reporter had to confess 
that he had left it at the hotel, but would remedy that 
deficiency on the occasion of his next visit to San 
Diego. 

Mr. Gleason’s friends in the East and elsewhere who 
may not have seen him recently will rejoice to know 
that Time has apparently forgotten him, and that he 
is still the able, keen and vigorous personality they 
knew in other years. 

= + . 

Some San Diego Brevities.—E. J. Barnett heads the 
Reliable Typewriter Exchange at 705 Broadway, han- 
dling Royal typewriters. The store carries in addition 
an interesting line of other office equipment items. 

o > . 

On the occasion of the reporter’s call at the Rem- 
ington Rand store, 941 Seventh avenue, they had just 
received an order for a music writing machine, which 
had to be ordered from the Los Angeles office. The 
San Diego store yields to none in point of attractive- 
ness. Here we met William Sandberg. 

> > - 

Another establishment of note is that which handles 
the Underwood Elliott Fisher lines of writing ma- 
chines. It is located at 1034 Eighth avenue, and is a 
credit to its sponsors. 

> > o 

The Woodstock typewriter is handled in San Diego 
by Ward’s (formerly Hall’s) Typewriter Service, 1065 
Seventh avenue. Mr. Ward bought Mr. Hall’s interest 
in 1929, and enjoys a fine business, featuring the type- 
writer named as well as other office machines. A 
thriving rental business is also carried on. 

> > > 

One of the principal commercial stationery and 
office equipment stores in San Diego is the San Diego 
Office Supply and Equipment Company, 1035 West 
Seventh street. Here practically everything imagin- 
able can be found for fitting up offices and commercial 
establishments. Convenient stock arrangement char- 
acterizes this store. 

* . * 

San Diego Typewriter Men Form Association.—Six 
months ago the San Diego typewriter dealers formed 
an association. Meetings are held on the third Wed- 
nesday of each month at which discounts, pawned 
machines and general trade matters are discussed. 
The association has already, through the cooperation 
of its members, performed useful work. 

> * * 


Pencil Man Joins Office Furniture House.—Ed. D. 
Dow, an experienced office furniture man, but asso- 
ciated recently with the American Lead Pencil Com- 
pany in the Pacific Northwest, joined the sales staff 
of the California Desk Company, 542 South Los An- 
geles street, on September 1. Mr. Dow regards office 
furniture as now an excellent field for the experi- 
enced salesman. 

. > * 

Brackett Opens Store in Santa Ana.—Harry Brack- 
ett, well known citizen and business man of Santa 
Ana, California, has opened a store in that city for 
the sale of office equipment and commercial station- 
ery. The new store is at 422 North Sycamore street. 
He extends to old friends and new a hearty invitation 
to call and inspect the new establishment. 

Mr. Brackett has been in the stationery business 





with this NEW 


All-Electric Full-Automatu 


MARCHANT 


Not only the world’s fastest, quietest 
calculator... but also the world’s most 
easily operated calculator. Unequalled 
SILENT-SPEED and continuous, non- 
stop, smoothly-flowing mechanism... 
these are but two of the Marchant's 
Twenty Points of revolutionary and ex- 
clusive superiority! Only Marchant pro- 
vides one hand keyboard control, pos- 
itive electric clearance in any carriage 
position, complete carriage capacity 
carry-over, true-figure proof dials in 
erfect alignment for all three factors! 
RCHANT...alone... gives you such 
super-performance, efficiency, economy! 


MARCHANT 


CALCULATING MACHINE COMPANY 


HOME OFFICE: OAKLAND, CALIFORNIA, U. S. A. 
Service Throughout the World 











Marchant Calculating Machine Company 
1475 Powell Street OA9-37 
Oakland, California 


Please send me further MARCHANT infor- 
mation without cost or obligation. 
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Address 
City State 
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a stand-out” 






SIX ROLLERS 
SLIDING SUSPENSION 


AUTOMATIC STOP 


‘Ohe 


SUPER- 
PRON IO 


Corrugated Board Storage File 


PAT. NO. 2,061,485 


No other corrugated board files 
offer all these sales clinching, 
customer satisfying features— 


It has an automatic stop . .. 
It has a sliding suspension 
It has 6 rollers 

It has an all steel back . . . 


WRITE FOR SAMPLE 


PRONTO FILE CORPORATION 


636 BROADWAY, NEW YORK, N. Y. 
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for thirty years, seventeen of which have been in 
Santa Ana. He was manager for the Remington Rand 
office in that city for twelve years, and for the last 
two years has been connected with the Tiernan or- 
ganization, which is widely known in the office equip- 
ment field of Southern California. 

Mr. Brackett takes a lively interest in civic affairs. 
His special concern has been the welfare of the Com- 
munity Players. He is a member of the Lions club 
and the Breakfast club, having recently appeared with 
the latter organization during initiation exercises, tak- 
ing the part of “The Spirit of Youth.” 

Formal opening of the new store occurred on Au- 
gust 14. 


2 
ROYAL HONORS DOWD 
On July 10 B. J. Dowd, factory superintendent at 
Hartford, Conn., completed thirty years’ service with 
the Royal Typewriter Company, Inc. 
Starting with the Company in 1907, as a draftsman, 


his mechanical ability was soon apparent. As a result 
of his ability and grasp of mechanical designing, he 





B. J. DOWD 


has been responsible for many of the improvements 
on the mechanism of the typewriter. Through the 
years he has won various promotions, being succes- 
sively supervisor of planning, assistant superintendent 
and now superintendent of the entire Royal factory at 
Hartford. He has held this position since 1918. 

On the occasion of his recent service anniversary, a 
very pleasant and quite elaborate celebration was held 
in his honor. He was presented with several gifts by 
Vice-president Cook. They included a gold belt buckle 
and belt and gold tie and collar pins. Mr. Cook also 
arranged for beautiful flowers, symbol of appreciation 
and esteem. In his many years of service Mr. Dowd 
has made many warm friends in the Royal organiza- 
tion, and on this happy occasion they remembered him 
with many congratulatory telegrams and letters. Other 
well wishers were the members of the Foreman’s Club, 
many of the branch managers and the officials of 
Royal. His immediate associates in the factory made 
him a gift of garden furniture, which will make his 
leisure time more comfortable and pleasant. 


—<_- - 


NEW STATIONERY BUSINESS IN MARQUETTE 

Northern Stationers is the name of a new office sup- 
ply company located at Savings Bank building, Mar- 
quette, Mich. The proprietor is John M. Hogan, who 
for six years preceding worked in the Upper Peninsula, 
Michigan, for Guelff Printing Company. Mr. Hogan 
has secured the Shaw-Walker agency for his territory. 
He desires to receive catalogues from stationery and 
office supply manufacturers. 
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HELPS YOU TO, 
STEP UP SALE 


NATIONAL'’S ingeniously designed mer- 
chandise with distinctive new features pro- 
vides profitable sales points and protection 
for you— more satisfaction for your customers. __ 


NATIONAL helps you to cash-in . 

on these new features by supplying f 
tested sales promotion material that <=, 3 
is practical and profitable to use. c= Fe 


NATIONAL makes it a : = i » 
& easy for your sales- ii ie. , . 
people to quickly J or ™ a 
grasp,understand and na +. 
use effectively every 
powerful sales point 
and appeal that can 
be focussed on the 
consumer to 
“Step Up Sales”. 















































Certainly 


THEY’RE "BREAD AND BUTTER’ ITEMS 








but EXTRA value means 
EXTRA PROFIT 


Victor Filing Supplies have made a name for them- 
selves throughout officedom for efficiency—and for 
quality ... And because they fill every filing need so 
readily and effectively, they are also making a name 
for themselves as a leading profit line with dealers. 


The Victor line includes: efficient celluloid Angle Tab 
(visible name) Guides and Folders... sturdy Metal 
Tab Guides and Folders...durable Manila and Kraft 
Folders (reinforced and single tops—all standard tab 
cuts)... tough Five Score Folders and Pressboard 
Expansion Folders ...economical Plain Manila and 
Pressboard Guides and Celluloid Pressboard Guides 
—plus many other items for all types of filing sys- 
tems. Ask for samples. Compare! The Victor Safe 
& Equipment Co., Inc., North Tonawanda, N. Y. 


VICTOR 
GUIDES and FOLDERS 





. quality- 


: Victor Military Line of Victor Safes .. 
...simple,eficientdirectory Steel Filing Cabinets. Insu- built models for every 


Rand In-and-Out Indicator 


for offices, hospitals, etc. lated and Non-Insulated. type of protection. 
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4 
Victor Stencils and Inks ...a Mak-ur-own Index Tabs. All- 
complete quality line for all Transparent ...Seven Colors. 
kinds of “‘stencilizing”’. 





Victor Visible Record Equip- Victor Aluminum Desk Guards 
ment ...Compact... Efficient .. , = hose against worn 
.-- Durable. desk edges. 





Rand Desk .Systematizer ... 


Rand Redi-Recipes for the kit- ’ 
Every desk is a logical pros- 


chen...a colorful gift idea. 





Victor Check, Sales Slip and Victor Steel Portable File... 
Letter Sorters for swifter post- the convenient, compact per- 
ing and filing. sonal file. 





visible Victor Treasure Chest... one 
hour fire protection for pri- 
vate valuables. 


Victor Recordex ... 
index organizer in low-cost 
folder form. 





Victor Tube Index Panel... 
instant references on any small 
listings. 


Victor Unit Letter File ... 
office efficiency for personal 
records. 

Visit the Victor Display—Five Centuries of Progress 
Exposition—Palmer House, Chicago, Sept. 27-30th. 
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W. L. SMITH 

Wilbert Lewis Smith, one of the pioneers in the 
typewriter industry and Chairman of the Board of 
L. C. Smith & Corona Typewriters Inc., died at his 
home in Syracuse, Saturday evening, August 28, 1937. 

Mr. Smith was one of the four brothers who founded 
the L. C. Smith & Bros. Typewriter Company in 1903. 
He had been an industrial and civic leader in Syracuse 
during his business career. 

Mr. Smith was born February 29, 1852, at Torrington, 
Conn. Soon after his birth his parents moved to Lisle, 








THE LATE W. L, SMITH 


Broome County, New York. His father was Lewis 
Stevens Smith, his mother Eliza Ann Hurlbut Smith. 
His father was in the tanning and lumber business 
at Lisle. Mr. Smith received his education in the public 
schools and the State Normal school at Cortland. 

Mr. Smith’s elder brother, Lyman C. Smith, in 1876 
was manufacturing the L. C. Smith shotgun in Syra- 
cuse, the firm being known as Smith and Baker. To 
this enterprise Wilbert L. Smith came from Lisle to be 
factory manager. The business was successful and the 
L. C. Smith gun became widely known. 

Employed in the gun works was a young mechanic 
named Alexander T. Brown whose genius gave a num- 
ber of inventions to the country. The Remington type- 
writer had recently been placed on the market and 
Mr. Brown began to study the new invention. He went 
to Mr. Wilbert L. Smith with some ideas he had for a 
typewriter radically different from the Remington. It 
was to be a double keyboard machine which eliminated 
carriage shifting for capital letters and numerals. Mr. 
Smith was so impressed with Mr. Brown’s idea that he 
financed the first handmade model. Upon its comple- 
tion he induced his brother, Lyman C. Smith, to go into 
the typewriter manufacturing business. This type- 
writer was called the Smith Premier and the first one 
after the handmade model was manufactured in 1887 
in the Smith gun factory which was then located in 
South Clinton street, Syracuse. 

Three years later two other brothers, Monroe C. 
Smith and Hurlbut W. Smith, joined the two elder 
brothers in a new company known as the Smith 
Premier Typewriter Company. In 1893 that company 
became a part of the Union Typewriter Company 
which was a merger of the Smith Premier, Remington, 
Caligraph and Densmore. Mr. Smith was for years an 
officer of the Smith Premier Company and was in sole 
charge of production. After the merger he was a direc- 
tor of the Union Typewriter Company for which he 
built the Monarch typewriter plant in Syracuse. In 
1903 the four Smith brothers withdrew from the Union 





The TREND Is 


"€EN=TR=KOTED 
CARBON PAPER! 


Here's the big profit-making combi- 
nation for you! Cen-Tr-Koted Carbon 
Paper plus the perfected Cen-Tr-Koted 
Backing Sheet assure an unequaled 
standard of results! 


ONLY CEN-TR-KOTED 
gives this kind of carbon-paper perfor- 
mance! That’s why it is winning and 
keeping more and more thousands of 
friends! That’s why Cen-Tr-Koted is 
such an increasingly valuable business 
asset to you! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward grealer profits. 
Write for our dealer proposition 
booklet. 








GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 
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Advertising 
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Air Mail, Branch 
Office and Foreign 
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Typewriter Company and organized L. C. Smith & 
Bros. Typewriter Company of which Lyman C. Smith 
was president, Wilbert L. Smith vice-president, Monroe 
C. Smith secretary and Hurlbut W. Smith treasurer. 

In 1924 when L. C. Smith & Bros. Typewriters Inc., 
took over the business and operations of L. C. Smith 
& Bros. Typewriter Company, Mr. Smith retired from 
active participation in the business but remained as 
chairman of the board. In 1926 a merger took place 
between L. C. Smith & Bros. Typewriters, Inc., and the 
Corona Typewriter Company, the new corporation be- 
ing named L. C. Smith & Corona Typewriters, Inc. Mr. 
Smith was chairman of the board until his death. 

Mr. Smith had many other business interests besides 
the typewriter industry. He was a director of the 
Crucible Steel Company of America, vice-president of 
the Great Lakes Steamship Company, one of the or- 
ganizers and later chairman of the board of directors 
of the Syracuse Trust Company. He was also one of 
the founders of the Smith-Lee Company, Inc., of 
Oneida, N. Y., manufacturers of milk bottle caps. Dur- 
ing the World War he served on a committee of seven 
connected with the typewriter industry. 

Mr. Smith was a member of St. Paul’s Episcopal 
church, Century Club, Citizens Club, Onondaga Golf 
and Country Club and the Pontiac Fish and Game 
Club. 

Surviving are his widow, the former Louise L. Hunt, 
a native of Syracuse; two sons, Elwyn L. Smith, assist- 
ant to the president of L. C. Smith & Corona Type- 
writers Inc.; Wilbert A. Smith, sales manager, supplies 
division, L. C. Smith & Corona Typewriters Inc.; a 
brother, Hurlbut W. Smith, president of L. C. Smith & 
Corona Typewriters Inc.; a sister, Mrs. Frederick W. 
Smith, seven grandchildren and a number of nieces 
and nephews. The funeral was held at the family resi- 
dence in Syracuse, Tuesday, August 31, with interment 
in the family mausoleum in Oakwood cemetery. 


+; + +- 
W. M. WHARFIELD 

Wilfred M. Wharfield, assistant treasurer and a di- 
rector of the United States Envelope Company, died 
August 17 at the Rangeley Lakes hotel, Me., where he 
was spending a vacation. He was seventy-four years 
of age. 

With Mr. Wharfield when the end came were his 
widow and a daughter, Mrs. Ethel Hutchinson, who 
had accompanied him to the resort for a vacation stay. 

Born at Dalton, Mass., Mr. Wharfield received his 
early education in that town. Later his family moved 
to Holyoke and he entered the employ of a local bank 
after finishing high school. That connection lasted 
only a short time and Mr. Wharfield then went to the 
Powers Paper Company. In 1887 he entered the ac- 
counting department of the Morgan Envelope Com- 
pany and in 1901 was made assistant treasurer of the 
United States Envelope Company, a position he held at 
the time of his death. In 1930 he was elected a director 
of the organization. 

Besides his widow and daughter Mr. Wharfield is 
survived by a son, Ernest Chester, of Denver, Colo., a 
brother, W. L. Wharfield, and a granddaughter, Pene- 
lope Hutchinson, of Concord. 

- - + 
W. H. GUNLOCKE 

William H. Gunlocke, treasurer and managing direc- 
tor of the W. H. Gunlocke Chair Company, died August 
22 at his Wayland, N. Y., home two hours after he was 
stricken with a heart attack. He was sixty-five years 
of age. 

According to members of the family Mr. Gunlocke 
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7,800,000 Readers---------- 7,800,000 Prospects 





The Fountain Pen and 
Mechanical Peneil That 
These ‘People and Millions 
More Will Want to Buy! 


And they’re getting them! Already the big WEAREVER De 
Luxe advertising campaign has started—in the *Saturday Evening 
Post, in Collier’s, in Life, in Esquire, in hundreds of dealers’ 
stores. A total of 7,800,000 people read these outstanding national 
magazines! Already they’re asking for the new WEAREVER 
De Luxe Fountain Pen and the WEAREVER “Personal” Pencil 
everywhere. 


If you haven't sent for your WEAREVER De Luxe supply, NOW 
is the time to do it. We predict that new fountain pen sales 
records are in the making and that WEAREVER De Luxe will 
make them. 

HERE’S WHY: 
1.—Special 14 Carat SOLID 3.—Instant Flow—Vacuum cap 


GOLD Point. Iridium tip. keeps pen point “air sealed.”” No 
drying out. Ink flows as soon as 


pen touches paper. 

: 1.—Leak Proof. No inky fingers 
2.—Large Ink Capacity. Not an 4, clothing. Special ink feed 
oversize pen but exceeds the eliminates leaky, sweaty pen 


Patented reinforced guard. Three 


points—fine, medium, broad. 


capacity of most pens of its size. point. 


5.—Gorgeous Inlay Effect, Colors; 
Assorted, dozen packing, or any 


combination you wish. 


You can’t beat these features at anywhere near the price. You can’t beat 
the WEAREVER program for making your fountain pen sales this Fall 
the best you’ve ever had. Send for the story while it’s new—TODAY 
and make your trial order a big one, for you'll need a large supply. 


DAVID KAHN, INC., North Bergen, N. J. 
MANUFACTURERS OF “PLONEER” AND “WEAREVER” 
Since 1896.. The World’s Finest, Popular Priced Writing Instruments 


SEE OUR EXHIBIT AT THE NATIONAL STATIONERS’ 
CONVENTION, CHICAGO 
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HOTCHKISS 


The World's Pioneer in 


STAPLING EQuipMENT 


Announces 


Its LATEST Moopets— The Colorful Three” 


Smart Modern Designs, Appealing Colors 


UNCONDITIONAL GUARANTEES 
What the Public has been Waiting For 



































TRUE BLUE CLIPPER RED HEAD 
The New Hand Pliers of Sim- The Modern Smart Desk Ma- 
plified Mechanism, Finished in chine in Gay Vermillion and 
Navy Blue. Stippled Black. 
ee Hews ‘ 
ARISTOCRAT = coRONET\5 7/STAPLES 
“World's Most Beautiful 


The Use of These Patented 


Stapling Machine,"’ Housing 

of Catalin Plastic, in lvory and eae” Staples Unconditionally 

Royal Blue, and in Jade Green Guarantees These New 
and Lustrous Black. 


Staplers. 











HOTCHKISS OF NORWALK is the oldest and largest maker of a 


complete line of stapling machines solid direct trom manufacturer to dealer. 


HOTCHKISS SALES CO. 


NORWALK, CONN. 
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had been in ill health for a considerable time but after 
spending several months in Florida returned so im- 
proved that he was able to be at his factory office 
every day. His sudden passing was a severe shock to 
relatives and friends who had hoped for a permanent 
return to good health. 

Born in Binghamton, September 6, 1872, the son of 
Philip and Mary Flynn Gunlocke, Mr. Gunlocke was 
educated there and engaged in the furniture manufac- 
turing business at an early age. He later moved to 
Brooklyn. 

With four associates, Charles Scales, John Plail, Ed- 
win Ecker and John Stahle, Mr. Gunlocke moved to 
Wayland in 1902 and founded the company which he 
headed at the time of his death. The firm started with 
less than three dozen employes and at the present time 
maintains a payroll for 300. 

Mr. Gunlocke, who for some years was also head of 
the Cortland Cabinet Company, is survived by one son, 
Howard; one brother of Tacoma, Wash., and a sister, 
Miss Susie Gunlocke, of Vestal. His wife, Anna Boland 
Gunlocke, died in 1930. He was a member of the Way- 
land Rotary Club and was held in affectionate esteem 
by hundreds of friends in his city. 
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M. H. OLSEN 

Mack H. Olsen, well known sales representative of 
the L. E. Waterman Company since December, 1920, 
died suddenly on July 4, at Dallas, Texas. 

Mr. Olsen, who maintained a home in Stoughton, 
Wis., went to that city with his parents in 1886. He 
attended the Stoughton high school and later entered 
the United States Naval Academy at Annapolis, by 
reason of highest standing in competitive examination. 
A short time later he tendered his resignation from 
the navy to enter the business field. 

For a number of years, Mr. Olsen was in the real 
estate and insurance business in Des Moines, Iowa. 
When the war broke out, he was placed in charge of 
the American Y. M. C. A., with headquarters in Lon- 
don, England. After the armistice was signed, he was 
sent to Copenhagen, Denmark, in the service of the 
American Red Cross. 

Joining the sales force of the L. E. Waterman Com- 
pany, Mr. Olsen traveled in Central America, Mexico 
and the West Indies until four years ago when he 
changed to a domestic territory because of poor health, 
and was assigned to a district including Louisiana, 
Mississippi and Texas. 

Mr. Olsen is survived by a widow, a mother and 
three brothers. 
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G. FLOYD PERKINS 

G. Floyd Perkins, proprietor of a business machine 
and office equipment organization at 1028 Alakea 
street, Honolulu, T. H., died August 10 at the Queen’s 
hospital, Honolulu, following a heart attack. 

According to the brief dispatch Mr. Perkins was 
fifty-five years of age and resided at 1536 Liholiho 
street. He is survived by his widow residing in San 
Francisco, Calif. 
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F. H. LAIRD 
Frank H. Laird, owner of the Laird Office Equip- 
ment Company, Charleston, W. Va., died August 13 
in a hospital of that city following an operation. He 
was sixty-four years of age, and had been ill for only 
two weeks. 
Funeral services were held the following day from 
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An advertisement from 
the Saturday Evening Post 





DIFFERENT LINES OF BUSINESS 


Among the 12,000 Cardvertiser users there 
are undoubtedly a hundred or more in your 
own business successfully using Postal- 
gram advertising. Stores, churches, organ- 
izations of all Finds, find Postalgrams a 
boon because they enable them to advertise 
ata heretofore unheard of low cost. Postal- 
grams are penny postal cards which you 
print and address yourself. The Elliott 
Cardvertiser reproduces your message on 
one side and addresses the other, using 
advertising and address stencils you make 
yourself, or buy from us. Read the enthusi- 
astic experiences of POSTALGRAM users. 
Attach coupon to your business letterhead 


§ 5 5 for 60-page booklet. 
F.O.B 





BOTH PRINTS AND 
ADDRESSES CARDS 
900nGbe86060866066R Sees eee eeeeeeeeeeeeee 
ELLIOTT ADDRESSING MACHINE CO. e-26-37 
143 Albany Street, Cambridge, Mass. 
DC Send me your booklet about Cardvertising. 
C1) Give me a demonstration of the Cordvertiser. 
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GENCO 


STENCIL DUPLICATOR 





Make a list of the features a rotary duplicator 
t You will 


ought have to meet your market. 
find it checks point by point with the features 
of the GENCO Stencil Duplicator—and you will 
be surprised to find these high priced features 
on a duplicator selling for $44.00. 


ns Printing Range adjust 
jesign. 1/2 lb. ink at one ment-lowering or raising 


inking f position 
2. Insid 1echanical k P 
: ; , s>olijte te re 
distril leak proof Absolute accurate reg 
tration. Positive par 
3. Printing surface 8 stop 
inches by 14 inches 
4. ed 2,000 copies per 7. Feed board takes 100 
} ND sheet at ne time 


Carefully and completely machined to close 
tolerances, the GENCO with its minimum serv 
icing is just the machine for dealers. That's 
why so many of them are concentrating on 


Get the whole story today. 


DUPLICATOR CORP. 
Long Island City, N. Y. 


GENERAL 
22-14 40th Ave. 





An innovation 
ver the entire working surface 
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omplete with light and d 
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the home of a brother-in-law, Dr. John William Moore, 
7 Veasey street, with interment following at Lexing- 
ton, Va. 

Mr. Laird had operated his business for sixteen years 
and was a native of Lexington where he received his 
education. Before going into business for himself he 
traveled for the Southern Manufacturing Company, 
Richmond, Va. 

Mr. Laird is survived by his widow and a brother. 
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E. P. SPARKS 

Edgar P. Sparks, one of the veteran employes of the 
L. E. Waterman Company, died Monday, July 5, at his 
home in Oakland, California. He had been ill for a 
considerable time and had not been on active service 
since January, 1936. 

Mr. Sparks entered the employ of the L. E. Water- 
man Company in September, 1898, and worked in the 
repair and service department in New York City. He 
later became head of this department and about 1908, 
was transferred to San Francisco to establish a service 
department there. A short time later he was promoted 
to the managership of the San Francisco branch and 
later was placed in charge of all sales of the Pacific 
Coast division of the company. He occupied this posi- 
tion until stricken with a severe heart attack eighteen 
months ago. 

Mr. Sparks is survived by his widow, a son and a 


daughter. 
+ i + 


JOHN SCHWARZ 

John Schwarz, owner of the Dallas Typewriter & 
Supply Company, Dallas, Tex., and one of the veterans 
of the industry, died August 12. He had been in busi- 
ness in the Texas city for the past thirty years. 

According to A. W. Kartous, of the Dallas office of 
the Ames Supply Company, Chicago, Mr. Schwarz 
spent many years in the employ of the Blick Company. 
Later he joined the American Writing Machine Com- 
pany, being sent to Texas as its representative there. 

Funeral services were held August 14 at the Weiland 
Funeral Church followed by interment at the Hillcrest 
Memorial Park. 
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CHARLES BROWN 

Charles Brown, fifty-six years old, owner of the 
Western Ink Supply Company business in the Wash- 
ington building, Seattle, died late in August in the 
Seattle General Hospital from heart trouble. This ink 
supply man, well known to the office supply trade in 
the upper West Coast, was born in Belfast, Ireland, 
and came to Seattle from Canada a quarter-century 
ago. Surviving are two daughters, and two brothers, 
all of Seattle. Two sisters, Mrs. James Lowther and 
Mrs. James Houston, remained in Belfast, Ireland, also 
survive him.—CML 

+ | + 


ANNA G. H. TAYLOR 
Mrs. Anna Grace Habecker Taylor, sixty-seven, co- 
proprietor and manager of the Lehman Book and Sta- 
tionery Company, 128 East Barry street, Fort Wayne, 
Ind., died July 30. She became associated with the 
Lehman firm in 1915.—AK 
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NEW F & M BROADSIDE AVAILABLE 
A new and handsome broadside, containing illustra- 
tions of its No. 423 “Indicator” combination perpetual 
calendar and alphabetical list-finder, and twenty-four 
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A LEADER 1n VALUE": 


Base folds back easily and 
acts as handle for machine 
used as a tacker. Forces 
staples directly into paper, 
cardboard or soft wood. For 
draftsmen in place of thumb 
tacks, for posters, crepe paper, 
window dressing. etc. 


Permanent 


Or Temporary 
Fastening 


For use in 
place of pins 


The NEVA-CLOG dual anvil 
delivers a CLINCHED staple 
when the machine is in for- 
ward position. By pressing 
the body of machine back- 
ward on its base, a spread or 
pin staple is delivered. Two 
distinctly different operations 
with a quick “click” shift, 
made with slight effort. 


REE pisptays’ NEVArCLOG PRODUCTS, Inc. 


CIRCULARS 
AND BLOTTERS. 


The DEALER’S CHOICE 
for CUSTOMER SATISFACTION 


Here is your stapling machine, made 
with the care and precision you would 
use if it were YOUR OWN product. 
Proved in performance and guaran- 
teed for results. You profit from its 
sale for these reasons. 


It suits your volume market. 


2. It is a quality device — one which you 
will take pride in selling because it 
assures customer satisfaction. 


3. Repeat staple sales from this volume 
trade amount to sizable proportions. 


4. NEVA-CLOG “DEALER PROTECTION” 
policy assures you the benefit of future 
profits from your sales efforts. 


5. This machine is completely merchandised 


for you — with attractive displays, color- 

ful and instructive circulars, effective 
blotters. 

ROFITS WARRANT 

ENTRATED SALES EFFORTS 


BRIDGEPORT. CONN. 
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Blotter for D-30 Desk Stapler 


NEW DISPLAY No. D-37 





IF IT’S WORTH FILING IT'S WORTH FASTENING 


YOU CANNOT AFFORD TO MISS THE NATIONAL STATIONER’S CONVENTION AND BUSI- 
NESS EXHIBITION: CHICAGO, SEPTEMBER 27 TO 30. — WE'LL SEE YOU AT BOOTH 16. 








YOUR NEVA-CLOG MARKET AND 
ITS PROFIT POSSIBILITIES 


Generally speaking. each firm or individual in 
every field of Industrial and Commercial enterprise 
is a user or potential user of Neva-Clog Stapling 
Machines and Staples, and specifically. every office 
in the land is a prospect. 


Isn't it reasonable to presume that records, letters, 
documents, etc., that have been compiled at a 
tremendous cost should be mrotected from loss, 
mis-filing, or becoming 
attached to other irrel- 
evant material, espe- 
cially when the cost 
incidental to this pro- 
tection is so insignifi- 
cant to the user? 


We have no doubt but 
what you will answer 
“yes” to this question, 
consequently, you will agree every office should 
have a stapling machine and in most offices there 
should be one on every desk. This market (office 
use) is well taken care of by one or another of 
the several models in the Neva-Clog line. 


Here are some of the uses for Neva-Clog Stapling 
Machines in the office: 
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SALES AND ADVERTISING DEPARTMENTS 
Useful in making up “Dummy” catalogs and dis- 
play stands. 


Attaching sample swatches, literature, etc., to letters. 


Fastening or collating sales reports, route lists, and 
statistical data. 


Fastening copies of bulletins, etc. 





NEVA-CLOG USES | 






ADVERTISING 


PURCHASING perth 
SALES \ 
0 
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DEPARTMENTS 

Attaching quotations to bids. 

Attaching notices, bulletins, etc., to catalogs. 
Attaching samples to bids or quotation sheets. 


PURCHASING 


BILLING AND ORDER DEPARTMENTS 

Attaching shipping tickets to orders. 

Fastening duplicates to originals where desired 
(temporary). 

Fastening originals to bids. 

Attaching invoices, etc. 





Kitac i's ae gt a for mailing. 

Fastening quotation to bids. 

Attaching bids to letters, etc. 

FILING DEPARTMENTS 

For general filing. 

Fastening duplicate replies to letters. 

Attaching additional data to file cards. 

Where it is desirable or necessary to attach or fasten 
something permanently or temporarily. 


90°, , OTHER USES 
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Window dressing — fastening drapes, cards, mak- 
ing displays, etc. 

Fastening pairs of slippers, gloves, etc., together. 

Closing bags (coffee, tea, sugar, and miscellaneous 
merchandise). 

General filing. 

SHIPPING 

Fastening tags to bales, bags, etc. 

Sealing all forms of bags and material. 

General filing. 

Fastening receipts and shipping orders. 


MANUFACTURERS 

Assembling light baskets, boxes. 

Grade and price tagging — textiles. 

Miscellaneous assembling operations. 

Wrapping plants. 

Making corsages, wreaths, light baskets. 

Making paper flower pot covers. 

DRY CLEANERS 

Identification tags. 

Attaching delivery tags (temporary). 

Fastening shields to wire hangers. 

MUNICIPAL DEPARTMENTS 

Police — tacking up quarantine and special no 
parking signs. 

aensliee 


ran MISCELLANEOUS 

‘LING 

| Dept. | Bath houses — sealing 

\_-y a envelopes of valu- 
ie ables. 

: Making up swatches of 
38 9 leather, cloth and 
other samples. 
Sealing cellophane 
bags — doughnuts, 
salted nuts, candy. 










You are interested in more profits and greater volume on NEVA-CLOG machines. Write for our 


new merchandising plan. It will pay you. 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 


IF IT'S WORTH FILING 


IT’S WORTH FASTENING 


YOU CANNOT AFFORD TO MISS THE NATIONAL STATIONER’S CONVENTION AND BUSI- 
NESS EXHIBITION: CHICAGO, SEPTEMBER 27 TO 30. — WE'LL SEE YOU AT BOOTH 16. 
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other similar models, has recently been issued by Finch 
& McCullouch, Aurora, Ill. Dealers desiring a copy of 
the new advertising piece should write to the com- 
pany’s home offices. 

According to officials of the firm its complete line 
will be on display in booth 98 at The National Station- 
ers Association convention, Palmer House, Chicago, this 
month. W. L. McCullouch, H. E. McCullouch, G. W. 
Reinhardt and E. Grennan, will be in daily attendance 
at the booth to demonstrate the “F&M” exclusive line. 

——_—__—_0=-0—__——_ 
STOWELL APPOINTED TO I. M. C. 

Leon C. Stowell, executive vice-president of the Un- 
derwood Elliott Fisher Company, has been appointed 
an officer in the Seventh International Management 





L. C. STOWELL 


Congress which will be held in Washington, D. C., in 
September, 1938. 

Meeting under the direction of its president, Vis- 
count Leverhulme, of England, the congress is expected 
to bring together from forty countries about 2,500 
experts on management in industry, commerce, 
finance, agriculture and the home. 

While visiting here foreign delegates will be taken 
on a series of tours of factories and offices in the 
United States where they will view the up-to-date 
management methods practiced in the American office. 

Among the activities of the organization when it 
meets will be several discussions of the latest advances 
in management as applied to industry and commerce 
and the social and economic significance of these ad- 
vances. One of its purposes is to demonstrate the con- 
tributions made by commercial and industrial man- 
agement to the rise in living standards of the Amer- 
ican and other people. 

Eo . 
OBSTFELD RETURNS FROM EUROPE 

Concluding a three months business trip through 
many European countries, Sol M. Obstfeld, sales direc- 
tor of the Markwell Manufacturing Company Inc., 200 
Hudson street, New York, N. Y., returned to the United 
States on July 22 aboard the S. S. Washington. 

2 


ANNOUNCE WINNERS OF ESTERBOOK CONTEST 

Stationers throughout the country report fine results 
from the Esterbrook Pen Company’s second Gregg 
shorthand contest just ended. The object of this con- 
test was the promotion, for shorthand uses, of the 
Esterbrook fountain pen which has been officially 
adopted by the Gregg Shorthand System for use in 
all schools teaching this method. 

This year more than 12,000 teachers entered classes 
of shorthand students representing more than 35,000 
individual entries. In each case, entrants were re- 
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and the 
N. S. A. CONVENTION 
(Booth No. 71) 
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New and improved merchandise is our 
slogan at this 1937 Convention. 


Visit our booth—see the TRUSSELL 
display —- Many improvements and 
pleasant surprises await you. 


We will be pleased to show you this line 
that is rapidly growing in popularity— 
see the new items that are WIRE-O 
BOUND. 


Become acquainted with our dealers’ 
cooperative policy—-and learn why more 
and more of the leading stationers in 
America are 
featuring the 
TRUSSELL 


line. 


**still the best’’ 
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Trussell Manufacturing Co. 


Poughkeepsie New York 
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CUSTOMERS WILL COME 
INVITE THEM WITH 


IF YOU 


IKKE INKED RIBBONS 
\uiy/ CARBON PAPERS 
LINE? STENCIL INKS 


THE LINE THAT WITHSTANDS COMPARISON 


Manufactured Exclusively by 


THE MILLER-BRYANT-PIERCE COMPANY 


AURORA, ILLINOIS 


Established 1896 
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ferred to the local stationers in their territory carry- 
ing the Esterbrook fountain pen and the official Gregg 
Re-New-Point. 

Unusual interest has been shown by entrants in this 
year’s contest. As a result, it was decided that in 
addition to the three large silver cups awarded to 
the winners in the private school division, the Parochial 
school division, and the public school division, a second 
place silver cup award would be made. Winners were 
selected from classes of fifteen or more students en- 
tered by each teacher. The rating plan used was sim- 
ilar to that used for scoring similar clubs in the O.G. A. 
contests conducted by the Gregg Writer. 

All cups are awarded as the permanent property of 
the teachers entering the winning classes. In addition, 
certificates of merit were awarded outstanding papers 
submitted. 

One feature of the contest which created consider- 
able interest was the simplicity of its rules. No fees 
were required, and teachers entering their groups were 
provided with an Esterbrook Gregg shorthand fountain 
pen so that those pupils not having an Esterbrook 
might not be handicapped in meeting the requirements 
that all entries be written with an Esterbrook, the 
official Gregg point. 

Judge of the contest this year was Florence Ulrich 
of the Gregg Publishing Company, and the winners as 
announced by the Esterbrook Pen Company were: 

Private school division, first prize cup: Vivian M. 
Macaulay, Woodbury College, Los Angeles, Cal.; second 
prize cup: Mrs. J. P. Peterson, Humboldt College, Min- 
neapolis, Minn.; honorable mention: Mabel C. Morton, 
Woodbury College, Hollywood, Cal., and Urina R. 
Frandsen, Woodbury College of Los Angeles, Cal. 

Catholic school division, first prize cup: Sr. M. Eu- 
gene of Jesus, S. S. A., Saint Ann’s Academy, Marlboro, 
Mass.; second prize cup: Sr. Mary Isabel, R. S. M., 
Mercy high school, Milwaukee, Wis.; honorable men- 
tion: Sister Clare, Immaculate Conception Academy, 
Washington, D. C., and West Philadelphia Catholic 
girls’ high school, Philadelphia, Pa. 

Public school division, first prize cup: Eleanor 
Thomas, Hazel Park high school, Hazel Park, Mich.; 
second prize cup: Mary Parker and Dorothy Pointer, 
Decatur high school, Decatur, Ill.; honorable mention: 
Mrs. Rutheda Hunt Beardsley, Evanston Township 
high school, Evanston, Ill., and Dora H. Pitts, Western 
high school, Detroit, Mich. 
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REED JOINS DOUGLAS COMPANY 

F. A. Reed, who was with E. L. White & Company, 
of Fort Worth, Texas, for eight years prior to 1935, is 
now in charge of the shipping department of the 
H. Dorsey Douglas Company, Oklahoma City. Since 
leaving the employ of the White company, Mr. Reed 
has been associated with other lines, working as to- 
bacco salesman and salesman of display equipment. 

His experience with the White Company, where he 
sold furniture, systems, and filing supplies, is proving 
useful in his new position with the Douglas company, 
as his ability to fill orders directly from the stock room 
Saves putting orders through the office first—EVH 

Ot 9 


NEW BARKLEY CATALOGUE SOON READY 
FOR DISTRIBUTION 
Preparation of a new catalogue illustrating and de- 
scribing the Barkley line of filing supplies is now 
under way. C. L. Barkley & Company, 517 South Jef- 
ferson street, Chicago, expect to begin distribution of 
copies within a few weeks. 
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are only 


2 kinds 
of addressing 


machines in the 


ENTIRE WORLD 


and the Elliott is the only 
one that does not require 
costly metal address plates and 
costly metal embossing machines. 


Simply snap our $1.00 card holding clamp 
over platen of any typewriter—throw rib- 
bon to stencil position and any typist will 
make 125 complete Elliott address cards 
per hour. 

Many thousands of concerns have traded 
their metal address plates for Elliott type- 
writeable address cards and will tell you 
that it was the best investment they ever 
made. 

The $125 Elliott Addressing Machine 
shown above will print 125 addresses while 
any competing machine in its price class is 
printing only 25 addresses. 


And we make 50 other 
models from *50 to *5,000 


ELLIOTT ADDRESSING MACHINE 
COMPANY 
143 ALBANY STREET, CAMBRIDGE, MASS. 
In Canada, 640 Craig Street West, Montreal 
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As they figure 
and they write 
Many folks will 
always blunder; 
The error-chasing 
*‘“champ”’ they cite, 
Is MASTER PINK, 


the little wonder! 


A ND no wonder! For all sorts of soft erasing, 
including all types of pencil work and cleaning, 
nothing can beat this cheerful little fellow who 
is always “in the pink,” in appearance and 
performance. 

In two sizes (Nos. 2020 and 2021)—a double 
ender with rounded edges—Weldon Roberts 
Eraser MASTER PINK fits the fingers as 
easily and lightly as a pencil. It is one of a 
number of Weldon Roberts Erasers for all 
purposes that you should feature NOW as 
leaders—for people are particular about erasers, 
too, and appreciate Weldon Roberts quality. 
Write for the interesting particulars and plates 
of Weldon Roberts Erasers. 

WELDON ROBERTS RUBBER CO. 
America’s Eraser Specialists 

Vewark FS 


Correct Mistakes in Any Language 
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WIS-ILL CLUB NOTES 


William Schmiederer of the Buxton & Skinner Print- 
ng & Stationery Company, St. Louis, was a guest of 
William E. Smith of Ace Fastener Corporation at the 
Wis-Ill Club meeting held August 20. He was in Chi- 
ago on a vacation and was detained longer than orig- 
nally planned due to an accident to Mrs. Schmiederer 
in which she suffered a sprained ankle. He responded 
when called upon for a brief talk and said that he 
hoped to see the members of the club at the national 


convention at the Palmer House. 
7 . . 


Another dealer who attended with Mr. Schmiederer 
was G. O. Stevens of Stevens, Maloney & Company, 
Chicago, part of the club’s opposition in the Wis-Ill 
Club’s soft ball league. 


* * * 


Ralph Maneval, western manager for A. W. Faber, 
Inc., reported at the August 20 meeting on the football 
and golf outing proposed by Karl King of South Bend, 
Ind. October 23 was set as the date, on which day 
Notre Dame is to play Navy. The next day will be oc- 
cupied by golf at the Chain O’Lakes course. President 
Charles Consodine appointed Mr. Maneval, E. G. Har- 
pold and Folger Fellowes a committee to contact mem- 
bers of the club to learn how many would participate 
in this attractive two-day event. 

* a aa 

The picnic committee, of which Ben Powell of A. W. 
Faber, Inc., is chairman, reported that dates for the 
outing were narrowed to September 12 and 19. It was 
decided by a majority vote that the picnic would be 
for every member of the family and that a full pro- 
tram be arranged for all, not including golf. 


* * * 


Ed Battey of Boorum & Pease Company selected his 
company’s home offices and plant as the destination of 
his first trip by air. He spent a week at headquarters 
and had one of his salesmen with him, Duncan Conk- 
lin, who also is a member of the Wis-Ill Club. The re- 
turn also was by air. In fact that first inauguration 
made Ed an airplane enthusiast. 


> * al 


Charlie Underwood of Fulton Specialty Company, a 
faithful member of the Wis-Ill Club, has moved his 
trailer home to a dozen states in recent weeks. With 
Mrs. Underwood and his daughter he spent his vaca- 
tion in New Jersey and New England, part of the time 
at the summer home of his brother, Roger, at South- 
west Island off the coast of Maine. Roger Underwood, 
too, is well known by the trade from coast to coast and 
has been a Wis-Ill Club visitor. 


* * * 


President Consodine read a letter from the Illinois 
Booksellers and Stationers Association telling of a 
meeting held in Peoria, August 22, at which thirty-five 
dealers were present. The Wis-Ill Club was requested 
to assist the association in attaining some of its aims. 
A report of the meeting appears elsewhere in this 
issue. 

Visitors at the September 3 meeting of the Wis-Ill 
Club were Jack Laws, a former traveler and now in 
the retail office furniture business in Cincinnati, and 
M. A. Fountain of Graver-Dearborn Corporation. 

A fine bit of codperation by Alfred Mayer, of Greg- 
ory, Mayer & Thom, was reported to the Wis-Ill Club 
by its president, Charlie Consodine. Upon learning 
members of the club were participating in the Mich- 
igan stationers sales rally held in Detroit last month, 
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On OFFICE APPLIANCES 








Smooth as champion ice-skaters, Niagara Dupli- 
cators operate silently, swiftly, effortlessly. Busi- 
ness, however, demands even more than smooth 
performance. Business demands hairline accur- 
acy, exacting precision ... and it wants that 
accuracy AUTOMATIC. Niagara’s complete line 
of duplicators has established today’s standard 
of automatic accuracy. Guesswork has been elim- 
‘inated. Every Niagara model is constructed for 
AUTOMATICALLY CONTROLLED precision. The 
result is that finished Niagraphing is a crisp, 
clear-cut achievement... a champion of stencil 
duplicating ... more convincing, more impressive 
than any selling argument, especially when 
compared side-by-side with the firiished work 


produced by other duplicators. 


MMIAGARA DUPLICATOR CO. 


MAIN OFFICES ¢ 128 MAIN STREET, SAN FRANCISCO 
PLANT NO. |: 5815 THIRD ST.. SAN FRANCISCO @ PLANT NO. 2: 37 LITTLE WEST 12TH STREET. NEW YORK CITY 
CABLE “NIADO” U.S. A. 
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he arranged to have the wares they sold prominently 
displayed in one of his windows during the week of 
the rally. For the purpose he called his window trim- 
mer, who was out of the city at the time on a vaca- 
tion. The Wis-Ill Club expressed its thanks to Mr. 
Mayer in a letter. 
* ~ ~ 

The annual picnic of the Wis-Ill Club will be held 

on Sunday, September 19 at a private grove just north- 


west of Chicago on Milwaukee avenue. Plans for the | 
affair being arranged for by the committee under the | 


chairmanship of B. J. Powell indicate that “a good time 
will be had by all.” 
* ’ * 

Four manufacturers’ representatives were accepted 
into the membership of the Wis-Ill Club last month. 
They are as follows: Charles Veith, A. W. Faber, Inc.; 
Boyd Louis Henderson, Art Metal Construction Com- 
pany; Walter W. Morse, Rockwell-Barnes Company; 
and Carl L. Kaufman, Parrot Speed Fastener Corpora- 


tion. 





A SAFETY STAND FOR A DEPENDABLE INK.—That is the way 

Charles M. Higgins & Company, Brooklyn, N. Y., describes this new 

non-tipable, non-slipable rubber stand for the conveniently sized 

and shaped bottle of Higgins drawing ink. The stand, which retails 

for twenty-five cents and is an excellent insurance against spills, 

furnishes the dealer something to display and talk about to his 
customers. 


—_-— 


REMINGTON RAND TO BUILD NEW PLANT 
IN TONAWANDA 


It was announced recently, at the Buffalo head- 
quarters of Remington Rand, Inc., that contracts have 
been let for the enlargement of the plant at Tona- 
wanda on Military Road. The new building will be 
one story brick and steel, monitor roof construction. 
The size of the building is to be 220 by 180 feet and 
will adjoin the present plant west of Military Road be- 
tween Wheeler and Franklin streets. The Austin Com- 
pany of Cleveland will do the construction work. It 
is estimated the building will be ready for occupancy 
by September 15. 

Remington Rand’s manufacture of steel, celluloid 
and paper products will be augmented greatly with the 
addition of the new building which will consolidate 
the steel operations of all the Tonawanda plants. Re- 
arrangements are being made now for this more 
economical operation and to relieve the present 
crowded conditions in certain departments that have 
resulted from the growth of the business. 

With the destruction of some of the present frame 
buildings, this enlargement of plant facilities is a 
part of the program of improving manufacturing pro- 
cesses and providing additional manufacturing ca- 
pacity. The entire program involves an expenditure 
of approximately $250,000. 

The offices in Plant No. 1 will be moved to the ad- 
ministration building in Military Road. Remington 
Rand at present operates seven plants in the Tona- 
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-and so it is 


with PENS... 


The name Spencerian offers 
you the surest way of in- 
creasing your pen business 


@ The dealers in every line who are making 
money today are the ones who are pushing the 
products with a name—a name that people 
know and can depend on. 


In the writing field that name is Spencerian. 
For 80 years it has been associated only with 
the finest in writing equipment. For 80 years 
it has appeared only on pens that are made 
from the finest Sheffield steel, finished by 
hand, and carefully checked and tested. 


Display Spencerian pens—the pens that sell 
easier because they write easier. There is a 
Spencerian pen that fits every style of writ- 
ing. And there is a new Spencerian revolving 
steel display case for your counter that makes 
it easy for your customers to buy. Send for 
details now. 


Meet us in Chicago at the 
N. S.A. CONVENTION 
Sept. 27-30. Exhibit in Booth 82 


SPENCERIAN PEN COMPANY 
349 Broadway, Dept. P, New York 


Donald McLeod, Canadian Agent 
69 York Street, Toronto, Ont. 






SINCE 18658 







THE BEST PEN NAME 





No. 40 
FALCON 
Medium 


Point 





Stub Point 


No. 1 
COLLEGE 
Fine 
Point 








401 N. Broad Street 











ARE YOU SELLING 


DOLAR 


SPECIALTIES? 


The dealers who have arranged to install this new modern method 
of displaying our class of merchandise have increased their volume 


On this single Wall Rack display are shown only a few of the 100 
different items in the Polar line. 


HAVE YOU RECEIVED 
OUR 1937 


CATALOGUE 


It is not only a catalogue 
to be used by your buyer 
from which to order mer- 
chandise, but it is com- 
piled as an illustrated 
Salesmen’s Manual, to 
help you sell more mer- 
chandise and if it is prop- 
erly used by your inside 
sales force, as well as your 
outside salesmen, it will 
prove to be a priceless 
merchandising book from 
which to collect daily or- 
ders from consumers. 


WRITE FOR COMPLETE CATALOGUE TODAY 


POLAR MFG. COMPANY 


Terminal Commerce Building 


PHILADELPHIA, PENNA. 
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wandas which are considered an important unit of the 
seventeen in other parts of the country. 

Coincident with the above announcement, it was also 
learned that the company plans expansion of the 
Hamilton branch factory at a cost of $43,000. This 
initial cost will climb to a total of $250,000 when plant 
and equipment are included. 

Referring to this expansion program at the Cana- 
dian factory, a correspondent of the New York 
Tribune wrote: “Another bright spot in Ontario’s in- 
dustry this week, is the announcement by H. A. Schuler, 
vice-president of Remington Rand, that the company’s 
Hamilton factory addition will begin at once at a cost 
of $250,000.” 


CANADIAN CONVENTION PLANS TAKING FORM 


With several groups working under the direction of 
Ed Dawson, Dawson Brothers, Ltd., general chairman 
of committees, the program for the All Canada Sta- 
tioners convention, scheduled to open October 4 at 
Montreal, is gradually becoming more definite and 
complete. 

While the annual show is called the All Canada con- 
vention it does not eliminate friends and neighbors 
from across the border. As proof of this there is being 
held on the program a front-line place for Paul Buck- 
walter, of the National Blank Book Company, New 
York. Those who have had the privilege of listening 
to Mr. Buckwalter deliver an address know that the 
talk he is scheduled to give will linger as an impres- 
sion hard to erase. 

A number of American companies have also taken 
exhibition space according to officials of the Stationers 
Guild of Canada, the organization sponsoring the 
event. And still others have made applications for 
space which is, unfortunately, not available. 

Particular interest is being centered on the divi- 
sional meetings at this convention. George A. Savoy, 
Dominion Blank Book Company, Ltd., St. Johns, Que- 


| bec, will be in charge of the manufacturers. Clement 


H. McFarlane, McFarlane Son & Hodgson, Ltd., will 
preside over the wholesalers and H. P. (Bert) Nichols, 
of Hamilton, will conduct the retailers meeting. A 
definite constructive agenda is being prepared for each 
of these meetings and it is expected some very pointed 
recommendations will be forthcoming from the delib- 
erations. At a following general session reports of 


| each divisional meeting will be heard. 


The amusement and entertainment side of the con- 
clave has not been overlooked, either. There will be 
a splendid convention golf tournament held on 
Wednesday, October 6. O. H. Manning, O. H Manning 
& Company, chairman of the golf committee, promises 
excellent facilities will be available for those who care 
to play. 

An enjoyable three days is planned for the ladies of 
the convention. For some of the proceedings they will 
be included with the men. At other times they will 
be entertained with trips of interest, shopping tours, 
theater parties. One thing is certain; Montreal offers 
as much for people to see in the way of historic in- 
terest as any other city on the continent. Whatever 
one’s individual interest may be there is an outlet for 
his or her enthusiasm in Montreal. 

The Exhibit Hall in the Mount Royal hotel will be 
a thing of beauty and interest to everyone. Over forty 
manufacturing companies will display their products 
during the entire length of the convention. The list 
of exhibitors was included in the August issue. 

One of the high points of the proceedings, as in 
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COTCH CELLULOSE TAPE is a “natural” for every 
1e stationery store because of the wide variety of uses in schools, 


libraries, offices and homes. 


It’s the ideal mending tape for repairing torn book pages, 


nt sheet music, office records, orders and forms. 


It is used for sealing packages, putting up wall bulletins and 


od window posters, and for miscellaneous repairing and sealing. 


Scotch Cellulose Tape is applied instantly without water— 
ad just a touch of the finger and you have a stron rOsitive 
be di i b ‘ £, por 
on seal which will not dry out, crack or curl. Made of special, 
ng , ona - . 
es heavyweight “Cellophane”—remains fully transparent. 
re 


of 
‘ill 
rill 
rs, 
rs Gentlemen: Send me, without obligation, 

oil Scotch Celiulose Tape Made and Patented in U. S. A. by [_] Complete information regarding prices on Scotch 


j , ; ‘ . _ . . ellulose Tape. 
= MINNESOTA MINING & MFG. COMPANY ‘es ean of cr 1 circular for distribution to 


SAINT PAUL MINNESOTA customers. 


b Under one er sore of the following U.S. Patent Nos 1357080, 1779588, 1856986. 614132 1805078, TUSRSTD 1954805, Re. Nas 18742, 19988, 
e 


tty 


cts This Trade Mark Your 
ist 


MINNESOTA MINING & MFG. CO. 


Saint Paul, Minn. 0a937 





Name__ hal : 5 PS ea ‘ 
Guarantee of Quality 
City a oe —— 
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You dealers have a real stake 
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in BATES PRODUCTS 


The gradual expansion of the Bates Line throughout the years has followed 
one set policy—to make quality products only, to sell them through stamp 
and stationery dealers, and to price them fairly to allow the dealers a good 
profit. The cooperation of the trade has amply repaid us for sticking to this 


policy through bad times and good. 





THE BATES FEATHERWEIGHT NUMBERING MACHINE 
is recognized throughout the world as the best that money can buy. 





LIBERAL TRADE IN POLICY 
ON ANY STAPLER OF ANY 
MAKE 


BATES STAPLER makes its own staples; 5000 
in one loading. A product that builds up a 
steady, profitable refill business. Sold through 
dealers only— not canvassed. 







For Binding Papers, 
Letters, etc. 


S 

of Superiority. 
1—Slide Locks 
2—No sharp edges 
3—Reinforced beveled ends 
that lie flat and bird tight 


BATES FILE FASTENERS. Have definite 
points of superiority over any other file fas- 
tener. An item on which you can build a profit- 
able volume business. 


THE BATES MFG. CO., Orange, N. J. 


Permanent rubber base — silent and scratchless. Removable and 
eversible fillers outwear ordinary pads many times in addition 
to other advontages which make it the best pad on the market 






SPRINGS OPEN WITH 
A TOUCH OF THE 
FINGER. 
MUN-KEE SILENT INK PADS are the aristo- 
crats of stamp pads, an ornament to any desk. 
Retail from 50c to $1.50. They let you forget 
the price war on tin box pads. 





BATES PERFORATOR. Six superior features: 
1—50% easier to operate. 


2—Ball-Bearing action. and dies. 
3—Adjustable, self-locking 5—Largest waste container. 
gauge. 6—Narrow base saves space. 


New York Office: 30 Vesey Street 





4—Tempered steel punches 


-et 
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former years, will be the banquet and dance scheduled | 
for Tuesday evening. It will be a gala affair with | 
Quebec’s Premier, the Hon. Mr. Duplessis the guest of 
honor and speaker of the eyening. Committee leaders | 
point out that there will be just one speaker—the 
balance of the night given over to entertainment and 
dancing. 

According to officials of the Stationers Guild of Can- | 


ada, plans have been completed whereby delegates to 


the convention can secure a greatly reduced railroad 
fare to the convention provided seventy-five or more | 
travel by rail. 

Those seeking this reduction, it is pointed out, should 
purchase a single fare to Montreal at the same time 
asking for a convention certificate. This certificate is 
turned over to the secretary upon arrival at Montreal 
to be validated and will then be good for a return 
ticket at one-third regular single fare. This feature is 
exceptionally useful to delegates going to the conven- 
tion from Vancouver, Halifax, Winnipeg or other cities 
a considerable distance from the convention head- 
quarters. 





—_o— 0 ——————_—_ 
STATIONER’S SONS TOUR EUROPE 

William and George Colborn, Jr., sons of George Col- 

born who operates the Colborn Office Equipment Com- 


pany and the Colborn Stationery Service at Grand | FQR EVERY TYPE OF RECORD SYSTEM 





WILLIAM (RIGHT) AND GEORGE COLBORN. 
JR., SONS OF GEORGE COLBORN, OFFICE 
EQUIPMENT DEALER OF GRAND FORKS, N. D., 
WHO ARE TOURING EUROPE ON A COMBINA- 
TION VACATION — INSPECTION 


Forks, N. D., are on a two-month tour of Europe dur- 
ing which they will visit ten countries. William is the 
manager of the Colborn Stationery Service store. 
George, Jr., received the trip as a high school gradua- 
tion present from his dad. William went along for the 
vacation and to observe foreign retailing methods in 
the stationery and office equipment field-——ATW 
ee 2 ORR 
GREIST CATALOGUE SIMPLIFIES DEALER 
HANDLING 


the Greist Manufacturing Company, New Haven, 
Conn., simplifies dealer handling. Four sections in 
folder form are devoted individually to four major 
divisions of the line. The remaining items are on | 
Single sheets. The entire catalogue may be obtained | 
under one attractive binding or sections and pages 
may be ordered separately. 

One folder is devoted to Greist White Knight lamps 
in pedestal and floor models. Another contains only 
the White Knight swinging arm, clamping lamps. A 


| 
The new make-up used for the 1937-38 catalogue of | 


third folder contains a presentation of the new Cor- | 64 Weshbura Ave. 


rected Light V.A. Iluminators. The remaining section 
treats the Greist art ware line, re-designed this year. | 
Single page treatment is accorded Greist I.E.S. lamps, | 








SIGNALS @ 


LAN 





VISE Signals 


World famous for use on 
vertical files. Real efficiency 
builders. Made of corrosion- 
resistant spring steel. 12 
plain colors; many color 
combinations; also printed 
with days, months, letters, 
ete. 


VIZ Signals 


Non-projecting steel signals 
for any kind of visible index 
system. Easy to apply and 
adjust. Will not catch on 
adjoining cards or leaves. 10 
styles; two widths; 12 dis- 
tinct colors. 


CELLUGRAF Signals 


The “tops” in signal 
construction, and the 
only celluloid signal for 
use on all types of visi- 
ble records. Easy to ap- 
ply and adjust, but re- 
main firmly in position. 
Transparent models for 
full visibility; opaque 
models for pen or pen- 
cil notations. Three 
widths; six transparent 
colors; four opaque 
colors. 


Call at Convention Booth 
Ne. 100 


GEORGE B. GRAFF COMPANY 


CAMBRIDGE, MASS. 
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DEPENDABLE 


Every dealer knows the satisfaction 


CLON 


of handling goods in which he can 


3 


place his full confidence; dependable 


oo 


Fe 


products which can always be counted 


on to please his customer—to enhance 


the reputation of the dealer. 


OH-I-NOO 


Sip dayy 


| ‘The Perfect Pencil 





Koh-I-Noor Drawing Pencils are daily 
extending their field of usefulness. 
Technical men and others who appre- 
ciate quality, are more and more dis- 
covering how accurately graded these 
pencils are—how thoroughly depend- 
. Much of the 


substantial growth in demand is due 


a 
able each degree is . . 


to the finest of all advertising—the 
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word of the satisfied user. 
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Most dealers have many customers 
who, when they buy copying pencils, 
alway s specify ‘“‘Mephisto”’. Their con- 
fidence in the **Mephisto” has been 
acquired through many years of satis- 
factory use. They have come to de- 
pend upon it, for they have learned 


that in all climates and under all 


conditions, ‘“‘Mephisto” is always 


ready for the day’s work. 


You know the merits of these two 





famous lines—why not get ac- 
quainted with other members of 
ke Koh-I- Noor family? 





WE WILL EXHIBIT IN 
BOOTH 69 
NATIONAL STATIONERS ASSOCIATION 
CONVENTION 
CHICAGO 
SEPTEMBER 27-30, 1937 


KOH-I- NOOR PENCIL COMPANY, INC. 


373 Fourth Avenue New York, N. Y. 
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decorative lamps, small utility lighting equipment and 
specialties. 

The new line was presented to the trade for the first 
time at the Chicago and New York lamp shows in 
July. Several innovations not available at that time 
are illustrated and described in the new catalogue. 

caheninadaamiia me 
“YOUR MAN FRIDAY” FEATURES AMES 
ANNIVERSARY 

“Your Man Friday,” that snappy little house organ 
of the Ames Supply Company, Chicago, which com- 
bines news of new items, interesting “personals” from 
here and there and a number of illustrations, was all 
dressed up for the September issue. 

And there was plenty of reason, for with the printing 
of the issue there was held simultaneously the thirty- 
fifth anniversary of the founding of the House of 
Ames. 

The usual black on white printing—the nominal 


| dress of the booklet—was augmented considerably by 


| Anniversary.” 


a splendid trimming in gold in which was printed a 
huge birthday cake and appropriate number of candles 
and in extra large type the legend: “Thirty-fifth 
Beneath this was a message from Your 
Man Friday himself, attested to by his signature—a 
footprint, which read in part: 

“It is with much enthusiasm, and also a bit of pride, 


| that we send this issue, because coincident with its 


| publication, we celebrate our 35th anniversary. 


In 
token of its celebration, this issue has been doubled 
in size (and we trust in usefulness to you) and also 
embellished in its appearance, in keeping with the 


| occasion.” 


The issue contained eight pages. 
= 2 


POPULAR CUSTOM AT ROYAL FACTORY 
One of the many modern innovations instituted by 
the Royal Typewriter Company, Inc., at its factory at 
Hartford, Conn., is the practice of serving mid-morn- 
ing refreshments to all of its thousands of employes. 





LUNCH WAGONS WAITING FOR THE 
RUSH AT THE ROYAL TYPEWRITFR 


COMPANY'S FACTORY WHFRE EM- 
PLOYES ENJOY MID-MORNING RE- 
FRESHMENTS. 
The photograph shows the factory lunch wagons about 
to start through the plant from the cafeteria. C. B. 
Cook, vice-president of Royal, reports that this custom 
is greatly appreciated by the workers. 

The cafeteria, a section of which is shown in the 
photo, is run entirely by outside experienced men, and 
is operated entirely for the benefit of Royal employes. 
Food is served at cost and is of the highest quality. 
The large room is also used by the workers for various 
social functions. 

—— 
HUNDRED PER CENT CLUB 
MEMBERSHIP 

Thomas J. Evans, salesman in the Newark, N. J., 
office of the International Business Machines Corp., 
has been admitted to the company’s Hundred Per Cent 
Club in recognition of meritorious work.—NJNS 
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Another outstanding value on the Be 
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LINEN LEDGER 


RAG CONTINENT * 
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; In the baffling jumbles repeatedly on Greylock—on 
; of papers which make up the the same spot if desired— 
“ Rag Continent, certain without marring its smooth 
i grades stand out conspic- yet glareless surfaces. Adapt- 
O uously because of definite, ed to all methods of record- 
. proven and obvious values. ing, it is the ideal, common- 
Prominent among them is sense paper for bound and 
Greylock Linen Ledger. loose-leaf record books and 
y Formed from 85% of for commercial or legal forms 
at new, white linen and cotton and documents which must 
. clippings, this medium priced record withstand hard wear. Hinged items 
paper has the marvelous natura! tough- insure flat-opening books. 
ness of pure cellulose fibres. It has, in To use this paper most profit- 
addition, the created, perfectly balan- ably, you should read, “Blazing a 
ced strength which results from skil- Trail through the Rag Continent 
ful processing to L. L. Brown time- Jungles.” A copy of this interesting 
tested formulas. booklet will be sent if requested on 
You can write, erase and re-write your letterhead. Write for it today. 
% The Rag Continent is that bewildering jumble of papers made wholly or 
partly from rags and identified by the phrase, “‘rag-content”’. Over-run with 
the Swamps of Vague Claims, the Forests of Insufficient Information and 
the Jungles of Uncertain Qualities and Values, the Rag Continent has proven 
utterly confusing to those in search of specific properties in rag-content 
papers for important records and impressive business stationery. 
ut ° 
B. 
ym. 
nd » * 
es. 
QUALITY EXCLUSIVELY j 
SINCE 18409 
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P., L. L. BROWN PAPER COMPANY + ADAMS, MASSACHUSETTS 
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MITTAG & VOLGER ANNOUNCE CONTEST 


As a means of concentrating on point-of-sale helps 
for its distributors, Mittag & Volger, Inc., Park Ridge, 


a 
[ owe r Price Ss @] n _N. J., manufacturers of a complete line of typewriter 
ribbons and manifolding papers, has recently an- 
“+ 
Sectional Post 


Binders 


In Both Stock and Special Sizes 








ENTER THIS CONTESTAGW 









..» fully explained in a new catalog illustrating 


TYPIST 


many new types and a wide range of standard 


sizes and bindings. 


Sectional Post Binders are still the most widely 
used form of record housing. CESCO’S new 
system of pricing now makes it possible for 
you to handle the best line in this popular item 


on an extremely profitable basis. 





Stock the CESCO LINE and satisfy your cus- 


tomers with the most complete range of record 





keeping equipment ever offered for sale. 









YOUR A a 

MAY WIN : 
Send for Your | od LIAS | 
Copy Today ADVERTIORD THE WEW AND INTERESTING. CONTEST 


RECENTLY INAUGURATED BY MITTAG & VOLGER AS 
A SALES HELP FOR DEALERS. 







Twenty-eight 
pages profusely 
illustrated. 


nounced a comprehensive “contest-and-display” pro- 
gram for the Fall. 

The company’s reputation for quality products has 
won wide distribution and dealer appreciation. In this 
Sy connection it is pointed out that Mittag & Volger’s new 
} trade-mark, “Thousand-and-Five,” is designed to help 
the trade cash in on the company’s advertising efforts, 
regardless of which sub-trademarked brands are car- 
ried. Dealers and distributors of typewriter supplies 
are invited to write to Mittag & Volger for details of 
the new plan. 

The company recently placed its advertising account 
with Hart Lehman, 251 West Forty-second street, New 
York, N. Y. 





—-<- 


NEW HOME NEARING COMPLETION 


The new air conditioned home of Office Supply 
on both stock Company, Jackson, Miss., is nearing completion, ac- 
and special sizes Neo cording to Guy Lowe, manager. The new store, de- 
in a variety of grades signed to be one of the finest in the state, is located 
and bindings. _ adjacent to the present location at 515 East Capitol 
street. It will provide two and one-half times as much 


THE C. E. SHEPPARD CO.||| space as now occupied ) 
SE Le 





Prices given 


The company, organized twelve years ago by A. B. 





440] o° Long Island Campbell, president of the firm, will be fully depart- 
. mentalized in the new location with a complete stock 
21st St. City, N. Y. of stationery, office furniture, typewriters, adding ma- 








| chines and Mimeograph equipment.—GHW 
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RUTOMATIC CRLOWLATING MACHINES 
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HAND AND ELECTRIC MODELS FOR EVERY PURPOSE 





NEW HOME OF THE FRIDEN CALCULATING MACHINE CO., INC. © OAKLAND, CALIFORNIA 











100 OFFICE APPLIANCES 


IN Seattle, Wash., COLUMBIA RIBBONS and 
CARBONS are distributed by the Lowman & 
Hanford Company. 


® Columbia's Policy of cooperation is practical 


and liberal. 


TOPS IN THE TRADE / 
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COLUMBIA RIBBON & CARBON MANUFACTURING CO., inc. 


Main Office and Factory: Glen Cove, L. I., N. Y. 
Kansas City, Mo.: Dwight Bldg. 


New York: 305-313 East 45th St. 


ENGLAND; Columbia Ribbon & Carbon Mfg. Co., Ltd., 11-12-13 Dowgate Hill, Cannon St., London, E. C. 4. 
ITALY: Columbia Nastri E. Carta Carbone, S. A., Via Tito Livio No. 6, Milano, 134 
AUSTRALIA: Columbia Ribbon & Carbon Company (Australia), 66 City Road, Sydney, N. S. W. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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WELCOME TO CHICAGO —a special 
section for the Thirty-Second Annual Con- 
vention of the National Stationers Asssoci- 


ation . . . September 27-28-29-30... 
Containing a welcome from Chicago sta- 
tioners and manufacturers . . . The order of 


’ . . 
the week's events, convention committees 


and other convention information 
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advertisements of Chicago manufacturers who present th: 


at their offices visiting members of the trade, or to meet 


WELCOME TO CHICAGO 


Upon the occasion of the thirty-second annual conve: 
tion of The National Stationers Association, the stationers 
and manufacturers of Chicago extend a hearty welcome t 
the visiting members again assembled in this city wher: 
thirty-two years agofthe N. S. A. was conceived and give: 
birth. The remarkable growth of the stationery trade durin 


these years is a tribute to those who envisioned this indus 


‘ 


‘ 
~ 


try s future in terms of co-operative service,—as well 


all who have since labored toward its advancement alon; 
with the efforts expended in their individual enterprises. As 
it was then, so today the future of the stationery trade is in 
the making. Constructive thinking and constructive actio 
are essential to trade advancement 


[t is the function of The National Stationers Association 
to matriculate the co-operative efforts of the several divisions 
of the stationery business in'a forward movement devoted to 
the upbuilding of its,integral/parts, so that each may better 
serve to a profitable end. As hosts to this association con 
vening for this purpose, the members of the City of Chica 
deem it a privilege and a pleasure to contribute their assis 
tance and offer their facilities. 


[Ihe convention program covers the vital problems . 
stationers,—problems involving the collective and individu 
methods and practices of every trade member. May each and 


every one attending give and receive a full measure, that 
better business and better profits may prevail. 


It is the further wish of your hosts that through both 
the business and entertainment activities of this conventio1 
there shall permeate a spirit of fellowship and friendlines 
that may stimulate wholehearted participation, which wi 
make the Chicago convention one long to be remember: 
for the value and pleasure it affords 


In the succeeding pages of this section will be found thi 


’ 


varied lines for your careful inspection. These manufacturers 
indicated in the columns below—will be happy to rec 
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it your hotels by appointment to suit your convenien« 
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1507 East 55th Street 

108 West Lake Street 

4401 West North Avenue 

205 West Wacker Drive 

216 West Jackson Boulevard 
63 East Cermak Road 


720 West Jackson Boulevard 
412 North Orleans Street 

644 South Clark Street 

222 West North Bank Drive 
412 North Orleans Street 

820 North Michigan Avenue 
525 North Ada Street 

901 West Jackson Boulevard 
750 Circle Avenue, Forest Park 


515 Laflin Street 


West North Avenue 


4401 


936 West 63rd Street 
1914 North Milwaukee 
$466 North Clark Street 
3200 West Carroll 
30 South Jefferson Street 


Avenue 


Avenue 


2813 North Ashland Avenue 
512 South Peoria Street 


,?°9 


East Ohio Street 
172 North LaSalle Street . 


222 West North Bank Drive 


1800 West Newport Avenue 


035 West Monroé¢ Street 
168 North Clinton Street 
1511 West 38th Street 


Congress and Peoria Streets 
178 North Franklin Street 


621 South Kolmar Avenue 
325 North Wells Street 

333 South Des Plaines Street 
180 West Washington Street 


203 South Dearborn Street 


564 West Adams Street 
5940 North Ravenswood Avenue 
2716 West 21st Street 


140 South Dearborn Street 
75th Street 


1] 57 W est 
5300 West Franklin Boulevard 


Fullerton Avenue 
53 West Jackson Boulevard 


6 North Michigan Avenue 


se advertisements appear in this 


ial Cr ago section 


Commerce 


issue 
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Midway 9660 
Randolph 3512 
Spaulding 0041 
Randolph 3820 
State 0149 
Calumet 6986 


Monroe 7460 
Superior 3251 
Harrison 5859 


Superior 9603 
Superior 6944 


Superior 3235 


Monroe 6585 
Haymarket 7523 


Austin 2152 
Monroe 6188 


Spaulding 7400 i 


Englewood 2206 i 
Armitage 1914 
Bittersweet 3730 
Nevada 1440 
Monroe 1363 
Lakeview 7825 
Haymarket 2526 
Superior 6282 
Franklin 5234 


Superior 7984 
Graceland 8125 


Central 2787 
Franklin 4085 
Virginia 0310 


Monroe 2088 
Franklin 5030 


Nevada 0406 
Delaware 1090 
Monroe 7370 
Dearborn 1686 
Webster 3402 
State 4278 
Wellington 3077 


Lawndale 2622 
Andover 3344 
Hyde Park 1944 


Mohawk 1875 
Van Buren 7400 
Harrison 4032 
Dearborn 2882 


em 
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Courtesy Chicago Asso- 
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A. R. Skibbe, Associated Stationers Supply 
Company. 

Harry Fellowes, Bankers Box Company. 

Ralph V. Maneval, A. W. Faber, Inc. 

G. O. Stevens, Stevens-Maloney & Company 

D. R. Pinney, Acme Card System Co. 


Charles G. Consodine, Wallace Pencil Company 
Co-Chairman of the Committee. 


GOVERNORS OF N. S. 


CHICAGO 
CONVENTION 
COMMITTEE 


FOR THE N.S. A 





CONCLAVE 





Charles P. Schoen, The Wah! Company. 

F. P. Seymour, Horder’s, Inc. 

H. T. Griswold, Sanford Ink Company. 

Harry Balch, Quality Park Envelop Co. 

Mrs. Karl E. Castle, Chairman Ladies Committee. 


Charles P. Garvin, General Manager, National 
Stationers Association, General Chairman, 
Washington, D. C., not pictured 


REGIONAL DISTRICTS 





Left to Right, in accordance with District Numbers 
Hartford, Conn 


No. 1: Leo Burt, Burt & Jeffers, Inc 
No. 2: A. G. Preston, Utica Office Supply Company, Utica, N. Y 
No. 3: Morris Hansell, Il. (Western Div.), F. F. Hansell & Bro 


Ltd., New Orleans, La 
No. 4: lvan Allen, Jr. (Eastern Div.), 
pany, Atlanta, Ga 
No. 5: Harold Hampton 
ndianapolis, Ind 
No. 6: Harry Sylvester, Sylvester-Neilsen, Inc., Appleton, Wis 
N 7: Ed Hansen, Miller-Davis Company, Minneapolis, Minn 


+ 


Indianapolis Office Supply Company 


lvan Allen-Marshall Com- 


Litho 


& Printing Company 


No. 8: John Ford, Jr., Peterson 
Omaha, Neb 

No. 9: Otto Eisenlohr, The Dorsey Company, Dallas, Texas 

No. 10: E. B. Healy, Santa Fe Book & Stationery Company, Santa 
Fe, N.M 

No. 11: Tom F. Pelly, Lowman & Hanford Company, Seattle, Wash 

No. 12: Jim Parsons, Smith Bros., Oakland, Calif 

No. 13: A. J. Kerin, Tower Bros. Stationery Company, New York 
N. ¥ 

Photograph of Dan Smith, Jr., Smith Printing Company, Inc 
Williamsport, Pa., Governor of District No. 3, not available at 
time of going to press 
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e Order of The Week's Events 


Details of Which Will be Given in the Formal 
Program Distributed at National Stationers 


Association Thirty-second Annual Convention 


Charles P. G:; 

convention co 
Mr. Garvin 

President Wil 


preside 


Re The opening 
—_. include the fo 





LV ~ . - 
SSOCIMTS 4 Address Details and Operation of 


the Undistributed Profits Tax and Its 


Effect Upon 


George, ol the 


Dun & Bradstreet 


George was formerly with th 


; 


nt of Commerce, and with 


with facts obtained in recen 


mnvention wl 


Monday Afternoon—At 1:00 P. M 


ll be called to order by 


irvin, chairman national 


mmittee 
} 


will turn the gavel over to 


liam C. Clegg, who will 


. } 1} \ 
session neadiiners Wlil 


llowing 


Business by Edwin B 
Economic Research De 
Inc., New York City. M1 
e United States Depart 
this background, together 


t research work done by 


Dun & Bradstreet, he is prepared to present valuable 


iformation regarding this t 


Mr. George is a most interesti 


e col eal im last year will look 


I oroughly it 
l ( I ie T. A. E. Ac 
{ rt navionai au { 


tax which affect 


; 


S everyone 


ng speaker and those wh 


0 


forward to hearing him 


1al Legislation Upon Busi 
vice-president Automobil 


Washington, D. C Mr 


informed on this subject is 


+ 


tee in Wash 


rity on legislation in all 


isory Commit 


susiness by Dan Smith 
the Smith Printing Com 


N. S. A pany, Williamsport, Pa. Mr. Smith has an entertaining 


P.M Ke ynote Addre 
by Charles P. Garvin, Gene! 


ind his talk will be 


Report by William 


ss—This will be delivered 


al Manager, and will lead 


to the Grand Formal Opening of the “Five Centuries 


f Progress Exposition 


inday F 
. , fternoon and Monday evenin: 


ys During the afternoon conv 
an ntertainment program will 

; ne past presidents wivé 
Room in the Palmer 


Monday Evening—The ope 


av ael alts and their ladie 
e baliroon | 
it a I Ol 
le presented as 


ention session, the ladies 
open with a tea in hono! 
to be held in the Red 


ning social function Ior 


S will be a dance Monday 


the Palmer House. A well 


d and an elaborate floor 











MORE THAN A CONVENTIONAL WELCOME 


LAST YEAR WE WERE PRIVILEGED TO GREET 
AT OUR EXTENSIVE FACTORY SHOW ROOMS, 
A VERY LARGE NUMBER OF THOSE WHO 
ATTENDED THE CONVENTION. WE HOPE 
THAT YOU SHARED A PORTION OF THE 
BENEFITS WE DERIVED FROM MEETING AND 
TALKING WITH YOU AND GETTING YOUR 
VARIOUS VIEWPOINTS. A FRIENDLY WEL- 
COME AWAITS YOU THIS YEAR — OPEN 
HOUSE AS USUAL — WE HAVE MUCH OF 
INTEREST TO YOU. LET'S GET BETTER 
ACQUAINTED. 


JOHNSON CHAIR CO. 


postin 


CLEMCO DESK MFG. CO. 


we 


4401 WEST NORTH AVE. 
CHICAGO, ILL. PHONE 7400 


\ 
SPAULDING | 7402 


Corner Grand and North Ave. 0041 
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THERE IS NO SUBSTITUTE FOR EYE APPEAL IN MERCHANDISING. 


SA NFOR DS Offer to Every Stationer 


this Ink and Adhesive Sales Stimulator 


See 
this 
Ink 
Unit 
at 
Sanford 3 
Booth 91 
at the 
National 
Association 


Convention 


Write 


fer 
details of 


of fer 





The three lower shelves are not part of the Unit. 
The Ink Merchandiser fits into any shelf arrangement. 


SANFORD MFG. CO. 


CHICAGO NEW YORK 








5fttd- 


GREATEST 


DUPLICATOR VALUE 
IN AMERICA - 


PRICES 
32.30 


AUTOMATIC 













HIGHER WEST 
ROCKY MTS 






ff’ GREAT 
FEATURES 





B| 
HAND FEED 
Py pr 


i‘ 







@ Post card to legal size. @ Finish — gunmetal suede trimmed 
eA , saa with satin nickel. 
ccurate registration. : : 
. @ Adjustable rubber grip side-guides 
@ Takes any standard stencil. to feed post card to legal size. 
* Receiving tray with adjustable side @ Equipped with margin strippers. 
guides for any size stock. @ Adjustable back-stop for all sizes o! 
7 @ Inside inking. Open non - leakable stock. 
drum. @ Equipped for counter attachment. 
a @ Instant removal! of impression roller. @ Speed per hour—Hand Feed: 2.000 
ware @ Simple device to lower or raise print- copies; Automatic: 5,000 copies. 
CATALOG ing position. @ Fully guaranteed. 


z *« =e ok & *& ® 


SPEELD-O-PRINT CORPORATION 


180 WEST WASHINGTON STREET... CHICAGO 
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TIN HERE 


EXECUTIVE DESK FILE 


with heavy, attractive covers in both 


gray and black—either cloth or cel- 
luloid tabs. A to Z, 1 to 31. 


Also made with imitation leather 


cover, A to Z, 1 to 31, and 8 and 10 
blank insertable tabs. 


All files packed 3 to « box 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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STRAP O8 THONG BINDE 
n every stvié wit vit " . ae 
METE | 
a G < ) + TER READER BINDE 
for the Brel a 
VISIBLE ; | 
/ 2 3LE RECORD EO 
§ =a > Leeranyren cit a EQUIPMENT 


Nationa 


September! 27 to - 


1 Statione 
30, 1937 
LEDGER AND CARI 
; ER AND CARD TRAYS 


SUMM ARY i A & | ™ 
f Y BO iR > \ND FORMS 


please accep 
tion to yisit the Wilson-Jones factory: 
qa aay OF two before the 
“UNIDEX TAIT ; 
4 INDEXING 
: XING SYSTEMS 


Plan to come 
e close. 





yention OF stay ove! after th 


on 
Visit our plant the largest of its kind. COUNTY 
- INTY RECORD BRB 
. e a > =) ~ { atthe “ O O K S 
See the current evelopme nts of oUF Me 
_newly co™ 
PERM-A-1 


Engineering Division - 
ceived. profit pbuilding merchandise. 
-e-designed devices: ;mproved mech- : 
, CHAIN POST B! 
ist at the right suggests ¢ th tr narciaigete BINDERS 


anisms. The j 
tow of them. The time spent here will a 
CATALOG BI 
pay you dividends throughout the yea: n many ' Pict NDERS 
a 





WIL 
SON-JONES COMPAN 
Y 


3300 F 
RAN 
Elizabeth KLIN BOULE 
, New dersey VARD ; 
O 
New York. N 
rk, N. Y. 











—T Rh, BLUR 
PATS Teo 


Marking Devices COMBINATION STYLE 


) 5 
( f Al Kind SiZE NO. 1 WITH DIE, 1%“ ROUND 


Y GUARANTEED 
PATENT No. 1722119 





HE ‘‘ALUMINUM"™ Pocket Seal, Size No. 1, can be furnished 


Pe é, P= GIFT OF °) with a Movable Base, so it can be converted from ‘ Pocket”’ 
NALEXANDER FARWELL © Style to ‘‘Desk”’ Style; the change is made in an instant. Specify 
‘‘Combination Style” if you wish the Seal with the Movable Base. 








NAME PLATES 





i - \ Attachment Swung to the Front End Attachment Swung to the Rear End 
LEVER SEALS METAL CHECKS of Base when it is used like a Ticket of Base when it is used as a Desk 
Punch or when it is put into the Seal, giving it all the advantages 
Carrying Case. of a Desk Press. 


The ‘‘ALUMINUM”"’ Pocket Seal is preferred by Notaries and other 
users of Seals, because it can be operated with One Hand and a 
Patented Leverage insures Perfect Impressions. 


WEIGHS ONLY 10 OUNCES 
The *“*ALUMINUM™ Pocket Seal is an Unusually Strong, Sturdy, — Weight 
a— Seal. It will do the work of a Press five times its weight an 
Self-inking WAX SEALS Cooke appeals instantly to every Seal user. 
Rubber Stamps Rotary Dater 


MEYER & WENTHE « CHICAGO 


OFFICE AND FACTORY: 30 S. JEFFERSON ST. LOOP STORE: 31 N. CLARK ST. 
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VAIL PRODUCTS 


Build Consumer 


PAPER CLIPS 
PINS 
FASTENERS 
STAPLES 
THUMB TACKS 





STATIONERS 


We shall foe happy fo 

vou pel sonally af 

thre sfationers thirty- 
; j 

cond annuat conven- 


we held in thre 


Palmer House Chicago 











Satisfaction 


OOD will is the most important factor in busi- 
ness. It is the gauge of the dealer's ability to 
satisfy the needs of his customers. Without it there 


is no progress. 


Dealers everywhere find that Vail clips, staples, pins 
and other metal fasteners give consumer satisfaction 
in full measure. They build good will for the dealers 
who sell them. They are made right and packed con- 
veniently and attractively. Backed by Vail service 





and strict dealer policy they thoroly justify the inter- 








est of the cooperatively inclined distributor. 





If you are not a Vail dealer, investigate. You 
will learn of a line of paper fasteners which 
you can merchandise readily and to you: 
profit. Send for our dealers price list and dis- 
count sheet No. 7137C. 


VAIL MANUFACTURING COMPANY 


900 E. 95th Street 


Chicago, Illinois 
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The Order of The Week’s Events—C inue isplays—Their value with illustration of what they 
] re and what they do.’ 
Management What management means A de 
D. Latsch, Lat Brothers, tailed diagnosis of management,” illustrated by stere 
nm ypticon slides and pictures 
es P. Schoen, vice-president The market for office equipment and commercial 
Wahi Compan} igo; R. V. Maneval, A. W stationery—The importance of the business—Size of 
C Schutz, Eagle Pencli Com the market—How the dealer may best participate in 
New York ¢ es P. Garvin, general man and serve this market.” 
N Associatiol Washington Wednesday Noon—The ladies will attend a luncheon 
C followed by a theater party in the afternoon 


I e Institute are as Wednesday Evening—The exposit:on will be open 
the close of the afternoon session, continuing through 
Salk I 1ienta W t 1t means le evening 


Thursday 

rralt a. means of a Sales Schoo: rhursday Morning—Closing general session of the 
Curriculum—Detaus ol convention, which will include an address and election 

obtained fro! ich a of N.S. A. officers for the coming yea! 
Thursday Afternoon—The annual N. S. A. golf 

How t plan the tournament will be held again at Olympia Fields 
oductive rime ein Entertainment for the ladies will also be provided 

The exposition will be open from 1:00 o'clock until 





iblic Se the ise! 9:00 o’clock for those not participating in the golf 
innings tournament 
e trav His part in the lling Thursday Evening—The great thirty-second annual 


aT 


W ( How hi ntacts with VY. S. A. Banquet and Gridiron will be held in the grand 


made most productive ballroom of the Palmer House Thursday evening 

of st e best climaxing the convention business and social program 

ccounts instead of tak with a festive occasion replete with surprise features 
ind entertainment that every conventionite will enjoy 

tec Motion Thus another convention of The National Stationer 
Association will come to a close, having contribut 

tests further to the progress of the trade, and informed an 

esuits and value inspired the members with constructive ideas profitable 

How t pli store to the individual business 


Chicago—Center of Stationery Trade 
Ow we 3 norgring rhe business of rebuilding typewriters was early 


established in Chicago, and some of the pioneer firm: 


rketing that started many years ago are still flourishing. B« 





sides serving the rebuilt machine market, two or thr: 
( companies here ship tools, parts, and supplies to typ 
ric ul vriter rebuilders throughout America and other cou 
T ~ Ff t 
In 1 Chicago inve1 eveloped the f rt 
In C ble addin ind calculating machine to rise to sig 
é é ade cance on the market. Its essential characteristic 
1ey 1ucin remain the same today, although modifications have 
W I 1deé 
Al in the calculating device i, Chicago is the 
( I ne f a company producing a card ymputing sys 
{mong tem, evolved from a drum arrangement placed on the 
é ke é many years ag 
United Stat The stencil duplicating industry was pioneered Nali 
Nearl M is the cradle t type 1 century ago in Chicago, and the company that in 
State S é model troduced and developed the t to its high degre 
chieve ercial su efficiency in machines and ipplies continues out 


11 
} 


rtable typewriter v tanding in the field. Also the gelatine roll type of 
ne or two other attempts .duplicators have been improved and greatly developed 

verfect al mal ible machines, but none of in Chicago during the past twenty-five years 
e a f permanence in the field The loose-leaf business was given its first practical 
But it ent Chicago became e head- development here. For it was in Chicago where the 
l Iccé typewriter company which inventors perfected many of the important types of 
intail factor} Woodstock fifty mil north- expansion binders. In the early years of the loose-leaf 

(Turn to page 116, please) 

















PROBLEM: 





Ms 


SOLUTION 


(), IMODED figure-work methods 
can’t cope with modern figure-work problems 
Social 
Payroll Method. devised 


by our research staff. provides for recording 


resulting from Security legislation. 


e The “ omptometer” 


employee records with respect to earnings and 
deductions of all kinds. This thoroughly up-to- 


date method is simple, economical and flexible. 


SOCIAL SECURITY FIGURE WORK 








ixecutives who look ior accuracy with speed. 


adaptability with economy in handling large or 


small figure-work routines will find information 
of ereat interest in the illustrated six page folder 
entail no obligation. 


shown above. Reque sts 


* For your copy, write (on your firm’s letter- 
head) to the Felt & Tarrant Mfg. Co.. 
L735 North Paulina Street, Chicago. Illinois. 


COMPTOMETER 


Reg. U.S 


Pat. Of. 





W EE CUP 
teNMew 


V- SHAPED 


qéaler 
higidity 


ERE is the new cup they're talking 
about. It’s turning the field upside 





hie ; te 

2. ae down — making drinking cup profits 
os egg larger than ever before. Check these ex- 
oii clusive advantages and you will under- 


stand why! 


@ Duo—Lap reinforcing 

double wrapping of paper around the 
body of the cup gives proved* greater 
rigidity. Your hand feels it right away. 
Never has a low priced cup had this fea- 
ture of strength. 





, i @ Snowy white, Clean and Snappy 
¢ “ VeeCups are really white! A higher grade, 
. k - . ; 
“I } improved dry-waxed paper is used. Water 
oe st : resistance 100°% but no waxy feel or look. 
ape . $ @® Safety tip 
*KThe Rigidity Test A new tip that only VeeCups have, round- 
ed and soft. 
\ series of tests conductec ; 
Veet , ® Reliable 
between VeeCups and two C2; VeeCups are backed by men who know 
similar competitive cups o the industry from years of experience. 
showed these results: VeeCups They have built the advantages ss is 
6 » ee ‘ 
were depressed 1 point, Cup A 3 finer cup and they will keep them there 
points and Cup B 5 points. The B-° ° Cost you less 
salina Sides ‘te VeeCups cost you less and you sell them 
5 é so as naae ) ap gz i 8 . 
ta an PP” at revvlar competitive prices. Therefore, 
constant load at the same point on each you make more money. 
cup and the resultant depression meas- It’s easy to see the sales possibilities in 
ured the new VeeCups and the number of dis- 
iributors to any one territory is limited; 
' . ti ‘ so act fast to make sure of your chance 
{ New Streamlined Dispenser Too! at these greater profits. Mail the coupon 


today! 
\ perfect all-metal dispenser for the new Vee- 
Cups. Instantly popular because of its simplicity, 


beauty and efficiency. No glass to smear or break. 





Loads easily from the top. Nothing to get out of 





order. Black crackle finish. Equipped with wall 


Universal Paper Products Co. 
bracket. It will help you build VeeCup sales. Suite 838, 140 S. Dearborn St., Chicago 


I want toe share in VeeCup profits. Please send me 


UNIVER SAL ae 
a » PAPER PRODUCTS Co. | ~"_ 


CHICAGO, ILLINOIS Title 


Town State 
































breetings! 


to the Stationers Cae 
Coming to 


Chicago 









convention of the Na- 
tional Stationers Associa- 


. _ 
, yn 





ASSOCIATED 


STATIONERS SUPPLY CO. 


















ome and meet o 


NEW ADDITION THE 
LIBERTY STORAGE PRODUCTS 


AT THE NATIONAL STATIONERS CONVENTION 
we will present a new product to the trade. A product 
which we feel will prove as popular with the public as 
the Liberty Box. A product we have designed to com- 
plete the Liberty line of record storage products. So 
we say, come and meet a new addition to the 
family. The youngster in the family will be on 
display at the Bankers Box Company Booth 

along with 


LIBERTY BOXES + 4» 
20 Years the favorite of 
68,000 ccters 


We would like to have a chat with you re- 
garding the merchandising of Liberty Prod- 
ucts. We would like to show you the promo- 
tional aids we have prepared te help make 
the coming year a most profitable one for 
you. 


LIBERTY PERMA- 
NENT BINDERS .. . 
another source of 
rofit for you . . . will 
ee adequately repre. 
sented in the display. 
Visit with us and take 
home some of the 
ideas which other sta- 
tioners have found ef- 
fective in stimulating 
sales activity. 
You will find the steady 
repeat business resulting 
from a little initial sales 
effort on Liberty Perma- 
nent Binders profitable. 


WELCOME ...The BANKERS BOX COMPANY 


joins with all the manufacturers in the stationery indus- 
try of Chicago in extending a hearty welcome to the deal- 
ers attending the National Stationers Convention. We 
look forward to greeting old friends. We look forward 


to meeting new friends. —$— ae 
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118 )FFICE APPLIANCES 






Demonstrate this el % 


& 







powerful stapler! gus 
Share its growing I "QUANTITY, 
popularity! : 





Retail Price 


$600 


AUTOMATIC 
PENCIL SHARPENERS 


| Quality materials give greater strength to APS- 
CO CUTTERS. Quality workmanship designs 
and sharpens the rugged steel of APSCO CUT- 
TERS — keen ... swift... precision blades 
with knifelike edges. | 











} 
| See these knifelike cutting 
edges? They CUT — because 


thatiswhatAPSCO CUTTERS 


‘ 
BEVEL, : are designed to do! hey are 
: a used only in APSCO Auto- 
" f ‘ 


matic Pencil Sharpeners. 


Automatic STAPLER |) | | vom consent 





home — to necessity in great 

, : . ; : ‘ \e mati sana SCO Penei 

Like the self starter in an automobile, is the automatic " | institutions ... APSCO Pencil 
y « . . re * > « ‘ = « . 

feature of A D K. A touch releases the trigger—A DK | ~____} Sharpeners have a vast army 


does the work. Use it all day long without fatigue. of word-of-mouth advertisers | 


Adjustable for thickness of papers—hardened steel is - advertising which means dollars and cents 


used for all moving parts and assures long wear. to you. 

Cannot get out of order—satisfaction guaranteed if APSCO “Advertisers” will increase your sales 
No. 333 staples are used. New, improved draw bar and profits! A prominent display of Apsco Pen- 
hook facilitates reloading. cil Sharpeners is an 


— attention getter 
— sales builder 


— profit maker 


TRY IT and SEE 








operates with light hand pressure, 


compresses before tacking and ONLY APSCO- CUTTERS APPROACH THE IDEAL OF A 
does not kick back. It is adjust- KNIFE LIKE EDGE en WITH GREAT ontop 
sa able for all tacking, is jamproof. a i 


Satisfaction guaranteed if No. 444 
staples are used. 





DEALERS AND DISTRIBUTORS—THERE IS STILL SOME 
rERRITORY AVAILABLE WRITE US FOR DETAILS. 


A. D. K. Corporation 
2531 N. Ashland Ave. Chicago, Illinois AUTOMATIC PENCIL SHARPENER CO. 


58 EAST WASHINGTON STREET ~- CHICAGO, ILLINOIS 
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The Imperial line comprises a complete assort- 
ment of index cards, guide cards, folders and 
filing specialties. From a single source you can 
buy all your filing requirements. This provides 
for definite convenience and economy. A large, 
modern factory and a will to serve insures a 


prompt and efficient handling of all orders. 


PRIVATE SECRETARY FILE 





We cordially invite dealers throughout the United 
States to attend the Stationers Convention in 
Chicago, September 27 to 30. See our representa- 
tives at the convention or visit our factory which 
is eight miles west of Chicago. Call upon us if 


we can be of personal service. 


IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 






























































120 OFFICE APPLIANCES 


WA Guaranteed Toney Saver! 


THE NEW IMPROVED 


aie CEL POST 
i’ Gul,” 


SX § 











SIZE 8"X10"X 2° 


® Now Borg announces the simplified easy-to-read dial, a vernier 





pointer which gives more accurate reading, and an improved 
dial lock. This feature permits weighing of packages larger than the 





scale platform and correct checking of packages of similar weight 
to different zones, 

The New Borg Parcel Post Scale meets every need of offices and factories for the Parcel Post 
range. The field for their sale is immense. A recent survey shows 60% of offices have antiquated 


Parcel Post scales with out-of-date postal ratings. The Borg scale sells readily upon demonstra- 
tion. Take advantage of the opportunity it provides. Offer a guaranteed mailing room saving to 
your trade. They’ll listen and buy! 








CONVENTION EXHIBITORS 


Acco Products, In long Island ¢ 7 Booth 
N« 4 

Ace Fastener Cory; . yp é [1] Booth No. « 

Acme Card System ¢ igo. Ill.. Booth No. 34 

Alles ( York City. Booth 100A 

Amet 1 | Hobok N. J.. Booth 
N« 

». J Aigner Ci 1] Boot! ¥« 

Art Metal Constru n Co Jamestown, } y 
Boot No. ¢ 

Art Spe ty Co., » Lil. Booth Ni ( 

Artility M P ! ] Elkhart Ind Booth 
Nx 

Aut Cx CI | Boot! 
Ni 

Autopoint Ill... Booths N 6 8 

Bankers Box Co., Cl [] Boot! 

Bates Manufacturin Orange. N. J.. Booth 7: 

Boorum % Pease B *kIivn. N. ¥ Booths No 
21 1A 

Carte k ( Mi ’ » tie 

U-]| B f N 

Colum! Ribbon %& ¢ b« Mfg. Ce ilen Cove 
ec eee en 2 

Conklin Pen ¢ Boot 

OTT ] { \ OTT P i f 

Denn Manuf Framit Mas 
Booth N« 

[ ld Safe & | \ Canton, ( | hs No 

sh J ( ; ( N J.. Boor! 
No 
ey Mi ( \ 
l Bi 
| Boot! 

t Ma i N 
tert i N J 
Be N 

A.W. | ae ee Ni 

} } Brooks Booth 

Fis t [il.. Be No. 98 

S N. J.. Booth I 

eneral | ! vn. Ohio, Booths 
No 
WM ncinnati, Booth No. 6 
Ps } ‘ { d M Booth 100 
g P I New York. Booth 33 

uregor Ink Ce ‘\ es. Calif Booth No. 99 

Harter ( p.. Sturs Mic] Booth No 

Hever Cx rp.. Chicago. I] Booths No. 55 %& 5¢ 
is. M. Higgins %& ¢ Brooklyn. Booth 83 

( loward Hunt Pen Co.. Camden. N. J.. Booth 
No 

J sper ( + Ind Booth No. 40 


Bergen N J Booth 4 2A 





Ohi pose innporlant 
te You.- 00> Mr. Dealer 


THE No. 1 RULE of successful 
Stapling Machine Design : 





Po thos the 
HEADHOUSING 


have a permanently 
closed front and form 


an inseparable unit 
with the 
STAPLE MAGAZINE » 


Only this rigid Construction 

assures... 

1) the lastingly accurate adjustment of the 
mechanism, which has to be built with 
the precision of a fine watch in order to 


function faultlessly— 


2) the extraordinary ruggedness which is 
required in order to make the stapling 


machine stand up for many years under 


hard usage 
STAPLING 


ACE MACHINES 


are designed in accordance with this Rule. 
Therefore, you can always be sure that they 
give your customers utmost satisfaction. 


ACE PILOT CADET CLIPPER 


Co 


ACE FASTENER CORPORATION 


Chicago 








3415 N. Ashland Ave., 


Makers of 
THE WORLD'S BEST STAPLING MACHINES 
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35*Anniversary) }! 


35 YEARS OF |} 
SERVICE AND | 
PROGRESS | 


This month, we are celebrating 35 years 


of continuous and exclusive service to 


i typewriter dealers. 4: 
. | f . 


- 


—_ > —s 


-_ 
td 


“-_ 
\e 


This service includes prompt and effi- 

|| cient filling of your orders, frequent dis- 
tribution of dealer literature to help you 

Q: sell more goods, and also the giving of _ | ¢: 


sound, experienced counsel, by means of 





our monthly magazine which is aptly en 
Ny titled "Your Man Friday. > 
The progress we have enjoyed can be 
traced to the fact that from the be- 
ginning typewriter dealers could depend 
é upon Ame: for a consistently better ‘ 
product — priced right and delivered 
promptly. Moreover, we have earned the 
’ confidence of our customers through ) 
conscientious adherence to our pledge . 
never to compete with our customers.” 


After 35 years of service to the 1 
typewriter dealers of America 


| AMES still | | 
: MEANS i 
EXCELLENT 
SERVICE 


SoC. 


= 


= 
\e 


ie 
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Wan t n listributers ef typewriters and 
} of tr—tools—rihbhons— é 
‘ : 
>. Randolph Str« CHICAGO, ILLINOTS 
Murra Street > Market Street 
NEW VORK “AN FRANCISCO 
é 206 Lan Stree él Commercial Place ‘ 
Pr 
DALLAS NEW ORLEANS 


OCKWELL-BARNES 


‘ ’ : | a: b: ‘: 151] WEST 38TH STREET - CHICAGO 











Koh-I-Noor Pencil Co.. New York. Booth 69 * 
Leopold Co., Burlington, lowa, Booth No. 84 
Markwell Mfg. Co.. New York. Booth 30 ey e 


Frank Mashek & Co., Chicago, Ill., Booth No. 81 


McMillan Book Co., Syracuse. N. Y., Booths 1 & 2. 
Miami Systems Corp.. Cincinnati, Booth 33B 
Moore Push-Pin Co.. Philadelphia, Pa., Booth 68. 


Nagel-Chase Mfg. Co.. Chicago, Ill., Booth No. 41. 
National Blank Book Co., Holyoke, Mass., Bocths 
No. 77 &% 78 
Nationa: FiberstoK Envelope Co., Philadelphia, Pa., 
Booth No. 97 
Neva-Clog Products. Inc.. Bridgeport, Conn., Booth 
No. 16 
Niagara Duplicator Co.. San Francisco, Booth 59 
Oxford Filing Supply Co., Brooklyn. Booth 42 
Parker Pen Co., Janesville, Wis.. Booth No. to 
Pelouze Manufacturing Co., Chicago, IIl.. Booth 80 
Polar Mfg. Co.. Philadelphia, Pa., Booths 18 & 19 
Reyburn Mfg. Co., Philadelphia, Pa., Booth 75. 
Rite-Rite Manufacturing Co., Chicago, Booth 76. 
Rockwell-Barnes Co., Chicago, Lll., Booth No. 57 
Royal Typewriter Co.. New York, Booth 64 
Sainberg 6 Co., New York City, Booth No. 20A. 
Sanford Manufacturing Co., Chicago, Booth 91 
Sengbusch Self-Closing Inkstand Co., Milwaukee 


Wis.. Booth No. 102 o N 
Scripto Manufacturing Co., Atlanta, Ga., Booth 32 About this Cw 
W. A. Sheaffer Pen Co.. Fort Madison, lowa, Booth 
spencerian Pen Co., New York City, Booth No. 82. 
>. S. Stafford, Inc... New York City, Booth No. 12 
Stationers Loose Leaf Co.. Milwaukee. Wis.. Booths & 

No. 53 6 54 


Stein Bros. Mfg. Co., Chicago, Ill., Booth No. 5 
Sturgis Posture Chair Co., Sturgis, Mich., Booth 








No. 4 
[he Southworth Co., West Springfield, Mass., Booth 
No. LLOQ 





No. so Magazines and poster displays whose circula 
: 7 tions total more than 120 millions per month 
Superior Type Co., Chicago, Booths 28 &% 2¢ : 
— . = 5 : 3 will carry the Autopoint message to YOUR cus 
Terry Penfiller Co., Janesville, Wis., Booth No. 104. | tomers this fall and winter! They will strongly fea 
Troy Sunshade Co Troy. Ohio. Booth No. 103. ture the beautiful new One-Dollar model shown 
: . 7 . 1, en — . » aove F 
Trussell Mfg. Co.. Poughkeepsie. N. Y Booth 71 —— yee yr rT mae tcl nh 
‘ ; a 3 ; : vellow-gold-filled trim and stream-lined clip 
Underwood Elliott Fisher Co.. New York City ~*~ “aa pe , 
sleek ‘‘diamond-cut”’ eraser-cap all combine to 
Booth No. go achieve striking beauty. Exclusive Grip-Tite Tip 


Victor Safe & Equipment Co., North Tonawanda ! 
N. Y.. Booths No. 87. 88. 80. twist, jam or fall out. And Autopoint’s famous rug- 
: : gedness, writing ease, and simplicity (only two 
Wabash Cabinet Co., Wabash, Ind., Booth No. 86. | moving parts) make them the world’s most prac- 
Wagemaker Co.. Grand Rapids, Mich., Booth 95. | tical mechanical pencils! A fast seller at a dollar. 


holds leads so firmly they cannot slide, wobble, 


The Wahl Co., Chicago, Ill., Booth No. 94 Als a r ae. og models. Stand by for 
/ " . nts on t Autopoint >| 
Wallace Pencil Co., St. Louis, Mo., Booth No. 49. ” pl os 
. - ' , . , AUTOPOINT COMPANY Dept. OA-9 
L. E. Waterman Co., New York City, Booth No. 25 1801 Foster Avenue, Chicago, Ilinois 
F. S. Webster Co., Cambridge, Mass.. Booth No. 3 DISTRIBUTORS 
Mutua! Stationery Co., 368 Broadway, New York City 


Frank A Weeks Mfg Co New Y ork City Booths Associated Stationers Supply Co., Jefferson & Quincy Sts. 
: Chicago, Ill 


No 72 4 73 Zellerbach Paper Co., San Francisco—Los Angeles 
. In Canada, The Brown Brothers, Ltd., 100 Simcoe St., Toronto 
Weis Mfg. Co.. Monroe, Mich., Booth No. 46. —_ _ — oS 
Whiting-Plover Paper Co.. Stevens Point, Wis.. || Be Sure To Attend 
_ Booth Ne. Ss NATIONAL STATIONERS ASS'N CONVENTION 
Yawman and Erbe Manufacturing Co.. Rochester. Palmer House, Chicago, September 27-30 


N. Y., Booths No. 60. 61. 62 See Our Exhibit, Booth Nos. 7 and 8 
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The “Tops” 


For Sales Volume— 7 


BURNS) 
MASONITE’ | 
CLIP BOARD/ 





/BURNS 


BRU EE NS (wssonre 


\ CHAIR MAT 


~ 





“Masonite” Products! BURNS 
MASONITE’ J 


DESK PAD Auman 


These new BURNS “Masonite” products are non-warping, non-splitting, non 
curling—keep their smooth, non-stain surface indefinitely. Never become 
brittle with age. The CHAIR MAT protects new carpets, covers worn spots 
and provides a smooth, hard finish on which the chair glides easily. The 
DESK PAD with handsome leatherette ends protects the top of the desk, has 
a smooth surface perfect for writing. The CLIP BOARD is an indispensable 
convenience for either desk or portable use. 

Write TODAY for sizes, prices and further description of these timely 
BURNS office accessories. Address American Automatic Electric Sales Co., 
1033 W. Van Buren Street, Chicago, Illinois. 


BURNS once specauies 


STA TIONERS— 
OFFICE SUPPLY and 
TYPEWRITER DEALERS! 


Sell vour customers Dr. Seat Dy pe writer Cleaner and Refinisher. 
The largest seller through dealers in the Lnited States 

















Do vou know how to sell apr. Sent? 


Here's a few pointers for your benefit. 

Dr. Seat Cleans Type. Vanufactured in Four Sizes 
Der. Seat Refinishes Platens o ot, patties few S600 
Dr. Seat Cleans Rubber heys = 

Dr. Seat Polishes the Nickel! oz, retails for 1.00 
Der. Seat Cleans the Enamel Quart retails for 2.50 
Dr. Seat Prevents Rusting (,allon retails for 7.00 


Der. Sent is carried in stock by the best dealers from Coast to Coast. 


Order Dr. Seat from Associated Stationers Supply Company or 


direct from factory. 





Refinisher”’ 


we 


Vanufactured by 


DR. SCAT CHEMICAL CO. 


178 N. FRANKLIN STREET CHICAGO, ILLINOIS 




















Is Number 13 Unlucky? § 


It will be an unlucky number for you if you stay away 
from booth 13 at the National Stationers Convention. 
The G. J. Aigner Company is presenting many new 
and improved items and are looking forward to seeing 
all of their old friends and making many new ac- 
quaintances. 

The desk pad display rack shown here is just one of 
the new dealer helps that Aigner is introducing at the 
convention as part of their policy of taking an active 


part in helping the dealer sell to the public. 


REMEMBER IT'S BOOTH 13 





G. J. AIGNER COMPANY Note: If you are unable to attend the 


convention, write for information regarding 


503 S. JEFFERSON CHICAGO, ILL. the display rack shown above. 


( .£~Vedemamen You 


to the Stationers Convention 


We'll be there to shake hands with all our friends 
and customers who have helped us build up our 
business. We hope that every stationer is plan- 
ning to be at the Palmer House, Chicago, Septem- 
ber 27 to 30 for this great meeting. 

















( ole- Quality Qualifies and Gets 
Those Repeat Orders 


Because Codo has developed carbons and ribbons to meet every Ba > ’ 
requirement, dealers find it easy to get the profitable repeat & 


business. 





We'll be glad to send you full particulars of our setup. Write 


today for further information. 


Su ot 


CODO MFG. CORP. 9209S. Be rh "7 hicago i dg 


Factory: Coraopolis, Penna. 270 LaFayette St.. New York 


























An 


Invitation 


To the delegates who attend the 
National Stationers Association 
Convention in Chicago Septem- 
ber 27, we extend a cordial greet- 
ing and invitation to visit us in 
our new and larger quarters. Our 
new showroom and broadened 
facilities for service to the sta- 
tionery trade are at the com- 
mand of all our friends. We will 
take pleasure in showing our com- 
plete line including several inter- 
esting new numbers. 


Our new catalog, just off the 
press, shows these and the other 
items in the extensive DOPP- 
CRAFT line —brief cases, ring 
binders, underarm envelopes, cat- 
alog cases, etc. We shall be glad 
to send a copy of this new cata- 
log upon request. 


CHARLES DOPPELT & CO. 


OPPOSITE MERCHANDISE MART 


412 ORLEANS ST. - - CHICAGO, U. S. A. 


























Syrecial STANDS FOR ADDING 
MACHINES and Large Typewriters . . . 


Sher-Man Special Brace Stands are extra-strong 
and extra-rigid, ideal for use with adding machines, wide 
carriage typewriters, and other heavy business machines. 
Series 24 stands have machine foot rests, adjustable for 
use with typewriters and practically all models of adding 
machines. Easy portability means greater convenience and 
maximum use — features that are bringing increased sales 
to dealers who show these stands. Sher-Man high quality 
stands are made in models for every need of office, 


shop, home, school 


new catalog illustrating 


° ot 
rite f the complete line 





SHERMAN-MANSON MFG. CO. | 4 


625 S. Kolmar Avenue « Chicago = 
Pacitic Coast Representative: i / 
c. J. Schubert, Jr., 339 €. Third St., 
Los Angeles 1 


Stock on hand for immediate delivery d 


SHERMAN 


TUBULAR STEEL STANDS 
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STARLIGHT 
ILLUMINATED GLOBE 


Modern 4% Daringly Different 





GLOBE No. 1G3-10 HEIGHT 13'. Inches 


Comes complete with light bulb and cord—ready to plug in 


New Map 


The ONLY globe map exclusively designed for an 
illuminated globe. Its rich pastel colors are extra strong 
to give depth——not a washed-out appearance when the 
lighted Print is easier to read because all 
names in water areas are white instead of black. 


* 


globe IS 


Heavy Ten Inch 
Glass Ball 


The map is carefully mounted on it BY HAND. 
Revolves easily, and is readily removed from mount- 
ing for insertion of new bulb. Packed securely to 
reach you in perfect condition with ordinary handling. 


* 
Streamlined Base 


‘Modern as Tomorrow \ttractively finished 
gun metal—-one-piece simple construction 
to get out of order 


* 


Is as 
in rich 
nothing 


Lighted— 


It becomes a multicolored ball of light. No more will 
you need to look twice to read the print-—the light 
inside makes every word stand out sharp and clear 
When placed on top of a radio no other light is necessary 
as this starlight a soft even glow about 
the room 


globe casts 


Write now for a sample of this newest different globe— 
we will prepay the transportation and if you think the 
globe is not all we claim it to be, you may return for 
full credit. 


REPLOGLE GLOBES, Inc. 


168 NORTH CLINTON STREET, CHICAGO, ILL. 














: "Bi 3 HANSON Paper Punch 
Sakis SCALES : 
7 HIE 


ee 
oes | BOOST YOUR PROFIT 


self-computing 


seal aart ey oe Por PRESTO co 


PERSONAL “~ 


PAPER PUNCH 





a Customer 











With Presto 
Personal 


EASY to use 
and to read 











e | this 
s€ ep 
utr 
e m te 
en rs them 
Per arte 
f an lt fit 
ket for 
© Ask an 


Hanson Scale Company METAL SPECIALTIES MFb. CU. 


574 N. Ada Street Chicago, Illinois 


3210 CARROLL AVE -HICAGO, ILL 














| 
© ( 
| = note oe 
| aa sie. i aa 
by iid ss ‘ 
os . ~ or ae 
} iin f mvenrient s | — 
Bo ‘ it and Gall 
We i s onl Write for | 1 lil ! 
dis ! Ord from o repre tat l t | 
from the fa 
ATIVE } 


ints entatives or aires 
v. 

FASTERN REPRESEN ‘ ' “TERN REPRESENTATIVE 

The Bell Sta cs Rayne Davi ' 
1O1.10 “ th Se P. ©. Bex It! ; 
New York, N. % Denver. Colorad | 
CEN Al raATES | 
” i Mei ‘ mpat | 
u Se 


CLEANERENO CHEMICAL CO. | 








CLEANERENO 


The World's Finest 
Typewriter Renovator 


Brings Re-orders! 











| BRANCHES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 





—————— 


} 








In 1933 


Stein had the vision to modernize 
the brief case business by discon- 
the old 
cases in favor of “zip” fasteners, 
Stebco Tuck-A-Way handles and 


common sense accessibility. 


tinuing fashioned strap 


Do Not Buy 
Until 


Chicago, Sept. 27 to 30 





STEIN DOES IT AGAIN 


In 1937 


Stein has made just as revolution- 
ary changes to increase dealer 
sales, viz: 


l. New styling 

2. Eye value 

3. Correct retail price ranges 

4. A brand new method of merchandis- 
ing Stebco modern zipper envelopes, 
ring binders and portfolios 





Do Not Buy 
Until 


Our salesman calls on 
you shortly with the 
New Line the 
New Story. 


and 


New York 
Empire State Bldg. 


S#-T E I N 


BROS. MFG. CO., INC. 


San Francisco 
832 Market St. 


CHICAGO 


P KR MA The Corporation Desk Set 


Built for Long Service 























Practical e 


Inexpensive ® 




















PERMA RESISTS cold, heat, moisture, liquor IN ONE YEAR PERMA PAYS ITS WAY. 
spots Turree and weal Wash with soap and \ fresh blotter each week costs 40¢ per month. 
wate! In twelve months the saving on this one item 
PERMA COLORS the eyes: relax tired will approximately pay for a Three Piece Perma 
| Tiel t's sel 

PERMA DESK SET COMPLETE Green or Brown List Prices per set 

| _ Desk 7 1 Rechet Rintic \with Desk Pad size 18x24 $6.00 

| oge Size Desk Srey Gad mocacs Seow ne ee 7.00 

List Price each 

Dagar ype Letter Opener Handle Colored to Match Perma T5e 

coer CN FOX } 
GEO. KE. FOX & CO. i220 Orleans Street 
Rites Suacialty Mauutaeee CHICAGO, ILLINOIS 




















NOTHING Be aBUYER forlte 
me / | Furnish the MONEY 












New Way To Earn 
Up to $25 A Day 


BRAND NEW OPPOR- 
TUNITY to act as MY J 
BU YER in your community. 

Call on factories, offices, stores, any- 
where typewriters, adding machines, 
any office equipment is used. BU Y equip- 
ment not in use based on prices quoted 
in my Blue Book. Tells you everything 
you need to know. No previous experi- 
ence necessary. 


| FURNISH THE MONEY 
I furnish the money for buying used 
office machines. Pay you big commis- 
sions for acting as my buyer. Absolutely 
T y p F Ww R T E R S nothing for you to sell. The more you 


buy, the more money you make... up 
to $25 in a day possible. WRITE QUICK 

BRANCHES IN PRINCIPAL CITIES 

DISTRIBUTORS THROUGHOUT THE WORLD 








for amazing details. 


| 
PRUITT COMPANY 





14s Pruitt Bidgd. (hicage. Hl. 








| DICTATOR Dupticasing INK | 


i} a ™ 
| oo 
> 

——— <. >> PROVEN 
No. 373 Satisfactory 
ZIPPER J 
POCKET IN EVERY DAY 
nes DUPLICATING AND 





Profitable 


IN THE DEALER’S 
EVERY DAY SALES 


STOP...at Booth 19 


Learn All about WELDEDGE 


Dealers and members of the National Stationers Association 





are extended a cordial invitation to visit our booth and see 


for themselves the many advantages of A 


the ingredients of DICTATOR Ink sre tested and 

“THE EDGE WITHOUT A FLAW” proven uniform quality. ‘Laboratory analysis tells us 
You'll see many New Features and Modern Improvements standards. Clear, strong impre ns from typed or 
in our beautiful assortment of Brief Cases—Catalog Cases stylus cut - s ways resu . DICTATOR ri are 
Wallets—Zip Cases and Zip Binders ret 4 ne , e 4 = es a wer a = Ne , a end 





FRED B. CANODE 
of Leather. MASHEK Makes it Better 519 S. Laflin St. Chicago, Illinois 


aK YASH EK eco CO, Inxs SPECIALTIES COMPANY 
CHICAGO 
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They furnish an ideal solution to the problem of handling 
bulky and active filed records. 


Durability Pressboard File Folders are made of a high grade 
wear-resisting pressboard with a strong cloth gusset to permit 
expansion. They are also furnished with various styles of 


tabs to suit any requirement. 


Send 


sell 


and prices and 
this better 
method of handling permanent and 
bulky re 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 


for samples 


your customers on 


»cords. 


Supplies 


cManufacturers of Filing 


517 S. JEFFERSON STREET CHICAGO, ILL. 









THE 
SECRETARIAL 
STAND 


Low Priced 


ni Rigidly 


Constructed 


ill Metal 





assemble 
all 


Cuaranteed not 


Simple to 


I ock 


bolts 


washers on 


Noiseless rubber 
shelf 


Size 





to tip 
casters Sliding 
no charge 


Top 18" x 14’. 
Shipping weight knock- 


extra 


26" high 


ed down, 16 Ibs. Color 
RETAIL Olive Green. 
LIBERAL DEALER DISCOUNTS 
{ PROFITABLE AND FAST SELLING STAND 


FOR HOME OR OFFICE 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Supply House™ 
325 N. WELLS ST. CHICAGO, ILL. 
Branch Offices 


NEW YORK MINNEAPOLIS LOS ANGELES -MONTREAL 





























ARE YOU SELLING Many WASTEBASKETS? 


If not, perhaps we can help you sell more of them. Why not have your 
salesmen mention baskets and barrels on every call? We are sure you'll 

be surprised at the extra business you can pick up this way. 
Cleveland has a complete line of both fibre and steel baskets in a 
variety of sizes and colors. The fibre baskets have reinforced steel rim at 
top and all steel bottom. They are attractively designed and 


look well in any office. 
Price are right—so vou can make a nice margin of profit! 
Write for full particulars today. 


CLEVELAND CONTAINER CO. 


. Hermitage and W. Pershing Rd. Chicago. Hl. 

















Di te6 adding » « billing » « 
Brands | bookkeeping » « 


DUPLICATOR INKS ‘ . 
DUWACO Dunlcning Ink i meee | | calculating machines 


just an ink It wa P rt 






in eccomys hed workmanship in "the du oli at 

: r ritica vd irance im your sedvertis = i = F 
_ depart ent te the final analysis of pul TYPEWRITERS CHECKWRITERS 
1g power in the presentation of your literature 7 ~ 

“Yates ee < r more pies t the pound OFFIC > DEVICES 
doesn't fiset er wom. approved and i 
use by Army ‘ton vy and ther govqummnes t 5 " + Del 

fices, also schools and cory ns 4g nd ebu 
help u extend your sales Ws rite >, 


— ee Uwiatson @ | Reliable w TYPEWRITER & ADDING MACHINE CORP 
West Coast Duplicator Ma were of Ink Specialties W. MONROE ST HICAGO. ILI 


Supoly Ce., 43! Bush St 
“Gan Frenclecs Callf 644 SO. CLARK ST.., ¢ HIC AGO 




















Rosco & Ravenswood DISTINCTIVE QUALITY 


Stark Calendars ap- 
GLASS peal on sight to the 
m most discriminating 


D E § K . users. Constructed 
6 to give utmost writ- 
ing ease Equipped 


with rubber bumpers 
and curled end for 
pen or pencil rest. 






PADS 


W rite today for details and 
prices on our complete line of 
flat an a arch type desk enlen- 
dars 





Ravenswood Office Specialties Co. en ee 


1800 2 Ne« wi rt Ave Ch ago Nlinois 




















See This Line at the Convention! 


@ Crown Band Stamps 
é& Rubber Oflice ype 


3 StampPadsandInks | 





ard-cases, any size, loerse-.eal envelopes, punched 
@ Sign VMarkers menu covers, lectory record protectors, eg holders, 
bill-fold envelopes; stamp containers, etc. Made of 


ecetate (slow-burning) transparent cellulose We 
build to fit your particular need, Write us for details 


MARKILO COMPANY, Mfrs. 
363 3c S. Recine Ave Chicago, U.S A 


THE SUPERIOR TYPE COMPANY 




















Pelouze Postal Scales Satisfy 


— There is a model for every mailing require- 











y 7 ment. Pelouze Postal Scales will satisfy every 
hI cee customer. Consider these superior points of 
“ X % Pelouze Scales 

ay \ Save time and stamps 

f~ht | Self-computing dials include Parcel 
NG: 4 


Post by zones 
No over-payment of postage. 
Twelve styles in green or gold bronze. 
Warranted accurate 





At all leading dealers 





Two Sizes 


Catalog of complete line upon request. @ Ib. and 4 Ib 


" Gacenst as PELOUZE MANUFACTURING CO. 
232 East Ohio Street Chicago, Illinois 























The Modern Method of Figuring Feature on “COMMUNI-CALL’” 


PAYROLI NTEREST DISCOUNT, LUMBER, COAL FREIGHT 


AND MANY OTHER CALCULATIONS without turning switch! 


No levers t pull No - a. es 
keys to punch No tedi- \ > , 


, 


SELL MEILICKE CALCULATORS | Now You Can Get (alk Back 
| 


ous figuring No errors 


| Just copy the answer: K, 
tabulated in convenient ~N 





>. \ 
form Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write nply tip 
ee ae the card 
or details now d eany | 





Meilicke Systems, Inc. Chi ca Gy 

















, 
The 
A A A \ 
Ideal BOOK RING 
FOR ONLY 
\ FLATTENED JOINT is there r} new feature will appeal to your s se 
a purpose t keep the ring a | pects because it makes it so easy to 3 
ays ght side ur No need to hunt « ba and = fort? It will help TWO STATIONS 
e2 A ‘ f ble t find th place where y r some f those hesitant pros 
a pee Poca eee ou COMPLETE 
the simplest, quickest-operat I ‘ also more power in this new unit which will make it 
and most satisfactory ring ever possible have the stations farther apart and st ll he -r every 
Seven Sizes i for perforated sheets or wor early and distinctly : 
, Diameters f all sorts Allows binder or The new model works on all currents like all Communi-Call 
anes Came lie flat wher pen at any nits and mes in a compact and attractive cabinet 
No. 000. %. No. 1. 1% rhe enlarged j t, nicely Write f details so you an start selling this new mode! 
“4 _ r and smoothed, keeps ring 
~ 5 “ ae aa. side up in position to be i Attention: A few territ still available 
Ne. 0%’ No. 4, 2%’ atantie tnloaked 
Ne. 6, 3° rder _ through your wholesaler Ve also 
re inexpensive loose leat metals CHICAGO SOUND SYSTEMS CO. 
_ 856! Se. Chieage Ave.. an 
Henry T. Adams Mig. C@e Chicacc. titinet 1507-9 East 55th Street Chicago, Ill. 











PROTECTION FOR DRAWERS, 


‘GOING OVER’ | - FILES, DESKS, ete. 
MAGIC FLOW Wonper LOCK offers 


positive theft proof pro 
THE PERFECT 
DUPLICATING INK 


tection for locking se 
curely every kind of 
drawer. file or door. Can 
be instantly applied. No 
holes to drill No nails 





ali ‘ or screws. No tools re 
asad Adaptab { pen and closed drum quired. Every store, 
stencil duplicator machines. viees ane samples upon ollice, factory and home 

' = = . . 
quest D ler nquiries sol icite d. All purpose type, especially designed a prospec t Write at 


for drawers, desks, files, cash regis- once for full particulars 


CONTINENTAL INK CO. | | =e" 


CHICAGO. ILL W/ ONDER [ Ock 53 W. Jackson Blvd... Chicago, Hl. 
q > i a 












































prices that will materially increase your profils. 


SEND FOR CATALOG 


512 S. PEORIA ST. 








Bid You Welcome 


@ Visitors to the National Stationers Convention 
are most cordially invited to visit our plant and 
inspect our new zipper type brief cases, envelopes 
and dress sets for men and women. . 
complete line we have ever manufactured ...a 
line of style and high quality. 


@ The season ahead promises unprecedented sales. Early 
buying will preclude a shortage of goods when you need 4 
them most. The many new features embodied in the Na- 
tional line are factors that will stimulate busimess... 


NATIONAL BRIEF CASEMFG.CO. =~ 
CHICAGO, LL. 4 4 


. the most 











No. 38B250—Ring 
Binder with extra 
size rings. A very 
good seller : 

and one of many 
excellent numbers 


, 
talog 
atalog 








at 














WITH Pr0gG7e55 
ADDING MACHINE ROLLS 


Step up your sales with Progress Adding 
Machine Rolls. A strong, lintless, tightly 
wound, full footage, bright white paper that 
feeds perfectly in any machine. Other Prog- 
ress Roll specialties include cash register, 
telautograph, teletype, mailer rolls— write 
for information. 


Manufactured by 


BRADNER SMITH & CO. 


333 S. Desplaines St. Chicago, Illinois 
















TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 


i <= Over 


Under 


Weight 


instantly 





TRINER 





shown by 
his indicator 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 


for checking postage. 


Forty-eight cents to 96 cents per pound prevailing 


postage cost must be checked by every mailer to prevent 


costly postage waste. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
construction, insure de- 


gether with sturdy, high-grads 
Capacities 9 oz. to 4 Ibs. 


pendable and lasting service. 
in various models, with computing charts on those of 1 


Ib and 


over. 
Send for detailed description and prices 


TRINER SCALE & MFG. CO. 
2714 W. 2ist Street Chicago, Mlinois 
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A NEW VIEW OF REMARKABLE CLARITY SHOWING MICHIGAN AVENUE, CHICAGO, LOOKING NORTH FROM THE SOUTH 
END OF GRANT PARK—Photo by Kaufmann-Fabry, Courtesy Chicago Association of Commerce 


While You Are in Chicago — 


a diversions to suit all fancies, Chicago, Exemplified by its motto, “Urbs in Horto”—The City 
the city of infinite charms and attractions, invites the Within a Garden—Chicago is famed for its labyrinth 
N. S. A. conventionites to venture forth and enjoy of public parks and maze of connecting boulevards, 


their propensities. Some who come early, and all who girdled around by estate-like acres of forest preserves 
participate in the convention entertainment program Its great outer drives along the lake shore on the north 
as well as those who wish a few hours of relaxation and south sides of the city offer delightful views of 


following the sessions or remain in town a few days both Lake Michigan and the city’s imposing skyline 

afterwards—will find Chicago in a festive mood. For Opposite the downtown section, just south of the 
Chicago is holding its charter Jubilee, celebrating the Art Institute, in Grant Park’s lake front is the re- 
one hundredth anniversary of its charter as a city splendent Buckingham fountain, known the world over 


] 

While you are in Chicago you will want to enjoy a_ for its marvelous beauty and tremendous size. Built 
bit of its glamorous amusements, its fascinating sights, by the family of one of Chicago’s celebrated men, Clar- 
or perhaps some one of its cultural institutions that ence Buckingham, its central pool is about 300 feet in 
you have not visited before. Within buta few moments diameter, and its tremendous flow of water is four 
of the convention hotel, you may find pleasure and _ times as great in volume as the famous Latonia foun- 
inspiration in variety—and much of it at different tain in the Garden of Versailles. The shimmer of its 
points along the shoreline of beautiful Lake Michigan far-flung spray, enhanced by lighting effects, captures 


rhe tang of autumn will be in the air and with it the the imagination of all who gaze upon it. 

zest to be about and adoing A short distance farther south are four more grand 
As the youngest great city in the world—fourth constructions and institutions worthy of your atten- 

largest in population and second in the western hemi- tion and interest. That magnificent marble temple 

sphere—Chicago is truly an American city. Here is a footing the Grant Park area is the Field Museum, con- 

kaleidoscope of nationalities, divergent fields of busi- taining renowned exhibits of the life and substances 

ness and aesthetic activity, all imbued with the “I of the ages 

Will” spirit of progress. You will find each phase as Nearby, against a horizon of blue, are the Shedd 


entrancing as the whole. There are small cities within Aquarium and the Adler Planetarium. Each is supreme 
the city, each rich in romance and its own atmos- among others of its kind. Living fish from all parts 
phere peculiar to its inhabitants of the world are on exhibition in glass tanks in the 

















The contents of this section will engage the careful at- 
tention of all who have particular interest in the office 
furniture departments. The material presented is im- 
pressive of the advance being made by office furniture in 
the restoration of general business. In which advance 
wood and steel each hold their particular places of special 
preference but overlap in nearly all usage and share an 
expanding market for all grades with steadily increasing 
receptivity to higher values. 


In the articles written by dealers out of their experience 
some will discover an idea profitably adaptable to their 
own businesses: or perhaps a plan which with modifica- 
tion may be used to advantage in some transaction: or 
something which suggests change in methods hitherto 
used. 


In the section are pictured several impressive installa- 
tions, some in wood and some in steel, made by dealers, 
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which show both modern and classic designs in favor. 
And here are also pictured interesting new numbers in 
the several production divisions. 


With the features of the section mentioned above is 
another of equal value to the furniture departments. The 
advertisements. There are displayed the products of 
nearly all manufacturers who have done most to develop 
the office furniture business of the country: an exhibit, in 
type and illustration, of most of the lines with which the 
commercial stationery business has been expanded. 


CONTENTS OF THIS SECTION 


Office Furniture’s Place in the Industry maging 140 
By Staff Member 

Model Offices Stress Individuality... —_—" 145 
Display Features in the Model Offices of J. L. Hanson's, Detroit. 

Individualizing the Sales Appeal... , sbitimichaaibatitess 151 
By Staff Member 

American Walnut Serves the Office........... Nincieaieiiigencigaiiesth £52 
A History of this Wood in the Manufacture of Desks 

Installations that Lead to Further Sales......... Ladanitpbesanittis , 157 
As Told by Floyd A. Fenn, California Desk Company 

Promoting the “Model Office’’....................... iil ' 160 


By C. M. Littlejohn, Staff Correspondent 

Re-Equipping an Insurance Office.................................-- j 167 
An Experience of Bradley & Scoville, Inc., New Haven 

From Layout to Installation........................... sinlaseiacndmilaiin 170 
By H. M. Goldthwait, Santa Fe Book & Stationery Company, /nc., 
Santa Fe, N. M. 


Wood Furniture Makers Study the Market. 177 
By Staff Member 

Sell Office Air Conditioners............. 178 
By Staff Member 

Factors in Furniture Selling... 184 
By Staff Member 

Origin of Vertical Files.............. siesta 189 
A Short History of this Invaluable Aid 

Streamlined to Fit the Human Body 200 
By Staff Member 

Letters Sell Office Furniture Effectively 210 
By F. K. Holohan, Staff Correspondent 

Selling Sound Absorption......... 217 
By Staff Member 

Knowledge of Furniture Builds Business 218 
More Than Selling Made this Sale 

Mahogany’s Contribution to Office Furniture 224 


What It Has Done for the Business House 


AND THE ADVERTISING ANNOUNCEMENTS OF THE MANUFACTURERS 
LISTED ON THE OPPOSITE PAGE 
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FURNITURE MANUFACTURERS WHOSE LINES 
Are Represented in the Advertising Pages of This Twenty-Eighth 
Annual Special Office Furniture Section of Office Appliances 


All-Steel-Equip Co. 

Alma Desk Co. 

Art Metal Construction Co. 
Art Steel Co., Inc. 

Artility Metal Products, Inc. 


Bassick Company 

Belmet Products, Inc. 
Bentson Manufacturing Co. 
Bickett Co., L. M. 

Bright Chair Co. 
Browne-Morse Co. 


Cameron, Cal 


*Clemco Desk Manufacturing Co. 


*Cleveland Container Co. 
Collier-Keyworth Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Co. 


Darnell Corp. 
Diebold Safe & Lock Co. 


Eagle-Ottawa Leather Co. 
Evansville Desk Co. 


Faultless Caster Corp. 
Fritz-Cross Co. 


Gaylo Mfg. Co. 
General Fireproofing Co. 


Gilson-Bolens Manufacturing Co. 


Globe-Wernicke Co. 
Gunn Furniture Co. 


Harter Corporation, The 

High Point Bending & Chair Co. 
Hoosier Desk Co. 

Howell Co. 

Imperial Desk Co. 


*Imperial Methods Co. 
Indiana Desk Co. 
Invincible Metal Furniture Co. 


Jasper Chair Co. 


*Office 


™ 











\ 





Jasper Desk Co. 

Jasper Office Furniture Co. 
Jasper Seating Co. 
*Johnson Chair Co. 


Killian Manufacturing Co. 


Leopold Co. 
Lyon Metal Products, Inc. 


Majestic Lounge Co. 
Marble Chair Co., The B. L. 
*Meilink Steel Safe Co. 
Metal Office Furniture Co. 
Metalstand Co. 

Milwaukee Chair Co., The 
Murphy Chair Co. 
Mutschler Bros. Co. 

Myrtle Desk Co. 


Nagel-Chase Manufacturing Co. 
*National Vulcanized Fibre Co. 
Newark Chair & Furniture Co., Inc. 
New Indiana Chair Co. 

Peerless Steel Equipment Co. 


Sanymetal Products Co. 
Security Steel Equipment Corp. 
Shaw-Walker Co. 
*Sherman-Manson Mfg. Co. 
Standard Furniture Co. 

St. Johns Table Co. 

Sturgis Posture Chair Co. 


Tell City Desk Co. 

Toledo Metal Furniture Co. 

Troy Sunshade Co. 

Tubular Specialty Manufacturing Co. 


Wagemaker Co. 

Weis Manufacturing Co. 

Wells Furniture Manufacturing Co. 
*Worcester Wire Novelty Co. 


Yawman & Erbe Manufacturing Co. 








TF; 
- 
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furniture manufacturers whose advertisements 


appear in this issue outside of the special furniture section. 
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LIBRARY OF THE UNITED STATES SUPREME COURT—(Harris & Ewing Photo, Courtesy of the 


National Lumber Manufacturers Association) 


Office Furniture'’s Place in the Industry 


—_— has contributed more 
to the elevation of standards and 
the advancement of prestige in 
the stationery industry than the 
inclusion of office furniture. In 
partnership with loose leaf and 
office machines, furniture has par- 
ticipated in bringing the industry 
as a whole to a recognized matur- 
ity in the commercial world. 

The profitable sale of office fur- 
niture required a different tech- 
nique than that formerly em- 
ployed in the distribution of sta- 
ple stationery products. Field 
workers were comparatively few 
at this time. The introduction of 
furniture exerted a strong influ- 
ence upon the existent but unde- 
veloped trend toward outside sell- 
ing. It aided in the process of 
changing the salesman from a 
clerk waiting on trade in the store 
to an outside contact man who 
filled the role of counsellor in of- 
fice equipment. His knowledge 
was developed to include the ap- 
plications of systems to solve spe- 
cific problems. Perforce, he be- 
came familiar with methods of in- 
troducing economy and affording 


A Fine Prestige Has 


Accompanied the Devel- 
opment of Office Furni- 
ture in Both its Major 
Divisions —Wood and 
Steel—A\s an Important 


Adjunct of the Office 


Equipment Business 
» 


convenience, comfort and beauty. 
He no longer waited for business 
to seek out his store. He went 
after it. 


A few years ago at a meeting of 
stationers in Chicago, a visitor 
from out of town arose to com- 
plain that “we have educated the 
business man to expect us to call 
at his office to sell him furniture. 
The same business man when in- 
terested in a dining room suite 
would not telephone the household 
furniture dealer and ask him to 
call at his home or office. He would 
visit the dealer’s store.” 

And therein resides the genius 
of the office furniture salesman’s 
technique. He does not wait for 
the business man to call. He takes 
the initiative and builds soundly, 
solidly, for himself, his firm, and 
the industry. 

Although interest is usually en- 
gendered in the office of the pros- 
pect, the natural desire to see the 
furniture before it is purchased 
has resulted in an increase in 
store visits by chief executives of 
the businesses in which the equip- 
ment is to be used. Their presence 
in receptive moods made possible 
the sale of a large volume of sup- 
plies and accessories in other di- 
visions of the business. 

Because of its characteristics of 
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size and design, furniture lends 
itself well to attractive display. A 
primary result was impressive ap- 
pearance in the furniture depart- 
ment, which led to a general ton- 
ing up of the display in other de- 
partments and improved appear- 
ance throughout the store. 

Twenty-eight years ago, when 
OFFICE APPLIANCES first presented 
a Special Office Furniture Section 
and advocated the sale of desks, 
chairs, tables and related prod- 
ucts through the commercial sta- 
tioner, only a small percentage of 
dealers were following the practice. 
Office furniture was handled as an 
incidental side-line by the mer- 
chant who specialized in furniture 
for the home. The household fur- 
niture dealer was willing to ac- 
commodate any of his customers 
who inquired about office furni- 
ture but his primary interest re- 
mained with his other lines. 

The commercial stationery in- 
dustry was already serving the 
business man in his office. It was 
this fact that first impelled Or- 
FICE APPLIANCES campaign urging 
the sale of office furniture through 
the commercial stationery store. 
From the development of contacts 
with customers who were already 
purchasing the things that went 
on the desk and in its drawers and 


those of filing cabinets, it ap- 
peared logical to expand the scope 
of merchandise handled to include 
desks, filing cabinets and related 
pieces. In this manner, furniture 
gradually became a part of the 
stationer’s “stock in trade.” Dur- 
ing the past quarter century office 
furniture has shifted from being 
a stepchild in the household fur- 
niture field to an integral division 
of the office equipment industry. 

As the opportunities for the 
sale of office furniture became 
more apparent through the exam- 
ples of its “pioneers” who experi- 
mented with success, stationers in 
all portions of the country became 
more receptive. One or two pieces 
were placed on display and at- 
tempts were made to sell from 
catalogues. Within ten years after 
initiating the campaign to direct 
the distribution of office furniture 
through the commercial stationer, 
and office equipment stores, the 
publishers of OFFICE APPLIANCES 
had the satisfaction of recording 
the establishment of furniture de- 
partments by leading stationers 
in the principal market areas of 
the United States. Before another 
decade had passed, the major por- 
tion of office furniture and asso- 
ciated products reached the con- 
sumer through the medium of 


141 


the local office equipment dealer. 

In the early days, desks, chairs, 
cabinets, etc., were largely of 
wood. Steel had established itself 
as an appropriate material for 
filing equipment. A developing de- 
mand resulted in increased pro- 
duction by both wood and steel 
manufacturers. Desks and chairs 
in metal appeared and achieved 
popularity. In the wood lines, a 
notable development was the in- 
troduction of fine artistry and de- 
signs in the medium and lower 
priced grades, producing an ap- 
preciated combination of beauty, 
utility and economy. 

Wood is the choice in many of- 
fices, being particularly favored 
for the private executive use. Al- 
though steel’s forte has been desks 
for the general office, filing and 
storage cabinets, and _ shelving, 
many finely designed matched 
suites have been produced by the 
steel furniture manufacturers. 

Both divisions of the industry 
have contributed greatly to the 
general development of office fur- 
niture. In its turn, office furniture 
has contributed eminently to the 
commercial stationery and office 
equipment industry. And the lat- 
ter serves all commerce and in- 
dustry by providing the tools of 
business. 





A NEW IDEA IN WALNUT OFFICE AND 


RECEPTION 


= - ~ ‘aunueine poenareaatetamennaTamecnmaacmmmenes meen ene 
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ROOM FURNITURE.—This cabinet serves the three-fold func- 
tion of being a smart display case for small products, a 
magazine holder and a source of indirect illumination. The 
walnut finish of the body of the cabinet and the modern tone 
are enhanced by the red lacquer finish of the display com- 
partment and the slab that surmounts the cabinet. A group 
of Mazda lamps concealed in correctly formed mat white re- 
flectors in each corner of the display section casts a uni- 
formly diffused light on products displayed. The urn was 
designed and produced by Lawrence Blazey, designer and 
ceramist, and the cabinet was designed by Onnie Mankki, both 
of Designers for Industry, Inc., Cleveland, in whose model 
shop the cabinet was built. 
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THE MAN AND HIS DUTY-MATCHED GF METAL DESk 
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... A Personal Aid to 
Business Achievement 


When your customer forms a 
partnership with a GF Duty- 
Matched Metal Desk, he is 
clearing the way for greater 
accomplishment. In keeping 
with the trend of today here 
is a desk on and around 
which will be planned and 
executed the great campaigns 


of tomorrow 





A spacious top and simple ele- 
gance in every detail. The appli- 
cation of the four-leg principle 
... utilizing the full structural 
strength of the steel . . . allows 
ample room for chair swing 
without desk leg interference. 


EFFICIENCY * SIMPLICITY + ELEGANCE 





THE GENERAL FIREPROOFING CO., Youngstown, Ohio 


METAL BUSINESS EQUIPMENT ALUMINUM CHAIRS «+ STEEL DESKS + TABLES + FILING EQUIPMENT 
SUPPLIES + SAFES - STORAGE CABINETS + STEEL SHELVING + SPECIAL BUILT TO ORDER EQUIPMENT 
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No. 846 Solid 
American Walnut 













No. 847 Solid American Walnut 





We'll see you at the N.S. A. 
Convention... Palmer House, 
Chicago. September 27-30. 
Look for our exhibit of “The 
Right Chair at the Right Price” 
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JASPER CHAIR CO. DEPENDABLE 


Quality 


Most important to us... and to you. . . is this matter of 
quality. From the beginning, high standards of workman- 
ship and material have been maintained. The chairs of our 
manufacture now in use are our best advertisement . . . some 
of them installed very recently and others with years of 
service to their credit. 


Dependable quality joined with thorough comfort and 
variety of interesting design distinguish our chairs and build 
business for our dealers. Genuine American walnut woods, 
fine Eagle-Ottawa leathers and the best brains of the chair 
maker’s craft are put together in the Jasper Chair Co. plant to 
give the office equipment dealer furniture of greatest sales 


value, service and satisfaction. 


In addition to our leather upholstered chairs, we manufacture 
a popular group of all-wood chairs for offices, school and 
courtroom use, typists and tablet chairs, stools, etc., in wal- 
nut, oak and birch, of which over forty five numbers are 


illustrated in our catalog. 


JASPER CHAIR COMPANY 


JASPER, 
INDIANA 


REPRESENTATIVES: 


GEO. A. LITCHFIELD 
Sales Mer. 


R. J. FREEMAN (Eastern) 
505 Fifth Ave., New York 


E. W. THOMAS (Southwest) 
Daytona Beach, Fla. 


JAMES 8. FOWLS (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 


S. H. MacDONALD (West) 
521 Lloyd Bldg., Seattle 


WwW. H. BROWN 
(Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone Rogers Pk., 3644) 


(Gio 


No. 840 Solid American 
Walnut 
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AIRLINE 


First of the modern general office desks was 
AIRLINE designed and built by Art Metal. And 
today AIRLINE is first in its field in sales. For- 
seeing the trend toward modernizing, reequipping 
and redecorating of general offices, Art Metal 
engineers produced in AIRLINE a “‘sales natural” 
that Art Metal dealers are selling in quantity lots. 


A few typical applications are shown above. 


AIRLINE desks are available in eleven models 
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adapted to all general office needs and a varie 
of harmonizing finishes. Their efficient desig 
speeds the work—adds to the comfort of the user 
Their sturdy construction, Art Metal quality at 
reasonable price appeal to value-conscious off 
managers. 

Cash in on the profits that active office ov 
fitters are making from AIRLINE Desks and on 
100 other models. Write for further informati 


AGENCY DIVISION 
ARTHIMJIETAL CONSTRUCTION COMPANY JAMESTOWN, NEW YOF 


Art Metal \ 
re ia Jamestown, New York / 


TEEL OFFICE EQUIPMENT 
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A ne VIDUAL treatment of offices 
is considered a major factor in 
furniture merchandising at J. L. 
Hudson Company, Detroit. The 
average office in the past has 
tended to be just like a hundred 
others, except for a few minor 
differences. Manufacturers have 
turned out lines of desks that re- 
semble one another much like the 
proverbial peas in the pod, with 
exceptions of size of the desks and 
incidental arrangements. 


But the average executive is 
able to work best in an office that 
is his own—that expresses, in 
some subtle and indefinable man- 
ner, his own personality. The of- 
fice is his true home for more 
waking hours than his own home 
is, and it should be governed ac- 
cordingly by his individual tastes. 


No sane man would order his 
home fitted up entirely in match- 
ing furniture—and there is no 
reason why his office should be 
similarly equipped. Differences of 
both color and design, within re- 
strictions of utility, so unique as 
to be startling, are possible and 
desirable. 


The same thing applies to the 
junior executive. Perhaps the 
head of the company will desire 
to have a larger size desk than his 
subordinates, but, within a rea- 
sonable latitude of expense, each 
man should be allowed consider- 
able liberty in outfitting his own 
office. Office efficiency is given a 
genuine impetus by this method. 


Model Offices Stress Individuality 


Display Features in the 
Model Offices at J. L. 


Hudson's, Detroit 


By H. F. REVES 


This is the basic philosophy of 
the office furniture department of 
Hudson’s. In an attempt to estab- 
lish a practical approach to this 
problem of individuality in the 
executive office, a series of five 
booths has been arranged. These 
model offices are maintained as 
permanent display features of the 
department. Each is fitted on an 
entirely different scheme, allow- 
ing sample variations of layout 
and design. 


Model Offices Full Size 


The booths are about twelve by 
twenty feet in size, and are three- 
sided, giving a room-like effect by 
means of partitions. The idea of 
the model room, which has been 
used by home furniture merchan- 
disers for some time, has been 
carried out in detail for office fur- 
niture. 

The offices are fitted out com- 
pletely. The walls are painted or 




















papered, windows in movable par- 
titions are properly curtained, the 
desks are furnished with all ac- 
cessories, including desk sets, 
clock, lamps, waste basket, etc. In 
fact, the result is a room that 
could be used as an actual office, 
as the accompanying illustration 
will attest. The designs, especially 
of the accessories, are made after 
consultation with interior decora- 
tors from another department of 
the store, assuring the appropri- 
ateness and harmony. 


Each booth is designed for a 
somewhat different type of deco- 
ration. At present, one has black 
walls with chrome trim, one in 
the usual cream shade, one in 
light grey, and so on. Wallpaper 
instead of painted walls is being 
promoted by the department. Each 
wall has heavy, almost leathery 
type of paper, which from a dis- 
tance resembles a rough paint 
finish. 


Stressing the need of special 
treatment of each office, unusual 
colors are used occasionally. The 
object of introducing the color 
factor is to induce customers to 
get full decorative pleasure from 
their offices by getting away from 
the usual dead wall effect of white 
or cream colors. 


Recommendations for wall color 
are based largely upon the amount 
of natural light which the office 
has available. A medium green 
has been considered ideal for a 
light office, subduing somewhat 
the too brilliant sunlight. In a dark 
office, the effect of sunlight is 
simulated with the aid of walls in 
a light yellow shade. 


Displays Changed Weekly 


The furniture displays are 
changed in each booth weekly, 
giving a frequent variety of fur- 
nishings. When an especial cus- 
tomer wishes to see how a desk 
will look in an office, it is possible 
to arrange a layout for him that 
will serve as a working model for 
his own office, and as a suitable 


ONE OF THE FIVE MODEL OFFICES IN 
WHICH HUDSON’S, DETROIT, SHOW 
PROSPECTS HOW THE PFRSONAL IN- 
DIVIDUALITY OF THE EXECUTIVE CAN 
BE EXPRESSED IN HIS OFFICE.—(The 
suite, including the lounge, is by Stowe- 
Davis, and the desk accessories, except the 
lamp, are by Smith Metal Art Company.) 
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display for public inspection as 
well. The basic decorative scheme 
of the rooms themselves is 
changed semiannually, so that 
while there is a general continu- 
ity of background from week to 
week, it is not kept so long as to 
give the impression that it is the 
same old display to customers who 
revisit the department. 


A recent order for a large auto- 
motive manufacturer for desks for 
fourteen senior and junior execu- 
tives resulted in almost daring 
originality. Breaking away en- 
tirely from traditional desk de- 
sign, the attempt was made to 
create a new type of desk that 
would be subtly symbolic of the 
modern stream-lined automobile, 
so characteristically a product of 
this company. 

Color, instead of being 
dismissed from the office, 
was deliberately sought. 
A bleached walnut was 
used for the desks, result- 
ing in an unusually light 
piece of furniture. This 
was carried out in the 
leather of the desk chairs, 
finished in a very light 
tan calfskin, done in an 
antique style. 

Streamlined Desks 

Streamlining was sym- 

bolized practically by the 


EXCLUSIVELY CORRY - JAM™S.- 
TOWN.—This installation, which 
includes every piece shown in the 
illustration, was made in the of- 
fices of the Canton Mutual Liabil- 
ity Insurance Company, Boston 
Mass., and is equipment of the 
Corry -Jamestown Manufacturing 
Company throughout. 


rounding off of all corners of the 
desk, and carrying the body of the 
desk clear down to the floor by 
means of closed pedestals, omit- 
ting the usual legs entirely. Regu- 
larly spaced beading was carried 
around the desk, on all four sides 
without a break, with peculiarly 
striking effect of stressing the 
modernity of the lines. This bead- 
ing was carried out in the chair 
by means of the beaded edges of 
the upholstery. 

To preserve a degree of unity in 
the entire design, the same gen- 
eral principle was used on all the 
desks, done in different sizes with 
minor differences of design. Be- 
cause the fundamental design 
broke so radically with all existing 
office traditions, this likeness of 
desks did not produce sameness 


OFFICE APPLIANCES 


of effect, but seemed merely to re- 
flect the working esprit de corps 
of the organization. 

Back of this and all other office 
furniture promotion at Hudson’s 
is the objective of selling some- 
thing more than just a piece of 
furniture—selling an idea. An an- 
nual fair of office furniture is held 
on the floor through the codpera- 
tion of various manufacturers, in- 
cluding displays from several com- 
panies, and some business ma- 
chines companies whose products 
are not even sold in the store, in 
order to make the office facilities 
shown complete. This emphasis 
upon meeting the individual needs 
and taste alike of the customer 
makes selling something of a new 
adventure for the men on the 
floor. 
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ee We have had many favorable comments on the ap- 
A pearance, arrangement and efficiency of our 
general business office. The Columbia Steel 
Equipment Company's filing cabinets, which are 





LETTER finished in our desired color, having special 
chrome hardware, kick strips and other modern 

TO A devices, have attracted a great deal of attention. 
We think that the filing cabinets and other equip- 
ment made by Columbia are very high quality and 

COLUMBIA excellent workmanship. The installation service 
was also very efficient, and we appreciate your 

DEALER continued interest in all of the equipment that 


we have}purchased from you. 99 











COLUMBIA STEEL EQUIPMENT CO. 
PHILADELPHIA, Pw 


OFFICE AND SHOW-ROOM 
LINCOLN-LIBERTY BUILDING, BROAD AND CHESTNUT STREETS 
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A SUGGESTION TO DEALERS 
THROUGHOUT THE COUNTRY 





No. 337 No. 306 


THE TWO CHAIRS REPRODUCED ABOVE WERE THE DISTINCTIVE 
FEATURES OF THE LEATHER FURNITURE DISPLAY AT THE CHICAGO 
MARKET . . . ENCLOSE THEM IN CELLOPHANE BAGS WHICH WE WILL 
FURNISH ON REQUEST, AND DISPLAY PROMINENTLY A PROMO- 
TIONAL IDEA WHICH WILL EARN RICH DIVIDENDS. 


MAJESTIC LOUNGE COMPANY, INC. 


“THE ALL LEATHER LINE” 


New York Office and Showroom 
192 Lexington Ave. 


Factory Chicago Showroom 
Bridgeport, Conn. Merchandise Mart 


ASHES 
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Standard Desks 


Public acceptance of leadership proves merit 
and emphasizes the value in the name 


























Desk illustrated is No. 407 Made in genuine oak, walnut and mahogany 


Workers of all classes respond to the friendly appeal 
of wood furniture. 


Sold only through dealers in all principal cities 


STANDARD FURNITURE COMPANY 


HERKIMER, NEW YORK 














OFFICE APPLIANCES 


YOUR BUSINESS AND PROFITS 
WILL STEADILY GROW WITH THE 


GLOBE-WERNICKE FRANCHISE 


Go ahead with Globe-Wernicke, pioneer and leader in the industry 
with an unexcelled reputation for business integrity and good mer- 
chandise. We offer you the most complete line of office equipment 
and stationers goods available from one source of supply, viz: 
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Steel and wood filing equipment, A large variety of dependable 


with many exclusive patented stationers products and filing 
features. supplies. 
TRI-GUARD FILES Steel and wood office equipment 


The Tri-Guard princivle, a: —modern in design and con- Visible record systems and equip- 
exclusive Globe-Wernicke de struction. ment for every record-keeping 


velopment, is a revolutionary 
rn in filing Sectional and solid end bookcases. need. 


Steel shelving. Special steel and wood equip- 
Steel and wood partitions and ment for libraries, schools and 
railings. public buildings. 


Many Globe-Wernicke products are in a class by themselves with 
distinctive and exclusive features. They enable people to accomplish 
more work with less effort, keep office routine operating smoothly, 
increase efficiency, save time and money. 

With this large line of dependable merchandise and the exclusive 
Globe-Wernicke franchise you can increase sales and profits and be 
the most successful dealer in your community. It is our established 
which supports as wel policy to sell through dealers and cooperate with them for our mutual 

contents of drawe benefit. 

Write for information about our attractive proposition for dealers 
and let us explain how we can go forward together. 


Visit Our Exhibit at the 
National Stationers Assn. 
Convention in Chicago ry 


Ragtteiine epece is provided You will receive a cordial welcome at our ay, 
without frequent ace te bht tc asast taht exhibit in the Palmer House during the Na- VP é 
" £ . . ° . ° ° 

tional Stationers Association Convention in . 


> serenely : Chicago, September 27 to 30. 
s 
Globe-Wernicke 


“ake 
pick — . ° ° 
“We Cincinnati, Ohio 
teel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


° and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Service Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 





Each guide slides on 




























MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
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Individualizing the Sales Appeal 


aa selling problem of the 
E. L. White and Company, office 
supplies and furnishings store of 
Fort Worth, Tex., in dealing with 
office furniture, is that of selling to 
the individual rather than the 
firm. 

“Seventy-five to eighty per cent 
of our office furniture sales are 
made to the individual rather than 
the company,” R. P. White, treas- 
urer of the Fort Worth firm, re- 
ported. This is another way of 
saying, he pointed out, that most 
of the firms he sells to are smaller 
corporations, where the tastes of 
the individual executive play a 
larger part in furnishings for of- 
fices, than with the larger corpor- 
ation. 

Such a situation is used to ad- 
vantage by the Fort Worth firm 
in individual displays, built for 
specific sales, on the office furnish- 
ings floor. This method of selling, 
with other factors, has contributed 
well to the twenty per cent in- 
crease in business during a recent 
period over a similar period of a 
year ago, it was reported. 

The furniture sales room of the 
White store is marked off for en- 
semble sales, around the sides of 


Selling to Individual 
Is Advocated by 
E.L. White & Company 


the room, by hard surface rugs of 
varying designs, and wall dividers. 
Fourteen such exhibits, suggesting 
different office ensembles, are kept 
on display during normal times— 
a rug often covers the hard sur- 
face floor covering, to complete 
the ensemble. 

But when the firm has worked 
up interest in an office suite on the 
part of a client, the customer may 
be brought into the store and 
shown a specially set up suite, the 
store’s suggestion of the one he 
might be interested in buying. 
This is complete to the ash trays 
and waste baskets; if the rug the 
prospective buyer might be most 
interested in is not to be found in 
the store’s display stock of fifteen 
such rugs kept on hand for this 
purpose, a more suitable one is 
borrowed from a furniture store. 








NEW STORE OF THE 
HUGHES-OGILVIE COM- 
PANY, PITTSBURGH. — 
This splendid establish- 
ment is one of the finest 
furniture and office supply 
stores in the Smoky City, 
and has on display at all 
times products of the 
Browne - Morse Company, 
for which the firm is ex- 
clusive distributor in 
Pittsburgh and Western 
Pennsylvania. The com- 
pany also represents the 
following manufacturers: 
the Doten-Dunton Desk 
Company, Standard Furni- 
ture Company, B. L. Mar- 
ble Chair Company, Acme 





The ensemble is complete to the 
windows and window curtains; 
windows across the front of the 
store have been provided with 
Suitable curtains, and the sug- 
gested idea for office furnishings, 
to suit the prospective client’s 
tastes, is carried out in space ad- 
jacent to the windows. The size 
of the office room so built up is 
made to correspond as exactly as 
possible to that of the prospective 
customer; if the office being out- 
fitted has two windows, the space 
used for the display will include 
two of the front windows, etc. 

Mr. White stressed the fact that 
stocks sold are limited to actual 
office furnishings; rugs and drap- 
eries are supplied by a regular 
furniture dealer. This permits a 
codperative effort between two 
types of furniture stores which, 
the Fort Worth dealer insists, 
leads to fair play: the furniture 
dealer offered such codperation is 
willing to confine his activities to 
the home furnishings field; the 
office supplies dealer, on the other 
hand, is sufficiently benefited not 
to lose by the fact that he does not 
carry a stock of draperies and 
rugs BART 


Card System Company. 
Heywood - Wakefield Com- 
pany, seating division, and 
the Hamilton - Invincible 
Company. The company 
was formed July 1, 1925, 
by a partnership which 
consisted of Paul Hughes. 
David M. Ogilvie, C. E. 
Hughes, and E. E, Shry- 
ock. The store is located 
at 327 Fifth avenue, in 
the heart of what is 
known as Pittsburgh's 
Golden Triangle. In addi- 
tion to its steel and wood 
office furniture the com- 
pany also does a large 
business in theatrical and 
school furniture. 

















American Walnut Serves the Office 


Note.—The following is quoted 
directly from an article entitled 
“The Direction of American Af- 
fairs” which appeared in “The 
Story of American Walnut” pub- 
lished by the American Walnut 
Manufacturers Association. 


To A VERY large extent the de- 
cisions which shape American 
affairs—in government, industry, 
finance and the professions—are 
today made by men and women 
who sit behind walnut desks. Be- 
ginning with the White House at 
Washington, this wood is liked by 
people who are charged with re- 
sponsibility for getting things 
done. 

Doubtless the first desk was a 
Slab of wood which, resting upon 
the knees of the scribe, offered a 
precarious support for the papyrus 
or parchment upon which he 
wrote. Later a single drawer to 
hold materials was added; and 
still later, legs to form a table. 
Eventually superimposed drawers 
replaced the legs, and the pedestal 
writing table, grandsire of both 
the present “knee-hole” desk and 
the modern flat-top office desk, 
came into being. 

During the eighteenth century 
two kinds of desks were in com- 
mon use—the pedestal writing ta- 
ble, and the bureau or escritoire. 
The latter, typified in this country 
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A History of This Wood 
in the Manufacture of 
Desks Down the Years 


by the Governor Winthrop desk, 
consisted of drawers below, 
pigeon-holes above, and a hinged 
flap. The secretary desk was a 
variant formed by adding glazed 
book-shelves. About 1750, in 
France, the cylinder-top desk was 
invented. The cylinder was some- 
times made of solid wood curved 
to an axis, and sometimes as a 
tambour frame, or narrow slats of 
wood jointed and attached to a 
canvas backing. The American 
roll-top desk, based on the tam- 
bour principle, appeared in the 
latter half of the nineteenth cen- 
tury. By reason of its commodi- 
ousness, convenience and privacy, 
it was immensely popular for 
many years. 

The evolution of the modern 
office, with its broader organiza- 
tion and complete filing system, 
in time converted the pigeon- 
holed upper structure into a sort 





of vermiform appendix, and the 
roll-top was superseded by the 
flat-top business desk of our own 
day. As the old-type desk went 
out walnut came in, entering by 
way of the executive offices. 

The contemporary American ex- 
ecutive and professional office 
aims at, and achieves, a new note 
in decoration. Designedly hand- 
some and impressive, it may be 
and often is luxuriously furnished. 
Even so, the first impression it 
creates is always one of simplicity, 
directness and efficiency. Osten- 
tation is tabu. The appointments 
may be costly, but they will not be 
ornate. 


This insistence upon effects of 
quiet dignity accounts in part for 
the very wide use of American 
walnut in important office instal- 
lations, as does the demand for 
fine quality. A further reason for 
the wood’s popularity in this field, 
as in musical instruments and 
modern furniture, is afforded by 
its unmatched variety of figure. 
The modern office, except in un- 
usual circumstances, eschews elab- 
orate carving and most other 
forms of surface ornament, as 
over-sumptuous or undynamic, 
hence handsome wood figure is 
important in office furniture. 

From the executive suite walnut 
moved on into the outer offices, 
where its pleasantness, distinction 
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WALNUT IN THE OFFICE.—(Left) Executive office with desk ends in stumpwood, four-way matched. (Center) Desk and chairs of early 


Dutch design; desk front and chairs are of solid walnut. 


desk and wall panels. 


(Right) Fxecutive office in which intricately figured walnut veneers are used for 

















Dus Tops 


are the double top type of filing 
folders—once given a fair trial in ac- 
tual service, stay sold in preference 
to the old, single top kind. And 
why shouldn’t they when they look 
better and wear longer? If you are 
not now pushing Duo Tops, we are 
sure some day you'll be joining the 





procession. 
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Pressboard Filing Folders 


Are not expensive to the user if full credit is given for their 
many years of satisfactory service. Made of heavy pressboard 
with linen gusset, which provides strength and expansion. Users 
find it a pleasure to use these de-Luxe folders in personal files 
and many concerns have learned the economy of using this 
type of long-lasting folders in their general files. Any style 
square cut or tabbed; indexed folders with celluloided tabs; 
metal tabbed folders providing space for removable indexing 
inserts. Let us send you attractive circulars and sample folders 
to be used for demonstrating purposes. We know you can 
build more business with ¥/@@- Pressboard Filing Folder. 


The Weis Manufacturing Co. Monroe, Mich. 
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ccount and Collection Gile 





The hundreds of thousands of Weis Account and Collec- 
tion Files in daily use by every type of business and 
profession is evidence of their adaptability for keeping 
records of small or temporary accounts. Charges are 
made directly on the statement sheet and filed alpha- 
betically between pressboard guides or dividers, the 
indexing tabs of which are covered with transparent 
celluloid. Sheets are quickly inserted or easily removed 
by raising the top and lifting the metal arches. Two 
sizes—4" x 9" and 54" x 88", 


Ask About Special Printed Statement Sheets 


c 74. 
MONROE Vf cde MICHIGAN 
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and low upkeep costs have made it 
dominant in many types of instal- 
lations. It cannot be used in the 
manufacture of the cheapest 
desks; but in the medium levels 
it is very widely used for general 
office work. 

An office desk is an investment 
in working equipment. From the 
purely actuarial viewpoint its 
value may be measured by com- 
paring length of service with first 
cost plus maintenance expense; 
and by that yardstick alone 
shrewd office managers have 
proved walnut equipment to be a 


wise investment. However, that 
isn’t the only yardstick. Most peo- 
ple consistently do better work in 
an environment in which they can 
feel a sense of pleasure and pride. 
Here the fine hardwwoods have a 
great advantage over competing 
materials, which lack their indi- 
viduality and warmth and quiet- 
ness. 

One who has not been especially 
interested in office desks, and is 
unfamiliar with the strides made 
by manufacturers and designers in 
that field, would find a shopping 
trip an interesting and surprising 
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experience. The impression of so 
many laymen that there is small 
room for individuality or for fine 
and varied styling in office furni- 
ture is wholly erroneous. The fact 
is that the range of selection is 
very wide. The few desks pictured 
here do not begin to suggest this 
range; yet even they vary in sur- 
face veneers, and in style from 
Dutch colonial to modern. This is 
a fine thing. Stereotypes are tire- 
some, while individuality and dis- 
tinction, in the office no less than 
in the home, are stimulating and 
inspiring. 


Installations That Lead to Further Sales 


, sales are compara- 
tively easy to make. Often they 
are difficult and call for a varying 
degree of the usual qualifications 
necessary in convincing a prospec- 
tive purchaser that he needs what 
is offered. Sometimes, again, sale 
follows sale with little or no effort 
on the part of the dealer. 

Such an example is set forth 
here by Floyd A. Fenn, proprietor 
of the California Desk Company, 
542 South Los Angeles street, Los 
Angeles, Calif. Mr. Fenn, an en- 
terprising dealer in office furni- 
ture and supplies, had learned 
that the O. C. Field Gasoline Com- 
pany, also of Los Angeles, was in 
the market for an installation of 
new furniture in its offices on Wil- 
shire boulevard. 

“It wasn’t just a case of selling 
some desks and chairs,” Mr. Fenn 
explains. “This prospect was a 
large company and clearly desired 
good furniture. Quality, beauty, 
style and workmanship, were the 





Furniture Buyer's Client Saw 


an Installation—Admired 
lt—A\nd Bought 











FLOYD A. FENN 


leading factors that came to my 
mind when I set about offering 
my merchandise in as pleasing a 
combination as possible. I had ad- 
vance knowledge that the com- 
pany to which I intended to sell 
had made a very thorough search 
for a type of equipment which 
would appeal to them so I chose 
the best I had to offer.” 

Mr. Fenn selected the Century 
suite manufactured by the Hoosier 
Desk Company, Jasper, Ind., and 
the installation was made with 
little delay. Each piece was rightly 
chosen to harmonize with the re- 
mainder until when viewed as an 
ensemble the installation blended 
into a pleasing whole that re- 
flected good taste, beauty, utility 
and dignity. 

The Century suite was installed 
in the offices of the vice-president 
and the sales manager of the gas- 
oline firm. Hardly had the in- 
Stallation been completed, Mr. 
Fenn learned, when a client of the 
oil company called and before dis- 
cussing the business at hand, re- 
marked on the pleasing features 
of the vice-president’s office fur- 
niture. Before leaving he asked 
for and received the name of the 
dealer making the installation. A 
few days later he appeared at the 
California Desk Company’s store 
and another suite of furniture ex- 
actly like those purchased by the 
O. C. Field Gasoline Company was 
sold. 


INSTALLATION MADE IN THE OFFICES 

OF THE CALIFORNIA GAS COMPANY BY 

THE CALIFORNIA DESK COMPANY IN 

LOS ANGELES.—This beautiful furniture is 

manufactured by the Hoosier Desk Company, 

Jasper, Ind., and comprises the firm’s Cen- 
tury suite. 
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Recent 


Installations 


A SPLENDID EXAMPLE OF MODERN OF- 
FICE FURNISHING.—Shown here is an ex- 
ecutive office of the Los Angeles Times in 
which everything, from the ultra-modern 
desk to the indirect lighting fixture above, 
is the last word in up-to-date construction 
combined with utility, beauty and sturdiness. 


Below.—The directors room of the American 

Medical Association, Chicago. This dignified 

and beautiful furniture, including the B. L. 

Marble Chair Company chairs, was installed 

by the Globe Furniture & Stationery Com- 
pany, Chicago. 
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Recent 
Installations 


HANDSOME IMPERIAL EXECUTIVE 

SUITE IN THE PRIVATE OFFICE OF THE 

PRESIDENT OF THE KANSAS CITY FIRE 

& MARINE INSURANCE COMPANY, 
KANSAS CITY, MO. 


VIEW OF THE GENERAL OFFICES OF 
R. B. JONES & SONS, INC., AND THE 
KANSAS CITY FIRE & MARINE INSUR- 
ANCE COMPANY OF KANSAS CITY.—This 
installation of Imperial Desk Company desks 
was made by the Emery-Bird-Thayer Dry 
Goods Company and amounted to two car- 
loads of Imperial desks. 
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F urNIsHING and appointing the 
“model office” to show what’s what 
to “who’s who,” Shaw & Borden 
Company, Spokane, Wash., re- 
cently launched an effective sales 
promotion of its delightfully 
“framed” ensemble of equipment. 

An indication of the interesting 
manner in which the company 
promoted its model office and sup- 
plementary displays of newest of- 
fice appointments and accessories 
may be gained by a glance at the 
newspaper advertisement, repro- 
duced on this page, which features 
the slogan: “Our Business Is to 
Help Your Business.” 

The model office extended over 
the suite of rooms numbered 1206 
to 1208 in the Old National Bank 
building. Visitors were received 
from ten in the morning until 
four-thirty in the afternoon dur- 
ing the month of July, by a well- 
trained receptionist who made in- 
terested spectators and prospects 
cordially welcome. 

L. V. Reckord, manager of the 
Old National Bank building, 
pointed out that inasmuch as 
there were many model homes as 
well as model apartments opened 
to the public in Spokane, the time 
had arrived for creation of a 
model office in that city, equipped 
with the most modern appliances 
as well as the latest styles of office 
furnishings. Shaw & Borden ex- 
ecutives were receptive to the idea 
-—and so it was arranged. 

The model office is an excellent 
method of factual demonstration 
—away from the office equipment 
store and its sales machinery... 
a real office @ la mode prepared 
for the executive .. . every acces- 
sory on tap, ready to his touch. 
The completely furnished model 
conjures in the mind of the cus- 
tomer a vision of what his own 
office should be and would be like 


THIS ADVERTISEMENT PAVES THE 
WAY.—It is used by the Shaw & Borden 
Company to bring prospective customers to 
the store where the model office awaits their 
coming. 


Promoting the “Model Office’’ 


Affords Opportunity to 
Show Every Office Item 


in Harmonious Whole 


By C. M. LITTLEJOHN 
* 


if he modernized according to the 
suggestions before him. 

Far-sighted and _ enterprising, 
Shaw & Borden fitted the model 
office suite with all types of effi- 
cient equipment. They took from 
stock new furniture and other 
handsomely styled office furnish- 
ings. By considering color as well 
as appointments, effects of beauty 
and harmony were achieved. 


VISIT OUR DISPLAY 


of office furniture in the suite of 
Model Offices, 1206-7-8 Old National. 


for Complete Showing of 


FINE OFFICE FURNITURE 
Visit Our 
OFFICE FURNITURE DEPARTMENT 


. r FRS- -RINTERS -ERXRGRAVERS 
325 Riverside \ Qleieaeray - 





OUTEITTERS 
- 


The natural companion activity 
of setting up the model office was 
a “follow through” in the form of 
adequate sales promotion and at- 
tention-getting advertising to cre- 
ate interest and impel prospective 
customers to visit the suite. In the 
publicity program, the following 
injunction was emphasized: 

“For Complete Showing of 

Fine Office Furniture, Visit 

Our Office Furniture Depart- 

ment.” 

Many accepted the invitation to 
inspect the greater stocks and 
variety on display at the store. 
After examining the model office, 
and seeing a reflection of their 
own offices if modernized, they be- 
gan appreciating the truth of the 
Shaw & Borden slogan, “Our Busi- 
ness Is to Help Your Business.” 

Complete to the last detail of 
modern efficiency was the set-up 
including Venetian blinds to mod- 

(turn to page 167, please) 
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STEEL SUSPENSION DESK 
(All Clear Beneath) 


If you want to know the trend of desk design for the next 
few years, study the new “Y and E” Steel Suspension 
Desk. It contains a truly amazing number of improve- 
ments and refinements that increase the comfort and 
efficiency of the user. It will be the most talked of 


desk of the decade. 

Never has there been a desk like the “’"Y and E” Steel 
Suspension Desk. It combines a series of efficiency in- 
creasing improvements not possible in wood —and never 
before accomplished in steel. Built from the systematized 
view point, it incorporates every feature that contributes 
to efficient systematization of office routine. It is a re- 
matkable desk co demonstrate, for you have talking points 
by the dozen — 65 models meet every customer's need. 


The advance sales record of this new “Y and E” Steel 


Suspension Desk is but one more proof of the value of 
the new ““Yand E” Franchise. 





6. 


Allcorners smoothly round- 
ed. Note molded protec- 
tion strip. 


Note graceful rounded cor- 
ners and bottom edges of 
pedestals and back. 


All drawers extend full 
length. Note convenient 
low sides. 


Four leg construction gives 
maximum foot freedom. 


Extra length sliding shelves 
add 20% to desk top work- 
ing area. 


Extra width knee space in- 
creases user's comfort. 


YAWMAN 4? FRBE MFG.(O. 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 
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60" DESK 
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Advantage 


in Sodditifemeatffice chairs 








Dealers who sell office chairs equipped with the new Telepost Flotilt Control have 
an immediate and important se/ling edge. This new control is the most significant 


development and improvement in chair construction in tw enty years. 


THERE IS NO OTHER CONTROL LIKE FLOTILT 
There are no springs. All danger of serious accidents from spring breakage is eliminated. 
The action is controlled by rubber, encased in steel under hydraulic pressure and 
protected against deterioration. Not just rubber in place of springs, but an entirely 
new principle of operation with the chair seat suspended and floating in rubber. Telepost 
Flotilt is a tilting and swiveling mechanism that will never squeak or squeal; requires 


no lubrication; gives easier action and better balance, with finger tip adjustment. 


Leading chair manufacturers are adopting Telepost Flotilt Control as standard 


equipment. Write for complete information. 
See the display of Bassick 


Chair Controls and Office 


Chair Casters at the National 
Business Show in New York. 
r ck eome thes O8. 


BRIDGEPORT ° CONNECTICUT 
THE WORLD'S LARGEST MANUFACTURERS OF CASTERS AND FLOOR PROTECTION EQUIPMENT 
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CENTRAL TRUST CO. AT DES MOINES 
A STOREY-KENWORTHY CO. INSTALLATION 
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Richness and Comfort 
are qualities appreciated 
by the General Office 
Worker, too 

* 
Leopold 
Wood Cabinet Work 
contributes these qualities 
in full measure 
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WRITE REGARDING REPRESENTATION — THE LEOPOLD COMPANY, BURLINGTON, IOWA 
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OFFICE APPLIANCES 











STANDARD HEIGHT 


Aa, —for the DEALER Exclusively! 


The growing popularity of the ASCO Lines of filing uprights is 
proof of the unquestioned-value of our unswerving policy of selling 
to dealers exclusively. 


The new improved 2600 Line of progressive suspension 
uprights comprises Five Drawer Letter and Legal size 
uprights, Standard, Counter and Desk Height units in 
Letter, Legal, Card and Combination files. Invoice and 
Voucher size units in Standard Heights. 

The 200 Series (non-suspension) slides on Easy-rolling 
Ball Bearings and consists of the same models made in 
the suspension line. 

The 400 Series (non-suspension) is a popular priced line 
in Letter, Legal and Combination models—Standard 
and Counter height. 

A complete line of Storage, Stationery Wardrobe and 
Storage Wardrobe Cabinets is also offered together 
with an assortment of typewriter tables to meet every 
DESK HEIGHT requirement. DESK HEIGHT 





And, of course! 


Box Files .. Bond Boxes . . Cash Boxes . . Security Boxes Storage Cabinets . . Electro Cabinets . . Letter Cabi- 
. Bankers’ Note Cases .. Card Index Boxes and Cabi- nets . . Shelving . . Wardrobe Cabinets . . Type- 
nets . . Transfer Cases . . Cuspidors . . Stationery writer and Office Tables . . Waste Paper Baskets, etc. 


ART STEEL CO., INc., NEw York, N. Y. 





COUNTER HEIGHT 
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CORPORATION, MAKERS OF FINE RADIOS 


INSTALL FINE MILWAUKEE OFFICE CHAIRS... 










Installation of Milwaukee Chairs 
in the private offices (No 
960'/, arm revolving chair, No 
866 arm chair) and general of- 
fice (No. 260'/, arm revolving 
chair, No. 53!/2 stenographers 
chair) of the Zenith Radio Corp 





-»- PEOPLE WHE 






KNOW AND SELL QUALITY 


PREFER Widlwaukee Ghatea 


Modern business invariably favors quality in other products so 
apparent in their own. The Zenith Corp. know that comfortable 
bodies make for energetic minds. They, too, appreciate quality 
in keeping with the dignity of their surroundings. In choosing 


chairs for their general and private offices they prefer the deft 





craftsmanship subtle finish modern design .. . and lasting No. 960, UEL 


Finer chairs for business, bank, bro- 

: P ; die kerage offices, court house, public 

utility of Milwaukee Chairs building and library, professional 
and drafting room use 





MAKERS OF FINE CHAIRS FOR HALF A CENTURY 


es Gea 





THE MILWAUKEE CHAIR COMP. 
MILWAUKEE, WISCONSIN  — 
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The New % / 


anothen WASTE BASKET | 
STEELCASE ACHIEVEMENT 


Modern business has asked for a new and better 
waste basket. Now Steelcase answers with an 
up-to-the-minute product, smart in design, with 
a combination of practical advantages that 
make it an outstanding value. Steel for strength 
and fire-proof qualities! A heavy rim of live 
rubber molded and vulcanized to a patented de- 
sign which gives double the protection and util- 
ity offered in any other waste basket. 





e@ Attractive Modern Design 
Choice of Beautiful Finishes 
Electrically Welded into Solid Unit 
Reinforced Top Edge—Rubber Rim 


No Perforations—Holds Dirt 


e 

we 

6 

@ Fire-proof—Entirely of Metal 
a. 

@ Dome Feet—Can'’t Scratch Floor 
— 


Flush Inside—Empties Easily 











The Victor Basket is as fit a companion for a fine walnut desk as it 
is practical for every day use in the busy general office. Its smart 
design is new and correct, and it is beautifully finished with the 


same detail that marks all Steelcase equipment. Both in design SE N D 
and construction this new Victor is America’s best steel waste FOR Fu LL 


basket. Its value is exceptional because its price is no higher than 


the average steel basket. INFOR maTion 
[STEELCASE TODAY/ 


METAL OFFICE FURNITURE COMPANY : Grand Rapids Michigan | | 
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(Promoting the Model Office—con- 
tinued from page 160) 
ernize the window, and the office 
outlook. It proved a perfect build- 

up for sales. 

Mr. Reckord found frequent oc- 
casion to point out during the ex- 
position that “as the average man 
spends a third of his time in his 
office, it is logical that he should 
have it as conveniently and taste- 
fully arranged as his home or 
apartment.” 


As every office has a secretary, 


the demonstration suite was given 
an authentic touch by the pres- 
ence of Miss Louise Bruschi, an 
attractive and efficient student 
from a leading business college in 
Spokane. 

The model office is a concrete 
example—the proof of the pud- 
ding—since it puts together the 
choicest articles that blend into an 
intelligently planned grouping, 
shown to the best advantage. 


By means of such a well-inte- 
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grated grouping of office equip- 
ment, the tout ensemble can be 
shown,—not only as individual 
pieces in the suite, but in the re- 
lation they bear to each other in 
the interests of office harmony. 
There is concentration—there 
are extra sales—in this unified 
set-up, in which the whole is con- 
firmed by displayed office pieces 
as being “the sum of all its parts.” 
That’s good arithmetic.—and the 
best possible office equipment dis- 


play. 


Re-Equipping an Insurance Office 


| Bradley & Scoville, Inc., 
of New Haven, Conn., started out 
to sell an installation of office fur- 
niture to Coan & Bunnell, Inc., 
insurance agency of the same city, 
it was prepared to do more than 
just the the actual selling and in- 
stalling. The company has long 
recognized the value of selling 
service primarily and then supply- 
ing the equipment that will put 
the service into function. 

The opportunity to sell to the 
Coan & Bunnell organization 
came when that company moved 
from its old location to a new one 
and decided to scrap old wood 
desks which were dilapidated in 
condition and outmoded in ap- 
pearance. With this decision made, 
the insurance company then be- 
gan looking about for new equip- 
ment and came to the attention of 
Bradley & Scoville. 

That organization immediately 
went to work. But they did not 
precipitately ask the prospective 
purchasers to “come in and look 
at” the various suites which were 


Missionary Work in Mak- 
ing Installations is One Vital 


Necessity All Dealers 
Should Understand 


on display. Instead they paid a 
visit to the new home of the in- 
surance company where they 
made a detailed and accurate sur- 
vey of the available space. This 
took some time but, as subsequent 
events proved, it was time spent 
with profit. 

The last step undertaken by 
officials of Bradley & Scoville, was 
to interview executives of the in- 
surance organization and show 
them a diagram of the new prem- 
ises which was complete in every 
respect. It consisted of a floor 


plan of the new quarters and 
showed how the various executive 
and secretarial offices could be 
placed for maximum efficiency. It 
also showed details of the types 
of furniture, steel equipment and 
incidental pieces best suited for 
the different offices in particular 
and the nature of the business in 
general. 

Coan & Bunnell, Inc., officials 
were delighted with the diagram. 
In the first place, it had saved 
them a great deal of time and 
trouble and in the second place 
had proposed and outlined a plan 
of installation obviously made by 
an expert and, therefore, would be 
most likely far more efficient than 
a plan made by someone in the 
insurance organization. 

The result was a sale, and a 
good one. It consisted of Shaw- 
Walker steel desks and files and 
Do/More chairs. It also included 
a small counter, which is a com- 
bination of safe, file and cashier 
drawer. Since the installation was 
made, a grille has been placed on 
this counter and it is now the 
location of the cashier. 


The small counter seen at the 
front in the picture serves the 
purpose of a table and counter 
combined. At the counter clients 
can be seated and interviewed 
conveniently. In the two files on 
the right and left of the open 
space are stored rate cards, books 
and various other schedules, which 
are convenient to the person in- 
terviewing the customers. 





MORE THAN “JUST SELLING.’’—Consider- 

able advance work was done by Bradley & 

Scoville, Inc., before they received the con- 

tract to make this beautiful installation in 

the offices of the Coan & Bunnell, Inc., In- 
surance Agency. 




















Recent 
Installations 


AT LEFT: THREE VIEWS OF A SPLENDID 
JOB DONE BY GLOBE-WERNICKE.—(Top) 
General view of the reading room at the 
Mercer University, Macon, Ga. The Globe- 
Wernicke Co. not only built the quartered 
oak tables, book shelves, counters, filing cabi- 
nets, card catalogue cases and other equip- 
ment, but also assisted in drawing up plans 
and layouts for the building, working in con- 
junction with Librarian Kenneth Cameron. 
(Center) Some of the Globe-Wernicke quar- 
tered oak book shelves, filing cabinets and 
card catalogue cases. (Lower) Another view 
of the library taken from a different angle. 


BELOW: OVERSTUFFED FURNITURE IN 
A GOOD SETTING.—This illustration shows 
a fine installation of overstuffed chairs and 
couch made recently in the offices of Sheridan, 
Farwell & Morrison, financial counsellors, 
Chicago, by Spak & Natovich. The lounge 
and chairs were made by the Milwaukee Chair 
Company. 

















Recent 


Installation 


AT RIGHT: SHAW-WALKER EQUIPPED 
—Every worker in the United States Tobacco 
Company offices shown here has a standard 
Shaw-Walker Skyscraper desk, organized to 
fit his own work requirements. Because it 
can meet the demand for every type of fur- 
niture and filing equipment Shaw-Walker re- 
ceived the order to completely standardize 
the tobacco company's offices with ‘‘Built Like 
A Skyscraper’ products. 


BELOW: ALL-STEEL-EQUIP DID THIS.— 
This splendid battery of A-S-E three-drawer 
height files arranged as a counter in the Lane 
Technical high school, Chicago, was installed 
by the All-Steel-Equip Company, Inc., Aurora, 
Ill. A portion of a counter-high storage cabi- 
net is shown in the foreground. All of these 
steel files are equipped with lock and thumb 
latch and belong to the All-Steel-Equip 5000 
or standard grade line. 
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From Layout 
to 


Installation 


By H.M. Goldthwait,SantaFe 
Book & Stationary Company, 
Inc., Santa Fe, N. M. 


W tre a plan you chart the 
road before you start. 

Bookkeeping system, changes in 
the store, planning a furniture 
layout for your customer, setting 
up equipment plans for a public 
building, all move faster and more 
directly to the desired end—final 
satisfaction—if you have planned 
first. 

Between customer interest and 
customer satisfaction, a world of 
things can happen, and what does 
happen depends on layouts 
through to installation. If these 
intermediate steps, all highly im- 
portant, have been based on thor- 
ough experience and thoughtful 
planning, you will have achieved 
the shortest distance between the 
two points, in proportion to the 
extent that it is free from error 
detours. 

Your customer may be planning 
one room, or a suite of rooms, or 
“he” may be a building committee 
preparing to furnish a_ public 
building. If you have developed 
the professional attitude, instead 
of the “close it now” salesman at- 
titude, surely you will go further 
and probably achieve a desirable 
result. The professional touch is 











COLFAX COUNTY COURTHOUSE, RATON, N. M.—Top: View of county clerk's public room. 
Bottom: County treasurer's public room. 


based on experience supported by 
thorough knowledge of the in- 
gredients necessary to achieve the 
result. Until we do get more of 
this kind of experience and broad 
knowledge a good many of our 
public buildings and offices will be 
“chambers of horrors” so far as 
appropriateness and taste are 
concerned. 

Customer Interest Comes First 

You start with customer interest. 
Believe me, that is a perilous part 
of the road—if you don’t know 
your business. If you do know, it 
is more than likely to be a most 
pleasant part of the road. And 
now, figuratively, let me admonish 
you to allow the prospect to point 
out the scenery, which to you is 
what he has in mind and what he 
desires to be accomplished. This 
part of the trip must be achieved 
easily and without any straining 


at the scenery ropes. It is essen- 
tial that you have the background 
to grasp the customer intent, and 
then interpret to him in broad 
terms what covers the require- 
ments. Those of you who do your 
work in this way probably have a 
feeling of surprise that the start 
is achieved so easily. 

Having got the picture on the 
wall, and obtained permission 
from your customer to develop the 
project along those lines, tell him 
that the details will follow in 
natural course after you have 
made a thorough survey of the 
situation, from which you will de- 
velop a drawing or series of draw- 
ings. And right there, put in the 
foundation of the project. You will 
grasp how solid and correct that 
must be. Then proceed with con- 
fidence, knowing just what goes 
in, and just what stays out, and 
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QUIET DIGNITY.—In keeping with the dignity and gravity of the dispensing of pane is 
this beautiful installation made recently in the Superior court building, Santa Fe, N. : 
(Top) Supreme court courtroom, and (lower) One of the five justices’ private p.-3 E, 


just how what does go in is placed 
and what service it renders. So 
many dealer salesmen back the 
cart right in and unload before 
the customer sees what kind of a 
horse they have. 

The important point is to let the 
customer do most of the talking, 
and the perhaps infrequent “high 
points” will be the occasional sug- 
gestion of the well-posted man 
who is handling the project. These 
“high points” fill in the picture 
and make it interesting to the 
purchaser. Under these conditions 
it is surprising how little need 
be said, but, believe me, these 
things that are said have to be 
just right. No more, no less. At 
times, and do we know it, we have 
the customer to deal with who has 
never been in the equipment busi- 
ness but knows all about it. The 
Situation requires the exercise of 








unusual tact if we are to escape 
detours. 

Frankly, I believe that not 
enough dealers pay sufficient at- 
tention to the kind of ability that 
secures ensemble sales. Not all 
have an amount of this kind of 
work to justify hiring it. Some 
men are interested in it, some are 
not. For those salesmen who are 
interested and have not had the 
advantage of an architectural 
education, I should say a course 
in interior decorating will develop 
that very necessary taste. So many 
men are just interested in selling 
@ desk or filing cabinet, that some 
forget the system supplies that go 
in the cabinet. Interior decorat- 
ing will develop the taste to see 
the ensemble, and educating the 
customer in that would avoid so 
many “chambers of horrors.” Your 
customer has taste if you will ap- 
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peal to it. Probably your customer 
has thought that his office must 
be just like other offices; yet if you 
have the knowledge and skill to 
appeal to his own good taste you 
will be able to make a sale that 
will be several times what the 
“close it now” salesman will write 
up on his book. 

I like to work with and for 
“Dick” Healy because he has 
breadth of view and if for the mo- 
ment he is not “sold” on an idea, 
he has the largeness of mind to be 
convinced on presentation of the 
evidence. 

We have out here in what some 
of the city folks call the “sticks,” 
just completed the installation of 
equipment in the Colfax County 
Court House at Raton. That is in 
New Mexico, the last of the new 
business frontiers. The complete 
installation of over $11,000 was ac- 
cepted all along the line by the 
county commissioners and the 
architect without any qualifica- 
tions. That is what I mean by the 
shortest distance between cus- 
tomer interest and satisfaction. 
And final payment. We never 
would have got started without a 
proper survey, complete drawings 
and approval by the interested 
county officials. 


A Supreme Court Installation 


Also, we are just completing the 
installation of equipment in the 
new Supreme Court building in 
Santa Fe, New Mexico. This was 
in two contracts, the first for all 
of the “fixed” steel equipment, 
which included three floors of 
steel library shelving, each range 
of which under PWA specification 
had to be plastered in, some sixty 
thousand pounds, and tackled to 
second and third floors. Shelving 
was of the slotted upright type. 
Then a record floor of three vaults, 
two small vaults, and two elab- 
orate counters, paneled fronts and 
gates. It is again interesting that 
we accomplished this without one 
criticism from the flock of en- 
gineers, superintendents and the 
architect. 

The second contract, now in- 
stalled, was for movable furniture 
including desks, tables, chairs and 
filing cabinets. The result is beau- 
tiful to behold. In this there were 
so many tastes to satisfy that un- 
usual care was necessary. But 
there it is, the complete picture. 
Mr. Healy has been superb to work 
with against some of the most try- 
ing of competition. 

Our manufacturers have co- 
operatedsplendidly, too. TheGlobe- 
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SLIDING TRAY 
LEDGER SAFE 


MORE LINKS 
NEEDED FOR 
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WIDE CHAIN RECEDING DOOR SAFE 


PROTECTION 





THE ELECTRIC 
REKORDESK 


| DIEBOLD 


ENGINEERS FOR OVER SEVENTY-EIGHT 


OFFICE APPLIANCES 


4 fh 7 
LET JLUESTABLISH YOU AS THE 


Protection A eadguarters 
OF YOUR TERRITORY 
These Advantages Build Profits 


1. Best known name in the industry. 


2. The only manufacturer who can give you complete cash 
and record protection equipment. 


(a) For Banks and Loan Companies everything from the 
vault equipment to the tellers’ cash drawer, and the 
bookkeepers’ ledger safes. 


(b) For the Commercial Business Office, safes and filing 
vaults; Ledger Safes, the Electric Rekordesk and other 
specialties. 


(c) For the Retail Field, Credit Reference Panels, Safes for 
all record protection and Chests for all cash protection. 


The Diebold Sales Literature File is accredited the most out- 
standing effort ever made by an equipment manufacturer to 
give organized sales help to the seller. This material provides 
convincing factual information and supporting data for the sale 
and analysis of every Diebold product. 


In other words, if you want the extra profits from the year- 
around sales of this nationally known line, we can convince 
you that Diebold smoothes the way for your sales force. Write! 








See Our Display 
Booths 51-52 T 
National Stationers R 
Convention 
Palmer House 
Chicago 
Sept. 27-30, 1937 


H 
E 


E JUNIOR 
KORDESK 











SAFE & LOCK COMPANY 


MAIN OFFICE, CANTON, OHIO 
YEARS 
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The present trend is toward more modern, more 





inviting, more colorful offices. TROY, with the 


one and only complete modern line of chrome 
plated desks, tables, chairs and settees, provides rO”¢ 
this possibility. If not already confined in your 


territory, TROY offers a real profit opportunity. 





Write for catalog and dealer proposition. 


THE TROY SUNSHADE CoO., Dept. P-97, TROY, OHIO 


NEW YORK—1 Park Avenue, Room 514 @® CHICAGO—American Furniture Mart and 1004 S. Michigan Blvd. @ MIAMI, FLA.— 
110 N. Biscayne Blvd. @ CLEVELAND, OHIO—2184 E. 9th St. @ BOSTON. MASS.—99-103 Cortland St. 
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HE expansion of modern business activity 
with its increasing demand for new and 
modern steel office equipment—places the Corry- 
Jamestown dealer in an enviable sales position. 
Featuring over 600 items for the modern office— 
this line is establishing new high records of profit- 
able office equipment sales. 


C-] equipment is designed for the modern office. 
Every standard office record or storage problem 
can be met from stock. Complete ranges of styles 

sizes and grades—give the dealer complete 
coverage—and make every office a potential 
prospect. Built to unusually high standards of 
construction—incorporating many exclusive de- 
sign features—and attractively finished—this line 
assures life long user satisfaction. 


Investigate this outstanding office equipment line. 
Discover for yourself the sales opportunity which 
it offers. Experience the satisfaction that comes 
from being able to offer a complete office equip- 
ment service to your customers—and the result- 
ing increase in your profits. Write or wire now 
for detailed information. 


Several attractive exclusive dealer 
franchises are still available. Inter- 
ested dealers should write at once. 


Visit our exhibit at the National Stationers Association 
Convention in session at the Palmer House, Chicago, 
September 27th to 30th 
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CORRY-JAMESTOWN 


MANUFACTURING CORPORATION 
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EXPORT DEPARTMENT—S5713 EUCLID AVE CLEVELAND, OHIO 
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“Pos tur - Chairs” 


The '‘PIONEERS” in 
Correct Posture Seating 


Fabricated from the Highest Grade Material arth iia Outck 
by Skillful Workers 











DEALERS: 
We are pleased to report an extraordinary 







POSTUR-CHAIRS 4 
for High Desk 
Workers 







increase in the sales of ‘*Postur-Chairs,”’ 
and our output of High Desk Chairs is 
exceeding all previous records. Why? Be- 
cause the actual user finds that fatigue is 


reduced to a minimum and therefore does 





more work; the Boss is pleased and calls on 
the Dealer; the Dealer is thankful as he 
sells more UHL Steel Postur-Chairs, adding 






mR. ge to his profits. Sell one and 
th Bell & Socket Easy-Rolling Casters 
wi a socke i _ v 
Swivel Tipe — watch it work for you! 























This original posture feature of seat and 
back—including their relative positions—won the 
approval of the American Posture League, Inc., of 
New York City, a body of physicians, surgeons, 


hygienists, physical trainers and welfare experts. 


Send for Catalog 


The Toledo Metal Furniture Co. 
1630 Hastings Street 
TOLEDO, OHIO 










No. 8500-17 
with 3” Height 
Adjustment 
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The SOURCE of 
EXTRA PROFITS 


IRE-FILE sales are producing thousands 

of dollars in Extra Profits every month for 
all dealers in the “Built Like a Skyscraper” 
family, regardless of size. 


However, Fire-File products represent 
only a few of the many exclusive profit-pro- 
ducers among the 4,000 items in the enormous 


Shaw-Walker franchise. 


Ask any dealer who has changed to 
Shaw-Walker if he hasn’t increased his sales 
and profits. Then ask yourself: Could we do 
better with this enormous Shaw-Walker line? 


The Fire-File is sold only through 
exclusive Shaw-Walker agents. This ad is 
directed only to those agents that are inter- 
ested in increasing profits by acquiring an 
exclusive Shaw-Walker franchise. 


Shaw-Walker wants to improve its 
representation in certain cities. Yours may be 
one of them. Ask about your city today. All 
correspondence is confidential. 


Bush: Like » 
reaper” 


GHAW-WALKER 


MUSKEGON, MICHIGAN 
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Wernicke Co., on the steel—-shelv- 
ing, desks and equipment. The 
Leopold Company did an out- 
standing job in assisting us, as did 
the B. L. Marble Chair Company. 
Mills & Fisher Stores, Denver, 
worked in perfect harmony with 
us in the matter of carpets, drap- 
eries and Venetian blinds. That 
is what we call the ensemble and 
you will perceive what an amaz- 
ing amount of care had to be used 
to accomplish the result. 


Salesman Qualifications 


Iam not minimizing the amount 


of personal equipment which is 
needed to carry out such a project. 
Let us look into a few of the items 
it is desirable for the professional 
salesman to have accumulated in 
a long experience: 

1. A knowledge of every item of 
stock equipment and its applica- 
tions. 

2. A thorough grasp of all spe- 
cial made-to-order equipment and 
how it is constructed and assem- 
bled. Here drafting room or fac- 
tory experience is practically es- 
sential. 

3. A comprehensive taste built 
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on styles and colors, and their 
combination. 

4. Tact and ease of manner to 
handle “big” men who are used to 
seeing through things in a flash. 

The contracts mentioned previ- 
ously totaled a good plump $40,- 
000 plus. I know dealers in larger 
situations by far who accomplish 
less. 

If you have read this conscien- 
tiously and between the lines too, 
you will have perceived some of 
the reasons why these contracts 
were secured. I hope you will think 
seriously about “what it takes.” 


Wood Furniture Makers Study the Market 


Tm total value of all furniture 
in 1935, based on a survey just 
completed by the National Lum- 
ber Manufacturers Association, 
amounted to $400,000,000. In 1936 
a conservative estimate placed a 
comparative figure at $650,000,000 
—lumber’s share being about 1,- 
340,000,000 board feet, a valuable 
and sizable market. 

Conservatively figured, the total 
amount spent for all kinds of of- 
fice furniture was some $44,000,000, 
including about $17,600,000 worth 
of wood furniture. 

According to the NLMA survey, 
75.6 per cent of the amount spent 
for office chairs bought chairs 
made of wood; of the total for 
desks and tables, 68.6 per cent 
represents the percentage spent 
for desks and tables of wood; and 
7.5 per cent of the amount for 
filing cases. There is also a figure 


THE OFFICE OF 
ATTORNEY GEN- 
ERAL CUMMINGS, 
WASHINGTON, D.C. 
HERE APPARENT- 
LY I8 A GOOD 
PROSPECT FOR 
NEW OFFICE FUR- 





of some $5,138,000 buying miscel- 
laneous office furnishings, and of 
this, 45.6 per cent was spent for 
wood. 


Wood manufacturers have been 
active this year with an eye on 
the relatively, and they hope tem- 
porarily, diminutive part of the 
file cabinet market which has 
been theirs in the past. Now, the 
survey points out, it is no longer 
necessary for the business execu- 
tive to do without “real” wood- 
exteriored filing cabinets which 
match his other fine furniture in 
the business office. There is now 
available a cabinet with an ex- 
terior of cored veneer stock with 
light-weight metal drawers. The 
exterior wood in beautiful designs 
blends with the other office fur- 
nishings and has the advantage 
of being a slow heat conductor in 












case of fire. These cabinets are 
priced equal to or slightly less 
than equivalent cabinets in other 
materials. 

The indication is that filing 
cabinet manufacturers in codéper- 
ation with the lumber industry 
will be producing cheaper wood 
cabinets shortly along similar 
lines, so that small, as well as 
large offices, can have well de- 
signed wood furnishings through- 
out. 

With a growing consciousness 
among office furniture dealers 
that new and organized effort is 
to be part of future merchandis- 
ing programs, the National Lum- 
ber Manufacturers Association of- 
fers counsel and active codpera- 
tive service to office furniture 
manufacturers and thus indirect- 
ly but effectively aids office fur- 
niture dealers. 


NITURE WHO 
MIGHT REPAY 
THE EFFORTS OF 
AN ENTERPRISING 
SALESMAN IN THE 
BUSINESS. (PHOTO 
BY HARRIS & 
EWING.) 
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Sell Office Air Conditioners 


A NEW industry is emerging 
with a product that is fast taking 
hold of the American public, and 
one of its units—the self contained 
air conditioner—is a “natural” for 
the office equipment dealer. Here 
is arising an opportunity which 
should interest many office furni- 
ture dealers who desire to expand 
their merchandising programs 
with a profitable line that will 
harmonize with what they are 
now handling. For, here is a prod- 
uct that holds great promise of 
future development. The time is 
coming when every substantial 
business and professional man will 
want his office air conditioned. 

The public has become air con- 
ditioning conscious with amazing 
rapidity. It was but a short time 
ago that air conditioning was al- 
most entirely confined to indus- 
trial use. But with its application 
to health and comfort, a new field 
of almost boundless proportions 
has been opened. Today air condi- 
tioning is considered almost a 
necessity by all of the larger de- 
partment stores and theaters. The 
railroads of the United States and 
Canada have approximately sixty- 
seven hundred cars equipped with 
air conditioning. Restaurants, ho- 
tels, and other places of business 
are rapidly following suit with 
commercial installations —all for 
the purpose of increasing patron- 
age by providing their customers 
with increased comfort. The final 
move in this conquest of the peo- 
ple—a conquest which we all wel- 
come—is now under way, through 
personai installations in the home 
and private office. 


Add Air Conditioning to Other 
Office Equipment Services 

The office equipment dealer is 
accustomed to selling a _ service. 
When he sells office furniture and 
appliances he affords the means of 
efficiency and economies in office 
procedure. Why not add to these 
Services air conditioning in pri- 
vate offices, sales and employee 
rooms? The dealer can get into 
this promising business without 
additional salesmen and without 
engineers or an extensive installa- 
tion and service department. All 
that is needed is the adaptation 
of his methods of specialty selling 


New Cooling Devices for the 
Individual Office Should be 


part of Every Dealer's Stock 


which have proved successful in 
merchandising his other lines. 

There are on the market a vari- 
ety of units which are small in 
size, simply installed, and that re- 
quire little servicing. With some 
you just plug the cord in the light 
socket and snap on the switch. 

Dealers who concern themselves 
with these self-contained units 
need have no fear of becoming in- 
volved with the intricacies of the 
science of air conditioning. The 
application of simple measure- 
ments and a few other instruc- 
tions are sufficient for some of 
these personal installations. In 
case the unit requires water and 
electrical connections, this work 
can be installed by arrangements 
with the local plumber and elec- 
trician. Obviously, the office fur- 
niture dealer will not attempt to 
figure on air conditioning big 
office buildings and similar com- 
mercial jobs, which of course re- 
quire trained engineers and ex- 
tensive equipment measured to 
meet exacting requirements. But 
the office furniture dealers may 
well free themselves right now of 
any hesitancy they might have 
toward entering the phase of the 
business which is within their 
field. The electrical appliance 
dealers, with no more background 
in the air conditioning field than 
the office equipment stores, are 
going after this business with both 
residential and office installations. 
Each type of dealer has long 
handled electric fans of different 
types. The plug-in room cooler is 
a comfort unit on just a larger 
scale. So, the livewire dealers who 
are interested in a proposition of 
this sort, should look into it with- 
out further delay. 


The dealer and customer can 
choose from a number of different 
types of air conditioners and room 
coolers, designed to meet all re- 
quirements, with prices ranging 
accordingly. For example, there is 
the completely self contained floor 
model conditioner that filters, 
cools, dehumidifies, and circulates 
the air. In appearance, these are 
much like pieces of furniture, oc- 
cupying about the same floor 
space as an ordinary radiator, and 
can be installed anywhere in the 
room. They are available in air 
and water cooled models. Some, 
however, are installed at the win- 
dow, where the ventilating damper 
permits exhaustion of foul air 
from the room. 

The units with air-cooled con- 
densers require only electric pow- 
er; no water or drain being neces- 
sary. ° 

The self contained water-cooled 
models require no refrigerant 
lines, but there must be provided 
a cooling water supply, return line 
and moisture drain. The electri- 
cal attachment is through a plug 
in the ordinary appliance outlet. 

Some of these units are of a 
semi-portable nature, having a 
sub-base with rubber casters for 
rolling the entire unit from one 
room to another, wherever suit- 
able electrical and water connec- 
tions are available. 

Then, there are those with the 
remote condensing unit that may 
be installed in the basement or 
elsewhere out of sight. These con- 
ditioners are obtainable in floor or 
suspended models, equipped with 
heating coil for year ‘round serv- 
ice. The installation requires elec- 
tric connection for the fan, re- 
frigerant lines to the condensing 
unit, and a drain for condensate 
from the coil. 

Other types range in operation 
from the unit cooled with ice (50 
pounds lasting 12 to 14 hours) to 
portable circulators with small 
reservoirs applying water for the 
sprays through which the air is 
washed and blow with cooling 
effect. 

There is at least one of the self 
contained air conditioners that 
works on the reverse refrigeration 
principle, for it both cools and 
heats. It not only serves as a 














A 
“wg a i 
Sikes : 


A FULL LINE 


of office, stool and 
typewriter irons. 
Equipped with rub- 
ber cushions or steel 
springs CK) products 
are of highest quality, 
serviceable and well 
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YOUTH FOR OFFICE CHAIRS 


| THE RUBBER CUSHIONED 
“* BALL BEARING CHAIR IRON 


The quest of Ponce De Leon for the 
Fountain of Youth was unsuccessful, 
but your search for the perfect Chair 
lron will be successful, if your Office 
Chairs are equipped with the new CK) 
Rubber Cushioned Iron which keeps 
chairs youthful. This fixture has per- 
fect balance, insuring smooth action 
and recovery. Tempered Rubber Cush- 
ions and Ball Bearing Swivel make 
squeaks impossible, yet no lubrication 
is necessary. Simple in principle, and 
free from complicated mechanical 
details. 


BALANCED ACTION 
CHAIR IRONS 


866 
PATENTED 





NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEY WORTH COMPANY 


GARDNER, MASS., U. S. A. 
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cooler in hot weather but also sup- 
plies heat on the raw days that 
occur in late spring or early fall 
in northern climates. Then, some 
of the conditioners act as humidi- 
fiers in the winter. There are also 
other devices available that are 
essentially humidifiers. 


Year ’Round Comfort 

More healthful working condi- 
tions and year ’round comfort in 
the private office and small shop 
thus can be provided by the office 
furniture store, to complete its 
line of office services. 

With a mere snap of the switch, 
the air conditioner provides the 
personal comfort necessary to 
stimulate productive energy when 
it is at its lowest point on sultry, 
stuffy days. Hot air and annoying 
dust are eliminated, and the office 
is filled with cool, clean, circulat- 
ing air of low humidity—an aid to 
clear thinking and buoyant to the 
morale. In sales and conference 
rooms excessive smoke is removed 
and the heavy air cleaned, cooled, 
and refreshened. Samples are kept 
in better condition. Customers 
are made comfortable and at- 
tracted to return. 

Moreover, business and profes- 
sional men are becoming inter- 
ested in the year ‘round office 
comfort provided by these units. 


‘Wek 
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A PLEASURE TO WORK ON THESE DESKS.—They are a 


Hence, the office appliance dealer 
can sell this new kind of comfort 
for both winter and summer. In 
fact, one of the important objec- 
tives in office air conditioning is 
proper humidification in winter. 


Authorities declare that without 
air conditioning, the air at the 
floor of a heated room in winter 
is frequently cold, stagnant and 
lacks an invigorating quality; it is 
so low in humidity that the drying 
effects on the skin and respiratory 
passages cause considerable dis- 
comfort. It is reasonable to believe 
that the proper cleaning and 
humidification of the office air in 
winter will help its occupants 
ward off respiratory illness. Re- 
ports from large general offices 
with year ‘round air conditioning 
show reductions of over forty per 
cent in lost-time due to colds and 
related ailments. 


It has been pointed out that 
the progressive business man in 
many fields already considers the 
expense of air conditioning an 
investment as worthy of consid- 
eration as good lighting, quality 
furniture or fixtures, quality mer- 
chandise, competent personnel, or 
efficient equipment for accounting 
and record keeping. And the num- 
ber of these “progressive business 
men” is increasing. They consti- 
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tute the tremendous growing mar- 
ket for office air conditioning— 
now opening to the office appli- 
ance dealer! 

Office equipment stores are 
ideally set up to handle these 
units, and the price range is close 
enough to the general line of office 
furniture to fit into the sales pro- 
gram with facility. They have the 
appearance of furniture, should 
be handled as furniture, and the 
size and transportation require- 
ments are much the same. Then 
there is no reason why the self 
contained air conditioners should 
not be handled as office furniture. 


With a trained sales organiza- 
tion already in action, serving 
their customers with all manner 
of improved office devices, the of- 
fice equipment dealer can soon 
become the local headquarters for 
these office air conditioners—and 
be “cashing in” profitably on his 
venture. When the new office is 
being furnished, suggest air con- 
ditioners along with the furniture. 
When improvements are in order, 
show the customer how naturally 
air conditioning goes hand in 
hand with the other improve- 
ments. It won’t be long till he will 
be coming your way. Sell him on 
this idea: “You'll work better in 
an air conditioned office!” 


art of a recent installation of the Lorraine group of wood 


desks manufactured by the Evansville Desk Company, Evansville, Ind., made in the offices of the Fletcher & Edlin Com- 
pany, 105 South La Salle street, Chicago. The furniture was installed by the Economy Office Equipment Company, 124 West 


Lake street, same city. 
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Recent 
Installations 


AT LEFT: TWO GENERAL FIREFROOFING 
COMPANY INSTALLATIONS. — (Top) One 
year to a day after fire entirely destroyed the 
premises of the Protected Home Circle, fra- 
ternal insurance organization, Sharon, Pa..the 
offices were completely furnished with Gen- 
eral Fireproofing Company furniture and 
equipment similar to that shown in the illus- 
tration. James & Weaver, Youngstown deal- 
ers for GF did the job. (Lower) The Roth 
Stationery, Inc., Springfield, Ohio, local deal- 
ers for the General Fireproofing Company. 
made this recent installation in the offices of 
the Champion Company, Springfield. Included 
in the installation were GF meta! desks. files 
and aluminum chairs 


BELOW: A FINE CHAIR INSTALLATION.— 

In this picture are shown but a few of the 

fifty fine, upholstered chairs recently installed 

by the Lammert Furniture Company in the 

offices of the St. Louis, Mo., Board of Edu- 

cation. Chairs made by Milwaukee Chair 
Company. 











Recent 
Installations 


AT RIGHT—ART METAL THROUGHOUT.— 
Modernization of the Manchester (England) 
police department was the object of this 
splendid installation of Art Metal Construc- 
tion Company equipment. (Top) The motor 
taxation department, where a special feature 
was the standing height tables fitted over the 
radiators as a convenience to the public in 
filling out forms, etc. (Lower) The key room 
which was equipped with shelving and small 
boxes in which repose keys to every business 
establishment in Manchester. 


BELOW A TROY CHROME METAL IN- 
STALLATION. — This chrome metal office 
furniture was recently installed by the 
Troy Sunshade Company in the office of a 
president of a Troy, Ohio, business house. 
The illustration shows how modern metal 
furniture can be installed in private offices 
to give an up-to-date and pleasing effect. 
The Troy Sunshade Company will hold an 
exhibition of its products in Room 402 of 
the Palmer House, Chicago, during the 
N. 8S. A. convention. 
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Arr dealers in the office fur- 
niture business are interested in 
ideas of others which they may 
apply in their own merchandising 
efforts or pass on to their staff as 
reminders and suggestions. 

Here is a brief compilation of 
Suggestions on many of the basic 
factors in office furniture mer- 
chandising which have been used 
successfully by dealers throughout 
the country. They may serve to 
Stimulate further progress in 
others’ merchandising programs. 
Customer purchasing power is in- 
creasing and firms generally are 
in the mood to listen to sales pres- 
entations on office furniture re- 
placements or equipment to meet 
expansion needs. 


The Line.—A well rounded line 
is considered essential by the deal- 
ers who are “going places” in the 
office furniture business. The units 
carried in stock will be carefully 
selected to meet the varied cus- 
tomer requirements and sales po- 
tentialities in the dealer’s trading 
area. Those in fair sized cities 
carry several grades of the various 
items. With a range of qualities, 
they can supply the price require- 
ments of all prospects. 

Importance is given to carrying 
well-known lines in each group, 
desks, chairs, regular form and 
posture, tables of wall and confer- 
ence types, filing cabinets, tele- 
phone cabinets, storage cabinets, 
wardrobes, bookcases, davenports, 
club chairs, smoking sets, desk ac- 
cessories, costumers, screens, waste 
baskets, and lamps. Fire-place 
equipment, rugs and pictures are 
featured in many furniture de- 
partments. 

The demand for matched suites 
is increasing; hence, some dealers 
are displaying four or five differ- 
ent period suites for the discrimi- 
nating prospects who desire to 
furnish fine offices with furniture 
providing a_ distinctive atmos- 
phere. 


Salesrooms and Display. — The 
Sales volume of the higher class 
equipment depends greatly upon 
the manner of its presentation. 
Over-crowding the salesroom is a 
mistake. Some dealers show a 
small assortment to allow proper 
display — emphasizing quality 
rather than quantity. 


Factors in Furniture Selling 


When more than one floor is 
used for displays, the first floor 
space in some departments is de- 
voted to executive suites, in the 
rear of which is exhibited the gen- 
eral equipment. On the second 
floor the commercial grades of 
wood office furniture, arranged in 
office form, have proven a success- 
ful sales set-up. And placed in the 
order of prominence are shown 
the several woods. Revolving 
chairs and guest chairs are placed 
at the desks for the customer to 
try them and visualize their place- 
ment in his office. Included, of 
course, should be a line of posture 
chairs. 


File Display.—In the filing de- 
vice display, a suggestion is to 
have a complete set-up showing 
the use of every guide made for 
the system, the purpose of primary 
and auxiliary guides, and the use 
of folders. The folders may have 
individual names typed neatly in 
their proper place. Each folder 
may contain a letter-size scratch 
pad to give bulk and lend the ap- 
pearance of actual service. 

Related Products. — Featuring 
attractive displays of selected 
items related to office furniture is 
profitable. The extent of the line 
and space devoted will naturally 
depend upon local conditions. 

Many dealers, however, have 
made their stores headquarters for 
completely equipping the office, 
from draperies, wall and floor cov- 
erings to lamps, fans, smoking 
sets, and fireplace equipment. The 
recently developed office air con- 
ditioning units and sound absorb- 
ing materials offer new services 
to be profitably included in the 
Sales program. 


Training Salesmen.— The suc- 
cessful dealer energetically pro- 
motes sales and keeps his outside 
and inside men alive with enthusi- 
asm. Regular sales meetings, pref- 
erably held at night, aid salesmen 
in improving their sales technique, 
exchanging ideas and discussing 
floor layouts and other problems. 
Salesmen may alternate in charge 
of the meetings. Manufacturers’ 
representatives may be drawn 
upon for suggestions. Factory vis- 
its aid in training. Some salesmen 
take a course in interior decorat- 
ing to be able to give expert advice 









on floor coverings, draperies, and 
taste for proper arrangement. 

Floor Plans.—Drawings and 
floor diagrams are valuable in sell- 
ing installations and in many 
cases are essential in presenting 
suggested solutions to the custom- 
er’s problems. The alert furniture 
dealer can often contribute valu- 
able suggestions that will facilitate 
intelligent routine and an even 
flow of work through the various 
departments. A suggestion is to 
mount the scale drawing on board 
and affix with thumb tacks col- 
ored cardboard rectangles to rep- 
resent the various units of furni- 
ture. Assigning different colors— 
such as red for desks, blue for files, 
and green for chairs—enables the 
prospect to read the picture 
clearly. 

Window Displays.—The dealer’s 
office furniture window display is 
a business-getter of high poten- 
tiality if properly employed. The 
most profitable practice is to show 
high grade pieces, such as fine 
office suites. Expert window dress- 
ers from time to time put on 
stunts in the window to break the 
monotony of a continual furniture 
display. Observing the seasonal 
factor is important. Price cards on 
fine suite furniture are not ad- 
visable, as they may prevent buy- 
ers from coming into the store to 
inquire. Much thought should be 
given to the character of the win- 
dow display, and it should be care- 
fully laid out on paper before the 
decorators start their work. The 
display should not be crowded. 
Most attractive effects are ob- 
tained with contrasting colors. 
Harmonizing colors—such as 
brown leather, brown rugs and 
drapes, for example—-may too 
greatly subdue the display of a 
beautiful walnut desk. On the 
other hand, contrasting colors of 
blue, red, and green in rugs, 
drapes, and leather permit the 
fine qualities of the walnut desk to 
stand out with the maximum eye 
appeal. 

There is now a big opportunity 
awaiting the dealer and his sales- 
men who apply intelligent, ener- 
getic salesmanship to the furni- 
ture department of the office 
equipment business. It is the hub 
of the wheel around which other 
departments revolve. 





























@ When a lot of outstanding dealers 
concentrate on a line — and when, 
month after month, many other deal- 
ers take on that same line, vou can be 
sure it has something unusual to offer. 

If vou are watching the indicators 
for bigger sales and profit opportuni- 
ties. it will pay vou to investigate the 
\-S-k line—find out why consumers 


consider the popular-priced \-S-E files 








WATCH THE WAY THE WIND BLOWS 





such exceptional values—learn how 
the appearance of A-S-E files. their 
superior workmanship and high quality 
will increase your profits—AND be 
sure that you know “what is in the 
wind for A-S.E dealers. 

It’s easier to sell A-S-E products 
than to sell against them. Write for 
catalog and complete information to- 


day. There is no obligation. 
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ALL-STEEL-EQUIP COMPANY, 


STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 


604 JOHN ST. 
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Quality service stripes 
»»- YOUR PROTECTION | 


& DESIGN 


» 


& CONSTRUCTION 
2 COMFORT 
= FINISH 





Chairs going into the furnishing of an office, should be 
types that will enable the occupants to produce efficient 
work. They must be comfortable. The height must permit 
the worker to work at the desk with ease. 





We assume a sitting position to relieve the strain of the 
muscles of the legs, to rest the feet and to ease the tension 
of the spine. Prospects for office chairs are more exacting 
about design and construction details and more particular 
about selecting patterns that have genuine comfort features. 

Don't run the risk of tosing customers by offering “price 
bait” chairs. Feature a line that will back up every desirable 
construction and comfort recommendation—a line that will 





convince the most skeptical buyer. 

Sixty-five successful years engaged in manufacturing 
quality chairs. A reputation and guarantee, no progressive 
dealer can afford to pass up. 





9 Our complete line is on display at the American Furni- 
202 ture Mart, in Chicago. 
\\urphy (Bair Gmpany 


Incorporated 


Owensboro, Kentucky 
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Bickett Products RESPIRATOR 


are Outstanding Values Air Conditioned 
g CHAIR CUSHIONS 














Ventilated by 
Respiration 


The construction of Respirator Chair Cushions is such that 
the heat retaining and insulating qualities of sponge rubber 
are eliminated by forced ventilation resulting from the com- 
pression and expansion of cups molded in cushion. 


In addition to being a comfortable cushion a Respirator 
Cushion is a scientific seating device. 


Respirator Cushions are furnished to fit all types and sizes 
of chairs. 
Stock Cover Materials: Corduroy, Velour, Felt, Mohair, 


Biccord Fabric, Fibre Fabric, Pantasote Leatherette and 
Genuine Leather. Several colors in each type of cover 


ail ’ - - 
™. .. the Cushion material. 





ee 


SO 
your Customers ask for by name 





BICKETT Cushion Pads “RUFBAK’” Chair Mats 


7-8 inch thick, tapered Edges. Cover vulcanized to sponge Round and Square Styles. Colors: Black, Maroon, Brown, 
rubber. For office chairs, boats, porches, swings, ball parks. Green, Marbleized Stocks. 

A new seat cover for home chairs—cover material to match 
upholstery or finish. 








BICKETT Typewriter and Adding 
Machine Pads 





+ Bickett Chair Mats are made of durable, high grade rub- 
ber and the under surface is finished “Ruf-bak” which 
prevents slipping and shifting of mat. The most com- 
plete line of chair mats on the market. 





Bickett Typewriter Pads are made of Fabricushion stock 
which is a new type of material containing ingredients 
which provide good cushioning effects, yet is firm enough 
to prevent packing as experienced with sponge rubber and 
felt pads. These pads are also recommended for use under 
other types of machines and wherever it is desirable to re- 
duce vibration and noise. 





L. M. Bickett Company, Watertown, Wisconsin, U. S. A. 
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Here's a handsome grouping 
of Imperial Office Furniture in 
the private office of the chair- 
man of the board of R. B. Jones 
& Sons, Inc., Kansas City, Mo. 
The general offices as well as 
the private offices of R. B. 
Jones & Sons, Inc., are 
equipped throughout with Im- 
perial Office Furniture. The 
widely diversified Imperial 
line includes well-styled, 
well-built desks, tables and 
matched suites—at prices that 
permit every dealer to sell the 
greatest number of prospects. 
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THE GROWING TREND TO FINER OFFICES 


offers a greater progit opportunity for you 


Beauty has joined hands with business. Today’s desk buyers are looking for 
more than service and durability . . . they are demanding distinctive styling 
and richly figured finishes. Be sure that the office furniture you sell has the 


extra “eye appeal” that customers want. Investigate Imperial’s outstanding line. 


olnporial DESK COMPANY 


EVANSVILLE, INDIANA 
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Origin of Vertical Files 


To A New York insurance execu- 
tive, Edwin G. Seibels, manager 
of Cotton Fire and Marine Under- 
writers, is believed to have origi- 
nated the idea of vertical letter 
filing more than forty years ago. 


Drawings were prepared by the 
inventor and the original file 
made to his order by The Globe 
Files Co., Cincinnati, predecessor 
of The Globe-Wernicke Co. It con- 
sists of a long, narrow box made 
of heavy oak boards with roll top 
and lock. The dimensions are ap- 
proximately 35 inches long, 13% 
inches wide, and 13 inches high. 


The file is fitted with a follower 
block that operates in a steel 
track inset in a false bottom. The 
roll top disappears below this bot- 
tom when the file is opened. 


Mr. Seibels states his file and 
method of vertical filing was com- 
mented upon by various newspa- 
pers forty years ago and attracted 


much attention. Shortly after- 
ward The Globe Files Co. placed a 
similar product on the market 
where it quickly met with popular 
favor. It had many advantages 
over the filing methods of that 
day, which consisted chiefly of 
folding papers and looping them 
in envelopes. 

According to Mr. Seibels, this 
original file has been in constant 
service for more than forty years 
and was being used in a southern 
branch office until May, 1937, 
when it was loaned to The Globe- 
Wernicke Co. for exhibition pur- 
poses. It is still in excellent con- 
dition, as will be seen by those in 
attendance when it is placed on 
display at The National Stationers 
Association Convention in Chi- 
cago, September 27 to 30, 1937. 

The only other reference to the 
origin of vertical filing in Office 
Appliances archives appears as 
part of an article on “Filing Sup- 


plies” published on pages 22, 23 
and 24 of the May, 1934 issue. 

The following paragraph is 
quoted from page 24: 

“The vertical filing system is 
said to have resulted from a re- 
quest by Dr. Nathaniel S. Rosenau 
of Buffalo, head of the charities 
department of that city. He 
wanted something in which to file 
letters the same way as cards were 
filed, and the Library Bureau de- 
vised a plan for vertically filing 
letters in folders large enough to 
accommodate them when filed 
flat, or without folding. A dupli- 
cate was made for Dr. Rosenau 
to be exhibited at the World’s 
Columbian Exposition in Chicago 
in 1893, where Dr. Rosenau was 
superintendent of the exhibit of 
corrections and charities. After 
the fair the file was transferred 
to the Chicago office of the Li- 
brary Bureau.” 





A GROUP OF GLOBE-WERNICKE EXECUTIVES INSPECTING THE FIRST VERTICAL LETTER FILE MADE OVER 
FORTY YEARS AGO.—Left to right: H. C. Anderson, general sales manager; J. 8. Sprott, president and general man- 


ager; C. W. Hamilton, sales promotion manager, and Arthur R. Frey, manager 
up of the file which was made to order for an insurance executive by the Globe 


¥ 


stems divisions. Inset at the left: Close- 
iles Company, Cincinnati, predecessor of 


The Globe-Wernicke Co. The fine cabinet work, as evidenced by the rounded corners with mortise and tenon joints, makes 


the file as serviceable today as when it was first put into function. 


man who ordered the file. 


Inset at. the right: Edwin G. Seibels, the insurance 
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ew Furniture 
Pieces 





DESK BY AUTOMATIC FILE & INDEX COMPANY.—Built to meet the trend of 
modern design this desk is equipped with full length drawers and an automatic 
expending and compressing drawer running on progressive suspension slides. It 
offers a rigid steel typewriter sup»ort, is heavily reinforced and linoleum covered. 


INTRODUCING LYON ME- 
TAL’S NEW LINE OF 
STEEL FOLDING CHAIRS. 
—The new folding chair il- 
lustrated here is one of the 
new items manufactured by 
Lyon Metal Products, Inc., 
Aurora, Ill. Stressing ‘‘Par- 
lor Comfort’ as a feature, 
the manufacturer reports 
that the chair is scienti- 
fically postured to relax the 
entire body. Other features 
include an extra wide seat. 
curved to fit the body and 
located with relation to the 
form fitting back rest to 
support either a small or 
large person in a restful 
manner; channel steel 
frame supports, live rubber 
feet, and special tear and 
pinch proof hinges. 





NEW OFFICE FOOT REST FILLS LONG-FELT WANT.— 

This new foot rest is manufactured and introduced to the 

market by the Polar Manufacturing Company. Philadelphia 

Pa. The principal feature of the new item is its use which 

permits the chair seat to be adjusted to proper height for 
comfortable working 





POSTURE CHAIR NO. 88', 
MADE BY THE B. L. MAR- 
BLE CHAIR COMPANY, 
BEDFORD, OHIO.—This new 
model has a thick, deeply 
‘‘scooped"’ saddle wood seat 
with edges well rounded. The 
back is adjustable in all di- 





A PRODUCT OF THE WELLS FURNITURE MANUFACTURING COMPANY.— rections and the height of the 
The No. 1024 table shown here is 60 by 32 inches and is equipped with two seat from the floor can be 
drawers of ample proportions. There is also a one and one-quarter inch five-ply varied as desired. Normally 
top faced with quartered white oak or striped walnut veneer. The company also the back tilts with the ac- 


manufactured special tables of any size as well as all the standard models. tion of the user of the chair. 
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NEW SECRETARY CHAIR.—Introduced 

by the Troy Sunshade Company, Troy. 

Ohio, this chair, built to furnish the 

maximum comfort, is modern in design 

and fully chrome-plated. Available in ma- 

terials and coverings to suit any require- 
ment. 





FOR THE MODERN OFFICE.—The new 

Military line of the Victor Safe & Equip- 

nent Company includes the Fire Master 

end the Fire Master, Jr., insulated filing 
cabinets. 
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STREAMLINED DESK BY THE LEOPOLD COMPANY, BURLINGTON, IOWA.— 

Genuine walnut and with wood, Enduro or linoleum top, this desk is available in 

many sizes ranging from 66 x 36 to 45 x 34 inches. It is equipped with NoMar 

bakelite adjustable glides, bakelite, bronze or chrome pulls, Yale type lock, ball- 
bearing suspension on file drawer, rubber covered feet. 





TWO MURPHY CHAIR COMPANY PRODUCTS.—Left: the No. 268, 

upholstered, spring seat and channel back office chair. Right: The No. 

8582, a director's room chair designed to meet the trend toward modern 
equipment. 





ONE OF THE LORRAINE GROUP OF THE EVANSVILLE DESK COMPANY.— 
This is the No. 3460 flat top desk which is finished in combination walnut with 
lower drawers in butt walnut center matched. Top pedestal drawer stripe walnut 
with vertical grain and knee drawer reverse V-matched walnut. Drawers have 
oak interiors and are fitted with pen trays, vertical letter files and three ply 
dustproof bottom. Solid extruded brass drawer pulls are finished in modern gold. 








Interesting 
Installations 


DIGNITY AND BEAUTY PLUS.—This is the 
resident’s office in the new W. A. Sheaffer 
en Company office building at Fort Madi- 

son, Iowa, in which Leopold Company furni- 

ture is used. It is a beautiful example of 
artistry. Green carpeting and brown leather 
on chairs add to the harmony of the whole. 

Finely grained walnut walls add the finish- 

ing touch. All other private offices contain 

brown carpeting = blue leather on the 
chairs. 


OFFICE WALLS OF ‘“KRO-MURA’’ PINE 
REPRODUCTION.—Paper is produced in two 
sections, each forty by eighty inches. It has 
two colorings, natural and light grey, has a 
wax-like finish and is washable. Door casings 
and base board painted to simulate pine and 
blend with the paper reproductions in the 
office of the Suburban Residential Builders. 
Inc., Cleveland, Ohio. The desk built of 
glass bricks is an interesting innovation. 
(Photo by courtesy of the New York Sun.) 


A VICTOR INSTALLATION.—These Tourna- 
ment desks of the Victor Safe & Equipment 
Company were recently placed in the offices 
of a :arge and nationally-known organization. 
The Victor line includes the King Arthur, 
the Black Knight and the Tournament series 
for any type of private or genera) office. 
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ARM-SWIVEL CHAIR 
No. 772'/2 


ARM-LEG CHAIR 
No. 772 


Modernly Styled for... 
SMART APPEARANCE 


Here are chairs that virtually breathe the atmos- 

phere of ultra-distinctive modernism, yet styled in 
that simplicity of design that makes them business-like. 
Smart in appearance—built for comfort—conforming to 
the usual high standards of B. L. Marble quality. 


This is but one of many outstanding Moderne de- 
signs originated by B. L. Marble—pioneers in the intro- 


duction and development of the Moderne trend in its 


application to office chairs. P Ch ° 
odsture Chairs? 

Write for Catalog No. 36 which illustrates and de- Yes ... a most complete line for 
: : . . executives, stenographers and all 
scribes upholstered chairs and all-wood chairs in the office workers. Upholstered chairs 
‘ . . and all-wood chairs in a variety of 
executive and commercial grades for every require- designs and representing the most 
ment of the business world—the most complete office ing. This ‘s "Sou at nell “Pull 
chair line available from one source of supply! And pea will be sent promptly on 


don't forget—B. L. Marble has an unequaled reputation 
for prompt service and helpful cooperation in selling. 


THE B. L. MARBLE CHAIR COMPANY 


FOREMOST MANUFACTURERS OF WOOD OFFICE CHAIRS 
Bedford, Ohio, U.S. A. 
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U.S. Design Patent 101848 





Every Selling point | 
a desk should — 


Dealers know what a desk must have to sell—and sell big! “Eye 
” ° ° . . 

appeal”—quality construction—workmanship—price. 

The new INVINCIBLE Modernaire Desk offers dealers an out- 
standing sales opportunity. Its beautiful, ultra-modern design has 
created a sensation. Its details of construction show quality thru and 
thru. Its price never fails to impress a buyer—favorably. 

Here is opportunity—for increased sales volume—for greater profits. 


Send for full details. 


INVINCIBLE METAL FURNITURE CO. 


Factory and Main Office: Manitowoc, Wis. 
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HARTER 


Offers Dealers . . 





Another NEW Suite in STEEL 
Office Chairs—The Uniweld 


‘oan ——— 





























Sees 3 eee 


Seat height 18 inches, 19% in- 
No. TH0 ches wide, 18% inches deep, 
with 1% inch Evrflex hair pad, welt seam. Back 
from seat to top 17 inches. Hardened steel 
glides, rubber cushioned. Net weight 24 Ibs. 


Seat 19% inches wide, 18% in- 
No. 1100 ches deep, with 1% inch Evr- 
flex hair pad, welt seam. Back, from seat to top, 
17 inches. Upholstered in leather, leatherette 
or frieze. Sheet steel base. Net weight 41 Ibs. 


Seat height 18 inches from 
No. 1120 floor, seat 19% inches wide, 
18% inches deep, with 1% inch Evrflex pad, 


welt seam. Back, from seat to top, 17 inches. 
Upholstered in leather, leatherette or frieze. 





ARTER Dealers well know the keynote 

of our policy is co-operation. This fact is 
ably demonstrated in the presentation of this 
new suite of steel chairs—The Uniweld. 


Recently it became apparent that dealers 
desired steel chairs combining the features of 
the Universal and the Artweld. We immedi- 
ately began work on a new suite that would 
incorporate the outstanding features of the 
two. The Uniweld is the result—a suite which 


Harter Steel Office Chairs—all the numbers 
in the Columbian, National, Artweld, Univer- 
sal and Uniweld Suites—have graceful lines 
and offer genuine comfort. Rigidly construct- 
ed — welded into one frame — Harter steel 
chairs have many outstanding sales points. 

If you are not a Harter Dealer perhaps you 
would like to know more about Harter co- 
operation. Alert dealers are invited to join our 
organization. Just let us know that you are 
interested an 





is already oe 
cessful Harter dealers. 


acclaimed and sold by suc- 


we will send complete details 


about our dealer plan. 


THE HARTER CORPORATION 


~STURGIS, 





MANUFACTURERS OF THE WORLD'S FINEST STEEL SEATING EQUIPMENT 


MICHIGAN 
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PEERLESS STEEL EQUIPMENT COMPAN | 
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A Base Hit!!—A Two Baccer!—Tuiro!—A HOME Run!! 


That's the exciting sales climb of the new 360 AIRSTREAM DESK. 


SALEABILITY 


A HIT EVERY TIME 
No Fouls with the AIRSTREAM. 
NO Ovuis 


You'll always be safe for a sale with 


AIRSTREAM. 


APPEARANCE 
The new AIRSTREAM has the smooth- 
ness of a double play. It is a delight 
to see. 


STURDINESS 


It can play the whole game without 
faltering. No replacements will be 
needed. Tempered wood Reinforced 
with Steel. Full Trestlewood construction. 


PROFITS FOR YOU 


Sold only thru dealers, at an amazingly 
LOW PRICE—LESS THAN THE 
USUAL QUARTERED OAK DESK! 









No. 360 
AIRSTREAM 







Available in all popular styles and sizes 


THREE NEW BASE STYLES 


In addition to AIRSTREAM above, the new TUBULAR CHROME 
STEEL Base, and TURNED LEG BASES available 


WRITE FOR DETAILS AND PRICES 


GUNN FURNITURE COMPANY 


GRAND RAPIDS, MICH. 
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CORRECT POSTURE. Extra wide 
seat, curved and pitched to fit 
the thigh. combines with form- 
fitting back to support large or 
small persons in a healthful, rest- 


ful manner. A 











SAFETY. Widely spaced legs 
revent skidding, tipping or col- 
apsing. ‘Correct Posture’’ Chairs 

will not damage fingers or 

clothes. 











LYON STEEL FOLDING 
CHAIRS ARE SOLD 
THROUGH DEALERS 


® Revolutionary features . . . providing seating comfort here- 
tofore unknown in folding chairs . . . pack the new Lyon 
SCIENTIFICALLY POSTURED chair with profit boosting sales 
appeal. Its wide, deep and curved seat, together with the 
“posture perfect” back rests and relaxes the body... elim- 
inates folding chair weariness. That's why office appliance 
dealers who feature the new Lyon Folding Chair are assured 
of the large share of the portable seating business in their 
community. 

Available in five styles . . . fully upholstered, upholstered 


seat and plain steel back, metal cane seat and metal cane 


LYON 


FOLDING 


STEEL 
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back (either with or without arms), formed plywood seat and 
metal cane back, plain steel seat and back ... Lyon Steel 
Folding Chairs meet ALL seating requirements for offices, 
sales rooms, schools, clubs, churches, lodges, etc. 

Mail coupon for full information on comfort, convenience, 
construction and style advantages of Lyon “Posture Perfect” 
Folding Chairs ... and details of the Lyon practical plan for 
helping Lyon dealers get the cream of the volume chair busi- 
ness in their communities. 


LYON METAL PRODUCTS, INCORPORATED 


2809 RIVER STREET. AURORA, ILLINOIS 





Lyon Metal Products, Incorporated 
2809 River Street, Aurora, Illinois 


Please send catalog describing the complete line of 
Lyon “Posture Perfect’ Folding Chairs and details ol 
practical sales promotion co-operation. 

Send for information and prices on Lyon Steel Cabi- 
nets. 


Name 
Address 


City State 
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NEW WASTEBASKET BY THE 
METAL OFFICE FURNITURE COM- 
PANY, GRAND RAPIDS, MICH. — 
Available in walnut, mahogany, black 
crackle and olive green finishes. It is 
twelve and five-eighths inches square 
at top and ten inches at bottom, and 
thirteen and three-quarter inches 
high. A heavy rim «cf extruded rubber, 
moulded and vulcanized in a _ con- 
tinuous shape is a special feature. 






TWO GLOBE-WERNICKE DESKS.—(Upper) Ad- 
vance steel calculating desk is 45 inches long by 
34 inces deep with a recessed shelf for calculating 
machine or comptometer. It has a Duro-Velv finish 
and a hard-tampered Masonite top in colors to 
match finish of desk. (Lower) Single pedestal fixed 
bed typist’s desk, another Advance model. It is 60 
inches long and 34 inches deep, with all the fea- 
tures contained in the model shown above. Finishes 
are dark green, dark brown and maroon. 





AIRSTREAM NO. 360.—Available in all popular styles and 

sizes is this new offering of the Gunn Furniture Company, 

Grand Rapids, Mich. Saleability, sturdiness and appearance 

are the predominating factors of the new piece. They are of 

tempered wood reinforced with steel. Full trestlewood con- 
struction. 
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PARTICULARLY ATTRACTIVE TO MEN.—Are these two 
smokers of neat and modern appearance which are manufac- 
tured by the Howell Company. St. Charles, Ill. All Howell 
smokers are exclusively equipped with a new patented ask dis- 





penser which automatically seals smoke and stale tobacco odors THE ALMA DESK COMPANY'S NEW NO. 751.—It is a sta- 
in the humidor. Greater ash capacity is another desirable tionery platform typewriter desk, in a walnut finish, square 
quality featured in the Howell line. Other smokers manufac- post design, with five-ply, one-inca thick genuine walnut ve- 
tured by Howell are shown in the new smoker catalogue which neered top. A compartment back of the typewriter well and 


available to dealers on request. full knee room are features. 
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UTILITY AND BEAUTY 
PLUS.—This handsome and 
highly useful ‘‘Roll-A-Bar™ 
is a product of the Belmet 
Products, Inc., 250 Moore 
street, Brooklyn, N. Y., and 
is a combination smoker's 
stand and miniature bar. 
it’s principal features in- 
clude a table top capable of 
holding a full quota of 
glasses, polished chromium 
rails at top and bottom, an 





extra-large built-in ash re- MODERN TYPIST’S DESK.—This new piece is from the Troy 
ceiver, a curved door enclos- Sunshade Company, Troy, Ohio, and is modern in every detail. 
ing generous storage space. It is fully chrome trimmed and contains every feature nec- 
Cocktail glasses hang on essary in a modern desk. 


upper shelf while all 

shelves revolve on ball bear- 

ings. The Roll-A-Bar is 

beautifully finished in wal- 

nut, black or mahogany and 
is chrome trimmed. 


SOMETHING NEW IN LOCKERS.—At right: 
This splendid steel group locker which will ac- 
commodate sixteen persons in approximately 
one-half square foot of floor space per person, 
is manufactured by the All-Steel Equip Com- 
pany, Aurora, Iil. The locker is named the A-S-E 
Unit-Robe and its greatest feature is the ex- 
ceptionally large amount of storage afforded in 
limited floor space, making it ideal for buildings 
of the industrial, educational, and recreational 
types. 





THIS KOOL-KLEEN AIR CONDI- 
TIONER IS POCRTABLE.—Manufac- 
tured by the Kool-Kleen Air Condi- 
tioning Company, 604 West Fourth 
street North, Newton, Iowa, the new 
device has a number of speciai fea- 
tures which adapt it to use in prac- 
tically any capacity. It is portable. 
moving easily on rubber-tired wheels. 
It requires no outside connections or 
window mountings and operates mere- 
ly by being plugged into any con- 
venient light socket. No installation 
engineering is necessary as the refri- 
geration capacity of the equipment 
adjusts itself to the cooling load with- 
out additional equipment. The output 
of the machine is more than enough 
to cool the average individual office. 


PRESENTING FOUR OF SIX NEW POSTURE CHAIRS OF THE STURGIS POSTURE CHAIR COMPANY, STURGIS, MICH.—(L 

to R) Nos. 920, 910, 915 and 935. All of these chairs are of metal, upholstered in imitation leather, real leather or frieze over curled 

hair pads. Each is equipped with hard rubber casters, adjustable back assembly and a spring tension of back cappest instan- 

taneously adjusted to suit occupant. In enamels there is a choice of the following colors: brown, olive green, maroon, black. In gen- 
uine or imitation leathers, brown, green, maroon, black, blue and red. In frieze fabrics, brown, green or maroon. 
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Johnson Chair Com 


Streamlined to Fit the 
Human Body 


The Health and Cash Value of Posture 


Chairs Presented in Terms of 


Sales Potentialities 


ul 
Ture goes the ‘streamliner’!” 

someone cries, in a moment's ex- 

citement. You look to the railroad 


tracks, and in an instant the 
magnificent streak of smooth, 
shining steel speeds on its way 


age of “streamliners,” 
and everyone is captivated with 
the “streamlined” idea. The term, 
of course, has become popularized 
by the dramatic development and 
public acceptance of the “stream- 
lined” vehicles of transportation 

railroad trains, automobiles. and 
airplanes. Their radical change 
in design from the bumpy looking 
models was to accom- 
definite functional pur- 
it of increasing speed, or 
reducing their wind resistance 
when in motion. Hence the evo- 
lution of the modern conveyances 
designed to fit the air stream lines 

Now we have industrial products 
of all and descriptions 

streamlined” in design to appeal 
to the public’s fancy. Most of 
these, however, are more super- 
ficial conformations to a current 
trend in design than to functional 
requirements—and, to be _ sure, 
there is beauty in curved and 
straight lines harmoniously ar- 
ranged. But for the moment let 
us disregard the application of the 
term to surface appearance, and 
fix the mind upon the real func- 
tional meaning of “streamlined’”’ 

designed to fit. 

Here is the keynote to the sales 
appeal of posture chairs. For, 
technically speaking, the posture 
chair is not only designed to fit 
the human body in its natural 
form, but it ranks with the modern 
vehicles of locomotion as being 
one of the pioneer streamlined in- 
dustrial products. In fact, it might 
be regarded as the pioneer, when 
we consider that one manufac- 
turer speaks of his “scientifically 


This is an 


old-time 
plish a 
post tl 


sorts 


designed correct posture chair’ 
which he has been selling for “up- 
wards of thirty-one years.” 

The promotion of correct seat- 
ing equipment has, in recent years 
particularly, developed into an ex- 
ceptionally profitable field for 
alert dealers in office furniture. 
The educational and promotional 
efforts of manufacturers and deal- 
ers are beginning to show gratify- 
ing results. The demand for pos- 
ture chairs is steadily increasing. 


But there is still more educational ' 


work to be done in factory, shop, 
and office, throughout the land. 
We have but opened the gates of 
this immense market. Another 
million seated workers should be 
in posture chairs! 

The public as a whole has been 
made posture conscious through 
our school systems, but after the 
elementary grades where Jimmie 
and Susan are made to “sit erect,” 
they become gloriously unheedful, 
until in business or profession in 
later years—suffering the effects 
of wrong posture or perhaps em- 
ploying others whose health and 
efficiency are being so impaired 
they encounter a salesman who 
brings up the long-forgotten sub- 
ject and reveals the advantages of 
anatomically correct seats. 


Posture and Profits 


The intelligent employer today 
considers adequate protective and 
Sanitary equipment and proper 
working conditions as a profitable 
investment. But in many compa- 
nies little attention has been given 
to proper adjustment of seating 
devices so the worker at office ma- 
chine, desk, and bench may have 
the proper anatomical support 
which will permit him or her to 
perform a steady monotonous task 
with the minimum of fatigue. The 
fatigue factor is one of the main 


Goodform Posture 
eral Fireproofing 


Chair, 
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Company, 


Youngstown, O. 


Chair. High 
& Chair 
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Burns Office Chair. American 
Automatic Electric Sales Com- 
pany, Chicago. 


Posture Chair. Sturgis Posture 
Chair Company, Sturgis, Mich. 





t 


Posture Chair. Murphy Chair 
Company, Owensboro, Ky. 


obstacles confronting maximum 
output. 

In selling posture chairs the 
dealer is selling more than a chair 
—he is selling the means of in- 
creased efficiency—mental alert- 
ness and improved health among 
office or other employes. Success- 
ful dealers are emphasizing these 
points to their prospects, who are 
essentially interested in the dol- 
lars and cents factor. They are 
demonstrating how increased effi- 
ciency results in increased output 
per employe, which means re- 
duced costs and actual savings in 
cash. Thus the chairs will pay for 
themselves over a period of time. 


Influence on Health 


If correct seating had no influ- 
ence whatever on efficiency, there 
is one reason which alone would 
be ample justification for an em- 
ployer installing posture equip- 
ment—that is his responsibility 
for the health of his employes 
during their working hours. Ad- 
mittedly, many feel that they are 
providing comfortable seating, 
and the employes have felt that 
they were provided with the best 
chairs available for their types of 
work. But the dealer can render a 
real service to his prospects and 
their employes by showing them 
how posture chairs improve the 
health of those who use them. 

Dr. Morris H. Brill, in discussing 
posture has said, “It isn’t the load 
that brefks us down, it’s the way 
we carry it. Faulty posture is to 
the human body what poor engi- 
neering is to a bridge. If girders 
are ‘out of plumb,’ grave stresses 
develop, and the structure sags or 


‘ 





No. 405. New Indiana Chair 
Company, Jasper, Ind-’ 


collapses. When similar unalign- 
ments in the human framework 
are brought about by postural 
carelessness, compensatory mus- 
cular and nervous energy must be 
expended.” 

With incorrect seating posture, 
according to medical authorities, 
the organs are unable to function 
properly. The ligaments and mus- 
cles become cramped, resulting 
not only in fatigue but contrib- 
uting to a general run-down con- 
dition and the cause of various 
diseases. 

Experience is therefore convinc- 
ing company executives that the 
posture chairs are good invest- 
ments. They regard health and 
comfort as essential features in 
their choice of chairs, because of 
the relationship of these points to 
mental attitude and capacity for 
work. 


Sales Technique 


In order to make the most of the 
sales opportunities afforded by the 
market for this type of equipment, 
those who are chalking up suc- 
cessful sales records are following 
a planned sales program. Among 
the features employed are those 
below. 

1. A knowledge of the ills of in- 
correct seating, and what posture 
chairs will accomplish. Through 
the presentation of these facts 
they are enabled to win accep- 
tance to the new idea of seating. 

2. Selective selling. Best results 
have been reported by salesmen 
who know the requirements and 
needs of their prospects before 
attempting sales. They make a 
survey of the seating conditions 
in the place of business during 





Executive Type Posture Chair 
No. 70x. Fritz-Cross Company, 
St. Paul, Minn. 
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Chair No. 217-3-25. 
Corporation, Sturgis, 
Mich. 





No. 590. Air-Duct Secretarial 


Chair. 
pany, 


Do/More Chair 


Com- 


Elkhart, Ind. 


re Chair. Milwaukee 
Congas: Milwaukee, 
isc. 
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calls in regard to other equipment 
and office supplies. 


Contacting the right person in 
the organization is another im- 
portant factor in selective selling. 
If at all possible, they call on the 
head of the company, as he is 
often the one finally to pass upon 
the matter rather than the pur- 
chasing agent. Drive home the 
economy of healthy nerves in 
sound bodies, and that better pos- 
ture means better profits. Usually 
he will see that the salesman has 
something worth consideration. 

3. Present the subject effective- 











AN INNOVATION.—This handsome 
desk is equipped with a top and 
drawer fronts which are covered 
with high-grade leather manufac- 
tured by the Eagle-Ottawa Leather 
Company, Grand Haven, Mich. In 
this unusual feature of designing 


TWO MURPHY 
CHAIR INSTALLA- 
TIONS.—(Upper) Of- 
fices of the Kentucky 
Color & Chemical 
Company. Louisville, 
Ky., showing a few 
chairs of the Murphy 
Chair Company in- 
stalled by the George 
G. Fetter Company, 
Louisville. The chairs 


ly. The success of the majority 
of salesmen is due in a large meas- 
ure to their primary interest in 
rendering a service to the pros- 
pect, and to their enthusiasm for 
their product—accompanied by a 
well planned sales presentation. 

Effective presentations are made 
with actual chairs, placed on trial 
for demonstration over periods ex- 
tending from ten to thirty days. 
By following up at the end of a 
week, the sale is often made. 

4. Support with mail campaign. 
A selected mailing list of pros- 
pects, to which periodic mail cam- 
paigns are directed, are both pay- 





OFFICE APPLIANCES 


ing the way for calls and fortify- 
ing the presentations which have 
been made. 


5. An efficient follow-up system, 
with its obvious advantage, keeps 
the sales program in continuous 
operation—resulting in orders. 


Now that general business con- 
ditions are vastly improved in all 
lines, the logical time is at hand 
for the dealer to establish his 
store as a source of posture chairs 
for his community. If he will de- 
velop the potential business on 
such chairs, the results will un- 
questionably prove surprising. 


the leather on the drawers is sur- 

rounded by a small bead molding 

which sets off to perfection the 

decorative effects of the high-grade 

leather used. The desk is manu- 

factured by Charles R. Sligh Com- 
pany, Holland, Mich. 


are model No. 252. 
(Lower) One of 
many installations 
showing Murphy's 
No. 262 solid pecan 
wood seat chair, sold 
by the progressive 
Regan Office Furni- 
ture Corporation of 
New York City to a 
large brokerage con- 
cern. 
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Announcing a ney of AUTO MATIC Desks 






Prepare for 


Fall Business 


A. 25'/.” DRAWER CAPACITY 


NEW FEATURES 


2. PROGRESSIVE SUSPENSION ALL PEDESTAL DRAWERS 
3. DRAWERS INTER-CHANGEABLE IN THE FIELD 


S le now 
Order a Samp 4+ BEST CONSTRUCTED PEDESTAL ON THE MARKET 


Table and Secretarial Desk to match 


All Standard Finishes 


AUTOMATIC FILE & INDEX CO. oem rs 


Automatic Expanding and Compressing Features 


W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 











IF IT’S NOT LN YOUR STOCK = 


DRAW ON OURS wat Typewriter Tables “i” 


$7700 List 


No. 24—Oak—Ace 
No. 25—Mah—Base 






Everything from a Safe 
to a Waste Basket in 
Steel Office Furniture 


. and Twirlit Drills 
Enlarge your profits by 


IN NEW YORK 


STOCK “Wells-Made Means 





112-114 WOOSTER 9 
NEW YORK, N. ey 





Reduced to 


32x17—26 in. high 


No. 26—Wal—Case 


_ Packed 6 to carton, 
Wt. 175 Ibs. 





Equipped with drawer and slide. 


"The INCREASING demand has made 
it, possible to LOWER our price. 


' strong, well finished table. 


HIGH GRADE TABLES OF ALL SIZES 


r 
CAL CAMERON J | WELLS FURNITURE MFG. COMPANY 


LAUREL, MISSISSIPPI 


stocking this 


W ell-Made”’ 
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Howell Smokers are exclusively 


equipped with this posi- 
’ tive action ash trap 
@ Because of the quality and crafts- 
manship of Howell Smokers each de- 
sign and style sells quickly—with a 
full profit for you on each sale. 
Priced to sell from $1.00 to $15.00 
—the entire line of modern metal 
smokers is shown in the new Howell 
Smoker Catalog. Write for your free 
copy today. 
SHOWROOMS: 
NEW YORK CHICAGO LOS ANGELES 
SAN FRANCISCO 


p@liak 


ST. CHARLES, ILLINOIS 






































Tell City 


OFFICE 
DESKS 


A line that is substan- 
tially made, correctly 


styled and fairly priced 





for ready sale. For half 


a century Tell City has enjoyed a reputation for de- 


No. T5166 desk pictured above—an interesting, 


pendable office furniture. Its designs always are in 
sales worthy design. beautifully matched wal- 


step with popular preference. It is a line which gives _ 2ut veneers. finished in lacquer, made with 
turned legs and moulded top rims—fitted with 


the user full service. Upon it you can build an endur- cast brass drawer pulls of modern design. Full 
: details of this number and others of the Tell 
Ing volume. City line will be sent on request. 








TELL CITY DESK CO., TELL CITY, INDIANA 
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Ne. 86-H 
36 x 20 


Genuine Walnut Veneered Top 


No. 21-F 
36 x 20 


Ne. 36-F 
36 x 24 


Combination Walnut or Mahogany— Also Plain Oak 


Ideal for student promotion now, and for 
gift items later in the fall, Alma suggests 
these two numbers along with several others, 
suitable for the same purpose. All are hon- 
estly made and are truly “Good Desks for 
Littl Money.” 


ALMA DESK CO. 


HIGH POINT, NORTH CAROLINA 
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Why 
this is 
the best 





BANK OF 
ENGLAND 


Office Chair 
for you to 
sell / 


It will give perfect service longer than any 





other chair we know of—hecause of a spe- 


cial construction principle. 


Note that the back posts are one continuous 
piece, from the floor to the top, steam ben}, 
and that they are bolted to the seat and to a 
one piece steam bent rail which circles un- 
der the back and sides of the seat from one 
front post to the other. The great strength 
and rigidity multiply its years of service. The 
cleancut appearance is an additional selling 


feature. 


High Point Office Chairs are actually pro- 
duced under highest standards of construc- 
tion. They are attractively designed and fin- 
ished, and sold at popular prices w:th profi!- 


able margin for the dealer. 


Catalog and full details sent on request. 


HIGH POINT 


Bending & Chair Company 
Siler City, North Carolina 




















Three Good Lines Sold and Shipped Together 
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MYRTLE 3300 SERIES 


the choice of sales minded merchants 





In this fine desk, master craftsmen have brought the Jacobean 
period down to date and fit for today’s business. Distinctive 
yet sufficiently familiar in feeling, it makes you at home and 
in harmony for concentration. 


MYRTLE 3300 is all oak beautifully finished in an open grain 
brown highlighted antique oak tone that withstands hardest 
usage, and is easily cleaned and restored to its natural beauty. 
In fact, age and use only add charm to this open grain oak 
finish. All exposed surfaces including posts, carvings and 
panels are oak. All oak interiors throughout. Heavy plank top 
of special construction that prevents warping and shrinkage. 
Top drawer fronts are carved in a design characteristic of the 
period. Chairs, table, bookcase, telephone cabinet, costumer 
and waste basket are included in the series. Folder illustrating 
and describing the group, sent on request. 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 





Three Good Lines Sold and Shipped Together 
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WHY SCOTCHMEN PREFER 


FAULTLESS 


OFFICE CHAIR 


S| 











APP 





LIANCES 





Mon! Will ve 
ut tha’ TIGHT 


Hoot 
k 











Phere a snug 
rece Of} workmansnip 
that warns a Scotch 
s Close, No. 2479 
. Double Ball 
J Bearina Caa- 
ter with a 
Ruberex Wheel 








j thrifty Faultless quiet Cushion 
7* Chair Glides a unt- 
paves ed im rubber Steel 
floor coverings. Cas reinforcing frame pre- 
ents raul pulling out 
) last i , gs nau pu ri 
cause Faultle he 
rolls easier. Rock 
hard tread vheel 
or carpeted floor 
and Ruberex ld 
; : Fault Unbreakable Rock- 
mm tread wheel for , Cups and Rubs Cupe 
hard wood and ling or hea stationary furni- 
le -" a a fure prot floor rings 
Round and square shapes 
Your customers don’t need to be Scotchmen to appre- 
ciate the three obvious advantages offered in Faultless 
Office Chair Casters. You can quickly demonstrax 
Free sx hat yne feature, or all three. And you’re secure in the 
Scotchman can re a ore : 
bargain s Knowledge that ther caster can maicn L three 
tome hol , ry , 
<0 harden ull bear | tless Feat hat’s why more and more smart 
ing instead of the : . : - 
usual 14) distribute . salesmen are selling Faultless Office Cl Casters 
/ le , arol f Tit 
the load around tu every dav. 
separate raceways, vel 
costs no more fia) . 
aie eudiineey Madi! W rite LE ¢ atalog covering complete line of Floor 


Protection Equipment. 





FAULTLESS CASTER CORPORATION Dept. 0a-9, 


Stratford, Ontario 


EVANSVILLE, 


Branches in Principal Cities Canadian Factory 





IND. 








Interesting 
Installations 


WESTERN LITHO MADE THIS ART 
METAL INSTALLATION.—tThis splendid ar 
ray of Art Metal Construction Company's 
new Airline steel desks was made in the 
offices of the Globe Oil & Refining Company 
by the Western Litho Company, both of 
Wichita, Kans. The general offices, branch 
and refinery offices of the oil concern are 
now standardized on Art Metal equipment 
including filing cabinets, desks and safes. 
They are also equipped with Milwaukee pos- 
ture chairs The sixteen private offices of 
the home office are equipped with Leopold 
walnut suite desks and Milwaukee chairs. 


MAHOGANY IN LARGE QUANTITY.—This 
immense mahogany table, fifty feet long. was 
recently installed in the board room of the 
Federal Reserve bank in Washington. D. C., 
and won from local newspapers the ‘‘good- 
sized mahogany forest.’’ (Harris & Ewing 
photo through courtesy of the National Lum- 
ber Manufacturers Association.) 


AN OFFICE IN STEEL.—tThis installation of 
metal chairs of the Columbian line by the 
Harter Corporation, Sturgis, Mich., was 
made in the offices of the Rotter-Speer Cor- 
poration, Cleveland, Ohio. 








210 





Letters Sell Office Furniture Effectively 


Mocerruty letters have proved 
an extremely satisfactory way of 
introducing new office equipment 
and furniture to business firms 
for the Kendrick-Bellamy Sta- 
tionery Company, Denver, Colo., 
according to L. R. Kendrick, sec- 
retary. 

The monthly letters are mailed 
to approximately one thousand 
Denver business firms. The names 
of the firms are taken from a list 
kept for this express purpose. The 
list contains names of regular and 
occasional customers of the com- 
pany and, as well, the names of 
new firms which are added from 
time to time. 

Each month the letters deal 
with a different subject. For ex- 
ample, a desk of a new design or 
Style may be the subject of the 
letters for a particular month; the 
following month, perhaps, the let- 
ters will deal with new steel cabi- 
nets or some other fixture com- 
mon in offices. A recent letter 
discusses the values to an office 
of posture chairs. 

This particular letter opens with 
a dual appeal to the businessman, 
namely, his interest in the com- 
fort of his employees and his in- 
terest in the success of his busi- 
ness. The opening paragraph fol- 
lows: 

“You are interested in encour- 
aging the loyalty of your em- 
ployees and making them com- 
fortable at their work because 
their help is important to your 
success. The time clock may re- 
cord everyone present, but it does 
not tell you how much time is lost 
due to fatigue and discomfort 
caused by incorrect seating equip- 
ment.” 

Thus, in a very few words, curi- 
osity as to the possible hindrance 
to the operating efficiency of his 
office is aroused in the business- 
man’s mind and, at the same 
time, the manner in which the 
situation can be corrected is sug- 
gested. 


Expense or Investment? 


In practically all cases, the 
businessman's first thought after 
reading such a paragraph would 
be in the nature of a question— 
would the additional expense be 
justified by the results? Antici- 


Describing a Method of 
the Kendrick-Bellamy 


Company, Denver. 


By F. K. HOLOHAN 





L. R. KENDRICK 


pating this, the letter hastens to 
assure him on this point. 

“Practical men have discovered 
the money value of good posture 
and (initials of company which 
manufactures the posture chairs) 
has supplied the equipment to en- 
able management to profit from 
the knowledge. Correct seating is 
in the interest of good manage- 
ment.” 

Thus, the businessman is put on 
the defensive with his own ability 
as a manager in question. With 
this advantage, the letter con- 
tinues with reasons why the chair 
is an advantage to office effi- 
ciency, stating that it is the result 
of its manufacturer’s years of 
study and development in apply- 
ing the lessons of correct seating 
to offices. 

With all his experience in office 
management, the businessman 
probably has never had the op- 
portunity or the desire to investi- 
gate the advantages of correct 
seating in his own office. By this 
time, he is probably ready to 
grant that correct seating is de- 
sirable but — again — what about 
the expense? After all, he is in 


business to make a profit and the 
comfort and loyalty of his em- 
ployees is a secondary matter. The 
letter continues by pointing out 
that with all its advantages, cor- 
rect posture seating is never an 
expense. Like modern production 
equipment, the posture chair jus- 
tifies its cost by its economies—by 
increasing mental alertness and 
improving employees dispositions, 
by reducing “time out,” by de- 
creasing absences, by increasing 
production, by eliminating expen- 
sive upkeep and repairs to equip- 
ment. 


Proof of Value Required 


These are all good reasons and 
any businessman will concede 
that, if the chair can do all this, 
it will increase office efficiency 
sufficient to justify the additional 
expense. But businessmen are 
cold-blooded individuals — words 
alone won’t convince them; they 
have to be shown. Anticipating 
this attitude the letter states that 
an experienced posture chair man 
will be glad to explain in person 
how the chair “actually pays for 
itself,” and how arrangements can 
be made to try one out in his own 
office without expense or obliga- 
tion. 

The other monthly letters open 
with similar appeals and are de- 
veloped in much the same man- 
ner, particular emphasis being 
laid on the justification of the ex- 
pense which the new equipment 
will entail. In most instances, a 
manufacturer’s folder describing 
the new equipment in more detail 
is enclosed with the letters. 

The letters are printed on good 
quality bond paper and carry the 
date and the name and address 
of the firm to whom addressed at 
the top of the letter. In addition, 
Mr. Kendrick signs them person- 
ally. The letters are mailed out in 
plain envelopes, and are sealed as 
a rule when the higher priced 
articles of office equipment are 
being promoted. With cheaper 
items, they are left unsealed and 
cent and a half postage is used. 

When the letters fail to get re- 
sponse, individual calls are made 
by the salesmen for the company 
about a week after the letters 
have gone out.—BART 
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Artility rose from the ashes of the depression, and 
with some of the most experienced posture seating 
experts to guide its destiny, has soared to leadership 
in three short years. 


From 3,500 Chairs in 1934 
To 35,000 Chairs in 1936 


The reason for the phenominal growth of Artility 
chair sales is that each model is built right and priced 
right — built to stand the stress of hard usage and the 
re-sale price is within any reasonable budget. 


Big demand and quick turn-over have brought large 
profits to hundreds of Artility dealers. You, too, can 
add Artility profits to your bank account. 


Write today for dealer's proposition. 


Be sure to visit the 
Artility exhibit at 


National Stationers ARTILITY METAL PRODUCTS, Inc. 


Convention, Palmer 


House, Chicago, ELKHART, INDIANA 


September 27 - 30. 










INDIANA 


School DESKS 






Increase your profits! In building 
teachers and students desks, we 
hold to a standard in design, con- 
struction, finish and price, of estab- 
lished demand among school boards 
and architects. A full line of double 
and single pedestal desks, grade ta- 
bles, students desks, etc., is illus- 
trated in our catalog. We ship in 
pool cars with New Indiana Chair 
Co. chairs if desired. Dealers who 
know of prospective school business 
can avail themselves of our experi- 
ence and cooperation to their advan 
tage. 
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INDIANA 


DESK COMPANY 


JASPER, INDIANA 








4 No, 1001-L 





















desired 





LEATHER UPHOLSTERED FURNITURE 


—the utmost in style 


comfort and correct 

Vew Indiana Chair Co. offers outstanding value 
Fneaging designs, attrac- 
tive wood carving, nently 
tailored upholstery. beau 
tifully fitted 
Titetan 





log. 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 


crushed 
leathers, birch walnut and 
birch mahegany. Styles to 
match Indiana Desk Co 
desks — can 
with them in pool cars if 


Illustrated and de- 
scribed in detail in 
our current cata- 








and finished 
grain 


be shipped 








Featuring the Darnell Patented 
Double Ball-Bearing Swivel 











DARNELL 
Office Chair 
CASTERS 


e BUILD and HOLD 
BUSINESS 


Your customers will 








and Appliances 
for quality. 


is now 


36 N. Clinton, 





DARNELL 


CORPORATION, LTD. 
P. ©. Box 4027-O, Sta. B 
Long Beach, California 
24 E. 22nd St., New York City 
Chicago, Illinois 


appreciate the smooth, effortless, quiet operation 
of Darnell Casters, Famous because they 


Always SWAWEE. and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. 
quality materials throughout. 


Made of highest 
Office Furniture 
Factory-equipped with Darnell 


Products indicate the manufacturer’s high regard 


The new Darnell Caster and Wheel Manual 


ready for distribution. 





Write for 
FREE Sample 
Set of Darnell 
Noiseless Glides 
and Special 
Proposition 
for Darnell 














oe 








Dealers 
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‘Betmet SMOKER’S STANDS 


You must try Belmet Smokers to fill an established demand. 
Dealers are selling them in substantial volume—at a nice 
profit. You can, tool 


Belmet Smokers, styled to the minute, are soundly built 
quality numbers guaranteed to give lasting service and 
ultra-satisfaction to users. The Belmet patented ash re- 
ceiver swallows smoke without a trace of fume or odor. 


The beauty, grace and symmetry of Belmet Smokers typi- 
fied by these two numbers in their smart modern designs 
and finishes have earned instant recognition from buyers 
and dealers alike. They are distinctive and richly ornate, 
individually created as companionate pieces for executive 





quarters. 
; : : ak, a NO. 729 Gracefully balanced 
NO. 721 English Type Smoker A sample order will convince you. Write for descriptive ae ee ee 
in English Bronze, Walnut ° trim and Mahogany with 
and Mahogany finishes. catalog and prices. Gold trim. wd 


“BELMET PRODUCTS, INC. 252 MOORE ST., BROOKLYN, N. Y 
Manufacturers of distinctive Smoker’s accessories. 

















Good Design ..... 
Essential to profit 
and satisfaction 


Office desks like ships, automobiles and radio sets, sell 
faster, give longer service and greater satisfaction and 
are actually more valuable, when rightly designed. For 





tion mahogany and full quartered oak in standard sizes. 


gracing the modern, office interior, providing real con- Double and single pedestal flat tops, typewriter desks 
venience and a lifetime of effective use, we recommend both pedestal and center drop style, and office tables 
JACKSON DESKS. The 1200 grade Art Moderne are provided in each of our series. Detailed descrip- 
shown here is made in combination walnut, combina- tions are provided in the JACKSON catalog. 


THE JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
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r A Salute to the Stationers of America “14 


A group of forward thinking, progressive merchants performing 
an indispensable service in the conduct of the nation’s affairs. 






Visitors to the Stationers 
Convention in Chicago this 
month will return home 
charged with enthusiasm and 
brimming with new ideas for 
revitalizing business. 


One New Idea 


that will pay handsome divi- 
dends is specialization on 


EVANSVILLE DESKS. 






An executive desk from 
the Lorraine Group, exe- 
cuted with a smartly original 
Modern touch. 






In the wood desk 


field, they are noteworthy for 
appealing design, sound 


; ' ; he Pal 
value, sturdy | construction ~=§ Soe Mr. R. C. Hamilton ae cg Mae 


d tionally good profit 
eae em beg tion or write us for the Portfolio of Designs and full infor- 
mation. 


EVANSVILLE DESK SOMPART: WJ 









BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE, INDIANA. 


help! help!|| '"GAYLO”’ 


The latest addition to the World famous GAYLO 
: : ; _ line of metal folding chairs. Non-tipping, perfectly 
A Life Line to Better Business | balanced, indestructible extra 
heavy construction, rigidly 
braced, folds flat quietly, 


dealers... your share of y extremely comfortable. 


the increasing Fall business with the Eff & C l - of automatic 
equipment makes 


Chair—A chair that “helps” build up profits for exceedingly 
LOW PRICE. 


yr 








Ee & C Pesture Chairs 














—Because: 
Enamel finishes. 


It carries a Five Year Guarantee : 
Colors: Mahogany, 


There are no come-backs Walnut, Black, Olive 
Quality material is used throughout “neem, Conny. 
It requires no servicing after installation An investment in GAYLO 
superior quality equipment 
ware |} Means service, economy 
Repeat ORDERS follow and durability. Backed 
by an organization 
of many years of 


It gives entree 


Sold Exclusively through Dealers et se Fh 
Write for Catalog | | experience. 
THE FRITZ-CROSS COMPANY | | THEGAYLO MFG. CO. 











304 East 4th St. St. Paul, Minn. | 820 North Michigan Ave., Chicago, Ill., U.S. A. 


————— —— 
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Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING ... 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


Farber, 529 So. 
Webster 3217 


CHICAGO: L. H. 
Wabash Ave. Phone: 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














of im- 
proved convenience 
and comfort—for the 

General Office. 


Desks 


catalog. 


The 
AURORA 





All Bentson Steel Files and Desks carry the 
Steel Office Furniture Institute labels 


BENTSO N A New Steel Desk 


High grade construction, durable stainproof linoleum top: drawers 
roll noiselessly on channel suspensions (large drawers on roller 
bearing supension slides)—solid cast bronze hardware. BENTSON 
(and tables to match) are made in standard sizes, attrac- 
tively finished in olive green, walnut or mahogany finishes — a line 
that will sell and give satisfaction. 


BENTSON MANUFACTURING 





St. Johns Office Table No. 24 
Northern Gray Elm. Golden Finish. Top 1%” 


thick. Legs 24” 
24 x 36, 27 x 42, 27 x 48, 27 x 54, 27 x 60, and 


square. 6 sizes: 
Packed two of one top-size in crate. 


30 x 72. Shipped K. D. 


There’s MORE MONEY To Be Made 
In Handling The St. Johns Line! 


If you want a line of office tables that will sell faster .. . 
steadier . . . build bigger profit for you . . . concentrate on 
St. Johns! 

Naturally this famous line moves faster, because there’s extra 
quality built into every table . . . yet prices stay within the 
range that attracts 95°) of your trade. 

How can St. Johns maintain this policy? Simply because 
St. Johns is the largest table factory in the whole world . . . with 
all the money-saving resources at its command. 

St. Johns offers a full choice of standard office colors . . . 

golden, mahogany or walnut; 
range of sizes from 24x36 to 


“F avorites Since 34x72. All tables equipped 
with dovetailed drawers, 3- 
1868” y bottom 


ply bottoms. Write at once 
for catalog and price list. 
ST. JOHNS TABLE COMPANY 
CADILLAC MICHIGAN 


Office Furniture Warehouse Co., 573 Broadway, New York, N.Y. 











Full details in our new No. 38 


Co. 
ILLINOIS | 























OFFICE APPLIANCES 


SIE LEATHER 


o becomes the Vogue 


por New Desks 


NE of the most evident style trends of the year is the 
increasing vogue in desks and tables with inlaid leather 
tops. Harmonizing with every style and period design, 
leather contributes a new and additional touch of elegance 
to the office of good taste. 
Because of the exceptionally wide range of colors, many 
of which are ready for immediate shipment, manufacturers 
and dealers who consult with Eagle-Ottawa will find them- 
selves in the fortunate position of being able to satisfy 
any demand for leather tops as well as fine leather uphol- 
stered seating pieces. 
Seventy-five different tones and colors — 29 of which are 
for immediate delivery —complete the new Guildhall 
Snuffed Top Grain Leathers. 
In the Dixie Leathers there are 45 standard colors of which 
32 are carried in stock, immediately available. 


If you have not received Eagle-Ottawa samples — new 
samples — let us hear from you. 
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EAGLE-OTTAWA LEATHER CO. 
GRAND HAVEN, MICHIGAN 


SALES OFFICES—NEW YORK @ CHICAGO @ HIGH POINT, N.C. @ 
ST. LOUIS @ LOS ANGELES @ SAN FRANCISCO @ PORTLAND, ORE. 
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Selling Sound Absorption 


Sounp uncontrolled is noise. 
Noise unabated is injurious to the 
mind and detrimental to the facil- 
ity with which manual skills can 
be exercised. 

Tests conducted in factories and 
offices provide evidence that effi- 
ciency is impaired by the constant 
presence of noises, irregular or 
steady. Recognition of the condi- 
tion and study of acoustics from 
the standpoint of sound deaden- 
ing, or more accurately, sound ab- 
sorbing, has resulted in the addi- 
tion of an important member to 
the family of commerce and in- 
dustry in the United States. 

Efficiency in office operation has 
been a conscious goal of business 
men for many years. Through the 
use of machines, utilities and sys- 
tems developed by the office equip- 
ment industry progress toward the 
goal has been rapid. Appearance 
value was recognized and harmony 
in colors, designs, fabrics and fin- 
ishes was given successful consid- 
eration. But noise in an office was 
generally regarded as a necessary 
evil. Attempts to “silence” various 
machines while in operation with 
pads and cushions were successful 
in the cases of the individual ma- 
chines, but did not solve the prob- 
lem of general office noise. 

Today, say the manufacturers, 
acoustical material for less noise 
and better hearing is no longer a 
luxury. The substitution of a por- 
ous, cellular material, which ab- 
sorbs an appreciable amount of 
sound waves, for plaster commonly 
used for office ceilings, is an in- 
vestment that earns a profit ex- 
pressed in terms of an increased 
volume of work, reduction of er- 
rors and a happier disposition in 
the office personnel. 

Dr. Donald A. Laird, director of 
the Psychological Laboratory of 
Colgate University, says, “Many 
executives think that noise is in- 
evitable, that nothing can be done 
to lessen it, and that anyway it 
does not matter. All three ideas 
are wrong. Noise cuts into divi- 
dends by lessening output and re- 
quiring more energy from workers. 
There is no evidence that workers 
get used to noise. They may be- 
come unconscious of its presence, 
but the effect upon their output 
remains. 

“In the Colgate University Lab- 


Suggestions for the Dealer 
to Participate in the Devel- 
opment of this New 


Commodity 


oratory it was determined, by the 
use of special apparatus, that 
noise of usual office intensity cuts 
into the output of professional 
typists on the average of five per 
cent. In higher mental work, such 
as that done by the executive, the 
cut into output is in the neigh- 
borhood of thirty per cent.” 


Examples in Point 


Examples indicative of values 
inherent in sound absorption for 
offices are many. An issue of 
Forbes Magazine carried the fol- 
lowing comment: 

“A large insurance company, 
sound-treating a room in which 
208 stenographers pound as many 
typewriters, found that they 
turned out more work and were 
absent less often because of illness. 

“Errors dropped 24.5 per cent 
when an Ohio department store 
deadened the clatter in its book- 
keeping and credit departments.” 

The Aetna Life Insurance Com- 
pany checked the bonus records of 
employees for a year before in- 
stalling sound - proofing material 
and for a year afterward. The rec- 
ord disclosed an increase in effi- 
ciency of 8.8 per cent. 

And so the citations might be 
continued, changing only the 
names, methods of testing and 
records achieved. The point is that 
sound absorption has been tried 
and found worthy. 

Acoustical materials vary in 
content, texture, design and finish, 
but they are basically similar in 
their characteristic of being por- 
ous. They are offered in the form 
of tiles, blocks and sections with 
surfaces that are easily cleaned 
or painted. Installation is a tech- 
nical job, requiring the services of 
skilled workmen. 

How, then, can the office furni- 
ture dealer sell sound absorption? 


By cooperating with a local 
branch or agent of a manufac- 
turer of sound absorbing mate- 
rials. A fund of information ex- 
pressed in non-technical language 
is available from manufacturers. 
With the facts of sound deadening 
in his repertoire, the furniture 
salesman can render his custom- 
ers a fine service in the way of 
suggestion and advice. They will 
welcome his assistance in the 
ever-functioning campaign to in- 
crease operating efficiency in the 
office. They will listen to the man 
who knows—and their developed 
interest will redound to the sales- 
man’s benefit when sound absorp- 
tion is purchased. 


Cooperate with the Local Acousti- 
cal Material Dealer 


The local dealer in acoustical 
materials will be receptive to sug- 
gestions for joint sales efforts. The 
procedure would enlarge his mar- 
ket and help to build his volume 
of distribution. He will recognize 
the appropriateness of suggestions 
about lessening office noises com- 
ing from the office furniture sales- 
man. Logically, the furniture man 
may extend his province to in- 
clude all equipment which is de- 
signed to increase productivity in 
the office, whether it be a desk, a 
machine or a sound absorbing tile. 

The initial step, then, is to en- 
gage the interest of a local pur- 
veyor of acoustical material. Next, 
obtain from him a set of trade 
literature. After careful study, a 
check of the knowledge acquired 
should be made through conver- 
sations with the sound absorbing 
material agent. Practical and spe- 
cial information applicable only to 
local conditions may also be ob- 
tained in this manner. 

Being already in possession of 
contacts with the business men in 
his lists of customers, when the 
salesman has absorbed all the 
available data on sound absorbing 
material and how they may be ap- 
plied, he is ready to start on a 
campaign of interesting prospects. 
The market is broad—the oppor- 
tunities are present. Investigation 
would involve only the expendi- 
ture of some time. An hour or two 
thus invested may open the way 
for a profitable activity in “selling 
sound absorption.” 
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Knowledge of Furniture Builds Business 


One of the most satisfactory 
and one of the most outstand- 
ing installations of office fur- 
niture ever made by the Missis- 
sippi Stationery Company, Inc., 
Jackson, was sold within recent 
weeks to the local plant of the 
Knox Glass Bottle Company. The 
office outfitting house equipped 
the private office of C. R. Under- 
wood, vice-president and general 
manager of the Knox concern and 
are justifiably proud of the instal- 
lation. 


And well they might be. For 
when Pat N. Harkins, Jr., vice- 
president of the firm went to sell 
the Knox Company the idea of 
buying the desired merchandise 
from the Mississippi Company, he 
took with him other than a sales- 


HOW AN EXECUTIVE OFFICE SHOULD 
LOOK.—This beautiful installation was made 
in the office of C. R. Underwood, vicé-pres- 
ident and general manager of the Knox Glass 
Bottle Company, Jackson, Miss. The Missis- 
sippi Stationery Company, Inc., of Jackson 
did this splendid job which consists of a 
Century shite manufactured by the Hoosier 


Desk Company, Jasper, Ind. 


ART STEEL DID THIS.—An installation of 
five-drawer files and special storage cabinets 
manufactured by the Art Steel Company, 
Inc... New York, N. Y¥., made in the offices 
of the Abbott Coin Counter Company, New 
York. This installation was made to conform 


with the height of the files. 


man’s “line” and the ability to do 
a high-pressure selling job. In- 
stead of these alleged qualifica- 
tions Mr. Harkins bent to the task 
of selling the installation armed 
with quite different weapons. 


In the first place he had a good 
working knowledge of the value of 
color schemes. He had drilled into 
himself the fundamentals of good 
taste. He had learned about 
drapes, leathers, styles and sizes 
of tables and desks and chairs and 
he possessed a fine sense of pro- 
portions. 

Modestly enough, Mr. Harkins 
points out that there “wasn't 
much” competition in securing the 
installation. But the prospective 
buyer was not buying “blind.” He 
wanted to know and he wanted to 








see and he wanted questions an- 
swered. 

Confident in his knowledge ac- 
quired through painstaking study 
over a long period, Mr. Harkins 
was able not only to answer the 
questions asked him but to offer 
suggestions on such matters as se- 
lection of the table and desk size 
and style, kind and color of 
leather upholstering on chairs, 
type and color of the floor cover- 
ing, and the best and most pleas- 
ing arrangement of the various 
pieces when the furniture was be- 
ing placed. 


The entire flooring was covered 
with a rich brown drugget which 
gave a soft, pleasing effect. All of 
the wood furniture was from the 
Century suite manufactured by 
the Hoosier Desk Company, with 
selected matched veneers. The 
leather of the chairs was a deep 
blue to form a contrast with all 
the other items in the room. The 
filing cabinet was _ Steelcase’s 
“Style” file, walnut grained, with 
hardware furnished by the desk 
manufacturer to match that of 
the wood furniture. The simplicity 
of design and color of each item 
portrays the modern spirit actuat- 
ing American business today. 


Naturally, reports Mr. Harkins, 
it is a source of much satisfaction 
to himself and his associates to 
know that every item placed in 
Mr. Underwood’s office is as nearly 
perfect as possible and that in the 
future, they may point to it with 
pride when contacting potential 
customers. 
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Basic Facts for Buyers 
of Tilting Office Chairs 











By Harry W. Bolens 


There are two basic types of office chair actions: 


Low Fulcrum Irons with the seat rock- 
ing in an easy arc like a rocking chair. 


High Fulcrum Irons with the seat tip- 
ping up and down on a high axis like 
an old fashioned teeter totter. 


Low Fulcrum actions are far superior in com- 
fort, but more costly to build. After we perfected 
the famous Gilson-Bolens Low Fulcrum irons 
the whole world adopted them for the better 
types of tilting office chairs, and irons with a 
high fulcrum were thereafter used only on cheap 
office chairs 

With the revival of irons having a rubber sub- 
stitute for steel springs, designers again reverted 
to the high fulcrum principle with its obvious 
limitations 

We are manufacturing the Gilson-Bolens Low 
Fulcrum rubber equipped iron. 


This Low Fulcrum iron can be obtained with 
any of our well-known self-oiling vertical ad- 
justments. Its ball bearing tilt is an important 
development—it has withstood a test of a mil- 
lion tilts without showing injurious wear. A de 
scriptive folder will be sent you on request. 


The purchaser who has the privilege of testing 
chairs side by side in the salesroom will in- 
variably choose the chair equipped with the 
Low Fulcrum Iron. 


GILSON-BOLENS Mfg. Co. 


PORT WASHINGTON, WISCONSIN. JU. S. A. 
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This modern note in office fur- 
nishings! What is it? 


Briefly, it is the result of a 
nation-wide awakening to the 
full appreciation of the beauty 
of simplicity. Gone from the 
modern office are the forced 
frills and overwrought embell- 
ishments of another day. 


Hoosier desks are styled in the 
modern manner. Built for to- 
day and the more modern days 
to come. That is why Hoosier 
dealers are so successfully meet- 
ing this demand for stately sim- 
plicity .. charm . . correctness. 


Quality and Price! Hoosier will 
compare favorably with any 
desk made, point for point, 
dollar for dollar. 








No. AB5661, 











~ 


There is a Hoosier desk for every office 
requirement. Many different designs are 
offered in the various Hoosier series. The 
Century desk illustrated above represents 
only one of the many Hoosier matched 
suites embodying desks, tables, telephone 
stands, waste baskets, and costumers. If 
the Hoosier line is not being sold in your 
city, write at once for dealer's proposition. 


HOOSIER DESK CO. 


JASPER, INDIANA 

















No. 1100 Sofa 


BRIGHT Styles in 
the Modern Trend 


Individually styled in line with the 
modern vogue and painstakingly cus- 
tomed of fine leathers, frames and ma- 
terials, BRIGHT leather furniture at- 
tracts the eye of every buyer. Com- 
fortable, even cozy, distinctive, rich 
and long wearing in a wide range of 
styles, the BRIGHT line offers the 
buyer a chance to find just the number 
to suit his pleasure—and at prices to 
suit his purse. 


Dealers who handle BRIGHT leather 
furniture build a fine reputation for 
quality merchandise — and make a 
handsome profit. 


The new supplement to our catalog 
will be ready shortly. Write for your 
copy, now! 


BRIGHT CHAIR CO., Inc. 


127-133 Bleecker St. New York, N. Y. 
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No. 1742T—42x32” Patent Pending 


@ The 42 in. SECRA-TYPE averages |.7 sq. ft. more 
usable top area than the 50 to 55 in. double pedestal 
drop head desk; 2 sq. ft. less in floor space; approx- 
imately the same in storage capacity (due to the new 
center drawer) and $11.00 less in price. 

THIS IS PROVING SENSATIONAL NEWS TO 
BUSINESS. 

SECRA-TYPE is also made in the 54 and 69 inch 
double pedestal style like the DROR-TYPE. 


Grand : 

















@he 
TABLE OF TODAY 


faces a more exacting purchaser. His 


interest in smart styling, convenience, 
quality of materials and construction 
has been stepped up by the modern 
trend. Samson office tables fully meet 
such requirements. The No. 171 pic- 
tured above is designed to become very 
popular. Available in 6 to 16foot 
lengths in walnut or mahogany. Special 
sizes and finishes made to order. 


May we send our neu 
catalog? 
MUTSCHLER BROS. 
COMPANY 


502 Madison St., 
Nappanee, Ind. 





OFFICE 





TABLES 























SEPTEMBER, 1937 ??1 





BUILT 10 C/ 
ALL BUTTS/ ad ASHES! 


DEALERS 
Everywhere 


Are Selling 
STURGIS 





No. 935 


the New PREMIER TRAY SMOKER 


arouns dathan. Siesehy thé Bales I ar base $8.00 Retail List Ne. 


r 


935—A luxurious chair— 





1 tight expertly designed—finely styled. 
its stream- : One You'll be proud to present 
i ally Exclusive to your trade. It incorporates the 


teens wm Ae 8 r rg aes ents, Pe ats Ash-Away Feature most advanced posture moulding 
\ . — ; principles at a price that encour- 


‘ : $ nts, etc. Pr $7§C tO 912.901 ages sales. 
Osh-way SMOKERS 


THE NAGEL-CHASE MFG. CO. 
2811 N. ASHLAND AVE., CHICAGO, ILL. 


“Worlds Largest Smoker Mauufpactertets” 
No. 895—One of the most popu- 


lar chairs in our line—has a 
thick rubberized hair cushioned 
| seat—can be adjusted easily and 

quickly by hand. A comfortable, 
practical chair preferred by “long 

hour” office employees because it 
relieves fatigue—allows them to 
relax while they work. It is one 
of those fast moving items pre- 
ferred by dealers. 


—— 


‘ 




















No. 850—Preferred because of 
| its attractive price—and the true 
posture moulding features it em- 
bodies. Has form fitting back, 
and easy, quick STURGIS adjust- 
ments. A fine, practical piece of 





office equipment—whose service 
fully justifies its low price—a 
boon to dealers secking volume 
sales 

No. 595—The last word in com- 
fort—a fine roomy seat—form 
fitting back —thick rubberized 
eurled hair cushion. A restful 
chair that increases efficieney and 
alertness. by providing proper 
posture One of the many rea- 
SOs dy alers every where are pros- 
pering with form-fitting, posture 
moulding STURGIS POSTURE 
CHAIRs. 

VISIT OUR DISPLAY 

At the NATIONAL STATIONERS’ 


“KRILTAN” 
CONVENTION, Palmer House, 


Unground Ball Bearings for the - 
Metal Office Furniture Industry Chicago, September 27th to 30th. 


U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending 











All parts machined from bar stock and _ heat-treated, 

outer races are one piece and can be made in any desiréd 

shape. (No soft stampings used whatsoever.) For cradle 

slides our ball bearings and rivets are in one unit for 

quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate.on “Kilian” unground 
bearings. Samples made to your -specifications. 








| 
| 
| 
| Kilian Manufacturing Corporation | 


107 North Franklin Street Syracuse,’ New York 
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Feature METALSTAND 


for school opening! 


Many commercial course students prefer a standard typewriter for their 
home work. METALSTAND is just as useful in the home as in the office, 
supporting the typewriter at the correct height and rolling away into a 
closet when not in use. Its low cost makes it available to many. 
Convenience and safety are assured by the wide base, easy rolling large 
casters and rigid construction. The METALSTAND interlocking device 
practically moulds the top, legs and bracket into one unit. It is neatly and 
durably finished to simulate mahogany, walnut or oak, or in green and is 
equipped with stationery drawer. Retails at $5.00 in the 14 by 17 inch top. 
The 17 by 214 is only a little higher and side leaves are obtainable at small 
additional cost. METALSTAND is a profitable leader and is shipped K. D. 


subject to dealer's approval. 


METALSTAND COMPANY PHILADELPHIA, PA, 


























JASPER 
DESK CO. 


No. 30 an extensive line of school 
furniture, teachers and students desks, 
kindergarten and typewriter tables, etc. 





Compare it as to materials, durability of construction and 
finish, and moderate cost. Made of oak finished American 
school brown or light golden, also birch walnut finish and 
birch mahogany finish. 5-ply tops, 3-ply panels, double and 
single pedestal, commercial student, etc. For full descrip- 
tion of types and sizes, see our catalog. 

For more than sixty years, Jasper Desk Co. has maintained 
an unvarying standard of quality. Unceasing watchfulness 
and careful inspections brought their reward in dealer loy- 
alty and user satisfaction, establishing our reputation for 
quality in the popular priced field. 





JASPER DESK CO. 
JASPER, INDIANA 


W. H. Brown, representative, 6708 Glenwood Ave., 
Chicago (telephone ROGers Park 3644) 


No. 31 | 
| 
| 
| 

New York Warehouse: 573 Broadway, New York, N. Y. 






























Saco STANDS 


for All Adding and Bookkeeping 
Machines and for All Typewriters 


In offering TUSCO, dealers can recommend equipment fitted to the 
customer's need. The sturdy and efficient 100 line, of which No. 103 
(left) is a member, is especially popular for standard typewriters, 
standard adding machines, portables, directories, etc. 

The TUSCO Universal Stand (right) is adaptable to over 95 per 
cent of all office machines. Its cast iron top is slotted and drilled to 
accommodate practically every type of office machine and fitted with 
pads in cups to reduce shock and deaden noise. A mechanical equalizer 
compensates for unevenness in floor. Cam brake operated by toe touch. 
Carries heavy machines easily on 3-inch rubber tired casters. 

Full details and prices on request. 


TUBULAR SPECIALTY MFG. CO., 
1940 Stanley Ave. Detroit, Mich. 
Export Dept.: 36 Pearl St.. New York City—Cables “‘Bunam."’ 
REPRESENTATIVES 
Model 102 Cc. E. Ritter, 2451 E. 78th St.. Chieage (phone REGent 1110) 

Western Wholesale Stationers, Ltd.. 307 E. Third St., 
Los Angeles, Calif. 
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Sany metal 


1937 


he increasing insistency 
of business 1 for modern and efh- 
cient conveniences, Sanymetal cos- 
tumers are in more demand today 


then ever before because of these ex- 


Ciusive features 


They are 


perfectly ‘‘balanced"’ are 
guaral teed to stay upright even when 
the load is all on one hook . . . do 
not loosen or warp have no rough 


The graceful 
lines and enduring wood finishes are 
a fitting appointment to the modern 
office environment 


edges to catch clothes 


List prices f.o. b. Cleveland, 
Ohio, are: 


Green or gray......... $10.00 
Mahogany, Walnut or 
Cs cccttbecsacedas 11.00 
White enamel......... 13.50 
Write today for dealer discounts and 
descriptive folders in full color Sany- 


metal costumers cost no moreto 


handle because they are regularly 
moving items with a longer margin 
ot prone 


THE SANYMETAL PRODUCTS 
COMPANY, INC. 
1681 Urbana Road, Cleveland, Ohio 








SEPTEMBER AND SCHOOL 








No. 1026T 42x26’ 


Made in Oak only 


Write for complete information on our 


SCHOOL LINE 


Finished in golden oak, without bookrail, there is 
profit in selling as inexpensive salesmen's desks. 


Wells Furniture Mfg. Company 
LAUREL, MISSISSIPPI 











No. 1705 


Nei. oe se 


IS THE WORD FOR 
NEWARK’S LEATHER FURNITURE 


DISTINCTIVE. .... 


Because of @ Its Fine Tailoring 
and Workmanship 


@ Its Design and Con- 
struction Detail 


@ Its Quality ls Com- 
parable to the Best 


@ |Its Reasonable 
Price Line 


Prompt and efficient service 
Dealer franchises available for cer- 
tain territories. Write for new 
catalogue. 


NEWARK CHAIR & FURNITURE CO. 
2-34 NUTTMAN ST. NEWARK, N. J. 

















Rane nas SS Te TTS 





224 


Mahogany’s Contribution to 


Snce the inception of the use 
of mahogany for fine interiors 
there has been a growing tend- 
ency to utilize it more and more 
in the manufacture of beautiful 


and imposing office furniture, par- 
ticularly desk The great furni- 
ture designers of the Eighteenth 
Century Thoma Chippendale 
Robert and James Adam, George 
Hepplewhit« Thomas Sheraton 
Duncan PI! » and the more re- 
cent Am« li European 
craitsmen ust ber ise 
of the b ity t ng and 
the stren wood which 
permitted ligh r cons iction 
These men cont! i thelr: efforts 
largely to furniture for the home 
During their period of activity the 
idea that anything was good 
enough for furnishing their place 
of business was qui prevalent 
Only occasionally would there be 


found fine mahogany suites. usu- 
ally in the sanctum of the chief 
executive 

In these somewhat rare in 
stances the installations were be 


MAHOGANY AT 
ITS BEST. — The 
beautiful furniture 
and the walls in 
this architect's of 
fice are of mahog- 


The Part Played By This 
Wood in Dressing Up the 


Place of Business. 


yond reproach from a standpoint 
of beauty in combination with 
utility and durability. These obvi- 
ous qualities naturally attracted 
attention and year by year the 
popularity of ma vany office fur- 
niture developed, until today it is 
in wide demand. Business men 
have learned that mahogany fur- 
niture and mahogany woodwork 
go hand in hand to create an at 
mosphere of dignity and perma- 
nence which is of inestimable 
value to any business organiza- 
tion. 


As an example of this is the fol- 








Office Furniture 


lowing anecdote, recounted in the 
“Mahogany Book,” an interesting 
publication distributed by the Ma- 
hogany Association, Inc. In a large 
office buildi: erected in a metro- 
politan city in 1922, occupancy has 


continued close to 100 per cent 
despite th ompetition of newer 
and more rably located struc- 
tures neaib The management of 
this build frankly sta that 
the beautiful mahogany: trim 
throughout the building ! been 
the greatest single facto! re- 
ducing ob sence and holding 


tenants at Satisiactory ren 

Architects and decorators, too 
have demonstrated a growl i 
terest in suggesting the use of 
mahogany office furniture when- 
ever feasible. With this material 
they know they can do for the 
office what the interior decorator 
does for the | They know 
how to create fine interiors in 
rooms with mahogany which, in 
the modern finishes is practicable, 
serviceable, dignified -and gra- 
ciously beautiful. 


any in the natural 
finish and show to 
what an extent the 
handsome wood can 
be utilized in creat- 
ing dignity. 


Here endeth the Twenty-Eighth Annual Special Office Furniture 
Section, made possible by the cooperation of dealers and manu- 
facturers. In which we venture the hope readers concetned with 
the office furniture departments have found something of special interest 
and practical value; something to stimulate more intensive cultivation 


of the field. 
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T’S BRAND NEW; takes the messiness out of “paste- 
I up” work. STICKS... but isn’t sticky. PERMANENT, 
for obstinate “sticking” problems in the home, school, 
office, workshop, etc. . . . CLEAN to use because of its 
latex base ... rubs right off your hands . .. WATER- 
PROOF, too—actually used for tent patching; VERSA- 
TILE with “1,000 uses” for sticking and mending 
cardboard, cloth, canvas, clothing, shoes, felt, rugs, 
upholstery, wood, leather, paper, etc... . Cartex sticks 
wherever there is ove rough surface. 

It comes in extra-large tubes to retail for 10¢... also 
in large containers for use in school, studio or office. 
For further information, write the Carter’s Ink Com- 
pany, Boston, Massachusetts. 


THE CARTER’S INK COMPANY 
BOSTON - NEW YORK - CHICAGO 


Makers of Fine Inks - Carbon Papers - Typewriter 
Ribbons - Fountain Pens 
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there is NO CLOSED SEASON 


FOR handi-men PROMOTIONS 











Another powerful handi-pen promotion in the November and December 


issues of Esquire is announced by Sengbusch. The success of the April 





full-page advertisement, and the rush reorders and dealer enthusiasm 


resulting from the present promotions have prompted this “repeat.” 


=< Sengbusch, through these big promotions, is keeping the handi-pen desk 
mots set before the consumer at the times when it sells most readily. Feature 
the handi-pen desk set and 10-day free trial offer. Watch your profits 


grow. Write for the new “Esquire promotional folder” with special order 






— 





blank for sets and merchandising material (fully illustrated). 
CURRENT PROMOTION: / 
AUGUST AND SEPTEMBER ISSUES 


NEXT PROMOTION : 
NOVEMBER AND DECEMBER ISSUES 






The double handi-pen is 
available with chrome base 






in either black, green, gun 
metal or copper finish with 







or without chrome trim 








The handi-pen Lamp 
Set — finished in lus- 
trous chrome and 
black enamel with an 
adjustable lamp shade. 


THE handi-nen 


DESK SET 





NEW FOLDER No. 12 
Shows All Models and Lamps 











handi-pen offers you many ad- ye he Oe ig 
andi- pe an) CATALOG No. 37 


vantages to assure QUICK 
SALES with no returns or 
exchanges. 


% Interchangeable points 
% The point holds the ink di Ni & 


% The pen rests in the ink 


& Non-corrosive — Usbraiable | SELF-CLOSING INKSTAND CO. 


*% Ingeniously molded in one piece 
915 Sengbusch Building Milwaukee, Wisconsin 
Canadian Distributors — BROWN BROTHERS, LTD. — Toronto, Canada 











% Requires only one filling a year 


and at popular, ‘‘easy to sell’ prices 
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Desks ASSOCIATION NEWS 


Lamont H. Wood, President 
Midwest Typewriter 
Company 
Kansas City, Mo. 


Mrs. Jessie I. Taylor, Treasurer 
Globe Typewriter Company 
New York, N. Y. 


L. C. Neuberger. 
Broadway Typewriter 
Exchange 
New York City, N. Y. 


J. Paul McWilliams, Secretary 
800 Grand Avenue 
Kansas City, Mo. 





Board of Directors 


Irwin Vincent, Western Type- 
writer Company, Topeka, 
Kan.; James P. Ward, Sr., 
Shipman-Ward Manufacturing 
Company, Chicago, Ill.; Theo- 
dore Schafer, United Type- 
writer Company, New York, 
N. Y.; Harry Russell, Office 
Equipment Company, Des 
Moines, Iowa; W. T. Corney, 
Thomas & Corney, Ltd., To- 
ronto, Ont., Canada; Clarence 


Hugh J. Williams, Iowa Sup- 
ply Company, Iowa City, 
Iowa; Elmer L. Young, Young 
Office Equipment Company, 
Chicago, Ill.; W. F. Clausing. 
International Typewriter Ex- 
change, Chicago, Ill; F. C. 
Waltz, Waltz Typewriter & 
Adding Machine Company, 
Cincinnati, 
Preston, 


Company, Knoxville, Tenn. 





Bills, Typewriter Sales & Frank Marin, Typewriter Sales 
Service Company, Washing- 4& Service Company, Chicago; 
ton, D. C.: G. S. Cambias, J. S. Morse, Morse Typewriter 
G. S. Cambias Typewriter Ex- Company, Inc., New York 
change, New Orleans, La. City, N. Y. 


At the twelfth annual convention held in Cincinnati 
on August 2, 3, and 4 there were two resolutions 
passed. (A) That the manufacturers of the four port- 
able typewriters announce a list selling price on all 


Ohio, and R. H. | 
Preston Typewriter | 


models of portables and contract with the dealers to | 
sell them at that price in those states which have a | 


Fair Trade Act. 


(B) That the manufacturers be asked | 


to reduce the guarantee on new standard machines to 


six months and the guarantee on new portable type- 
writers to be reduced to three months. 


It is the aim of the Association this year to make | 


the greatest move ever made toward the end of price 
cutting on portable typewriters. 


Already we have | 


mailed out 1,000 letters to some of the leading dealers | 


all over the United States and others going out in 
the next few days, asking them to reply to this letter 


expressing their desire to operate under the Fair Trade | 


Act. 


After these replies are received, the Association is | 


going to take the matter up with the manufacturers 
and with their codperation, the Association is asking 
the manufacturers to register their prices with the 
various states which have a Fair Trade Act. 

Our Association today has a membership that will 
back it up in obtaining a decision which will be for the 
betterment of all concerned. 

Copies of the Fair Trade Acts of various states which 


now have such a law will be mailed to representatives | 


of states which do not have a Fair Trade Act. The 
Association will urge legislation of this nature when 
their next legislatures convene. After the membership 


of the N. T. & O. M. D. A. backs it up one hundred | 


per cent, the Association will not cease its activities 
until every state has a Fair Trade Act and the prices 
of portable typewriters are registered in those states. 
When this comes to pass, we dealers selling portable 
typewriters will enjoy the full profit on every machine 
sold. 

The Association is going to continue this year with 
its monthly bulletins carrying new merchandise 
methods, the stolen machine department, pawnbrokers 





THE 
COMPLETE 
DEALER LINE... 


MIAMI 








Built from an 
entirely 


new patent 


Miami Desk Registers are manufactured in all 
sizes for all length and width forms, supplied in 
either refold or manifold models. 

We manufacture both flat pac or roll forms for 


most all makes of autographic registers. 


The most complete line of aligning devices in 
America. Sold through dealers. Let us tell you 


our story. 


Forms for 
all makes of 
Typewriter 


Billers 


Meet you at the 
N. S. A. Chicago Convention 
Booth 33B 


The MIAMI SYSTEMS Corporation 
2735 Colerain Ave., Cincinnati, Ohio 
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7 y °, Since 1888 
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Highest Loyal 

Quality Dealer 
Cooperation 

Prompt 

Accurate Reasonable 

Service Prices 





Little’’ Carbons and Ribbons produce clear, 


permanent impressions are absolutely 
uniform in weight and grade come t 
the dealer in modern, attractive sales promc 
tion packing. Orders are executed precisely 
and without bstitution Little’ dealers are 
protected in their territory and receive full 
benefit of their sales effort. In open territories 
Little’ offers a fine opportunity to office equip 


ment dealers and salesmen 


offs ITTLE. | 


MANUFACTURERS OF 
TYPE WRITER RIBBONS, 
CARBON PAPERS,ETC. 
Factory at Rochester, N. Y. 
New York Office: Bible House, Astor Place 




















A NEW FAST SELLING ITEM! 


THE 


BOYCE COLLECTION 
SYSTEM <GE&KEE> 


Presents a complete analysis of 
all Receivables properly classified, 
all contained in one Boyce Loose 
Leaf Ring Binder, 11x8'% inches. 
its operation is simplicity itself and 

it makes collections. 

Every Credit Business is a potential buyer. 

There are simple instructions for its operation, 
the establishing of credit limits and relations and 
typical collection letters for following accounts. 

Order one in the attractive display carton today. 

TWO OUTFITS—PRICES 
Complete Outfit CS114—In First Grade Imitation Leather, 


1 inch Ring Binder with “supplies $ 6.75 
Complete Outfit CS5014—In Genuine Brown Gorilla Grain 
Leather, 1 inch Ring Binder with ‘supplies 10.50 


*Each outfit contains 18 Celluloid Tabbed division sheets, 75 
Analysis sheets Form 801, and 75 Follow-up Record Sheets 
Form 802. 


There is a complete Boyce Standard Accounting 
System for every business, with instructions, all 
ready to install. 


A. E. BOYCE COMPANY 


WHOLESALE MANUFACTURERS 
LOOSE LEAF DEVICES AND FORMS, VISIBLE RECORDS 
MACHINE BOOKKEEPING SUPPLIES 


Factory and General Offices Muncie, Indiana 











OFFICE APPLIANCES 


warning, $25 reward for arrest and conviction of any- 
one breaking a window and stealing office machines; 
furnishing age list for all makes of typewriters; allow- 
ance schedules on typewriters and adding machines; 
also other news services will be inaugurated during the 
year as quickly as they are suggested. 

We ask that all dealers write the national associa- 
tion at 80 Grand avenue, Kansas City, Mo., and let us 
know what service can be put into effect during the 
coming year that may be beneficial. In order to render 
you a better service, we must have your ideas. 

The officers will certainly appreciate your codpera- 
tion in raising the standards of our industry. 
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SANFORD’S DISPLAY UNIT.—This capital display 
unit for inks and pastes has recently been made 
available to dealers by the Sanford Manufacturing 
Company as a means of boosting sales in those 
commodities. The unit is a beautiful piece of furni- 
ture equipped with a concealed lighting system 
which reflects illumination down into the cabinet. 
Glass shelves are easily adjusted to any height 
where conformity with ne | shelving equipment is 
desired. 


—_—- oe —__—__ 


ROCKWELL-BARNES TO DISPLAY AT NSA 
CONVENTION 

At The National Stationers Association Convention 
(Booth No. 57), Rockwell-Barnes Company, 1511 West 
Thirty-eighth street, Chicago, will display their leading 
stationery items. 

Spotseald adding machine rolls will share honors 
with Non-Skid easel notebooks. Dealers will find it 
worth their while to examine the improved spring 
binding of the Non-Skid easel book, which represents 
a real development in wire-bound stenographic note- 
books. 

Other paper products featured will include Dictator 
boxed typewriter papers, the distinctively boxed Silk- 
weight manifold; and Mimeograph papers in a variety 
of grades, weights and finishes to meet every Mimeo- 
graph requirement. 
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OAKVILLE .... 


AUTOYRE CO. ITEM - VULCANITE MFG. CO. 

















— OAKVILLE’S 
ALREADY bigger and better YELLOW BOX LINE 
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By affording more complete offering, these additions to the Oakville 
Line promote Bigger and Better Volume, Turnover, and Profits for the 
trade. In addition, worthwhile savings in routine, office-work and trans- 


S\ . oa . 
portation-cost can be effected by combining requirements for several or 
all these items on one order. Standardize on the Oakville Yellow Box Line. 


OAKVILLE COMPART 


DIVISION SCOVILL MFG. CO. OAKVILLE COMPANY 
OAKVILLE, CONNECTICUT 


’ 
a Pins, Safety Pins, Snap Fasteners, Hooks and Eyes, Thimbles, Needles, Shoelaces ‘ 


NEW YORK CHICAGO SAN FRANCISCO 





"Summa a 
‘ore 





Insist on YELLOW BOX LINE — your customers do 
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OLD DUTCH LINE 





CLAHBUN PAPERS INKEU RIBBUNS 











Does the dealer look beyond price to customer value? Isn’t it true that the 
soundest merchandising programs—that pay the greatest over-all returns— 
are based on customer acceptance? 


Then the “OLD DUTCH LINE” of carbon papers and inked ribbons is the 
line for you! Because it offers— 

New Packaging —“Sales Appeal Plus” 

New Lines — Incomparably better writes 

Non-Curl Carbons — Guaranteed performance 

New Sales Leaders — An unbeatable Blue Print ribbon 

New Brands—“The Tapper” and “Silk-Rite” 


New Promotion — Dealers advertising helps 
New Personnel guided by more than thirty years experience 


These are some of our features—But the biggest is a new carbon paper line 
—a PATENTED PROCESS—reducing the number of papers but covering 
every degree of inking—decreasing dealers stock and inventory—Also a new 


ribbon to better anything you have seen up to date. 


Vodern — Appealing — Promotional — Profitable 


THE ULOD DUTCH LINE 


Write for details—Or see it at the 


Palmer House during the convention. 


WATEHS & WATEHS BRANCH 


PIERCE BUILDING BURLINGTON 
ST. LOUIS, MISSOURI NEW JERSEY 
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ROYAL EMPLOYMENT BUREAU AIDS GIRLS 

Under the expert tutelage of Mrs. Mildred B. Lee, 
employment manager at the Royal Typewriter Com- 
pany’s branch office in St. Louis, many girls are given 
the benefit of many years experience in placing young 
women in jobs. Mrs. Lee has built up an enviable 
reputation due to her wise and kind advice. 


Mrs. Lee stresses the fact that a modern office ex- 





MRS. 


M. B. LEE 


pects girls to be very efficient at all times. Besides 
efficiency, Mrs. Lee believes any working girl if she 
hopes to make good must have the following virtues: 
poise, enthusiasm, refinement, self-confidence, optim- 
ism, naturalness, attractiveness, loyalty, initiative and 
tact. All go together to make up a pleasant, agreeable 
personality which is an asset in any concern. 

When a girl comes in to the Royal employment 
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REQUEST THE NEW 
BOSTON DISPLAY 


“Merchandise well displayed is half sold.” This 
truism is evident with the new BOSTON Pencil Sharp- 
ener Display, which dramatizes the modern con- 
venience which BOSTONS bring to your customers. 
For a better turn over on pencil sharpener sales—re- 
quest today the new BOSTON Display. 






Moreover, be 
sure to stock the 
BOSTON Self- 
Feeder No. 4, the 
original self-feeder, 


appliance b 
Feeds the pencils 
itself, and has the 
stamina to 

up under heavy 
duty. Write for your 
display. 


BOSTONS Cut— Never Scrape 








BOSTON. 


PENCIL SHARPENERS 





| C. HOWARD HUNT PEN COMPANY, Camden, N. J. 


department, Mrs. Lee interviews her to find out just | 


how well she measures up to the standard which 
Royal’s clients expect. Very often it is through the 
kindly advice of Royal that a girl is able to check up 
on herself and correct one or two minor faults, which 
would prove a stumbling block in an office. 

The Royal Typewriter Company finds Mrs. Lee’s 
services invaluable in conducting its employment de- 
partment in St. Louis. 


WELDON ROBERTS ERASERS SURVIVE 1916 FIRE 
To Weldon Roberts, head of the Weldon Roberts 
Rubber Company, came word a few months ago from 


England that a case of erasers manufactured by his | 
firm had been salvaged from a sunken ship off Scot- | 


land and found intact and in perfect condition. 


Last month another unusual report was received by 
Mr. Roberts, this time from Biick Office Equipment, 
Ltd., Weldon Roberts distributors. 


This report stated that a scarred and smoked box 
had recently been discovered which had survived a 
fire in the store of Sandle Brothers, London, in 1916. 
When opened the box was found to contain Weldon 
Roberts erasers, two of which were forwarded to Mr. 
Roberts by J. H. S. Yates, of the Blick organization, to 
show that they, like the erasers found in the sunken 
vessel, were in perfect condition when put to imme- 
diate use. 

— 


WESTERN WHOLESALE STATIONERS MOVE 
Meeting an urgent necessity for larger quarters the 
Western Wholesale Stationers, Ltd., Los Angeles, Calif., 


last month moved to 345 East Third street, a half-block | 


from a former location. 


Makers of BOSTON Pencil Sharpeners, HUNT Pens, SPEEDBALL Products 








“To you have something 
a little better?” 


How many times a day do your customers ask that 
question? It’s an invitation for a sell-up and don’t 
forget you need a globe sell-up number just as you 
need sell-up numbers for the rest of your line. 


The next time one of those “Do-you-have-some- 
thing-a-little-better” customers comes along—here’s 
your answer: “I should say we do have something a 
littl better. Just imagine 
the interesting places you 
can find and the interesting 
information you can get 
from this brand new Weber 
Costello 14 in. globe. It’s the 
first 14 in. globe ever offered 
and this handsome hand- 
rubbed walnut stand will 
blend well with your home 
furnishing scheme.” 


Yes sir, this new globe is 
not only your answer but, on 
display, your customers will 
ask about it. Retails for 
$17.50. 


Write for our Catalog of 


inexpensive Globes. Address 
Dept. G948. 


WEBER COSTELLO CO. 


CHICAGO HEIGHTS, ILL. 





No. 1401 

















THLE 


NON-TARNISHING 


STAINLESS STEEL SIGNALS 


FOR EVERY MODERN FILING NEED 









NEW (No. 2V) 
PROJECTING 
SIGNAL 


LOW TAB 
High 
Visibility 
Does not extend 
beyond edge of 


binder nor strike iid 
of filing case. 























Extra large window aids progressive signal- PAT. CLINCHER 
: . at “VW” clinc é - : GRIP 

ing, and pat. “V"’ clincher affords a firm grip. 
Glad to send you sample of 2V, also a card 
containing samples of all the other Cook 
Stainless Steel Signals, with prices and dis- 
counts. Sold through jobbers. 


The H. C. Cook Co., 14 Beaver Street, Ansonia, Conn. 
a= ta 


STATIONERS’ SPECIALTIES 


will not sideslip or 
catch other papers. 





IS 


GU MCRA FT ae 


— means GUMMING CRAFTSMANSHIP -—— 
Mee 


GUMMED CLOTH TAPES 
HOLLANDS - CAMBRICS 


GUMMED MENDING TAPES 
CLOTH -GLASSINE-CELLULOSE 


GUMMED SEALING TAPES 
KRAFT - COLORED 


STANDARD TAPING DEVICES 
PULL-TYPE - AUTOMATIC 


for all industries 
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PRINTED TAPES 
PAPER - CELLOPHANE - CLOTH 
Gummed + Ungummed 
Our Continuous Roll - Printing Press 
equipment is modern, high-speed. 
Prices are attractive Write us. 

== DEPT. OA937 
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_ Gommen Tare: & Devices Company _ 





+S 





SuUGhH TERMINAL BYILOING 7 


BROOKLYN, NEW YORK, 
SAMOA M008 AT EY 
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MOAK TAKES SOUTHERN TERRITORY FOR BATES 

Announcement that Kenneth W. Moak has been 
appointed as representative in the southern district, 
was made last month by the Bates Manufacturing 


Company, New York, N. Y. 
Mr. Moak who is a graduate of Boston University, has 





K. W. MOAK 


had many years of experience in the stationery busi- 
ness in the south and the north, both as a buyer and 
sales manager. 

He takes the territory recently left vacant by the 
resignation of Hudson Alywin. 

—- 
MARCHANT ISSUES INSTRUCTION. BOOK 

A new operating instruction book, of thirty-eight 
pages and handsomely done in color, has recently 
been issued to users of the “Silent Speed” calculator, 
by the Marchant Calculating Machine Company, Oak- 
land, Calif. With the booklet goes a letter informing 
the recipient that the instructions are simple and will 
enable operators to grasp the essentials of applications 
involving addition, subtraction, multiplication and di- 
vision and their various combinations. 

The booklet is printed on high grade glossy paper 
and contains a number of illustrations to simplify 
operation of Marchant machines. 

@—i>-o-"— 
STAR TYPEWRITER COMPANY IN LARGER 
QUARTERS 

The Star Typewriter Company, 189 West Madison 
street, Chicago, Robert C. Goldblatt, manager, recently 
moved to larger quarters in the same location, where 
the business has been conducted for a number of 
years. Both sales and repairs have shown a steady 
increase. “So,” says Mr. Goldblatt, “the necessity for 
additional new machinery and substantial increase in 
the stock of new and rebuilt machines.” 

Before establishing the Star Typewriter Company, 
Robert Goldblatt was a star salesman with the Royal 
Company for many years, giving up his connection 
only for what he considered a greater opportunity of- 
fered by being in business for himself. 

—__—_o—>>—9 —_____ 
KASS, INC., SETS NEW SALES RECORD 

Henry Kass, proprietor of Henry Kass, Inc., Albany, 
N. Y., dealers in cash registers and adding machines 
last month, set a new sales record when he reported 
2138 cash registers sold during the first seven months 
of 1937 as against 1551 for a similar period in 1936. 

The company also sells cash register and adding ma- 
chine supplies and maintains a large repair depart- 
ment for all makes of both types of machine. 
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customers will expect 








As featured in our fall advertising, these 
quality lamps will be much in demand 
for general office lighting. Natural Light 
lamps give a full, shadowless light of 
even intensity . . . they attach to the 
edge of the desk top by either screw or 
clamp base, leaving an unobstructed 








working area . . . they swing freely 
| Model 1935 either right or left to accommodate the 
List $16.50 shifting of work . . . they use a 100 watt 


bulb and deliver upwards of 45 foot 
candles. The material and workman- 
ship in these lamps assure long life and 
user satisfaction. 





Model 1989 
List $11.00 














Hard-hitting selling-copy, featuring both the Guardsman and 
Natural Light lines, is being placed in a big field of well 
chosen magazines directly appealing to business executives. 
These quality lamps backed by this schedule will create for 
you a big and profitable demand! Tie in with this advertising 
now! Place your orders early! 





Faries GUARDSMAN 


Originated entirely in our own shops, the Guardsman, 
undisputed monarch of executive office lamps, com- 
bines beauty and distinction with efficiency of an 
extremely high degree. The design avoids both direct 
and reflected glare, reduces ye oe to the minimum 
and delivers illumination like daylight with ~~ 
intensity at all points on the working area. The 
Guardsman is built of brass with electroplated fin- Model 2207 
ishes which harmonize with any office amare Es List $15.75 
These lamps are available in desk and clamp-on desk 

models, with a few distinctive floor models. Sa 

Don't forget! These lamps—our advertising—more 
sales! 









Model 2242 
List $11.00 


Write today for full details. /* 





A RIES MANUFACTURING CO. 
F \ DECATUR. ILLINOIS 
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TO END 


PRICE CUTTING 


REMINGTON RAND took the lead by introducing the subject to 
the Cincinnati Convention. Remington Rand declared its desire 


to support price maintenance by law . . . not experimentally, but 


nationally.* 


Remington Rand instigated the movement which resulted in the 


unanimous resolution by the Convention in favor of this policy. 


Remington Rand calls upon all manufacturers of portable type- 
writers to adopt this far-sighted policy that will protect the full 


profits of dealers. 


YOUR Endorsement Will Aid This Movement! 


You can voice your approval of this policy by written expression 
to your trade publications and associations. You can be assured 
that in your effort to obtain wholesome ‘‘Fair-Trade”’ conditions, 


you will have our wholehearted support. 


REMINGTON RAND, Inc. 


Portable Typewriter Division 


465 Washington Street Buffalo, N. Y. 


*As nearly national as possible—43 out of 48 states have passed 
Fair Trade Laws up to this date. 
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MARX RECOVERS FROM ILLNESS 
Jack Marx, of the Philadelphia Stationers, 208 South 
Eleventh street, Philadelphia, last month returned to 
his desk following a six week illness, caused by a strep- 


tococcus infection. Upon his return, Mr. Marx declared 
that he wished to thank all his friends for their kind 
thoughts and messages, and members of the Penn- 


Mar-Va Travelers for the flowers they sent him. 
o—- ett | 
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In Ribbons and Carbons a 
Dealer Imprint Packages 


Sparkling New Air Tight Packages . . . Striking Im- 
prints, Distinctively Individual . . . A Ribbon and 
Carbon for Every Purpose . . . Business Builders, Con- 
tinuous Repeaters . . . Every Product Uncondition- 
ally Guaranteed . . . Cooperation That Defeats Com- 











—— 6 ee i petition . . . Carbindex Portfolios to Simplify Car- 
can un- n n . . 
placed on tae teekied i te “Eeten Sino bon Sales . . . Small Order Required for Imprints. 
facturing Company os 0 companion item Strictly Exclusive 
new n - . vi- 
ously “the smallest can held on ounces. SEND FOR PARTICULARS AT ONCE 
The ink is available in all colors. Ask for Your Copy of Tybon’s New Ribbon Chart 
Bence SE = a eee 
Ik —S> =m, 
BROWN ISSUES LINEN LEDGER SAMPLE BOOK Ss + (TBS —re— 
In an appropriate cover color combination of brown CORPORA 
and gray, a new sample book of L. L. Brown’s Greylock 147 North 12th Street Philadelphia, Pa. 


linen ledger was issued late last month. The booklet is 
814 by 5% inches in size and shows substantial addi- | 
tions to the list of items in which this well known 
eighty-five per cent white rag record paper is stocked. | 
Copies may be obtained from the L. L. Brown Paper | 
Company, Adams, Mass., or from its distributors. 








Where Security of Fastening 
is of Vital Importance .... 


The 


“Challenge” 
Eyelet 


Press 


If You Have Not Re- 
ceived Our Latest 
Pricelist, Notify Us. 
Also, We Have a New 
Catalog Just Off the 
Press. May We Send 
It? 












HOWARD W. EDGREN, 
WHOSE APPOINTMENT BY : 
TH E CORRY-JAMESTOWN Effective Septem- 


The Above Price Is 


MANUFACTURING CORPORA- ber 10th 





ON PAGE 71 OF THE AU- 
GUST ISSUE. 


mei " 
AUSTIN EXCHANGE TO REPRESENT DOMORE 
Clay Price, manager of the Austin Typewriter Ex- 
change, 110 East Tenth street, Austin, Texas, last 
month announced that this firm is now representative 
for the Domore chair, manufactured by the Domore r 
Chair Company of Elkhart, Ind. The Austin Typewriter Edw. | a Sibley Mfg. Co., Ine. 
Exchange handles the new Royal typewriter, carbon | BENNINGTON. VERMONT 
paper, ribbons and quite a line of office supplies—CG . 














LEADER 


Kee moké thar 
30 YEARS 





DEFIANCE SALES CORPORATION 
72 SPRING STREET NEW YORK, N. Y. 
The CALENDARS in the BLUE BOXES. 











NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 


to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 
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MIDWEST TRAVELER ACTIVITIES 


Among the August visitors to the St. Louis trade last 
month were H. L. McFarlan of Esterbrook pens, Carl 
Kauffman of Parrott speed fasteners, Joe Hale of Rite- 
Rite pencils and W. E. Smith of Ace staplers. 

om - > 

William Schmeiderer, Buxton & Skinner Printing & 
Stationery Company, spent a week in Chicago with his 
daughter and dropped in for a visit with several of his 
good friends. He also graced a Friday noon luncheon 
of the Wis-Ill Club with his presence. 

. > * 

Walter Ruedy, of the S. G. Adams Company, enjoyed 
a pleasant August vacation in and around Missouri 
lakes and resorts. 

7 = > 

Harley J. Wantz, Skinner & Kennedy Company, 
spent a few days with his brother in Rockford, II1., in 
August. 

> * * 

Ernie Lessard, Lessard Printing & Stationery Com- 
pany, is taking his vacation an afternoon at a time. 
this year playing golf with Mrs. Lessard and friends. 


* * * 


The “Lou” Fines, of the St. Louis Office Supply Com- 
pany, suffered a long separation this summer when 
Mrs. Fines visited a number of Eastern cities with her 
sister and then took a five-week trip to Bermuda, leav- 
ing Lou sweltering away on the home at home. But he 
was really too busy to notice the heat—or so he says. 


* * al 


The Spalding Stationery Company, formerly of 300 
North Third street, St. Louis, is now quartered in fine 
new premises at Seventeenth and Pine streets. The 
printing and stationery departments are located on 
the second floor. The company is operated by George 
Spalding and his son, Charles. 


————_—=>-0e—____ 


OLD PUEBLO BUYS KEDDINGTON-MISSION STORE 


The Old Pueblo Office Supply Company, 20 North 
Scott street, Tucson, Ariz., last month announced the 
purchase of the stationery store of the Keddington- 
Mission Printing Company of the same city. H. M. 
Clark is president and Ed J. Brown is vice-president 
and manager of the new company. 

Mr. Clark, who is also president of the H. M. Clark 
Office Supply Company, Phoenix, Ariz., has been in the 
office supply business for many years and is thor- 
oughly conversant with every detail of the industry. 
Mr. Brown, who also has many years of experience be- 
hind him, was formerly assistant manager of the old 
F. H. Keddington Company and was later manager of 
the stationery store and sales manager of the printing 
plant of the Keddington-Mission Company. He has 
been a resident of Tucson for several years and enjoys 
a wide acquaintance in the stationery and office equip- 
ment trade. The new company is exclusive distributor 
for The General Fireproofing Company, Southworth 
Paper Company, Mittag & Volger, Inc., and many other 
well known organizations. 

Se 


CHICAGO AMERICAN PENCIL OFFICE IN 
NEW QUARTERS 


The western district office of American Pencil Com- 
pany located in the Conway building, Chicago, has 
»xeen moved from the second floor to the third. The 
new room number is 345. The office faces Clark street, 
the former office facing Washington. The change 
provides a needed increase in office space. 
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Now Comes the Greatest 


BOX OFFICE STAR 
the Pen World Has Ever Seen! 
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The New 
PARKER 
\ SPEEDLINE 
VACUMATIC 


$875 and 410 
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NEW JEWEL CASE 


flashing laminated Pearl Style, 

now supplied with Speedline 

Vacumatic Pen and Pencil Sets 
at $12.50 and $15. 


yj Wn, yy * } Wipnii } 
—created in Plastic for Parker by one L YY yy me // WY 
ee ae ponies” 
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New Speedline Shape with Enlarged Ink Capacity... 
33%%% More Gold... New Self-Governed Flow . . . Parker’s Exclusive 
Laminated Pearl Style and Full Television Ink Supply 


ERE is Parker’s latest and greatest achieve- 

ment. A new and superlative model of the 
Revolutionary Vacumatic! The Pen all America 
is talking about and asking to see! 

The last word in rich materials, a new high in 
inventive genius, revolutionary in mechanism, in 
principle and in performance. A pen that does 
what no other pen can do! 

A new high in a Gift Box, too! A wholly new, 
stunning and exclusive creation—designed in Jet 
Plastic for Parker by one of America’s most 
famous Silversmiths. A Gift Box that is lifting 
retailers’ sales of Vacumatic Pen and Pencil Sets 
to new all-time highs! 


Big Fall “Pay-Off!” 


Ride the crest of Parker’s sweeping wave of 


Fall Advertising, now under way from coast to 
coast. 17 National Magazines, 135 local News- 
papers, and 235 College Papers are featuring the 
Parker Vacumatics, spot-lighting the Pensat $7.50, 
$8.75 and $10, and Pen and Pencil Sets at $11, 
$12.50 and $15. A great crescendo that rises stead- 
ily in volume from School-Opening to Christmas. 

Share big in this event by organizing your 
selling efforts around these new creations. Write 
for special store and window displays, newspaper 
cuts, and radio announcements. Tune your store 
into Parker Advertising by featuring Parker 
Vacumatics in your local newspaper advertising, 
and by local broadcasting. 

Do this for the balance of 1937 and your pen 
sales and profits will equal or surpass any pre- 
vious similar period in your business experience. 


THE PARKER PEN COMPANY, JANESVILLE, WIS. 
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OLA TITEL 


LLL BINDERS 









PRESENTS THE 
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WE) ERATING 
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FTER a quarter-century of spring-operated ring binders, here is 
something really startling and revolutionary in the one inch capac- 
ity—a major improvement that your customers will ‘‘go for in a big 

way.” This new Faultless binder has the easy Pull-Push opening and 

closing method, the Cradle Action Sheet Lifter and seven other distinc- 
tive advantages—and your customers will be enthusiastic about each of 
them.Comes in popular sizes and styles. Write for full dealer information. 


STATIONERS LOOSE LEAF COMPANY 
§24 North Broadway 


NEW YORK MILWAUKEE CHICAGO 
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WILLING COMPANY OPENS NEW RETAIL STORE 

The Willing Typewriter Company, which has been 
in business in Salisbury, Md., for the past fifteen years, 
as an office equipment house, last month announced 





TWO VIEWS OF THE SPLENDID AND MODERN WINDOWS OF 
THE NEW RETAIL STORE OF THE WILLING TYPEWRITER 
COMPANY AT SALISBURY, MD. 


the opening of a new retail store at 323 East Main 
street, Salisbury, under the name of “Willing’s.” 
According to Walter J. Willing, general manager of 
the organization bearing his name, the Willing Type- 
writer Company will continue to operate its office 


machine repair and rebuilding departments in the old | 


location at Market and Baptist streets, which will also 
be used as a warehouse. No retail sales will be made 
from this building, all merchandise being moved to 
the new retail store as it is put in condition for selling. 

The new store has 2500 square feet of floor space in 
a new building and is served by five employes, while 
two repairmen and one stock man will be retained at 


the old location. 
——— 


GEORGIA COMPANY INCORPORATES 
The Office Equipment Company, 410 Southern Mu- 
tual building, Athens, Ga., 


| 


last month was granted a | 
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PAPER 





Cash Registers 
Adding Machines 
Teletype 


Precision Performance 
DEMANDS 
Specialized Production 


CON, 


LYNN PAPER PRODUCTS MFG. CO. 
2000 Howard St. Detroit, Mich. 




















COPYHOLDERS 
amk 


DEALER pRorits/ 
TURNAPAGE 


. plays a top performance adding 
extra money to dealer profits. The 
new copyholder that folds away with 
the typewriter and turns pages of 
Write for 







consecutive copy ... 


dealer details. 


Menulecturers of the femous Error. No 
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HALL-WELTER CO, INC. 


181 ST: PAUL ST ROCHESTER, N. Y 


Note the Down Mig. Corp. is « division of the Hall. Weler Co. Inc. whe menulacture the 
lemows Speedrite check ond the new Chersgne wgner 
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NATIONAL 


SPONGE RUBBER CUSHIONS 


Sc 























The Complete Quality Line at Popular Prices 
* ECONOMY LINE ® CONVERTIBLE LINE 


VELVET CORDUROYS WOVEN CANE— 
RICH PILE VELOURS CORDUROY OTHER SIDE 


oe DE LUXE LINE CORDED BOXED EDGES UPHOL- 


STERED WITH RICH PILE VELOUR 
ALL COLORS ATTRACTIVE DISCOUNTS ALL SIZES 
Write for Descriptive Circular 
110 GRAND ST. 


NATIONAL OFFICE CUSHION CO. Newyork city 








— «<PD004 r=>zZ 





The BETTER STENCIL 


For better stencil copies. A liberal free 
trial will convince you that Tempo Sten- 
cils are for you and all others with par- 


ticular copy demands. Copies that re- 
flect a higher standard of workmanship. 
Attention-commanding and action-com- 
pelling copies. Don’t miss these advan- 
tages any longer. Enjoy them with 
Tempo quality by mailing the coupon 


now for free samples and complete details. 


MILO HARDING CO., LTD. 
LOS ANGELES and PITTSBURGH 


Manufacturers of Tempo Brand Duplicators, 
Stencils, Ink, etc. 








Milo Harding Co., Ltd 
Commonwealth Bldg. Annex 
Pittsburgh, Penna. 
Send Free 
Send Complete 


Stencil Samples 
Dealer Plan 


Mark for attention of 





PIN TO YOUR LETTERHEAD 














OFFICE APPLIANCES 


charter for its incorporation and within the next 
month will function as a complete office supply house. 
The authorized capital of the Office Equipment Com- 
pany is $10,000. 

The organization, which features the Royal portable 
typewriter, is under the general managership of R. B. 
Goodson who says his company is desirous of obtaining 
catalogues from reliable manufacturers of wood and 
steel furniture. 








INTRODUCES KAHN’S NEW DE LUXE FOUN- 
TAIN PEN.—tThis striking display was recently 
created by David Kahn, Inc., North Bergen, N. J.. 
as a means of advertising the company’s De Luxe 
dollar fountain pen. Containing a dozen of the new 
pens the display tells the story of the iridium- 
tipped 14-karat gold point and the patented guard. 
The display measures 10% by 14% inches and is 
suitable for window, counter or display case. De- 
tails may be obtained by writing to the company's 
home offices. 


——_—o—e 
SEEKS MANUFACTURER FOR “VANZETTI” DEVICE 

In the August number of OFFICE APPLIANCES, the 
Vanzetti rotating note collector, manufactured by 
Ufficio Studi Costi Constabilita e Statistica Automatica, 
Via Tomaso Grossi 2, Milan, Italy, was pictured and 
described. It is a new space-saving filing rotating 
drum with a number of equal sections partitioned 
alphabetically. The drum may be revolved at will, 
bringing each of the partitions to a frontal slot 
through which the contents of the section may be 
added to, removed or replaced. 

The Italian company seeks a manufacturer on this 
side who will produce the machine under license and 
control of the United States market. Correspondence 
is invited. 

——— 
REED BUYS BUSINESS OF FATHER 

Charles H. Reed, New Brunswick, N. J., recently sent 
out the following announcement relative to the pur- 
chase by him of the business of his father, William R. 
Reed: 

“As of September 1 Charles H. Reed has purchased 
from the estate the business of his father, William R. 
Reed, 391-393 George street, New Brunswick, N. J., and 
will continue it under the name of Reed’s at the same 
address. This entails no change in management as 
Mr. Charles H. Reed has been in full charge of the 
business since 1930.” 
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BUCKET TYPE 


WITH A BUCKET-TYPE INKER in the new Commander No. 40, not 
even the hardiest economist need brave the terrors of a messy ink brush 
and half-emptied ink can. A push valve releases ink from the half- 
pound capacity bucket to the desired part of the stencil. The brush in 
combination affords even and positive ink-distribution. Yet this ma- 
chine sells for only a few dollars more than the lowest priced rotary 
duplicator! 


Mr. Dealer 


Remember the Dusco line is a complete line, with every item outstanding 
for its quality—stencils, inks, lettering guides, scopes, styli, ete. And 
there are two other COMMANDER machines; the now famous COM- 
MANDER No. 50 with the closed drum and the COMMANDER No. 75 
which features the automatic roller release and set back counter. 
Write for the details. 





wr 


NKER 


Specifications 


- AUTOMATIC 


FEED — Accom- 
modatesallstocks 
from post cards 
up. 


. LEGAL SIZE. 
. BUCKET-TYPE 


INKER. 


-. ACCURATELY 


CURVED BACK- 
STOP FOR DE- 
PENDABLE 
REGISTER. 


. BRONZE DRUM 


BEARINGS. 


. COMPACT — Re- 


quires only 18" x 
12” table space. 


THE DUPLICATOR SUPPLY CORPORATION 


718 Washington Avenue S. E. 


MINNEAPOLIS, MINNESOTA 
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For 33 years executives, office 
workers and dealers have 
attended the 


NATIONAL BUSINESS SHOWS 


Executives—Because there they have found ways 
to resolve some of management's major difficulties 
by eliminating unproductive, time-consuming oper- 
ations which deprive much business of reasonable 
profit upon its capital investment. 





Office Workers—Because there they learn how to 
achieve the best results with the utilities used in 
their day’s work. 


Dealers—Because there they see a variety of prod- 
ucts displayed; make choice of some lines and get 
ideas for the promotion of their own business. 





All come for the same reason that im- 

pels manufacturers to display their 

products at the show year after year—the 
reason being in brief— 


IT PAYS 





The 34th Annual National Business Show 


(America’s efficiency exposition) 
will be held in Commerce Hall, 
Port Authority Building, New York, 


October 18 to 23, inclusive 
* 


An opportunity for all manufacturers of office utilities 


National Business Show Co., 50 Church St., NewYork, N. Y. 
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BATES FILES PATENT INFRINGEMENT NOTICE 

The Bates Manufacturing Company, Orange, N. J., 
last month served notice on the Forgetmenot Manu- 
facturing Company, 333 Sixth avenue, New York City, 
of infringement of United States Patent No. 1,895,409, 
dated January 24, 1933. This is the Drucker patent 
which is owned by the Bates Company and covers fea- 
tures used in the Bates list finder. 

Announcing the notice, C. S. A. Williams, president 
of the Bates Manufacturing Company, said: 

“It is our intention to strictly enforce our rights un- 
der this patent and we would like to call the attention 
of the stationery and gift trade to the fact that the 
sale by them of the Forgetmenot name finders or other 
devices of a similar nature, will make them parties to 
the infringement.” 

———————=>-—___ 
A. W. FABER INAUGURATES NEW PACKAGING 

A. W. Faber, Inc., Newark, N. J., is inaugurating ex- 
tensive re-packaging of its American-made lines of 
commercial and school pencils. On each new and 
modern design the “Made in U. S. A.” label is partic- 
ularly stressed in view of the fact that A. W. Faber’s 
sponsorship of famous “Castell” drawing material has 
given some dealers the erroneous impression that 
this firm handles only imported merchandise. The 
A. W. Faber lineup of domestic commercial and school 
pencils is headed by such nationally known brands as 
Columbus, Nippon and Saphire—also Columbus and 
Janus penholders. Other domestic items manufac- 
tured in A. W. Faber’s large modern Newark plant are 
erasers for commercial, typewriter, school and draft- 
ing use, pencil caps and rubber bands. 

o— eo 
REPLOGLE ISSUES NEW CATALOGUE 

Featuring the company’s new illustrated atlas and 
presenting pictures of its line of globes, a new, twenty- 
page catalogue has recently been issued by Replogle 
Globes, Inc., 168 North Clinton street, Chicago. 

In addition to a picture of the new atlas, to which 
is devoted an entire page plate showing the book one- 
half actual size, the catalogue describes and illustrates 
Replogle’s “Starlight” globes, standard globes, illumi- 
nated globes, the Travel-Lite, a globe-lamp combina- 
tion, and the new globe-atlas unit, a splendid item 
for general use. 


a Re 
ROCKWELL-BARNES ANNOUNCES THREE NEW 
BONWOVE COLORS 

The Rockwell-Barnes Company, 1511 West Thirty- 
eighth street, Chicago, is now able to furnish to their 
Bonwove Mimeo distributors, thirty-two pound Bon- 
wove Mimeograph paper in three bright colors—green, 
blue and buff. 

This extra heavyweight Bonwove is recommended 
for menus, programs and two-sided Mimeograph 
work. It may also be used to advantage as a cover 
stock for booklets mimeographed on matching or con- 
trasting 20 pound Bonwove Mimeo colors. For con- 
venience in folding, 32 pound Bonwove in white or 
colors will be furnished in either long or short grain. 

Samples of the new colors are available to Bonwove 
distributors, on request. 

ee 

MORRIS JOINS UEF SALES STAFF AT MEMPHIS 

John R. Morris, who has been service foreman for 
the Sentinel-Richardson Office Supply Company, 
Grand Junction, Colo., has joined the Memphis branch 
of the Underwood Elliott Fisher Company as salesman. 
He will travel the north central part of Arkansas with 
headquarters at Russellville, Ark. 





SUPER- STRONG DOUBLE- ROLLED FIBRE TOP 


Vul-Cot meets business needs. Made of National 
H-A-R-D Vulcanized Fibre with super-strong, 
double-rolled fibre top. NO SOFT FIBRE. No metal 
top to dent, rust or lose its finish. Colors to match 
office furnishings—olive green, maroon-brown, oak, 
walnut and mahogany. Good profit on every sale. 







NATIONAL VULCANIZED 
FIBRE CO. 


Wilmington, Delaware 


STATIONERS / 1/75 Your 
LINE.. EXCLUS/VELY/ 


“STEEL-STRONG”* PRODUCTS ARE SOLD 


THROUGH. DEALERS ONLY 





Accounts in your territory are your accounts. 

You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 
Steel-Strong Products include Coin Wrappers, 
Bill Straps, in Trays, Tray ye Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to the highest oiienan. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG PRODUCTS 
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not even 


TOU don't need to fear competition 
feature 


direct’ selling competition—if you 
IMPERIAL Typewriter Ribbons and Carbon Papers. 
® Imperial gives you the right line and the confidence to 
go out and bring home the bacon. 
there's an Imperial grade for every require- 


® As to the line 
prices and real 


ment—quality that means repeat orders 
economy that put you out ahead. 

® As to confidence — Imperial gives you the “Merchandiser” 
all the information at your finger tips to enable you to sell 
on a really intelligent, service-giving basis. 

*® Write for the Imperial story and let us show you how to 
make your ribbon and carbon department more profitable. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
The Manufacturer with the Dealer's Viewpoint 
General Office and Factory 401-407 Mulberry St., 
Newark, N. J. 

321 Broadway, New York 19 S. Wells St., Chicago 





PERFECTION METALS 
for ring books and post binders— 
| a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 
Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
| fer lifetime service. The information is thus kept 
| up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 
Be sure to have our catalog on file. 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 
6816-6824 Arsenal St. ST. LOUIS, MO, 


Pacific Coast Representative 
S. & D. Leose Leaf Co. 427 San Pedro St. 


' oe 


It will help 





Los Angeles | 


———— 
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EVERSHARP CONTEST WINNERS ANNOUNCED 

Winners of the 301 prizes in the Eversharp contest 
for sales people were announced recently by The Wahl 
Company, Chicago. Hundreds of sales men and women 
in every section of the country participated in the 
event which was aimed at the education of sales peo- 
ple in selling fountain pens. 

The winners of the first four prizes and the amounts 
received were: 

John G. Colby, Thorp & Martin Company, Boston, 
$100; Miss Anna D. Rhode, Burrows Brothers Company, 
Cleveland, $75; Miss Virginia Taylor, Meyer & Wenthe, 
Chicago, $50; and Miss Helen C. Doheney, Broadway 
Department Store, Los Angeles, Calif., $25. 

—_- 





FAST FINGERS.—Here is Miss Stella 
Willins, who used a Royal standard to 
earn the title of world’s champion woman 
typist at the International competition 
recently held in Chicago. 


a 
NEW ROBERTS NUMBERING MACHINE CATALOGUE 


The Roberts Numbering Machine Company, Brook- 
lyn, N. Y., has recently published a new, fifty-two page 
catalogue covering the Roberts’ line of hand number- 
ing machines, dating machines and machines for 
numbering on metal and other material. Dealers de- 
siring a copy should communicate with the company’s 
home offices at 694-710 Jamaica avenue, Brooklyn. 

a os 
HANSON COMPANY PROMOTES DOBLMEIER 


The J. L. Hanson Company, Chicago, last month 
announced the promotion of F. J. Doblmeier to the 
position of sales manager covering the entire trade in 
the New England, eastern New York and greater New 
York territory. 

At the same time the company reported that a larger 
and more modern showroom had been opened at 220 
Fifth avenue, New York, to serve the buyers of Mr. 
Doblmeier’s territory. Dealers and buyers when visiting 
New York will receive a cordial welcome at the new 
quarters. 

— 


UEF ABILENE BRANCH MOVES 


The Abilene, Texas, branch of the Underwood Elliott 
Fisher Company, which formerly occupied quarters at 
312 Mims building, last month moved into a new loca- 
tion where an attractive and modern showroom and 
window display has been arranged by Branch Manager 
N. W. McCormick. The new address is 1158 North 
Second street. 

tecediaaliina -_ 
GENERAL DUPLICATOR CORPORATION IN 
NEW QUARTERS 

A steady increase in demand for the Genco stencil 
duplicator and allied products has necessitated the ex- 
pansion of manufacturing facilities now completed by 
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“TEPEAI 
OUR LAST 


COLUMBUS 
PENCILS” 


*Columbus is companion product to the 
world-famous “Castell Drawing Pencil. 
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See the MOORE Display Booth 


at the National Stationers Convention 
MOORE They are real sales producers that are contin- MOORE 


ually demonstrating their ability to pile up 


PUSH PINS and profits in hundreds of stores from coast to MAP TACKS and 
PUSHLESS HANGERS | coast. There are other interesting things, too, in THUMB TACKS 


that MOORE exhibit that you'll be glad to see. 


Every home and office have countless 
things to hang and pin on walls... and 
nothing is quite so handy and service- 
able as MOOWE Push Pins and Push- 
less Hangers. That's why these popular 
items are among those steady-selling, 
sure-profit producers, 


of % 
“4 


In every sales office are sales maps 
giving visible, geographic records of 
sales, distribution, advertising, ete. And 
on each map are hundreds of MOORE 
Map Tacks, which are being added .. 
and bought constantly. 


Ferceee 
laf of of of of oa) g 


Get your share of these profitable sales. 
They willcome your way automatically, 
with no effort at all, if you display these 
attractive, all metal, revolving cabinets. 


MOORE PUSH-PIN CO., 113-125 Berkley St., Phila., Pa. 


The Original Manufacturers of Push Pins, Pushless Hangers and Map Tacks 
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Convertible 


OFFICE 
CUSHION 


The Pioneer—Popular Priced 
Convertible and Fine Quality 


Once you try it, you'll agree it’s profitable toe keep 
“Convertible” always in stock and display. Costs no more 
than other good quality cushions and has the advantage 
of a velvet corduroy surface in brown, green or maroon 
for winter use, and a fibre covering on the reverse side 
for cool summer comfort. 

STATIONERS—Compare the “Perfect” line of sponge 
rubber office chair cushions. We'll be glad to send you 
full details and prices on request. 


The Perfect Rubber Seat Cushion Co. 


5200 Akron Street Philadelphia, Pa. 





HE PERFECT 














tec li On" 
P LUS Phorect Your STAPLE 


BUSINESS BY FEATURING 
MARKWELL OFFICE TYPE 
FASTENERS AND IMPROVED 
PATENTED STAPLES. 


h 


a Prarhurel 


stapler and staples 
for every purpose. 


Cc Attrachve leaflets - 
Displays-Mak-Electros - 
and other sales helps. 


ree 
to authorized dealers 


MARRWELL [atest 
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I. is only natural that Esterbrook’s more than 78 years 
of experience should produce a better, more practical 
writing instrument designed to meet the individual 


requirements of fountain pen users. 


The Esterbrook Re-New-Point Fountain Pen is nation- 
ally advertised. Dealers and consumers alike call it the 
“common sense fountain pen™ because its unique 
features and simplified construction mark a distinct 


improvement in writing qualities. 
ESTERBROOK STEEL PEN MFG. COMPANY 


86 Cooper Street ,,. Brown Bros., Ltd. | 
Camden, N. J. Toronto, Canada i 
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FOUNTAIN PEN 





LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO,, Inc. 
194 Mill Street, Rochester, New York 
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the General Duplicator Corporation at 22-14 Fortieth 
street, Long Island City, New York. 

Carl T. Zimmerman, president, says, “We are very 
grateful for the whole hearted codperation of our 
dealer organization. Their aggressive and successful 
efforts made necessary this move. Here we have in- 
stalled additional precision machinery which with our 
larger facilities will insure a continuance of the high 
quality workmanship. Just a step across the Queens- 
boro Bridge from New York City, visiting dealers are 
cordially invited to inspect our new premises.” 

—- ee 8 8} 
BRADSHAW TO REPRESENT FRIDEN AT ATLANTA 

A. E. Bradshaw, who for the past nine years has been 
active in the calculating machine industry, last month 
became the Atlanta, Ga., representative of the Friden 
Calculating Machine Company. He will occupy a suite 
in the Haas-Howell building. 

Prior to 1928 Mr. Bradshaw was connected with the 
Elliott-Fisher Company for which he managed offices 
in Chattanooga, Tenn.; Atlanta, Ga., and San An- 
tonio, Tex. 

With his many years of experience in selling office 
machines and equipment Mr. Bradshaw expects to 
build up a large business consisting of satisfied Friden 
users in the state of Georgia. 

Se ae 
OAKVILLE ACQUIRES TWO DIVISIONS OF 
VULCANITE MANUFACTURING COMPANY 

The Oakville Company, Division Scovill Manufactur- 
ing Company, Waterbury, Conn., last month an- 
nounced the acquisition of the good will and assets of 
the card and ticket pin business and the window and 
magazine book business of the Vulcanite Manufactur- 
ing Company. 

At the same time, officials of the Oakville Company 
requested that any communications regarding these 
items should be addressed to the Oakville Company 
in the future. 

= >2__ 

REMINGTON RAND IMPROVING NEW ORLEANS 
BRANCH 

Remington Rand, Inc., at New Orleans is having the 





four story building at 320 Camp street remodeled for | 
its use, which is to be an outstanding member of the 


branch offices of the parent company. It is expected 


that the new branch will be ready for occupany about | 


October 1. The improvements include the installation 


of a modern Carrara glass store front with chromium | 


trim, terrazzo floors on the street level, modern plumb- 
ing, complete refinishing of the interior, and a new 
elevator installation. The layout of the building places 
the sales office on the first floor, a complete display 
of equipment on the second floor; service department 
and stock room on the third floor. The fourth floor will 
provide space for warehouse, stock, and a large room 


for sales meetings. New floors will be laid throughout, | 


and ceilings and walls renewed. 
R. L. Lehman, branch sales manager of the systems 


division, states that the new branch will reveal a beau- | 
tiful layout, representative of modern arrangement | 


and convenience. 
MARKWELL ANNOUNCES NEW PACKAGE 

The Markwell Manufacturing Company, New York, 
N. Y., last month announced the issuance to dealers of 
a new, trade-marked package of precision made stand- 
ard size fastener staples, listed as the Blue Ribbon 
brand. The package, which is unique and attractive, 
contains 5000 staples. 





PORTRAIT 
ops Pleased 


EXECUTIVE 


4p busy executives who in moments of stress always 

[made strange hieroglyphics with a pencil to stimulate 
weighty decisions, have turned to the easier and pleasanter 
FUL-KLEEN method of getting things done. All they 
do is to stamp the date of desired action—and somehow 
things always come out all right. 

This is the important fact about a FUL- 

KLEEN DATER—the more it’s used, the 

easier follow ups and record keeping seem to 

become—the sooner work seems to get finished. 


Few, if any daters could ever get into the 
“front office.” But FUL-KLEEN DATERS 
DO. 


Reason: Their modern material, attractive 
color, and “sheathed protection” design that 
eliminates smudges and keeps hands, peers 
and desks clean. FULTON FUL-KLE is 
a real premium dater, at no premium in price. 
That’s why its sales coaeoat those of all other 
daters. 


WRITE us for reasons, proof and prices. 


FULTON 
= — 





Sales Office: 


200 Fifth Ave., N. Y. City 
Factory: Elizabeth, N. J. 





SPECIALTY CO. 





1912 1937 
TWENTY—FIVE YEARS 
Manufacturing 
STENCIL QUUPLICATING MACHINES 
ang 


SUPPLIES EXCLUSIVELY 


* 


A Rotospeed for Every Requirement 
Priced from $27.50 to $155.00 


7 


QUALITY SUPPLIES 
FOR 
EVERY STENCIL DUPLICATING NEED 


. 


Write for our agency proposition. 


THE ROTOSPEED COMPANY 


227 S. Wilkinson St. DAYTON, OHIO 
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OFFICE APPLIANCES 





Type CLEANER Prorits COME 
FROM THE QUALITY CUSTOMER 


Make your type cleaner profits with Clarotype. 


This type cleaner gives value. All stenographers 


realize the quality in Clarotype as quickly as they 


do in a good carbon paper. Quality customers stop 


buying a cheap type cleaner. They reorder when 


you sell them C 


larotype. That is the experience of 


more than 4500 dealers. 





cLAR-O-TYPe 


the modern type cleaner 


Clarotype is a profit builder. 
It is an item that satisfies 
the customer and shows you 
a good profit. Let us help 
you double your type cleaner 
sales with our free advertis- 
ing aids. Order today from 
your jobber or from the 


THE CLAROTYPE CO., INC 
16-K Hudson St.. New York 


THE BEST KNOWN — KNOWN AS THE BEST 











WORCESTER 
cAccessSO DESK TRAYS 


(Accesso Trays: Registered U. S. 


Patent Office Patent No. 


1,867,738) 


The Greatest Improvement Ever Made in Wire Desk 
Trays. It doesn’t require much imagination to visual- 
ize the joy, the comfort, the convenience experienced 
Trays. 


in using Accesso 





Now there’s a reason to discard the old worn-out, 
hard-to-get-into-type. 


a 


STRONG , 
SALES “63 
POINTS 4. 


Hand openings on all four sides. 
Easy and quick access to papers. 
Strong and durable welded construction. 


Trays build up to any height desired. 


Worcester Wire Novelty Co., Inc. 


2635 Boston St. 


Baltimore, Md. 











TYPEWRITER 'S 


Abilene, Texas.—The local branch of the Underwood Elliott Fisher Com- 
pany has moved to 1158 North Second street. 

Atlantic City, N. J.—Harvey Hand is now manager here for the Royal 
r'ypewriter Company, Inc. 

Birmingham, Ala.—J. H. Rigney has joined the local sales staff of the 
Royal Typewriter Company, Inc. 

Brattleboro, Vt.—E. A. Clark, whose typewriter shop had been located 
on Canal street, has moved to the Flat street side of the Barber build- 
ing. He handles various types and makes of business machines, and con- 
ducts a repair shop. 

Chicago, I11.—Six typewriters were stolen August 17 from the Wells High 
School, 936 North Ashland avenue. The thieves threw chairs and other 
school furniture into the school swimming pool. Police attributed neigh- 
borhood hoodlums for the theft. 

Durham, N. C.—York Brothers, 345 West Main street, is a new business, 
handling office machines and servicing them. Joseph York, formerly with 
the Royal Typewriter Company, Inc., is associated with his brother in 
this enterprize. 

Jersey City, N. J.—The American Typewriter Company, 362 Palisade 
avenue, has filed articles of incorporation.—BJ 

Lewiston, Mont.—L. W. Vail has been appointed local representative of 
the Royal Typewriter Company, Inc. 

Little Rock, Ark.—Perry Griffin, who had been connected with the Royal 
Typewriter Company, Inc., at Memphis, has joined the local branch. 

New Orieans, La.—The local branch of Remington Rand, Inc., will be 
located some time in October at 320 Camp street. Extensive improve- 
ments and changes will be made. 

Scranton, Penna.M. R. Brush has taken charge of the local branch of 
the Royal Typewriter Company, Inc. 

St. Louis, Mo.—J. O. Robnett has been appointed salesman in the Co- 
lumbia, Mo., office of the Royal Typewriter Company, Inc 

Sioux City, lowa.—Paul Barth has been appointed salesman in this ter- 
ritory for the Royal Typewriter Company, covering McCook, Nebr. 

South Bend, Ind.—P. C. Rhoads has been appointed manager here for 
the Royal Typewriter Company, Inc. 

Springfield, 111.—Don Anderson has been appointed senior salesman here 
for the Royal Typewriter Company, Inc. 

Wilkes-Barre, Penna.—E. I. Ofgant has taken the local territory for the 
Royal Typewriter Company, Inc. 

Williamsport, Penna.—R. K. Mundy is now manager here for the Royal 
Typewriter Company, Inc. 

Tacoma, Wash.—The Bennett Typewriter Company has taken space at 
034 Pacific avenue; the former location at 934 Pacific avenue had become 
inadequate. 

San Francisco, Calif.—Fred P. Alexander, of Alexander Brothers, Ltd., 
Honolulu, H. I., stopped over a few days here. Mr. Alexander is accom- 
panied by his wife, motoring on to New York. They will return home 
by way of San Francisco. ‘ 











ADDING MACHINES 


Chicago, 11.—Burroughs Adding Machine Service, Inc., (not connected 
with the Burroughs Adding Machine Company) 343 South Dearborn street, 
has been chartered to deal in adding machines; capital stock, 1,000 shares 
non par value common; incorporators—A. M. Burroughs, Theodore W. 
Thompson, Axel E. Berg; A. M. Burroughs, charter representative, 343 
South Dearborn street. 

Fort Worth, Texas.—H. A. Meierding, distributor for the Friden calcu- 
lating machine, made a trip to the Pacific coast last month. He visited 
the home office and plant of the Friden company while west. 

Knoxville, Tenn.—Arvin Frederick, formerly with the Marchant calculat 
ing Machine Company at Oakland, Calif., is now active for the company 
in this territory. 

Madison, Wis.—James Richards attempted to sell an adding machine 
at a second hand store in August. The dealer notified the police, and 
Richards confessed that he had taken the adding machine and typewriter 
from the Steinle Machine Company. 











OTHER MACHINE S 


Chicago, 1.—The Cash Register Sales Company, 178 North Halsted 
street, has been chartered to deal generally in new and used cash regis- 
ters idding machines, ete capital stock, 150 shares no par value; in- 
corporators—-F. Bletzinger, E. Bletzinger and F. Bletzinger, Jr.; Ericksen 
ind Lusk, The Chicago Temple, 77 West Washington street, charter rep 
resentative 

indianapolis, Ind...The Sprague Cash Register & Store Fixture Com 
pany has moved to 228 East Ohio street, where increased space has been 
obtained 

New York, N. Y.—Sol M. Obstfeld, sales director of the Markwell Manu 
facturing Company, Inc., has returned from a European trip 

San Francisco, Calif...Herbert O. Bendheim, representative of the Marr 
Duplicator Company, completed a six weeks’ business and pleasure trip to 
New York and New England states by calling on the trade in the North 
west He found business increasing despite the numerous disturbances 
caused by labor troubles. Business is optimistic as to the future. 











MARKING DEVICES 


Chicago, 111.._The veteran marking devices house of Chicago, Meyer & 
Wenthe, 24-30 South Jefferson street, has passed into the hands of Gus 
Meyer. Herman H. Wenthe has retired from the business, which will be 
conducted in the future by Gus Meyer and his son, John W. Meyer. 

Jacksonville, Fila.__The H. & W. B. Drew Company made a comprehen- 
sive display of marking devices in the Chamber of Commerce building. 


Spend Your Money Where You Make It 


The East African Traders Magazine (Nairobi) published an address, 
Spend Your Money Where You Earn It,” which was broadcast last 
New Year's Day. Mr. Newmark pled for buying at home in order that 
the products of the colony may be consumed as locally far as possible. 
Mr. Newmark has contributed on several occasions to Office Appliances. 
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A SAFETY-STAND FOR A DEPENDABLE INK—HIGGINS 


Higgins famous drawing ink — with more than 50 years of “knowing how’’ in every drop — in a new, more 

convenient bottle — is now offered with a non-tipable, non-slipable rubber stand. This extra, useful safety-stand 

retails for only 25c — a price every Higgins user will be glad to pay as insurance against untimely spills. And 

it gives you something new to display . . . something more to say . . . about Higgins — the standard in drawing 
inks the world around. 





CHAS. M. HIGGINS & CO., INC. *© 271 NINTH STREET, BROOKLYN, NEW YORK 

















THE DEALER IS OUR 
SOLE REPRESENTATIVE 


We regard the ribbon and carbon dealer as our 
primary distributor, and accordingly refuse to 
enter into competition with him through the 
medium of direct salesmen or through the main- 
tenance of company stores. The gratifying re- 
sponse from dealers all over the country, who 
appreciate the added profit margin possible, has 
shown us the wisdom of this course. 


CLEANGRIP CARBON PAPER and 
Reco ps STORMTEX RIBBONS, the leading members 

es of the COMPLETE LINE, are in themselves 
sufficient justification for concentrating on 
H. M. STORMS products. 


Write today for full information 


H. M. STORMS COMPANY 


Makers of ‘““The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 











OFFICE APPLIANCES 








TWIRLIT 


PAPER DRILL 






perforates 150 sheets at 


one operation, with minimum 
effort 


All you do is set the gauge, insert a half 
inch or less thickness of paper, and turn 


the handles. The drills are hollow and the 


I 


lt 
HiT 


euttings push up and come out on top 


leaving a clean, accurately placed hole. 


TWIRLIT is made in four hole sizes from 


i 


in 






I 


== \% to 13/32 inch—one, two and three hole 


qn) 





Hill 





Ti 


models—82.50, $6.25 and $10.75 list. Dealers: 
Display TWIRLIT with specimens of work. 


Send for full details. 


Mitchell Binder Co. 


Virginia & Bower Aves., Hagerstown, Maryland 














Filing Supplies 
by WARSHAW 


Get the "big" filing supply business, too. The 
WARSHAW Line will put you in an ideal com- 
petitive position — sound quality priced right. 
Every item is a whale of a buy for the money. 

Again better quality stock in WARSHAW 
Folders with round corners, reinforced, perfect 
scoring. Like every WARSHAW product, a 
better buy for the money. 

Try WARSHAW for profit. 


WARSHAW MFG. CO., Inc. 
1 MAIN ST., BROOKLYN, N. Y. 


© Roll Labels 


Guides 


7 eee 


index Cards 


Reinforeed Folders 


Protex Stickons 


Mending Tape 


Gummed index Tabs 























Sell MEILINK 


Protection 


Meilink Fire-resistive Products Pro- 
vide “Better Protection” for Every 
Business Office and Home Use. 36 
years’ Protection Service. Also Mod- 
ern Systems of Cash Protection. 


MEILINK STEEL SAFE COMPANY 
TOLEDO, OHIO 























Effective Selling 


begins with the business card. For no matter 
the quality of the product, its effect is diluted 


if they leok or feel cheap. 


New York City Remember—V iggins Book Form Cards keep 
their crispness long after the salesman has gone. 
and the stationer who uses them on his cus- 


Richard C. Loesch Co 


Pittsburgh tomers’ cards builds for himself a reputation 
Chatfleld & Woods Cx Ask us for the stationers’ proposition, or 
Cincinnati have any of these paper merchants give your 


, orinter or engraver samples. 
The Chatfield Paper Cx : . 


Detroit The John B. 


Seaman-Patrick Paper 


iain WIGG 


Carpenter Paper Co 
1162 Fullerton Ave. 









Houston . “AGO 
L. 8. Bosworth Co., In CHICAGE 

St. Louis Book Form Cards 
Tobey Fine Papers, In Compact Binders 
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A‘ STEEL 


CHANGEABLE 
SIGNS 


Used in offices, banks, hotels, clubs, 

restaurants, buildings, churches 

etc. 

Also attractive changeable letter 

desk name plates. . 

"A size & ge for every purpose” 
Write for illustrated catalog 


| ACME BULLETIN & DIRECTORY BOARD CORP. 
214 E. 37th St., New York, N. Y. 

















to the N.S.A. 


convention — greetings 
and a SALES IDEA: 
USE HA. INK ERADICATORS 


for removing INK from 
PAPER and WHITE CLOTHING 
Wherever Ink is Used 








H. A. INK ERADICATOR 
is a Necessity 


Why not recommend the guaranteed H. A. 
to your customers? 


Manufactured by 
HA Ink Eradicator Co. 
1707 Zerega Avenue New York City 


For Over Thirty Years 
Cable: "'ERADICATOR" 
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Chicago, !li.—The J. L. Hanson Company has promoted F. J. Doblmeier 
sales manager, covering New England, eastern New York and greater 
New York. 

Chicago, tll..-The Gits Corporation, 1848 Kilbourne avenue, is preparing 
for the construction of a new factory at 4604-08 West Huron street. 

Chicago, tll.—The Packit Envelope & Bag Company has been chartered 
to deal generally in paper, envelopes, etc.; capital stock, 500 shares non 
par value common; incorporators—E. E. Perkins, E. J. Guinane, K. M. 
Perkins; Fishel, Kahn and Heart, charter representative, 111 West Mon- 
roe street. 

Fresno, Calif.—Stuart F. Cooper, Inc., is a new organization engaged in 
the stationery, printing and lithographing business; incorporators—Stuart 
F. Cooper, Los Angeles; Marcus Rhodes and Milo E. Rowell; authorized 
capital stock, 1,000 shares no value. 

Los Angeles, Calif... S. Robinson, of the Robinson Manufacturing 
Company, Westfield, Mass., visited this city to confer with the Nathan | 
A. Strauss Company, the company’s distributor here. | 

Moscow, Idaho.—The Campus Book & Stationery Company has been | 
chartered to operate near the university; incorporators—R. Hodgins, G. B. | 
Hodgins, A. M. Larsen and Abe Goff. This project is operating on a 
codperative plan by which customers can become stockholders, with the | 
ultimate objective that they should own the business ultimately. | 











Uerte 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 

Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 
















































Palo Alto, Calif.—The Modern Press & Office Supply Company, 317 Uni- 
versity avenue, has added a complete paper stock in addition to its office | 
supply items. 

Pendieton, Ore.—Sadie L. Dunlap has opened a new store known as the 
Dunlap Stationery, 625 Main street. Miss Dunlap was with the Lowman & 
Hanford establishment at Seattle. 

Philadelphia, Penna.—The Paramount Stationers, 121 North Tenth street, 
has been registered as a commercial title in the Common Pleas Court by 
Joseph Rothbard, 515 West Susquehanna avenue, and David Blumenthal, 
3019 West Norris street. 

San Francisco, Calif.—Harold G. Roehm, representative of The Eaton 
Paper Company, and Z. & W. M. Crane, has returned from his annual 
trip to Hawaii. He reports that the islands are prosperous. His sales 
ran thirty-three per cent above those of last year. 

San Francisco, Calif.The Nathan A. Strauss Company, Los Angeles, | 





“Vertex” Pockets will 
satisfy your customers 


‘ALVAH BUSHNELL CO. 


FURNITURE | 925 Filbert Street PHILADELPHIA 
Atlanta, Ga.—Ivan Allen, Sr., president of Ivan-Allen-Marshall Com- 2 SS AE A a 


pany, has returned from Nice, France, where he attended the annual con- 
vention of Rotary International. } 

El Dorado, Kans.—The Lindamood School & Office Supply Company has 
opened at 128 West Second street | 


Rg Ag Ftc Western Wholesale Stationers, Ltd., has moved | YoU CAN SAFELY RECOMMEND 


Jersey City, N. J.—The American Store & Office Equipment Company, 
62 Palisade avenue, has filed articles of incorporation.-BJ 

Huntington Beach, Calif...Gordon’s Stationery Shop has moved from 216 
Main street to 111 Main street. The new location provides increased space. 


NM 
Omaha, Nebr.—Corey & McKenzie have taken on the lines of The Gen- INTERNATIONAL 


eral Fireproofing Company. Mr. McKenzie will devote his attention to TYPEWRITER 


the metal office furniture activities. Cooe0e 
Marquette, Mich.—-Northern Stationers is a new business conducted by E60860000 


John M. Hogan. He has secured the Shaw-Walker agency for his territory. 
Philadelphia, Penna.—The Original Schiff Brothers has moved from 610 
to 612 Market street, where additional space has been secured 
Philadelphia, Penna.—.Jack Marx has recovered from a prolonged illness. 
He is connected with the Philadelphia Stationers, 208 South Eleventh 
street. 
Jackson, Miss.—The Office Supply Company has installed air condi- 
tioning. 
San Francisco, Calif.—Miss Edna Davis, Los Angeles, was a recent vis- | 
itor in this city. She had returned from an extensive trip through the | 
Pacific Northwest, by way of Denver, made on behalf of the Oxford | 
Filing Supply Company, which she represents on the Pacific Slope. 
Wichita, Kans.—Herman H. Cast has sold his holdings in the Western | 
Lithograph Company to W. A. Vincent, president. Mr. Cast had been 
vice president and general sales manager. 


displayed their lines during Market Week, at the Palace Hotel. The 
company represents on the coast the Durand Manufacturing Company, 
the New Diamond Point Pen Company, and the Robinson Manufacturing 
Company, Westfield, Mass 
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OUR SALES TO 
DEALERS ARE 
INCREASING. 


ARE YOU GET- 
TING YOUR 
SHARE? 





PENS AND PENCILS 


Elizabeth, N. J.—The Eggens Fountain Pen Corporation has been char- 
tered; authorized capital stock, $7,500.—BJ 
Chicago, 11.-The local branch of the American Lead Pencil Company 

has moved to Room 345, Conway building. 
_ Chicago, t1.-—-Tom Bledso, salesman for the Autopoint Company, suf- 
fered a painful fall from a ladder, which resulted in spinal injury. 

San Francisco, Calif.—John Killough has succeeded the late Edgar P. 
Sparks as coast representative of the L. E. Waterman Company. He 
makes headquarters at the local branch. He had been connected with 
the company twenty-one years in the sales division. 





PROFITS ARE 
GREATER 
SELLING 
STANDARD 
MERCHANDISE 





| 
| 
| 
—= | || Munson Suppty Co., 348 Hudson St., New York City 
| 
| 





L O O S E L E A iJ Please send information about the New Key 
—New Package and Counter Display to 6) 
Chicago, Ill.—The American Spring Post Binder Company, 188 West ms 
Randolph street, has been chartered to manufacture and deal in office Address 
supplies; capital stock, 1,500 shares par value common, $1.00 per share; | . gienies © tO5> "7 
incorporators—Sam Herman, F. Rosenberg and Saul R. Shanoff; Paul R. City orneweeeeccecccccccccnsoreesoncces eee —— settee eee enreme 
Shanoff, charter representative, 188 West Randolph street | 





























WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 
11-13-15 Vandewater Street 
New York 




















No. 50 F&M 
PERPETUAL 
Wall Calendar 


Made of SOLID WAL- 
NUT %” thick. Rever- 
sible and washable day, 
month, and numeral! 
cards in red and black. 
Size 74%, x 942". Fitted 
with hole hanger for 
hanging flush with wall. 


A NEW Perpetual Wall Calendar 
SELLING THE YEAR ’ROUND 


Presenting the newest member of the family of F & M MEM- 
ORY MASTERPIECES—a PERPETUAL WALL CALENDAR 
framed in SOLID WALNUT with washable day, month, and 
numeral cards. A year ‘round seller to the executive office 
and modern home where luxurious furniture and fittings are 
absolutely necessary. Every up-on-his-toes retail stationer 
should stock this beautiful model—together with many other 
models in this exclusive line. 

Ask for FREE copy of illustrated broadside 

showing all models, with prices and discounts. 


FINCH & McCULLOUCH 
AURORA a . ILLINOIS 


Eastern and New England Representative: 


MUTUAL STATIONERY CO., INC., 368 Broadway, New York 
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RIBBONS AND CARBONS 


dan Francisco, Calif.—The Carbon & Ribbon Pacific Manufacturing Com- 
pany has opened an office at 425 Smith building. J. F. Walton is in 
charge. 
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United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machines and Office Supplies, May 1937 





pee 7763 
4750 Dupli- 
Filing cating 
folders, machines 
index cards 9395 parts 
and other 9392 lypewriter and sup- 
office forms Carbon paper ribbons plies for 
Countries No Value Lb Value Doz. Value Value 
Austria 96 
Belgium 193 iso 497 290 115 241 =. 2,088 
Czechoslovakia 686 936 30 86 68 
Estonia 5 8 7 22 
Finland 107 21 547 444 143 324 
France 58 15 354 168 350 1,065 1,460 
Cireece 117 159 24 78 
Irish Free State 223 
Italy : 60 240 
Malta, Gozo and 
Cyprus 25 14 71 144 
Netherlands 12,238 2,189 709 822 bO3 895 3,808 
Norway 109 121 131 90 212 485 2.382 
Portugal ‘ 141 302 - 
Rumania ‘ 155 360 368 
Sweden SO4 942 4,105 2,935 405 R95 2,108 
Switzerland 2,269 555 616 441 368 779 37 
Albania 59 51 
United Kingdom. 6,405 : 6,954 6,011 1,791 3.718 21,885 
Canada 36,300 3,547 2,119 377 1,114 7,824 
British Honduras 3 , ' 
Costa Rica 384 183 7 29 44 
Cjuatemala 12 95 142 356 13 
Honduras 2,870 209 —- 193 
Nicaragua 1,067 49 Q 25 
Panama 2,715 807 95 346 688 
Salvador . 232 7 120 
Mexico 1,531 590 597 1,287 >», 207 
Newfoundland and 
Labrador 3,880 999 63 50 
Bermuda 656 144 21 19 t 12 
Bar .ados 28 10 5a 
Jamaica 1,029 280 95 63 OX 
rrinidad and Tobago ‘ 137 124 10 35 
Other British West 
Indies 48 19 
Cuba 2.804 1,456 3,973 2,847 505 1,151 2,769 
Dominican Republic 3 4 40 28 32 116 122 
Netherland West 
Indies 4,977 1,175 1,213 1,302 2 10 45 
Haiti, Republic of 16 14 203 300 452 
Argentina 517 112 ) 938 2,136 404 734 2,144 
Bolivia 361 218 250 250 2 4 21 
Brazil... 21 13 1,670 1,266 ’ 6.838 
Chile , 78 lil 163 382 81 
Colombia 1,658 S46 2,069 2,063 706 2,024 1,812 
beeuador . ° 98 60 33 78 66 
Surinam on - O6s6 7 26 ‘ 
Paraguay... e 17 26 36 
Peru 1,210 425 655 1,165 153 598 29 
Uruguay 13 33 48 ) 70 199 50 
Venezuela . 2,926 655 17 916 107 356 309 
Saudi Arabia 310 04 119 3 
British India 208 97 9, 499 2,986 44 139 30 
British Malaya 16 28 15 61 10 26 
Ceylon 157 57 60 98 
China 774 234 546 392 213 582 
Netherland India 17,109 3,022 504 248 177 503 56 
Hong Kong 72 56 9 162 ‘ 
Japan 354 68 20,509 11,371 126 423 2,935 
Kwantung 98 58 15 35 
Palestine 37 97 
Philippine Islands 5,886 1,016 9.573 4,613 1,504 2,757 65 
Syria 200 125 
Turkey 13 th) 
Other Asia SS 101 
Australia 573 435 6,014 2,724 156 459 301 
French Oceania 217 18! ; 
New Zealand se 35 53 
British East Africa 40 6 169 76 74 183 
Union of South Africa 675 579 1,105 1,215 674 1,698 1,108 
Ciold Coast : 222 142 
Nigeria ‘ 63 146 
kaypt ° 13 18 ase . , ‘ one ee 
Other French Africa _ sees 47 
Mozambique : ‘ ee ; 166 183 ° 
Other Spanish Africa.. 87 36 66 20 2 4 
Total...........114,792 $31,697 78,996 $52,618 10,931 $25,990 $69,039 
Shipments to: 
Hawaii ~.---- 46,924 $15,119 2.434 $2,066 337 $1,207 $2,801 
Puerto Rico ‘ 15,662 2,669 2,229 1,180 170 393 441 
Virgin Islands eoee eon cave osee bee eens 43 
eI 


China Market for Ribbons and Carbons 

The Specialties Division of the United States Department of Commerce, 
Thomas Burke, Chief, has released a Foreign Market Bulletin on the 
present market conditions in China for American Carbon Papers and 
Inked Ribbons. 

Inasmuch as China is essentially a price market, business firms here 
prefer, whenever possible, to deal direct with a manufacturer rather 
than through a secondary agent or distributor. It is reported that this 
condition is particularly applicable to office supplies, such as carbon 
paper and typewriter ribbons, in that these commodities are now witness- 
ing strong competition from Austrian and other European offerings which 
are being quoted at considerably lower prices. This competition from 
European sources has been in existence for some twelve to eighteen 
months and reports indicate that it is rapidly increasing to the point 
where the sale of American carbons and ribbons may be excluded from 
this market unless drastic price reductions or other compensating condi- 
tions are made in all grades of the American product. 

For instance, the popular B line of carbon papers, which are in 
greatest demand in China, are quoted by American manufacturers f. o. b. 
New York at prices ranging between U. S. $0.60 to $0.85 per 100 sheets, 
depending on the weight. The grade quoted at U. S. $0.60 landed in 
Shanghai retails at approximately 2.60 to 2.70 yuan (present exchange 
rate U. S. exchange rate approximately 3.34 yuan), including, of course, 
an import duty amounting to approximately 30 per cent. European car- 
bons which correspond to this B line in quality are retailing in Shanghai 
for 1.830 yuan per 100 sheets in the standard form of twenty-five to a 
folder. This same relative price range holds true for typewriter ribbons 
when compared to the European offerings. 
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RIBBONS 


Sansom at Tenth Street 









ESTABLISHED 1895 


Dealers Inquiries Solicited 


Philadelphia, Penna. 





To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 
present scale of prices meets all competitive market 
conditions. 


Write or telegraph at once for prices and particulars. 


MORSE TYPEWRITER CO., INC. 


305 CANAL ST., NEW YORK, U. S. A. 
CABLE: MORSETYPCO, N. Y. 











IT’S VERSATILE! 


“THE AMERICAN 
“5 IN aad 


MODEL 110 


5 MOVEMENTS IN 1 MACHINE 
PRICE $7.50 RETAIL 


WRITE FOR DISCOUNTS 








AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 











DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER & 
SPEED KEYS 


(no rubber to wear out) 


Write for our interest- 
ing proposition. 


Speed Key Mig. Co., Inc. 
299 Columbus Place 
Brooklyn N. ¥. 














CLOT Bs 


Replacement Parts for Adding, Book- 
keeping, and Calculating Machines 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Road, N. E., Cleveland, Ohio 








SUPER ENVELOPE MOISTENER 


-—- — = —EEE 


| For moistening 

| ENVELOPES 
STAMPS 
LABELS 


| 

} 0 
(Only $ 3 00 

Moiustens gummed surfaces properly for quick and permanent 


adhesion. Handles every shape and size envelope. Dip-gal- 
vanized rust proof tank. No moving parts to wear out. 


Sole Distributors 


Allyn W. Kellogg Sales Co., Waltham, Mass. 


Mfd. by BETTER PACKAGES, INC., Shelton, Conn. 


aste 
that never wrinkles paper 


—not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 
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Weaver Parts for 
Burroughs Adding Machines 


Used in the repair departments of the 
largest Pacific Coast Banks. 





Send 50 cents for 40-page illustrated catalog. 


Weaver Service 


1719 West 7th St. Los Angeles, Calif. 

















Speed-Mo No. 400 FOUNTAIN BRUSH 
and CLEANER 


Most effective type 
cleaner. Also “tops” 
for removing spots 
from light clothing, 
etc. A_ keen seller. 
Made by makers of 
the famous Speed-Mo 
Sponge Rubber 
Stamp Pads. 


RIVET—O 
MFG. CO. 


54 Jason St. 
ORANGE, MASS. 











SERVICE TELEPHONE INDEX 


The best telephone index on the 
market today for the French or 
Cradle phone. It requires no bolts, 
no nuts, no screws. You just slip 
it on. List price 50c each. Write 
for quantity discount. 


See our display, Booths 72 and 73, 


Palmer House, Chicago, Sept. 27 to 30 


FRANK A. WEEKS MFG. CO. 


311 Broadway, New York City 
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WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN and APPLY: 





1 Main Street 


CEL-U-DEX CORP., BROOKLYN, N. Y. 








OFFICE APPLIANCES 





THE STATIONER’S 


SCRAP 
BOOK 
IDEAS 


PRICE $400 POST FREE 


The most valuable money- 
making volume ever placed ° 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- 
partment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
ttions for commercial stationers and dealers in office equip- 
ment. It is conveniently divided into four sections, as follows 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business that he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are wrilien in such a 
way that the volume is an excellent reference book. 

—Office Appliances 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page 

-The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 

It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome 

—The British Printer. 


A good idea in itself and admirably carried out 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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ALLEN-WALES 


4 record of more than 25 years’ satisfac- 
tory service recommends Allen-Wales Add- 
ing Machines and The Allen-Wales 
Franchise to office machine Dealers of 
experience and sales power equal 
to a first-class proposition. We 
offer a valuable business getting 
opportunity. Write today for de- 
tails. 








Allen-Wales 
Adding Machine 
Corporation 


515 Madison Ave. New York, N. Y. 


Are You Mounting 
Your Own Stencils? 


We can furnish the Buff Manila, Cushioned 
White, and Oiled Tympan Backing Sheets for 
every Stencil Duplicator. Also with everything 


that is needed for MOUNTING and PACKAGING 
stencils. Check your stock now, and place your 
order before prices advance. Write for a copy 
of our new catalogue. 


THE TECHNYGRAPH 


TECHNY, ILLINOIS 








NEW! POCKET-DEX 








rhe Kamket . . 

Loose-Leaf pros- & & a 

pect book sales- , By 2) 

men have been #4 

waiting for. “3 

Pocket-Dex cards, #s 

easily inserted + 

for day’s calls, 4 

show complete ft 

solicitation rec- he 

ord; keep clean, bee 

orderly. Sells on 1e8 

sight Genuine st 

pigskin, sheep- » 

skin and imita- 

tion leather bind- 

ers 
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Write for - 
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Literature 


KAMKET co 





p., 401 Broadway, New York City 


r. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat —: binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 

dosen sets, f.0.b., 

$ 3 50 New York. Write for 

sample and details. 


F. B. Mfg. Co. 


1228 Intervale Ave. 




















Easy to put in use 
Safe and Secure 
Quick Reference 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%"’) 

with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 














ACME 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 











Only with e 


leletalk 


. Can you meet all VV 
intercommunication requirements 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 


WEBSTER ELECTRIC COMPANY 
RACINE, WISCONSIN, U.S.A. © Established 1909 


Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 











A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At- 
tractively packaged. 
Supplied in seven sizes. 
Brush-in-cap can, Half 
Pint, Pint, Quart, Gallon, 
5 Gallon cans and handy 
tube. 
Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 
Office, School and Studio. 
Stocked by leading jobbers 


Write for Sample and Dealer’s List 9B 
UNION RUBBER & ASBESTOS (©0. 
TRENTON, N. J. 
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Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
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Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 



















ROYAL presents a brand 


new kind of advertising for 


Royal Portable Dealers... 


@ Royal’s Fall Campaign “goes into high” this 
month—opens with the Opening of School. 

Written as you would write them—each adver- 
tisement will reach—not only your present pros- 
pects, but potential customers as well, families 
who might never come into your store! 

New! Different! Each advertisement carries a 
coupon packed with hard-selling. 

Millions will see and read each month... 
thousands will get out the family scissors and— 
clip the coupon. 

These coupons, “live” leads, all of them (the 
wording of the coupon takes care of that) will 
be turned over to you, the nearest Royal Portable 
dealer, for immediate action. 

Not one lead will be handled direct by Royal 
in any dealer's territory. 

Royal gives you profits which others take for 
themselves! 





OFFICE APPLIANCES 


SCISSORS TO WORK 


FOR YOU! 





MORE! ... In addition to aggressive national 
advertising and tested sales aids, Royal gives 
you the ¢hree most outstanding portable type- 
writers the industry has ever known .. . priced 
to sell with a generous profit margin for you... 
with an Easy-Pay Plan that makes “time” as 
good as “cash’’—helps you meet a// competition. 

For full information address: Royal Typewriter 
Company, Inc., 2 Park Avenue, New York City. 


LOOK Ti ROYAL 
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HEYER STENCILS ANDINKS  * 














Another 
Improved 
Package 


Heyer firrnly believes 
that quality packages 
promote seles for Heyer 
Dealers. The New Pack~ 
age for No. 998 Ink 
shown to the right has 
real sales-appeal. Why 
the change? Merely to 
help you sell more Heyer 


Ink to more customers! — 








HE Heyer Line has much to offer you both in 

superior performance and wide variety. For 

only in the Heyer Line will you find a selection 
of Six Different Stencils, a complete assortment of 
Black and Colored Inks and other supplies that will 
so completely cover the requirements of All of your 
duplicator customers. Lettergraph, Mimeograph, 
Neostyle, Rotospeed, Niagara and all other stencil 
duplicator users once introduced to this quality 
line of supplies continue to demand Heyer Quality 
Merchandise because they know that it is standard 
and of constant high quality. Investigate this 
modern and most complete line. Write for addi- 
tional information and prices today! 


SEE HEYER BOOTHS 55-56 AT N.S.A. CONVENTION 


/CORPORATION-CHICAGO 





UNDERWOOD. 


: sz ~~ sn A 4 4777 
Lee te ¢0AA Che VlEW 


Lhad ate owe lee Te 


The Underwood Typemaster Portable, Universal model, 


The Underwood Typemaster p rtable — on model, 
retailing at $54.50, including carrying case. Easy terms. 


retailing at $64.50, 1 ludi ” arryine case. Easy bi me 


POR’ 


3 yeeenantesad engineers have given them 

outstanding typing performance. Under- 
wood designers have given them smartness 
and style. And now dealers everywhere are 


75D 
2 CD LEC 


ABLES 


Check these Underwood feztures 
point by point 


You'll look for most of them in vain on any 


other portable in the world. 


resenting them as the world’s major devel- , Mee 
P 6 ) 1 New Sealed Action Frame providing 


opments in personal writing machines. The jeter operation and maximum prot 
qu ximum protec- 


new Typemasters are here! 

So easy to operate even novices make good 
typing headway right from the start. So fast 
that World's Champion typists have equalled 
their best performance on them. So depend- 
able they'll take all the typing punishment 
untrained fingers can hand out and go on 
doing it for years without quitting on the job. 
DEALERS: If you are not now stocking the 
Typemasters, wire Typewriter Headquarters 
at once. National Advertising and supporting 


sales promotion < ampaign : arenow under way! 


WORLD'S 


From every angle 


the logical choice in portables should be 


ne of the mew Underwood Typemasters 
Note bow even in the back of the neu 
machine the action is sealed, giring great 
er protection against dust amd imjury 
greater appeal to the eye that apprectat 
true harmony of line. 
. 

Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER 
COMPANY 
Typewriters... Accounting Machines... Add 
ing Machines..Carbon Paper, Ribbon 
and other Supplies 
One Park Avenue, New York 
Sales and Service Everywhere Ur 
Underwood Elliott Fisher FE 

Speeds the World's Business 


tion against dust and injury. 

The Champion Keyboard...kinder to typ- 
ing fingertips...saves broken fingernails. 
“Tuned to the Fingertips’... two adjust- 
ment features assure supreme ease of touch 
100 per cent Typing Visibility. 
Complete accessibility to type-bars and 
ribbon spools. 

Keyboard Controlled Ribbon Shifting 
Device. 

Back spacer on left hand side — normal 
typing position. 


© UEF.i937 


LARGEST MANUFACTURER OF TYPEWRITERS 








